





There's sales magic 
in a hatne 


Every dealer knows that names sell 


goods. But why does the Webster name 





mean something extra on carbon 
papers and typewriter ribbons? 
It’s not just the steady, year-in and 


year-out national advertising to build 





consumer demand — although that 





helps a lot. 


It’s not just the attractive Webster 






packaging—although that helps, too. 


NY CO 
SS s 


It comes down to the fundamental 
policies of the Webster Company—a 


fair deal for all dealers, including a 





fair and equal price policy... uniform 
quality which brings uniformly good 
results for all your customers... extra 
values like the special features of 
Micrometric Carbon paper which give 
you an extra hold on your customers. 
\ Yes, it’s things like these which 
give sales magic to the Webster name. 


~ Arte 
CSS For sure profits, be sure to feature the 


Webster line in your sales program. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 

















{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 


Office Appliances 


(Teo the World's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEArborn 3206-7. 
o 
ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


i CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as_ second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1946, 
by the Office Appliance 
Company. 











4 fh N 
: , 
4 





WY wy roa. os ‘ ~ 
ALDVERTIS k 
A y | b A 





MENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
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Aceo Products, Inc. 
Ace Fastener Corp. 


Acme Bulletin & Dircty. Corp. 
Acme Staple Co. 
Acme Visible Records, Inc. 


Adirondack Chair Co. 
Advance Salesbook Co. 
Advance Trading Co. 
Aigner, G. J., Co. 
Alexander Mfg. Co. 


All-Steel-Equip. Co. 
Allen Calculators, Inc. 
Allen & Co. 


Alma Desk Co. 

Amberg File & Index Co. 
Amer. Carbon Paper Mfg. Co. 
Amer. Hair & Felt Co. 
American Map Co., Inc. 


Ames Supply Co. 
Anderson-Hickey Co., Inc. 
Art Metal Construction Co. 
Art Steel Sales Corp. 134, 


Associated Stationers Supply 
Co. 

Atlas Stencil 

Autocopy, Inc. 

Autopoint Company 


Files Co. 


Bainbridge, Kimpton & Haupt, 


Inc. 152 
Bankers Box Co. 81 
Barkley, C. L., & Co. 138 
Bates Mfg. Company 51 
Beck Duplicator Corp., The 223 
Berger Mfg. Div. Republic 

Steel 83 
Bickett. L. M., Co. 225 
Blaisdell Pencil Co. 229 
Bolens Products Co. 164 
Boorum & Pease Co..... 133 
Bradley Industries 228 
Bright Chair Co. 210 
Brown, Arthur, & Bro. 122 
Browne-Morse Co. 141 
Buckeye Ribbon & Carbon Co. 226 
Business Efficiency Aids 108 
Business Mach. Products Inc._116 

c 

Calculator Equip. Co. 214 
Canvas Products Corp. 229 
Cardinell Corp. 190 
Cardmaster Co. 228 
Clarotype Co., The 202 
Codo Mfg. Corp. 112 
Cole Steel Equipment Co., Inc. 216 
Collier-Keyworth Co. 156 
Columbia Industries 155 
Columbia Rib. & Car. Mfg. Co. 47 
Columbia Steel Equipment Co... 89 
Commercial Controls Corp. 95 
Commonwealth Publishing Co... 226 
Consolidated Stamp Mfg. Co. 

Inc. 182 
Continental Ink Co. 227 
Cook, The H. C., Co. 198 
Cooke & Cobb Co. 217 
Copy Papers, Inc. 186 
Copy Right Mfg. Corp. 115 
Corona Typewriter 43 
Cotterman, I. D. 227 
Cram, The George F., Co. 200 
Cramer Posture Chair Co. 87 
C-Thru Ruler Co. 174 
Cummins Busine s Machines, 

Div. A.S.¢ 173 

D 
Daco Card & Index Co. 228 
Darnell Corp., Ltd. 140 
Dawn Mfg. Corp. 235 
Dayton Stencil Works 228 
Dick, A. B., Company 39 
Dixon, Joseph Crucible Co. 171, 172 
Domore Chair Co. 85 
Doppelt, Charles & Co. 219 
Dovolis-Rice Company 185 


Downey, C. L., Co. 


through 
E 
Eaton Paper Corp. 209 
Elray Company 227 
Eraser Company 217 
Esterbrook Pen Company 127 
Eureka Specialty Prtg. Co. 189 
Eversharp, Incorporated 7 
F 
Fair Furniture Co. 157 
Farber, Louis H. 72 
Federal Fibre Corp. 223 
Feldco Loose Leaf Corp. 126 
Fisher Mfg. Co., Inc. 163 
Fox, George B., & Company....219 
Franklin-Goodfrend Metal 
Prod. Co. 210 
Fritz-Cross Co. 193 
G 
Galef, J. L., & Son 229 
General Fireproofing Co. 45 
General Pencil Company 111 


Gibbons, Thomas H., & Co.......110 


Globe-Wernicke Co., The 60, 61 
Graff, Geo. B., Co. 221 
Graphic Duplicator Co. 197 
Gregory Fount-O-Ink Co. 124 
Guide System & Supply Co. 170 
Gunlocke, W. H., Chair Co. 102 
Gunn Furniture Co. 125 
H 
Hall-Welter Co. 235 
Bano Philip, Co., Inc. 167 
Hanson, J. L., Co. 194 
Farding, Milo Company 235 
Harriman-Welts, Inc. 221 
Harter Corporation 105 
Herring-Hall-Marvin Safe Co...188 
Heyer Corporation, The 237 
Higgins Ink Company, Inc. 203 
High Point Bndg. & Chair Co...142 
Hotchkiss Sales Co. 195 
Hunt, C. Howard Pen Co. 197 
Hurrle, Charles G. 183 
I 
Imperial Desk Co. 176 
Imperial Mfg. Co. 63 
Imperial Methods Co. 153 
Indiana Desk Co. 187 
Ink Specialties Co., Inc. 221 
Int’l Bronze Tablet Co., Inc.....227 


Invincible Metal Furniture Co. 9: 


the journal. 


J 
Jasper Chair Co. 154 
Jasper Desk Co., The 147 
Jasper Office Furniture Co. 150 
K 
Koh-I-Noor Pencil Co. 213 
Leisure Furniture Corp. 192 
Leopold Co. 91 
Little, A. P., Inc. 223 
M 
Macey Co. 117 
Magnus Chemical Co. 208 
Mailers’ Service & Equip. Co...214 
Manifold Supplies Co. 41 
Markilo Co. 226 
Markwell Mfg. Co. 98 
Marr Duplicator Co., Inc. 175 
Master-Craft Corp., Div. S-W.. 67 
May, J. L. Co., The 227 
Mayfair Lamp Co. 181 
Meier, Joshua, Company 123 
Meilicke Systems, Inc. 229 
Meilink Steel Safe Co. 151 
Metal Office Furniture Co. 121 
Metal Specialties Co. 218 
Meyer & Wenthe, Inc. 213 
Michigan Desk Co. 180 
Midwest Naturlite Co. 131 
Mimeograph, The 39 
Mittag & Volger, Inc. 71 
Monroe Cale. Machine Co. 129 
Moore Push Pin Co. 229 
Multistamp Co., Inc., The 212 
Myrtle Desk Co. 191 
N 
National Blank Book Co. 169 
National Brief Case Mfg. Co...228 
National Desk Co., Inc. 144 
National Office Management 
Assoc. 218 
Neva-Clog Products, Inc. 161 
New England Woodworking 
Co. 114 
New Indiana Chair Co. 148 
Norta Distributing Co 201 
Northern States Envelope Co...177 
Oo 
Oakville Company 145 
Office Furniture Wholesale Dis- 
tributors 179 
Old Town Rib. & Car. Co. 59 
Oxford Filing Supply Co. 207 








of its various commissi 


office equipment, 
any article wanted, puts 
pares advertising copy, 


eign dealers in securing 

other ways performs usef 
Subscribers in every land 
good use of this bureau; 


agents and dealers in nearly every country, 


| THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
ions this bureau calls upon 


In the execution 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
supplies names of manufacturers of 


man and job together, pre- 
furnishes list of desirable 
aids for- 
U. S. A. lines, and in many 
ul service, all without charge. 
have made, and are making, 
manufacturers in every sec- 


tion of the field have evidence of its proved value. 

Subscribers’ requests for catalogues to bring their files 

up to date, or to replace the file in case of fire or 

other form of destruction, are broadcasted in a bulle- 

tin which is mailed frequently to leading manufac- 
turers. 
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They do, however, offer their. services in resolving any disagreements which result from relations established 


PQ 
Packwood, G. H., Mfg. Co. 94 
Peerless Imperial Co., Inc. 63 
Peerless Steel Equip. Co. 232 
Pemberton, L. N. Prtg. Co. 228 
Pengad Mfg. Co. 226 
Phillips Process Co., Inc. 206 
Pierce Co., The 229 
Plastext Co. 228 
Plymouth Rubber Co. 230 
Polychrome Corp. 204 
Post, Frederick, Co .230 
Pronto File Corp. 158 
Quality Park Envelope Co. 160 
R 
Regal Typewriter Co. 234 
Reuben Company i78 
Rex-O-Graph, Inc. 168 
Reyam Plastic Products Co. 215 
Rite-Line Sales Co., Inc. 201 
Rite-Rite Mfg. Co. 227 
Rivet-O Mfg. Co. 227 
Roberts Number. Mach. Co. 202 
Roberts, Weldon, Rubber Co...224 
Rochester Wire-O Binding, 
ne. 228 
Rockwell-Barnes Co. . ..281 
Ross-Gould Company 229 
Royal Metal Mfg. Co., The 236 
Royal Typewriter Co. 53 
Ss 
Schollhorn, William, Co. 132: 
Security Steel Equipment Corp.196 
Seng Company, The.. 164 
Sengbusch Self Cl. Inkst’d Co...232 
Service Products, Inc. 223 
Shaw-Walker Co. 136 
Sheaffer, W. A. Pen Co... 49 
Sheppard, Ci. Ths, . GO isicccececcsssessnece 106 
Shipman-Ward Mfg. Co. 96 
Sikes Co., Inc., The 55 
Sinclair & Valentine Co. 220) 
Smead Mfg. Co., Inc., The..99, 100 
Smith, L. C., & Corona Type- 
writers, Ine. cehasoesdaas 43 
Speed-Key Mfg. Corp.. 229 
Speed-O-Print Corp. ...0.............. 101 
Speed Products Co., Inc. 139 
Spencer Rubber Products Co...209 
Staedtler, J. S., Inc. 205 
Standard Business Machs. Co...222 
Starkey Paper & Supply Co...226 
Stationers Loose Leaf Co.........225 
Stein Bros. Mfg. Co. 17 
Stewart, R. A., & Co. 159 
Storms, H. M., Co. 233 
Stratford Pen Co. 75 
Sturgis Posture Chair Co. 119 
Swan Pencil Company, Inc. 
90, 206 
T 
Technygraph Co., The 222 
Teeters-Mackey Co. 231 
Toledo Guild Products, Ine... 234 


U 


Underwood Corporation 


ack Cover 


Union Pencil Company 130 
U. S. Savings Bonds 224 
U. S. Typewr. Rib. Mfg. Co....205 
Vv 
Vail Mfg. Co. 137 
Van Dyke Industries ..120 
Veet Mfg. Company 194 
Victor Adding Machine Co. 97 
Victor Safe & Equip. Co. 146 
ae Se 

Wabash Piling Supplies, Ine. 128° 
Wansco Paper, Products Co., 

Inc. 22” 
Warshaw Mfg. Co. 198 
Webster, F. S., Co. ae 
Wells Office Furn. Co. ..184 
Western Wholesale Stationers..220 
Wilson Jones Co. ee ab S 
Wood Office Furn. Institute _..149 
Woodstock Typewriter Co...84, 190 
Write, Inc. 220 
Yawman and Erbe Mfg. Co.....165. 
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For the benefit of the subscribers the lines advertised ar 
are represented. Should subscribers be interested in an 
communicate with the service bureau, through which the 


y article 





e here classified. Many of the requirements of the modern business office 
of office equipment not listed here, they are cordially invited to 
information will be promptly and cheerfully furnished by letter, without 
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obligation. 
Accounting Systems Equipment National Brief Case Mf > 22 Used 
Na F Mfg. Co. 228 ostumer: 
Eureka Specialty Prtg. Co. 189 Reuben Company 178 —— + A Co Duplicating Machines, 
Pemberton, L. N., Prtg. Co. 228 Stationers Loose Leaf Co 225 Globe-Wernicke Co. T™ 60. 4 Graphic Duplicator CO, ws... a +4 
. Stein Bros. Mfg. Co 77 - = Wernese. VS. Sue mM, Mailers’ Service & Equip, Co,......214 

Adding Machine Parts ; 8 a Peerless Steel Equip. Co 7 . 

Ames Supply Co. . 92 Business Forms Shaw-Walker Co Duplicating Stencil Files 

Adding Machine Rolls & Paper Associated Stationers Supply Co.....166 Wells Office Furniture Co Atlas Stencil Files Coa. vesseeee 43 
Rockwell-Barnes Co 931 Calculating Devices Crayons Envelope Sealers & Openers 

Adding Machines Meilicke Systems. Inc 299 Dixon, Joseph, Crucible Co. ..171, Commercial Controls Corp............... 95 
Allen Calculators, Ine. _.................118 Shipman-Ward Mfe. Co 96 Cushions & Pads, Chair Envelopes 
Monroe Cale. Machine Co 129 Victor Safe & Equip. Co. 146 Fair Furniture Co. Cooke & Oe | TORRY . 
Smith, L. C. & Corona Type- , Calculating Machines Sage me sear Glebe-Wernteke Go..” he. 
jn FI si se gr Allen Calculators, Inc 118 i Se ve Cee Northern States Envelope Co..... 
Underwood Corporation Back Cover . 

. achi : * Monroe Cale. Machine Co 129 Dating Stamps Quality Park Envelope Co... 
Victor Adding Machine Co 97 Victor Adding Machine Co 97 B-tes Mfg. Company Smead Mfg. Co., Inc., The... 

Adding Machine Parts Caleulati Machi Consolidated Stamp Mfg. Co., Inc. Wilson-Jones Co. 

Shipman-Ward Mfg. Co oF ‘al ab ae we ow. Used 1 Meyer & Wenthe, Inc Envelopes, Celluloid 
alculato ( ; : j ‘ 

Adding Machines, Rebuilt & Used Mailers ‘service & Fauip Co 314 Stomat = ©, ; Aigner, Gs J. Ojenennnnmrimneiion 
Caleulator Equipment Corp 214 Shipman-Ward Mfg. Co.. “96 ree eee oe: ee Hanson, J. L., Co. 19 
Mailers’ Service & Equip. Co.214 % ; Desk Bumpers Markilo_ Co. 

Shipman-Ward Mfg. Co. 96 Caletdar Pads and Stands Fox, George E., & Company Meier, Joshua, Company. 

Adhesives Fox, George E., & Company 219 Desk Lamps bof Mfg. Company 
“res Inks, Adhesives, etc.) Carbon Papers (See Ribbons and Carbons) Dawn Mfg. Co Era 

Album Card index Boxes and Trays Mayfair Lamp Co Blaisdell Pencil Co. : 220 
Lebes File & Index (Co 999 All-Steel-Equip. Co 162 Midwest Naturlite Co Dixon. Joseph, Crucible Go....171, 172 
Haniso y 9 bere File & dex © 999 Van Dyke Industries Eraser Company Mab 

anson, J. L., Co. 194 Amberg ile & Index Co. 222 a c I - 

Areh Art Metal Construction Co. 57 Wells Office Furniture Co Hurrle, Charles Ge. .....-.--vccseeereeeeeerL 88 
rth and Clip Boatd Files Art Steel Sales C 134.135 Koh-I-Noor Pencil Co.. 213 
Globe-Wernitke Co.. The 60, 61 Art Steel Sates Corp...... oa, 3) Desk ~Name_ Plates Roberts, Weldon, Rubber Co... 224 
Pengad Mfg. Co. 296 Cole Steel Equipment Co., Inc ae Bradley Industries oberts, Weldon, udder VO. 
Rockwell-Bernes Co 931 Columbia Steel Equip. Co. 89 Desk Pads & Tops Exhibitions, Office Equipment 
Service Products, Inc 223 Ape edn TS Corp 7 Aigner, G. J., Co National Office Management Assoc. 218 
haw - Walker Co 7 136 Gishe-Wiaeieke Cav Tha: 80. 61 Fair Furniture Co...... Eyelets & Eyelet Fasteners 

awman & Erbe Mfg. Co 165 Guide System and Supply Co 170 AS Gomee E.. & Company pote ote Company inate tuned 3 

Ash Trays and Stands Imperial Methods Co... 153 fice Furn. Whole. Distr ivet-O Mfg. Co. 227 
Advance Trading Co. 193 Invincible Metal Furn. Co 93 Wilson Jones Co Fanfold Continuous Forms 
aitay Company $37 = pa nd Furniture Co. 121 Ones Pen S on Phe wt a Hano Philiv. Co, ,Ine....................16T 

Fair Furniture Co. ry New England Woodworking Co.......114 iregory Fount-O-Ink Co j 
Wells Office Furniture Co. 184 Peerless Steel Equip. Co. 232 Sengbusch Self Cl. Inkst’d Co.......232 ‘eS pes 

Associations Pronto File Corp 158 Sheaffer, W. A.. Pen Co 14 Barkley. C. L. & Co 
Wood Office Furniture Institute. 149 pear wag ok po MS SESE or Union Penell Co 180 Hlobe-Wenicke Co., The............. 

See y steer Equipment Corp 96 Desk Trays Guide System & Supply Co.............170 

Atlases, Geseraphieal 900 Shaw Walker Co. | : 136 Art Metal Construction Co 57 Oxford Filing Supply Co. 207 
Cram, George » CO - Wells Office Furniture Co 1X4 Art Steel Sales Corp. 134, 135 Pronto File Corp. 158 

Auto*rapt'- Forms sa Yawman & Erbe Mfg. Co 165 Fox, George E., & Company 219 File Boxes, \ 

Hano, Philip, Co., Inc 167 Cash Boxes Jeneral Fireproofing Co satel eo Art Metal Construction Co............... 57 

Bank Supplies Art Steel Sales Corp 134, 135 Globe-Wernicke Co. The 60, 61 Art Steel Sales Cor ed 94, 135 

2 ‘ ‘ Re D.. , 
Downey, C. L., Co 234 Cole Steel Equipment Co., Inc 216 Imperial Methods Co... 153 Cole Steel Equipment ‘Co., Ine.......216 

Senhann bite, Genes General Fireproofing Co. 45 Peerless Steel Equip. Co. 232 Globe-Wernicke Co., 6 

Art Steel Sales Corp. 134, 135 Western Wholesale Stationers 220 Fagg AY homage Inc eo Peerless Steel Fauip. 

General Fireproofing Corp. 45 Casters, Caster Bearings, Slides Welle Office Fursni . 24 Pronto File Corp. . 

: callus Cc The 60. 61 . Wells Office Furniture Co................184 Rockwell- Baik Co 

Globe-Wernicke Co.. The ace Darnell Corp 140 Yawman and Erbe Mfg. Co 165 . : 

Victor Safe & Equip. Co 146 : Shaw-Walker Co wees 

: , 4 Periodical Celluloid Envelopes Desk Work Distributors Victor Safe & basis. Co. ce 46 
Binders, Catalog an eriodica " (See Fnvelopes, Celluloid) Art Steel Sales Corp. 134, 135 

lated 

Acco Products, Inc. 211 for. Geum EO : 219 Filina Cabinets, Insulat 

Amberg File & Index Co. 229 Center Drawer Desk Trays Globe-Wetnicke’ Co — 60 “61 Meilink Steel Safe Ce......................151 

Master-Craft Corp. Div. S-W 67 Franklin Goodfrend Met. Prod. Co. 210 ran Ny ee BD..creeee--0Vs OS Shaw -Walleer CO, .....j.ccccicccossncsersvoese 136 

Nati k Book C 169 . Victor Safe & Equip. Co 146 Victor Safe & Equip. Co 146 
nena _— c e ne 106 Chair Irons Wilson-Jones Co 113 Fill Cabinet Metal r : 

vx) ° mae rete re 4 Bolens Products Co 164 Desk Hing nets, 

Wilson Jones Co. .. 113 poiens * : . osks All-Steel-Equip. C 162 

Collier-Keyworth Co 156 Alma Desk Co. 229 Steel- Equip. 0. asevacadnqnsianhss 

Binders, Permanent Storage Seng Company, The 164 Art Metal Construction Co 57 Andere Ne OS. once _ 
Fer Ratt Corp. Div, S.-W. 67 Chair, Mats of Se Sate, Se i. AT Best Sales Crepes nt #47385 
aater- a a Dae + Bickett. L. M.. Co 225 rowne-Morse Co. .... aE Mf 
Bhepoard. The C. E. Co. og Office Furniture Wholesale Dist. 179 Columbia Steel Equip. Co 89 nae Be Republic ‘ieel-_ 88 
Smead Mfg. Co. 99, 100 Service’ Protueta. < 7 Ld Farber, Louis H > Browne- —- Co. = 141 
Wilson Jones Co... EEA, | | ehcihdate oducts 0 ond G + Wee - % vert Business Efficiency Aids. 

d 2 . reneral Fireproofing Co ious ae 

Blackboards egy Oe tomate, Globe-Wernicke Co.. The 60, 61 Role Piet Se See 
pao a 992 Adirondack Chair Co 219 . Nese ; a Columbia Steel Equip. Co... 
Service Products, Inc. eer 2 Ferber. Louis Fi p+ Gunn Furniture Co 125 General Fireproofing Co... 

Blank Books | ' = Roval Metal Mfg. Co 236 nae pecegihie ae ase Globe- -Wernicke Co., s $1 
oorum & Pease Co 33 ; are ’ a . : Invincible eta urn. Co. sitio’ 

. : . Pp ‘ ‘ Chairs, Office Invincible Metal Furn. Co 93 

Eureka Specialty Prtg. Co. 189 . ‘ . . gy Macey COUMMPRIT, 5s ncnnncssicesnceoeonecse-cerenes 117 
v. ¢ . +4 Bright Chair Co 210 Jasper Desk Co 147 j 

ee oo — us ng Cramer Posture Chair Co 87 Jasper Office Furniture Co 150 Metal — Furniture ‘Co. ~ ~aa 
rate ., ; 112 Domore Chair Co. 85 Leopold Company, The 91 oe eel Equip LEE. 
Wilson Jones Co. 113 Fritz-Cross (Co. 193 Macey Company 117 Rockwell-Barnes Co. 231 

Blue Print Papers : a General Fireproofing Co 5 Metal Office Furniture Co. 121 Recurity Steel Equipment Corp... Tt 
Post, Frederick, Co. 230 Gunlocke, The W. H., Chair Co.....102 Michigan Desk Co. . 180 Vict Safe & Equi Co. "146 

Blue Print and Plan File Cabinets Harter Corporation a 105 Myrtle Desk Co. 191 Tanioan pei" Erbe Mfg. Gas. - 16% 
All-Steel-Equip. Co. 162 High Point Bending & Chair Co._142 National Desk Co.. Ine. 144 he # 
Andersni-Lickey Co. 104 Jasper Chair Co 154 Peerless Steel Equin. Co 232 Filing Cabinets, Wood . 
Art Metal Construction Co 57 Macey Company 117 Royal Metal Mfg. Co ..236 Art Metal Construction Co... aS 
Art Steel Sales Corp................. 134, 135 Metal Office Furniture Co. 121 Becurity Bteel Equipment Corp 196 Art Steel Sales Corp.. & thi 1 ed 
Browne-Morse Co. . 141 fichigan Desk Co 180 Shaw-Walker Co. 136 Bainbridge, Kimpton up’ coiled 
Cole Steel Eauipment Co 216 New Indiana Chair Co 148 Victor Safe & Equip. Co 146 Browne-Morse Co. _ 41 
Columbia Steel Equipment Co 89 Royal Metal Mfg. Co 236 Wells Office Furniture Co 184 Business Efficiency Aids. 

General Fireproofing Corp. 15 Shaw-Walker Co 136 Yawman and Erbe Mfg. Co 165 General Firenroofing Co... 

Globe-Wernicke Co., The 60, 61 Sikes Co., The............... 55 Diaries (See Memo Books) Globe-Wernicke Co., The 

Invincible Metal Furn. Co. 93 Sturgis Posture Chair Co 119 abode? oo Imperial Methods Co.. 

Peerless Steel Equip. Co.. 232 Wells Office Furniture Co 184 —T jigbion : ‘ Indiana Desk Co. 

Pronto File Corp. 15R Chairs (Posture) Standar¢ usiness Machine Co 222 Michiean Desk Co... 

Shaw- Walker Co. ic ee 136 Bright Chair Co 210 - Dietating Machines, Used roe Woedwaginn 0. 

awman the g. %o 165 ramer Posture Chair Co.. 87 Shipman-Ward Mfg. Co. 96 eriess Steel HEQuip. 0............. 
1 ‘ ll-Barnes Co. 

Bond Box Domore Chair Co . 85 Display Racks Rarkwe 
Art Steel Seles Corp........ 134, 135 Seon LS - . Pierce, The, Co. 229 ee oo perenne Corp. 
Seen J eeotes aw ‘4 a Gunlocke, The W. H.. Chair Co. 102 Drafting Instruments & Equipment. Victor Safe & Equip. Co. 
smobe-Wwernleme LO., ine wy? Harter Corporation .’.......... 105 Brown, Arthur & Bro Wells Office Furniture Co 

— —_ aa ; 162 High Point Bending & Chair Co._142 Cardinell Corp 190 Yawman and Erbe Mfg. Co. 

Fenty at yp rer ees Fh ao he aan a Co 154 Duplicating Machines and Supplies Filing Guestion ‘ 1 
+ tte agg < + shaw-Walker Co. 136 Autocony, Ine. 218 Acco Products, Ine. 

Browne-Morse Co. : 141 Sikes Co.. The seense 55 Bainbridge. Kimpton & Haupt 152 Advance Salesbook Co. --1.233 
General Fireproofing Corp. 45 Sturgis Posture Chair Co 119 Beck Duplicator Corp., The 223 Aigner, G. J. Co. 03 

a Ca, The 60 61 Wells Office Furniture Co 184 Cardmaster Co. : 228 Amberg File & Index Co. . 222 
oo 125 Chairs, Tablet. Arm Columbia Rib. & Carb. Mfg. Co. 47 Art Metal, Construction G0. 83 
Michigan Desk Co. 180 Jasper Chair Co 154 Cony Papers. Ine. : 186 Barkley, "ae Le, & oe Hy 
New neland Wanduo : New Indiana Chair Co 148 Dick. A. B., Company 39 Browne-Morse Co. - 141 

neland ~ndworking (« 114 
atl Mestad , a : Dovolis-Rice Company 185 Cooke & Cobb Co. eee 
eg — Equip. Co. 232 Check Protectors & Writers : Graphie Duplicator Co 197 Daco Card & Index Co. vnnuneB2R 
Wenget en Co. os 136 Hall-Welter Co 235 Harding, Milo. Co. 235 General Fireproofing Co......... h 
Tames & > ong gar lay te Checks, Stamped Metal Heyer Corp., The 237 Globe-Wernicke Co., The..........60, 61 
eve Sg. VO 69 Dayton Stencil Works 228 Ink Specialties Co., Ine 221 Guide System & Supply Co..........170 

Book Ends Meyer & Wenthe. Inc 213 Manifold Supplies Co 41 Imperial Methods (Co. -oe-e 5B 
Teeters-Mackey Co. ....... en es Clin Searde Meer Duplicator Co., Inc 175 oe * - &. a ‘ non m7 

B i Fy Ae ey , Pile imeograph, The 39 Meta ice Furniture Co... <i 
Underwend Corporetica... Back Cover ety agg sooty oem 8 oh Mittag & Volger, Inc. 71 Northern States Envelope Co,.....177 
‘ a , Coin Bags, Trays, Wrappers Old Town Ribbon & Carbon Co’... 59 Oxford Filing Sunnly Co...... 207 

Bo 
x Letter Files Art Steel Sales Corp. ......184, 135 Packwood, G. H., Mfg. Co... 94 Pronto File Corp................... 158 
oe File & Index Co. eee Yt: Downey, C. L., & Co 234 Pengad Mfg. Co. 226 Quality Park Envelope Co. 160 
_ Steel Sales Corp........ 134, 185 Coin Changers Polyehrome Corp. . 204 Rockwell-Barnes Co. 231 
ole Steel Equipment Co., Inc. 216 Galef, J. L.. & Son 999 Rex-O-Graph, Inc. 168 Shaw-Walker Co. ... kl 36 
Utode- Wernicke Co., The 60, 61 Copyh i . ois Sinclair & Valentine Co 220 Smead Mfg. Co., Thi 99, 100 
Rockwell-Barnes Co. 231 opyholders Smith, L & Corona Type Veet Mfg. Company....... 194 

Brief & Zipper Cases Acco Products, Ine 211 writer 43 Victor Safe & Equip. 146 
Doppelt, Charles & Co 219 Copy Right Mfg. Corp 115 Speed-O-Print Corp 101 Wabash Filing Bapetios. Inc.......128 
Gibbons. Thos. H.é&¢ i] Dawn Mfg. Corp,. rhe 235 Starkey Paper & Supply Co 226 Warshaw Mfg. Co. ssitpaven ne 
Master-Craft Corp. Diy SW . 7 te “—“— Sales Co.,. The... 201 Technygraph, The 209 Yawman and Erbe Mfg. Co, 165 

.% 7 ells Office Furniture Co 184 Vietor Safe & Equip. Co. 146 (Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 
Finger Pads 


Speed Products Co. 139 
Folders (See Filing Supplies) 
Fountain Pens, Mfrs. 

Esterbrook Pen Company ‘ 127 

Eversharp, Incorporated . 729 

Sheaffer, W. A., Pen Co................... 49 

Stratford Pen Co.......... 75 
Globes, Geographical 

Cram, The George F., Co 200 
Gummed Cloth Rings 

Graff, Geo. B., Co... ..221 

Warshaw Mfz. Co. . 198 
Gummed Tape Sealing Machines 

Metal Specialties Mfg. Co 218 
Honor Rolls 

Acme Bulletin & Directory Corp...226 


Int’l Bronze Tablet Co., Ine.......... 227 
index Card Signals 


Cook, H. C., Co 198 
Graff, George B.. Co 221 
Victor Safe & Equip. Co 146 
Index Tabs 


Aigner, G. J 
Amberg File & “Index Ne 
Barkley, C. L.. = 
Globe-Wernicke Co., The 
Guide System & Supply Co. ) 
Markilo Co. wees B26 
Master-Craft Corp., Div. S-W......... 67 
Shaw-Walker Co 
Sheppard, The C. E., Co 106 
Speed Products Co 





Veet Mfg. Company.................. 

Victor Safe & Equip. Co 146 
inks (Writing), Adhesives, Ete. 

Continental Ink Co.. 227 

Harriman Welts, Inc........................ 221 

Higgins Ink Company. Inc 203 

Ink Specialties Co., The . 221 

Rivet-O Mfg. Co 3 227 

Stewart, R. A., & Co. 159 
Inkstands 

Sengbusch Self Cl. Inkst’d Co. 232 
Key Cases 

Columbia Industries 155 
Labels 

Eureka Specialty Prtg. Co 


Imperial Methods Co. 








Oxford Filing Supply Co. : 
Smead Mfg. Co. 99, 
Warshaw Mfg. Co.. 198 
Ladders, Library, Store & Vault 
Cotterman. I. D 227 
Leads for Mechanical Pencils 
Alexander Mfg. Company wane 
Autonoint Company 199 
Dixon. Josenh. Crucible Co. 171, 172 
Eversharp, Incorporated .................... 79 
Rite-Rite Mfg. Co 227 
Sheaffer, W. A. Pen Co................... 49 
Leather Goods 
Canvas Products Corp........ es 
Doppelt, Charles & Co. Se) | 
Gibbons. Thos. H., Co 110 
National Brief Case Mfg. (Co. 228 
Reuben Company . ..-178 
Stein Bros. Mfg. Co. hy | 
Leather I!nholstered Furniture 
Bright Chair Co. ...210 
Gunlocke, The W. H., Chair Co.....102 
Jasper Chair Co.. F 154 
Leisure Furniture Corp 192 
New Indiana Chair Co 148 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel Eauiv. Co 16? 
Art Metal Construction Corp.......... 57 
Art Steel Sales Corp. 134, 135 
General Fireproofing (Co................... 45 
Globe-Wernicke Co., The 60, 61 


Macey Company ......, 
Peerless Steel Eauin. Co 
Security Steel Equipment Corp 
Shaw-Walker Co. 

Yawman and Erbe Mfg. Co. 


Lithographed Continuous Forms 








Hano, Philip, Co., Ine.. ...167 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. ... 162 
Anderson-Hickey C0.  ....--...-.-.-0---+--+ 104 
Art Metal Construction Co. 57 
Art Steel Sales Corp................. 134, 135 
Berger Mfg. Div. Republic Steel... 83 
Browne-Morse Co. 141 
Jeneral Fireproofing Co. 45) 
Globe-Wernicke Co.. The 60, 61 
Invincible Metal Furniture Co. 93 
Macey Company .. cout! 
New England Woodworking Co.....114 
Security Steel Equipment Corp.......196 
Shaw-Walker Co ae b 
Yawman and Erbe Mfg. Co soreeee 65 
Loose Leaf Books & Systems 
Amberg File & Index Co eee y+ | 
Boorum & Pease Co.......................... 133 
Feldeo Loose Leaf Co 126 
Master-Craft Corp. Div. S-W........ 67 
National Blank Book Co 169 
Sheppard, The C. E.. Co 106 
Stationers Loose Leaf Co. ae. | 
Wilson Jones Co 113 
Loose Leaf Metals and Devices 
tg The CC. E.. Co 10 
Wilson Jones Co 113 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 103 
Markilo Co 296 
Meier, Joshua, Company... 123 
Wilson Jones Co 11! 
Mail Distributors 
Globe-Wernicke (Co... The 60, 61 
Victor Safe & Equip Co 14 
Mailing Machines 
Commercial Controls Corp 95 


6 


Manifold Books & Business Forms 


Hano, Philip, Co., Ine............-.-..-167 
Map Tacks 
Graff, Geo. B., Co 221 
Moore Push Pin Co 229 
Maps 
Acme Visible Records, Ine.......... . 73 
American Map Co., Ine ow me +4 
Cram., The George F., Co 200 
Matched Office Suits 
Art Metal @onstruction Co 57 
General Fireproofing Co 45 
Globe-Wernicke Co., The 60, 61 
Leopold Co 91 
Royal Metal Mfg. Co 236 
Shaw-Walker Co 136 
Memorandum Books 
Boorum & Peace Co 133 
Gibbons, Thomas H., & Co 110 
Master-Craft Corp Div. S-W 67 
National Blank Book Co 169 
Rockwell-Barnes Co. 231 
Union Pencil Company 130 
Wilson Jones Co 113 
Memorandum Devices 
Acme Visible Records, Ine 73 
Autopoint Company 199 
Bates Mfg. Company 51 
Mending Tape 
Warshaw Mfg. Co. : 198 
Metal Badges, Checks, Tokens, Ete 
Dayton Stencil Works 228 
Meyer & Wenthe, Inc 213 
Metered Mail Systems 


Commercial Controls Corp 


Moisteners 
Metal Specialties Mfg. Co 
Rivet-O Mfg. Co 
Sengbusch Self Cl 
Numbering Machines 
Bates Mfg. Company 
Roberts Numbering Mach. Co 
Office Partitions and Railings 
Globe-Wernicke Co., The ..60, 


Pads, Figuring 

Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes (Co 
Wilson Jones Co 


Paper 
Eaton Paper Corp 
Rockwell-Barnes Co 
Wansco Paper Products Co., 
Paper Clamps 
Acco Products, Ine 
Cook. H. C.. Co 
Esterbrook Pen Company 
Graff, Geo. B., Co 
Hunt. C. Howard Pen Co 
Vail Manufacturing Co 


Paper Clips 
Oakville Company 
Vail Manufacturing Co 
Paper Fasteners & Washers 
Oakville Company 
Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co. 
Bates Mfg. Company 
Hotchkiss Sales Co. 
Markwell Mfe. Co 
Neva-Clog Products, 
Speed Products Co 
Victor Safe & Equip. Co 
Paste (See Inks, Adhesives, 
Pencils, Mechanical 
Alexander Mfg. Company 
Autopoint Company 
Rite-Rite Mfg. Co. 
Sheaffer, W. A., Pen Co. 
Pencil Sharpeners 
Hunt, C. Howard Pen Co 
Pencils. Paper Wound 
Blaisdell Pencil Co 
Pencils, Wood Cased Lead 
Blaisdell Pencil Co... ‘nndesiiaaiad 
Dixon, Joseph, Crucible Co.. 171, 
General Pencil Company re 
Koh-I-Noor Pencil Co................ 
Staediior, J. B. Tne. 0c. 


Inkst’d Co 


Inc 


Ine 


Ete.) 


Swan Pencil Co., Inc 
Penholders 

Dixon, Joseph, Crucible Co....171, 
Pens, Steel 

Esterbrook Pen Company 
Hunt, ©. Howard Pen Co 
Sengbusch Self Cl. Inkst'd Co 
Pins and Pin Containers 
Oakville Company 

Vail Manufacturing Co 
Pin Tickets 

May, J. L. Co., The 
Platens, Typewriter, Ete. 
Ames Surnly Co 
Shipman-Ward Mfg. Co 
Postal Meters 

Commercial Controls Corp 
Postal Scales 

Commercial Controls Corp 
Presentation Covers 

Amberg File & Index Co 
Oxford Filing Supply Co. 
Smead Mfg. Co 99, 
Price & Sign Markers 

Eureka Specialty Ptg. Co 
Stéwart, R. A., & Co 
Punches 

Acco Products. Inc 

Bates Mfg. Company 

Boorum & Pease Co 
Globe-Wernicke Co The 60 
Metal Specialties Mfg. Co 
National Blank Book C« 
Wilson Jones Co 
Push Pins 

Moore Push Pin Co 








Ribbons and Carbons 
Allen & Co. aniiaiaied 
Amer. Carbon Paper Mfg. Co 
Ames Supply Co a 
Beck Duplicator Corp., The 
Buckeye Rib Carbon Co............ 
Codo Mfg. Corp 
Columbia R. & C. 
Copy Papers, Inc. 
Little, A. P., Inc. 
Manifold Supplies Co 
Mittag & Volger. Inc. 

Old Town Rib. & Carb. Co 
Peerless Imperial Co 
Pengad Mfg. Co. 

Philins Process Co............ 
Regal Typewriter Co. 
Royal Typewriter Co., Inc. 
Shipman-Ward Mfg. Co. 
Storms, H. M., Co 
Underwood Corporation 


Mfg. Co. 





“Back “Gover 


U. S. Typewriter oo Mfg. Co. ..205 

Webster. F.C... cccccseccneee 

Write, Inc. 220) 
Rubber Bands 

Plymouth Rubber Co 230 

Spencer Rubber Products Co 209 
Rubber Stamps 

Meyer & Wenthe, Inc 13 

Stewart, R. .A., & Co 159 
Rubber Type 

Btwwart, B.A. Be Ce nccccccccrecrccesnse 58 
Rulers, Transparent 

C-Thru Ruler Co 174 
Safes S 

Art Metal Construction Co 57 

General Fireproofing Co. sinigaser ae 

Globe-Wernicke Co., The ...60, 61 

Herring-Hall-Marvin Safe Co.. 188 

Invincible Metal Furniture Co. 93 

Macey Company 117 

Meilink Steel Safe Co. A 51 

Security Steel ‘Equipment Corp dete 196 

Shaw-Walker Co. : 136 

Victor Safe & Equip. Co................. 146 

Yawman and Erbe Mfg. Co 165 
Scrapbooks 

Globe-Wernicke Co The 60, 61 

Hanson, J. L.. Co ‘ 194 

Wilson Jones Co. 113 
Seals, Gummed 

Eureka Specity. Prtg. Co. 189 
Secretary Desks 

Art Metal Construction Co. 57 

General Fireproofing Co 54 

Globe-Wernicke Co... The 60, 61 

Peerless Steel Equip. Co. 232 

Shaw-Walker Co 136 

Wabash Filing Supplies, Inc 128 
Shelving 

All-Steel-Eauip. Co. .. 162 

Art Metal Construction Co. soon ON 

Berger Mfg. Div. snes Steel.. 83 

Browne-Morse Co. ...........- wae 

General Fireproofing Co ‘ 45 

Globe-Wernicke Co., The............60, at 

Macey Company 

Security Steel Equipment Corp. 198 

Shaw-Walker Co. 136 
Signs, Changeable Letter 

Acme Bulletin & Dir. Corp. 226 
Sleeve Protectors 

Plastext Co. 228 
Slide Rules 

C-Thru Ruler Co. eel tg | 
Smoking Stands, Office 

Advance Trading Co 193 
Stamp Affixers 

Commercial Controls Corp 95 


Stamp Pads 
Bates Mfg. Company 
Meyer & Wenthe, Ince... 


Phillins Process Co. 
Pivet-O Mfg. Co....... 
Rockwell- we Co 
Stewart. R. Co. 
Stamps, Duplicating 
Multistamp Co., Inc., The 
Stands for Office Machines 
All-Steel-Eouip. Co 
Anderson-Hickey Co. 
Art Steel Sales Corp 
Fair Furniture Co... 
General Fireproofing Co 
Globe-Wernicke Co., The 
Harter Corporation 
Peerless Steel Equip. Co 
Shipman-Ward Mfg. Co 
Sturgis Posture Chair Co. 
Toledo Guild Products, Ine 
Wells Office Furniture Co 
Staple Extractors 
Ace Fastener Corp 
Metal Specialties Mfg. Co 
Schollhorn, William, Co. 


Staples and Stapling Machines 
Ace Fastener Corp........ ‘a 
Acme Staple Co. 

Bates Mfg. Company oneseene 
Hotchkiss Sales Co 
Markwell Mfg. Co. ae 
Neva-Clog Products, Inc 
Speed Products Corp. 

Vail Manufacturing Co. 
Wells Office Furniture Co 

Stencils, Brass 
Dayton Stencil Works 

Stenographers’ Note Books 
National Blank Book Co 
Rockwell-Barnes Co 

Stools 
Harter Corporation 


Wells Office Furniture “aan 


Storage and Transfer Cases 
All-Steel-Eauip. Co. 
Amberg File & Index Co 
Art Metal Construction Co............ 
Art Steel Sales Corp 134, 
Bankers Box Co = 
Barkley. C. L., 
Berger Mfg. Div. 
Browne-Morse Co 
Cole Steel Equipment Co., 


ff eS: 
Republic Steel... 


Ine....... 
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155 


Columbia Steel Bonin. ORirintiniatgen 89 
General Fireproofing Co. 
Globe-Wernicke Co., The... 
Guide System & Supvly Co. 
Imperial Methods Co.. 
Invincible Metal Furniture Co. 
Metal Office Furniture ‘Co... 
Peerless Steel Equip. .C 
Pronto File Corp.... 
Rockwell-Barnes Co. 
Security Steel epee 
Shaw-Walker Co. .. : 
Yawman and Erbe “Mfg. “Co. 


Store Fixtures and ~< tacit 
All-Steel-Equip. Co. 0.00.00... 162 


Strong Boxes, Fire Protected 

















Herring-Hall- —. use Co.........188 

Meilink Steel Safe C 151 

Western Wholesale Stationers celica 220 
Tables 

Art Metal Construction Co...... 57 


Browne- Morse 0. 
yeneral Fireproofing Co.. 
Globe-Wernicke Co.. 

Peerless Steel Equin. Co... 
Security Steel Equipment Corp 
Shaw-Walker Co. ............ 

Victor Safe & Equip. Co... 











Wells Office Furniture Co... 
Tags 
May, J. L. Co., The..... CML Ac. 
Tax Record Books & Systems 
Commonwealth Publishing Co.........226 
Telephone Accessories 
Bates Mfg. Company.......................... 51 
Reyam Plastic Products Co.............215 
Victor Safe & Equip. Co.................146 


Telephone Stands 
Art Metal Construction Co............... 57 
Art Steel Sales Corp 134, 135 
General Witteecsion Co. 5 
Globe-Wernicke Co., 








Peerless Steel Equip. Co.. .232 

Shaw-Walker Co. 136 

Yawman and Erbe Mfg. Co. 165 
Thumb Tacks 

Graff, Geo. B., Co. 221 

Oakville Company Seca 145 


Ticket Holders 
Aigner, G. J., Co aa 
Manufacturing “Co. 





Vail 
Tying Bands & Devices 
Rochester Wire-O Binding, Ine. 228 
Type, Typewriter 
Ames Supply Co. ee . 92 
Shipman-Ward Mfg. Co “ . 96 
Typewriter Dip Cleaning Machs. 
Magnus Chemical Co.........................208 


Typewriter Cleaning Material 
—, ae & Haupt, 
Cardinell Corp. 
Cl°rotype Co. 
Harriman-Welts, Inc. 
Mittag & Volger, Inc... 
Norta Distributing Co.. 
Regal Typewriter Co. 
Rivet-O Mfg. Co 
Shinman-Ward Mfg. : ; 
Webster, F. 8. Ca......_.... 


Typewriter Cushion Keys 
Peerless Imperial Co........ 
Shipman-Ward Mfg. Co.. 
Speed Key Mfg. Co... 
Speed Products Co... on anvanittnn 

Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt C 10 
Ames Supply Co 
Business Mach. Products, 
Fox. George E., & 
Peerless Imperial Co. si 
Shipman-Ward Mfg. Co. 


Typewriter Parts and Tools 













Ames Supply Co eee | 

Shipman- Ward Mfg. Oeics uitar es 
Typewriter Tables 

(See Stands for Office Machines) 
Typewriters, Mfrs. of 

Royal Typewriter Co 53 

Smith, L. C., & Corona Type- 


Writers ..... 
Underwood Corporation... 


‘Back Cover 
Woodstock Typewriter Co. 84, 190 


Typewriters, Rebuilt and Used 
Regal Typewriter Co. scenes 
Shinman-Ward Mfg. Co................. 96 


Visible Systems Bice 
Acme Visible Records, Inc. 73 
Aigner, G. J., 103 


Co 
Art Metal Construction | INT 57 
“pi 


Boorum & Peas 
—s Business “Machines 
A.S 


G lobe- Wernicke” Co., 





Master-Craft Corp., iv 6 
National Blank Book Co. ....169 
ie. ek RR 229 
Shaw-Walker Co. . 136 
Sheppard, The C. E., Co.. bsasdky 106 
Stationers Loose Leaf Co............... .225 
Victor Safe & Equip. Co. 146 


Wilsen Jones Co.. 113 


Yawman and Erbe Mfg. Co. 165 
Wardrobe Racks 

New England Woodworking Co. 114 
Waste Baskets 

Art Steel Sales Corp.. ..134, 135 

Bainbridge, Kimpton & ‘Haupt, 

Ds: intdintiialinenebeceeentbaitisites-sckinniipesniadiniiig 152 
Cole Steel “Equipment Co., Ine.......216 
Federal Fibre Corp. 223 
Fox. George E. & Company 219 
apes Goodfrend Met. Prod 

Rye Ae 210 
General Fireproofing Co. 45 
Globe-Wernicke Co., The 60, 61 
Peerless Steel Eauin. Co. 232 
Shaw-Walker Co. ....................... ..136 
Wells Office Furniture Co.... 184 


Wholesale Stationery 
Associated Stationers Supply Co.....166 
Bainbridge, Kimpton & Haupt, 
Inc. ae ROSIE | 
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_WANTS AND LOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


SALESMAN WITH TEN YEARS in commercial stationery, fourteen years 
as salesman and branch manager for metal furniture manufacturer, 
desires to represent manufacturer of office equipment or supplies. Ex- 
perience covers Maine to the Gulf. Prefers the South but will locate 
wherever suitable earning opportunity is presented. Best of references. 
Address E-78, care Office Appliances, Chicago 6. 


EXECUTIVE ASSISTANT. Responsible administrative, analytical, sta- 
tistical experience planning, improving, organizing, directing office, field 
operations. Procedures, methods, forms, systems, standards, research, 
surveys, reports, graphs. Creative, objective, versatile, initiative, judg- 
ment, diligence, producer. Accustomed difficult, unusual tasks. Economics 
degree. Any office position considered. Address E-77, care Office Appliances, 
Chicago 6. 


AMBITIOUS VETERAN with commercial stationery experience; married, 
desires position with manufacturer, wholesaler or large _— Box 
E-85, care Office Appliance, 100 East 42d St., New York 17, 





SALESMEN WANTED 


4AA-1 MANUFACTURER of most complete, fine quality line of hekto- 
graph and spirit duplicating materials, printed forms and supplies, inked 
ribbons, carbon papers, etc., has territory openings for steady, reliable 
type of salesmen who are workers. New exclusive products have created 
an unusual opportunity for able representatives. Permanent employment. 
Excellent earnings on commission basis with guaranteed drawing account 
and expenses paid. Full credit on all. business in assigned territory. 
Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N. Y. 


WANTED FACTORY REPRESENTATIVE by. nationally known mid- 
western manufacturer of office equipment and supplies. Excellent oppor- 
tunity. Must have experience selling dealers; be able to conduct sales 
meetings; evaluate markets; open up new dealerships. The position is 
full time and permanent. Give complete background and details of 
experience. Middlewest territory open. All letters shall be kept con- 
fidential. Write S-210, care Office Appliances, Chicago 6. 


WANTED—Office supply salesman to cover Oakland and Macomb counties 
of Michigan. Selling general lines of office supplies and equipment. 
Pontiac Typewriter Exchange, 52 Wayne St., Pontiae 15, Michigan. 


OFFICE SUPPLY SALESMAN to sell general line of office supplies, 
Royal Typewriters, Adding Machines, and Mimeographs. MacTaggart- 
Hoffman Co., Port Huron, Michigan. 


ATTRACTIVE COMMISSION PROPOSITION for salesmen selling retail 
stationers. Advise territory, items handled. Miller Co., 7240-C St. Paul 
Ave., Detroit 14, Mich. 





MECHANICS AND REPAIRMEN WANTED 


WANTED—Typewriter and Adding Machine Mechanic. No’ drinkers need 
apply. Must be industrious. Good proposition. Life time job. Chance to 
take over shop. Pontiac Typewriter Exchange, 52 Wayne St., Pontiae 15, 
Michigan. 


BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write S-212, care Office 
Appliances, Chicago 6. 


LAKE WALES, FLA., needs typewriter repair man and agency dealer 
to cover Ridge Section of Central Florida, and live dealer and repair- 
man on mimeograph, multigraph, accounting, adding and bookkeeping 
machine sales, service and repairs: also addressograph, and _ direct 
mail advertising. Write Chamber of Commerce. 


TYPEWRITER AND ADDING MACHINE MECHANIC, all makes of 


machines, Established 45 years. About sixty miles from Detroit, Michigan. 
Address 8-213, care Office Appliances, Chicago 6. 


EXPERIENCED TYPEWRITER MECHANIC interested in working into 
position of shop manager. Located in mid-west. Address S-216, care Office 
Appliances, Chicago 6. 


WANTED EXPERIENCED DICTAPHONE and EDIPHONE repairman 
Young Office Equipment Co., 170 North LaSalle St., Chicago 1. 


TYPEWRITER AND ADDING MACHINE MECHANIC WANTED. Per- 
manent. Address 8-211, care Office Appliances, Chicago 6. 
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REPRESENTATIVES AVAILABLE 





MANUFACTURERS ATTENTION-—-12 tare experience selling to U. S. 
Government Departments. Write J. F. Hardy, Barr Building, Washing- 
ton 6, D. C. 


SALESMAN 25 YEARS’ EXPERIENCE office equipment field wants two 
or three top lines office furniture, equipment or supplies as manufac- 
turers’ representative. Maintains an office and travels Indiana, Michigan 
and Illinois intensively. Honest, hard-working representation guaranteed. 
Address E-83, care Office Appliances, Chicago 6. 


SUCCESSFUL, OUTSTANDING COMPANY in middle west seeks meritor- 
ious office equipment and accessories to distribute nation wide. Adequate 
financial, shipping and warehouse facilities to handle any product in the 
field. Aggressive sales promotion and alert representation guaranteed. 
enemy invited. Address E-84, care Office Ser rtueen Te Chicago 6. 





MANUFACTURERS’ REPRESENTATIVE desires additional items for 
exclusive sale to government agencies. Write Ronald H. Vine, 3120 
Massachusetts Avenue, S. E., wae 1 D. C. 


THREE VETERAN SALES AGENTS SPECIALIZING IN OFFICE FURNI- 
TURE AND RELATED LINES ARE LOOKING FOR ADDITIONAL LINES 
TO REPRESENT IN THE STATE OF FLORIDA, ADDRESS H. I. BLANE, 
514 WASHINGTON AVENUE, MIAMT BEACH, FLORIDA. 





MANUFACTURERS’ REPRESENTATIVE, Metropolitan New York terri- 
tory, desires exclusive rights on line of merchandise for New York 
jobbing and retail stationers. Address 8-209, care Office Appliances, 100 
East 42d St., New York 17. 








SALES AGENCY PROVIDING THOROUGH COVERAGE of Illinois and 
Indiana has ample time and capacity for an additional stationery line. 
Two men traveling cover small communities as well as large. Best of 
references. Address E-80, care Office Appliances, Chicago 6. 





ey creer COVERING OFFICE SUPPLY and equipment retail trade 
in California, Arizona, New Mexico and Nevada wishes additional lines 
to handle on commission basis. Will consider full time line. Address 
E-81, care Office Appliances, Chicago 6. 





x = 


REPRESENTATIVES AVAILABLE ABROAD 











M. JAMEEL JAMJOOM & BROS., POST BOX 59, JEDDAH (Saudi 
Arabia), are interested in representing American manufacturers of the 
following: Writing and printing paper all sorts, full line of Stationery, 
Metal file boxes, Files, Stamp pads, Typewriters, Staplers, Bank and 
Office requisites. 





ROSENDAHLS FABRIKER AB, SWEDEN, WANT AGENCIES.—P. E. 
Wenander, President of Rosendahls Fabriker AB Filipstad, Sweden, will 
pay a visit to the United States during May and June searching new 
agencies and articles for his organization. Mechanical lead pencils, 
fountain pens, pencil sharpeners and other office appliances are wanted 
for exclusive sales representation in Sweden or all of Scandinavia. Buying 
is done on own account for a sales organization covering all Sweden and 
most firms of importance in the line in Denmark, Finland and Norway. 
Manufacturers and exporters are asked to communicate with Mr. Wen- 
ander addressing their letters and pamphlets to him, care of the Swedish 
Chamber of Commerce, 45 Rockefeller Plaza, New York 20, N. ¥ 








A a ee 


REPRESENTATIVES WANTED 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. 
Salesmen of office equipment will find it an interesting and profitable 
sideline. Write Room 802, 210 Fifth Avenue, New York 10, a 





AGENTS WANTED for new modernistic brass Stick File and Pen Holders. 
Excellent side line. Other items later. Box 86, Bayonne, N. J. 





WANTED—Experienced sales representatives to sell hottest office uip 
ment item in the country today. Profitable side line for men now equ 
on commercial stationers. Splendid opportunity. Write complete details. 
$-215, care Office Appliances, Chicago 4. 

















RETAIL BUSINESS FOR SALE 





WILL SELL SUCCESSFUL office machine business located in city of 
450,000 specializing in sales and service, Typewriters, Adding Machines and 
Checkwriters. Shop completely equipped. $15,000. Address 8-214, care 
Office Appliances, Chicago 6 





SUCCESSFUL OFFICE EQUIPMENT Business in Florida averaging annual 
sales $200,000. Representing exclusively several large manufacturers. 
Established 14 years. $40,000-Price. Address 8-207, care Office Appliances, 
Chicago 6. 


WANTS AND FOR SALE, Continued page 8 
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WANTS AND FOR SALE, Continued from page 7 


SALES PROMOTION SERVICE 


them for 


STATIONERS—HAVE YOU STORE PROBLEMS? I can solve 
you. I build up established stationery businesses in one to three months, 
depending upon size of operation. I increase store traffic and develop 


sales both inside and out. Excellent record with dealers from Pennsyl- 
vania to California. Immediate results have paid full cost of services. 
Enlarged profits maintained from continued use of program. Thoroughly 
conversant with modern procedure in printing, loose leaf, files and furni- 


ture, store arrangement, window display, buying accounting—in short, 
all phases of commercial stationery business. Moderate fee. Address 
E-79, care Office Appliances, Chicago 6. 

FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 


90 to 150 days’ time. 
WATERMAN, WAHL, 
but can repair all other 


etc. Repaired at standard —— but now require 
We especially feature “CONKLIN, SWAN, 
PARKER, WELTY, SHEAFFER, MOORE, etc. 


makes. We feature Gold Pen Points and Repairing. Mail all makes to 
ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 
to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 38 So. State 


St., Chicago 3. 


FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in 
Middle West gives TWO-DAY SERVICE on Fountain Pens and Me- 
chanical Pencils. Authorized and recommended by Sheaffer, Parker, 


Eversharp, Waterman and other leading manufacturers. Factory prices. 
All work guaranteed. We pay return postage, furnish dealer repair 
envelopes. Price list and envelopes on request. Collins Pen Shop, 150-52 


E. Fourth Street, Cincinnati 2, Ohio. 


GUARANTEED FOUNTAIN PEN REPAIRING 


SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL 
REPAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS HAVE 
BEEN REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR 
DEALERS THROUGHOUT THE COUNTRY. FULLY AUTHORIZED BY 
ALL LEADING MANUFACTURERS INCLUDING PARKER, SHEAFFER, 
EVERSHARP AND WATERMAN. PROMPT SERVICE. WRITE TODAY 
FOR PRICE-LIST, DEALER DISCOUNTS AND FREE REPAIR 
ENVELOPES. 

KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky. 


TYPEWITER REPAIR INSTRUCTION BOOKS 


rYPEWRITER 
presentation and 
typewriters. 


MECHANICAL TRAINING MANUAL $7.50. A complete 
explanation of the mechanisms of the five standard 
150 detailed drawings, 140 pages of instructions by principles 
of mechanism. Methods of cleaning, refinishing and repairing type- 
writers. Money back guarantee. Office Appliance Mechanical Institute, 
402 South Jefferson, Springfield, Missouri. 


TRADE SCHOOLS 


TYPEWRITER REPAIRING 
Students operating own repair shop. 
Box 269, Osborn, Ohio. 


Original, simplified Home Study Course. 
Weber Typewriter Mechanics School, 


REPAIRING AND OVERHAULING 


NATIONAL CASH REGISTERS REPAIRED FOR DEALERS. Prompt, low 
cost repairs and overhauling on every model. Write for quotations or 
information. Repairmen all factory trained and all work fully guaranteed. 
Mayrose Business Machine Co., 761 North Main St., Akron 10, Ohio 


ADDING MACHINE PARTS, TYPE, ETC. 


Machine 
request. 


Calculating 
parts upon 


LARGE STOCKS of new and used Adding and 
Parts available. Quotations furnished on_ specific 
Il. A. Dehn, Jr., 1643 101st Ave., Oakland, Calif 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


Calculating 
Fanfold ma- 


Hopkins, Adding and 
Typewriters, and 


Burroughs Moon 
Electromatic 


ELLIOTT-FISHER, 
machines, Competometers, 


chines, bought and sold. Chicago Office Appliance Co., 537 South Dear- 
born St., Room 306, Chicago 5. 

. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 


ind Monroe Calculators, 
sold. Teeter-Warsh Co., 


Typewriters and all office machines bought and 
849 N. 3d St., Milwaukee 8, Wis 


machines 
906-908 


calculating machines, adding 


W. J. Crowley ( 


ELLIOTT-FISHER machines, 
all office equipment, bought and_ sold. 
N. Water St., Milwaukee 3, Wis. 


mpany 
Pan) 
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Elliott-Fisher, Remington Accounting 
office machinery line. State model, 
International Office 


MOON HOPKINS, 
everything in the 
and we will quote highest cash prices. 
326 Broadway, New York 7, N. Y. 


BURROUGHS, 
Machines, and 
serial number 
Appliances, Inc., 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 





from dealers 
Street, San 


Calculators, 


TYPEWRITERS, Adding Machines, 
East Travis 


Typewriter Parts Company, 407 
Texas. 


WANTED 
or jobbers. 
Antonio 5, 





QUANTITY 
rough, complete. 
American Business 


Marchant Calculators, hand and electric, 
solicited on all types of other machines. 
135 Grand St., New York 13, N. Y. 


of Monroe and 
Inquiries 
Machines, 





rebuilding, sales 


EDIPHONES—Foremost specialists in 
American 


dictating equipment. Write for catalog. 
285 Fifth Ave., New York 3, N. Y. 


DICTAPHONES 
and purchases of 
Dictating Machine Co., 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 


Machines, 
Equipment 


MOON HOPKINS, Elliott-Fisher Bookkeeping 
Caleulators, ete. Bought & Sold, Dearborn 
Dearborn, Chicago 5, Ill. 


BURROUGHS, 
Comptometers, 
Company, 605 S. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Chas 8. 


Get our quotations. 
a 


Nathan, Ine., 548 Broadway, New York 12, 


also 6x4 and 5x3 size. 
Card System Co., 


units, 
Commercial 


drawer 
Panels. 


(Insite) 8x5—14 and 28 
McCasky Production 
York 13, 


ACME 
Quantity of 
135 Grand St., New 


ACME, POSTINDEX, ete., visible filing equipment of all 
and sold. We specialize in this field and offer full coopera- 
Commercial Card System, 135 Grand St., New York 13, N. Y. 


KARDEX, 
types bought 
tion to dealers. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attrac- 
tively refinished, thoroughly rebuilt for years of additional service, mod- 
erately priced. Used equipment also bought and — Universal 
Office Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 


WANTED 

cabinets, in 6 and 12 drawer 
8x5 size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have 
available. E. H. Heineman, Box 552, St. Louis 1, Mo. 


INTERNATIONAL Visible Factograph 


bought, sold and exchanged. We specialize in 
Visible Factograph cabinets, as 
what Visible Equipment you 
Dealers. E. H. Heineman, 4 


VISIBLE EQUIPMENT 
rebuilt Kardex, Acme and International 
well as other makes. Write and tell us 
need or have for sale. Special prices to 
North Eighth St., St. Louis 1, Mo. 


WANTED TO BUY Surplus equipment of all s7Eee- Ready buyer. Columbia 
N. 


Trading Corp., 7 Waverly Place, New York ¢ 


from dealers 
Street, San 


Calculators, 
East Travis 


TYPEWRITERS, Adding Machines, 
Typewriter Parts Company, 407 
Texas. 


WANTED 
or jobbers. 
Antonio 5, 


Underwood any model, any quantity. Leonard 


York 25, 


WANTED 
Green, 541 W. 


Remington, 
113th St., New 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 


Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 


50 SLIGHTLY USED new condition B&P 8 in. capacity Visible Ring 


Automatic Shift, Prong Binders—Index Sheet Size 1514x10% in., with 
lock. List price $26.00; Also ten of 2 in. capacity list price $20.00. 
Sample supplied on request; write for net quotation. Stallings-Jenkins 
Co., 211 Franklin St., Tampa, Florida. 


WANTED TO BUY: Late model Elliott-Fisher bookkeeping and _ billing 
machines. Must be over 190,000 serial number. Accounting Machine 
Service Co., 179 W. Washington, Chicago 2. 

Standing Bookkeeping Desk OG. with 5x5 
Visible Cabinets 15 drawers complete with 
Priced low, wire or telephone. Mathieu 
Chicago 6. 


SALE: One Y & E 
complete. 9 Kardex 
Wood green finish. 
549 Fulton St., 


FOR 
trays 
8x5 pockets. 
Office Supply Co., 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,397,578. Typewriting Machine. William G Tur 
quand, Brooklyn, N. Y., assignor to Underwood Cor 
poration, New York, N. Y., a corporation of Delaware 
Application October 22, 1943, Serial No 907 345 
Granted April 2, 1946. wowed 

2,397,605. Machine for Making Records on Statis 


tical Cards Norman Geoffrey Holden, Carshalton 
England, assignor to Powers Accounting Machines Lim 
ited, London, England, a British company. Appli 


cation December 14, 1944, Serial No. 569,294. Granted 
April 2,. 1946. Be 

2,397,745. Adding Machine. Karl Berthold Wilhelm 
Kiel, Glashutte, Germany; vested in the Alien Property 
Custodian. Continuation of application Serial No. 224, 
630, August 12, 1 This application March 17 
1941, Serial No. 383.890. Granted April 2, 1946. 

2,397,877. Perpetual Calendar. Philip L. Mayhew 
Modesto, Calif. Application January 24, 1944, Serial 
No. 519.440. Granted April 2, 1946 

2,397,954. Dial Telephone Lock. Albert E. Feld 
man, New York, N. Y. Application May 18, 1944, 
Serial No. 536,082. Granted April 9, 1946 

2,397,970. Computing Scale. Otto Maicher, Chicago, 
Ill. Application September 10, 1938, Serial No 
229,263. Granted April 9, 1946. 

2,398,014. Record Punching Machine. Clair D 
Lake, Binghamton, Francis E. Hamilton, Endicott 
and Benjamin M. Durfee, Binghamton, N. Y., as 
signors to International Business Machines Corpora 
tion, New York, N. Y., a corporation of New York 
Application February 15, 1945, Serial No. 578,110. 
Granted April 9, 1946. 

2,398,038. Record Reproducing Machine Edward 
J. Rabenda, Poughkeepsie, and Frank J. Furman, En 
dicott, N. Y., assignors to International Business 
Machines Corporation. New York, N. Y., a corpora- 
tion of New York. Application March 2, 1945, Serial 
No. 580,668. Granted April 9, 1946. 

2,398,091. Swivel Tier Desk Tray. Maxfield Gluck- 
man, Jackson Heights, N. Y. Application August 31, 
1944, Serial No. 552.159. Granted April 9, 1946 

. .286. Calculating Machine. Bengt Carlstrom, 
Erik Grip, and Sture Toorell, Atvidaberg, Sweden, as 
signors to Aktiehbolaget Facit, Atvidaberg, Sweden, a 
corporation of Sweden. Application June 3, 1941 
Serial No. 396,474. Granted April 9, 1946 

2,398 288. Method of Duplicating and Apparatus 
Therefor. Howard E. Collins, La Grange, Ill., as 
signor to Ditto, Incorporated, Chicago, Tll., a cor- 
poration of West Virginia. Application March 2, 1942, 
Serial No. 453.009. Granted April 9, 1946. 

2,398,379. Stencil Printing Machine. Leo G. Ken- 
ney, Chicago, Il. Application January 26, 1945, Serial 
No. 574,765. Granted April 16, 1946 

2,398,395. Combined Typewriting and Computing 
Machine. Henry L. Pitman, Hartford, Conn., as 
signor to Underwood Corporation, a corporation of 
Delaware Application June 30, 1942, Serial No 
449.049. Granted April 16, 1948. 

2,398,457. Typewriting Machine. Robert S. Wal- 
lach. Madison, N. J., assignor to Associated Develop 
ment & Research Corporation, New York, N. Y., a 
corporation of New York. Application September 16 
1943. Serial No. 502.599.. Granted April 16, 1946. 

2,398,509. Self-Inking Rubber Stamp. Joseph L 
Weisenthal, Bronx. N. Y. Application June 23, 1944, 
Serial No. 541,707. Granted April 16, . 1946 

2,398.521. Fountain Pen. George Douglas Cloutier 
Chicago, Ill, assignor to Eversharp. Ine., Chicago, 
Ill., a corporation of Delaware. Application January 
20, 1944, Serial No. 518,931. Granted. April 16, 1946 

2,398,531. Filling Mechanism for Fountain Pens 
Philip (C. Hull, Janesville, Wis.; assignor to The 
Parker Pen Company. Janesville, Wis.. a corporation of 
Wisconsin Application September. 29; 1944, Serial 
No. 556.351. Granted April 16, 1946 

2,398,548. Fountain Pen. David Pelton. Moore 
Forest Hill, N. Y., assignor to Premium Merchandis 
ing Corporation, a corporation of New York. Appli- 
eation July 5, 1945, Serial No. 603,319 Granted 
April 16, 1946. 

2,398,583. Pencil Holder. David C. Feather, Port 
land, Oreg., assignor of forty per cent to James R 
Pfouts, Portland, Oreg. Application ‘February 26 
1945. Serial No. 579,782. tranted April 16, 1946 

2,398,616. Blueprint Machine. Harold J. Brunk, 
Chicago, Ill., assignor to The C. F.. Pease Company 
a cornoration of Delaware. Original application May 
4, 1940, Serial No. 333,415. Divided and this appli 
cation September 16. 1943, Serial No 502,604 
Granted April 16, 1946, 

2,398,769. Resilient Construction for Articles of 
Furniture Abraham Ceslowitz, New York, N. Y 
Application October 17, 1942, Serial No. 462,353 
Granted April 23, 1946 

2,398:823. Erasing Machine Charles B. Fisher, 
Glen Ellyn. Til Application May 15, 1944; Serial 
No 435.583 franted April 23, 1946 

2,398,888. Dunlicating Machine. Frank. Ronald Ford 
Sparkbrook, Birmingham, England. Application April 
27. 1944, Serial No. 582,948. Granted April 23, 1946 
2,399,000. Envelope. Francis E. Carroll, Worcester, 
Mass., assignor to United States Envelope Company, 
Springfield, Mass., a corporation of Maine. Appli 
cation September 4, 1943, Serial No. 501,258. Granted 
April 23. 1946. 

2,399,029. Sign Herbert A. Hoag, Tecumseh 
Mich. Application August 17, 1944, Serial No. 549 
X70 tranted April 23, 1946. 

2,399,038. Order Check Device. Russell R. Jones, 
Orlando, Fla., assignor of one-half to Earl E. Keith, 
Orlando, Fla. Application March 26, 1945, Serial No 
584,931. Grantéd April 23, 1946. 

2,399,062. Method of Making Ring Binder Structure 
John Schade, Holyoke, Mass., assignor to National 
Blank Book Company, Holyoke, Mass., a corporation 
of Massachusetts. Application December 20, 1943 
Serial No. 514,922. Granted April 23, 1946 


DESIGN PATENTS 
144,331. Design for a Counter Rack for Packaged 
Commodities. Robert B. Wemyss, Louisville, Ky. Ap 
Dlication October 27, 1944, Serial No 116,006 
Granted April 2, 1946. 
144,358. Design for a Fountain Pen. Ned D. Fish 
and Lynn P, Martin, Fort Madison, Iowa. Application 
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September 4,. 1945, Serial No, 121,797. Granted April 
9, 1946. 

144,380. Design for.a Self-Service Display Case. 
Cyrus F.: Hoffman, Trenton, N. J., assignor to ©. V 
Hill & Company, Inc., Trenton, N. J., a corporation 
of New Jersey. Application October 5, 1945, Serial 
No. 122,544. jranted April 9, 1946. 

144,402. Design for a Combined Pencil and Adver 
tising Panel. Joseph G. Lipic, Jr., St. Louis, Mo 
assignor to Jos Lipie Pen Co., St Louis, Mo a 
corporation of Missouri Application December 28 
1944, Serial No. 117,124. Granted April 9, 1946 
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144,459. Design for a Combined Pencil and Eraser. 
Stanley Iwanowicz, Detroit, Mich. Application Sep- 
tember 15, 1045, Serial No. 122,114. Granted April 
16, 1946. 

144,474. Design for a Pencil Lead Holder. James 
C. Winslow, Inglewood, Calif. Application July 23, 
1945. Serial No. 120,909. Granted April 16, 1946. 

144,496. Design for a Display Cabinet. Martin M 
Drogin, Philadelphia, Pa., assignor to Freshmaster 
Corporation, Newark, N. J., a corporation of New 
Jersey Application September 28, 1945, Serial No. 
122,377. Granted April 23, 1946. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Office Equipment for Czechoslovakia—E. V. Neubauer, 1508 N. Larrabee 
St., Chicago 10, whose first business experience was in the office appli- 
ance field in Czechoslovakia and who for about 15 years has been a 
management engineer in the United States, plans to return to Czecho- 
slovakia in early summer to pursue his profession there until such time 
as he can secure merchandise from the United States ‘and establish 
himself as representative of leading American manufacturers. In his 
present activities he uses and recommends the purchase of various types 
of mechanical equipment essential to efficient operation. He is interested 
particularly in calculators, bookkeeping machines and other types of 
computing equipment, typewriters, duplicators, metered mail machines, 
and so forth. An item concerning Mr. Neubauer’s early activities in 
office equipment was published in OFFICE APPLIANCES in 1922. His 
nationality is Czech. 


New Canadian Firm Seeks Products—The Imperial Sales & Service 
Company with head office at Saint John, N.B., Canada, P. O. Box 517, 
has been recently established for the purpose of selling office equipment 
and supplies and seeks new lines with exclusive distributorship in the 
area, if possible. A sales staff is maintained by three former Army 
officers to cover the provinces of New Brunswick, Prince Edward Island, 
and Nova Scotia. Lines wanted include filing cabinets and filing systems, 
office desks, chairs and stenographers’ chairs, duplicating machines and 
supplies, carbon paper and typewriter ribbons, adding machines of 
manual and electric operation, calculators, dictating machines, stapling 
machines and anything new and practical in the office equipment field. 


Manila Firm Wants Contacts in United States—Howard J. 
957 Kusang Loob, Manila, Philippines, is now organizing a corporation 
for the purpose of securing office appliance lines which can be distributed 
in the islands. Trade catalogs are desired with contacts leading to se- 
curing new or used equipment in office appliances and. machines, U. S. 
Government surplus office equipment, typewriters, adding and calculating 
machines, bookkeeping and other accounting machines, time records, time 
indicating and electric time systems, steel office furniture, fire protection 
safes, specialty office systems, loose leaf visible record binders, and 
general office supplies. 


Agencies Wanted by International Allied Companies for Clients 
Ladislas Segy of Export Division, International Allied Companies, 320 
Fifth Ave., New York City, advises that his company has overseas agents 
desiring to handle office supplies such as staplers, pencil sharpeners, 
stencil duplicating machines, numbering machines, checkwriters, pencils, 
and so forth. Contact is sought with a firm that could offer a whole line 
of office supplies for export. If such an arrangement is not possible, con- 
nections are sought with manufacturers specializing in any of the prod- 
ucts named. Catalogs and trade lists are desired. International Allied 
Companies pays cash in New York and handles all export matters on own 
account. 


London Firm Seeks Rebuilding of Trade Catalog Files—Their offices 
completely demolished by enemy action some two years ago and every 
scrap of paper destroyed, McGowan, Perry & Partners, consulting in- 
dustrialists at 34, Birkdale Rd., London, W.5, England, wish to rebuild 
files of trade catalogs. The firm will be grateful for catalogs and other 
trade information from United States manufacturers of office equipment, 
machines and supplies. 


Firm in Sweden Seeks American Contacts—Sven Ahlstrom of the firm 
Pennfirman Tinto, Studiegatan 4, Jonkoping, Sweden, seeks new contacts 
with American manufacturers of fountain pens, pencils, nibs, rubber 
erasers, lead and other articles in the line of office supplies carrie? The 
firm specializes in pens, selling large lots to booksellers and stationers 
in all of Sweden. Exclusive agency of a good fountain pen is sought 
and other articles are wanted on firm account. 


Toronto Carbon Paper Firm Seeks Allied Lines—Allied lines which would 
fit in with the present policy of merchandising carbons and ribbons are 
sought by the Carbon Paper Service Bureau, 331 Bay St., Toronto 1, 
Canada. American companies seeking Canadian representation are asked 
to communicate with the Toronto firm. 








Naples, Italy, Firm Desires American Manufacturers’ Announcements 
Communications from American manufacturers, importers and exporters 
of office equipment, machines and supplies willing to enter into com- 
mercial relations are desired by Giuseppe Tozzi, Via Cisterna Olio, 18, 
Naples, Italy 


Manufacturing Contacts Sought by Turkish Firm—.J. Atias, Menase 
Han No. 68, Tahtakale, Istanbul, Turkey, seeks contacts with firms in 
Chicago and New York engaged principally in the manufacture and export 
of office appliances, pencils, erasers, pencil sharpeners, staplers and allied 
products. 


Ottavio Pedrini, Via 
contacts with American manufac- 
typewriters and other office 
Agents are maintained by the 


Office Machines Wanted by Genoa, Italy, Firm 
Caffaro, N. 83, Genoa, Italy wants 
turers in order to secure new or rebuilt 
equipment, such as calculating machines. 
Genoa firm in principal cities of Italy. 


Freitas, Rua Da 


Portugal Firm Interested in Agencies—Antonio De 
for office 


Alegria, 106-1.°, Portugal, is interested in obtaining agencies 
appliances and small machinery, stationery, and so forth. 


Wanted at Home 


New Store in New Mexico—Las Vegas Office Equipment Company, 508 
Douglas St., Las Vegas, N. M., is a new concern just starting opera- 
tions. The principals are Herman Feld, who has had 22 years in sta 
tionery, office furniture and machines, and John H. Meyer, whose ex- 
perience has been in the field of banking. Mr. Feld divided four years 
between Denver Stationery Company and Kendrick-Bellamy Stationery 
Company, and for 18 years was with Santa Fe Book & Stationery Com 
pany. He would like to receive catalogs and price lists from manufac 
turers of all types of office equipment and supplies. 


Manufacturers Salesmen Invited to Call.—_West Brothers Office Supply, 
313 Ripley St., Davenport, Iowa, recently established by returned service- 
men, needs stocks of office supplies and equipment Manufacturers’ 
salesmen are requested to call as soon as possible 


3aldwin, a returned 
under the name of 


Howard C. 
business 


Veteran Asks for Catalogs and Prices. 
soldier who recently established his own 
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Baldwin’s Office Equipment Company, 110 West Washington St., Pontiac, 
Ill., wishes to receive catalogs and price lists from manufacturers of 
office equipment and supplies. Before the war Mr. Baldwin was con- 
nected with another stationer as a store manager. 


Trade Literature wanted by Quakertown, Pa., Firm—Winston W. Lindes, 
321 E. Broad St., Quakertown, Pa., plans to branch out-his business to 
include office and stationery supplies and desires trade catalogs on such 
products. This information is desired for building up a stock of pencils, 
pens, inks, paper clips, staplers, accounting supplies, record books and 
systems, carbon paper, stationery, greeting cards, brief cases, desk sets, 
and so forth. 


Products, Agencies Wanted for New Firm—Contemplating opening an 
office supply business early in 1947 in a southern city where there is 
no such business, H. A. Riidiger, 847-A Windermere Ave., Drexel Hill, 
Pa., is interested in securing agencies for typewriters, duplicating 
machines, fountain pens and other office appliances and supplies. He 
also desires to make connections on a commission basis with manu- 
facturers of rubber stamps located in the Southeast. 


Merchandise Contacts Sought by Long Beach, Calif., Firm—-King's 
Office Supply & Equipment Company, 239 E. Third St., Long Beach 2, 
Calif., an expanding firm with 13 employees including three outside 
salesmen, seeks contacts with manufacturers wanting representation for 
their products. Population of Long Beach is 275,000 and the firm believes 
that continued commercial and industrial expansion provides opportunity 
for effective dealerships, 

Connections With Manufacturers Sought by Expanding Boston Firm 
Joseph Harrington & Company, Milk Street. Boston, Mass., is extending 
its operations to include a complete furniture department and desires 
to hear from manufacturers of metal and wood office equipment seeking 
to expand trade facilities in Boston. This company has been doing a 
thriving stationery business for a number of years. 


Contacts Sought with Checkwriter Manufacturers—Remington Rand 
Typewriters, Dusenbury Arcade, Saint Petersburg 4, Fla., operated by 
Reese Scott, is seeking contacts with manufacturers of checkwriters 


or other lines of office appliances, with the view of obtaining agencies or 
franchises in that Florida territory. 

Agencies wanted for New San Diego, Calif., store—Nelsop-Thomas & 
Company, complete office outfitters of 1160 Second Ave., San Diego, 
Calif., desires to hear from any manufacturers interested in being repre- 
sented in San Diego. The company has opened a new office equipment 
store. 


Sources of Supply Sought For New Firm—Contemplating opening an 
office equipment and supply store soon in his area, Reuben Landman, 
615 N. Alleghany, El Dorado, Kans., wishes to establish sources of supply. 
Trade catalogs and contacts with manufacturers are wanted. 





CORPORATION REPORTS AND 
FINANCIAL NOTES 


Marchant Calculating Machine Company, Oakland, Calif.—The Marchant 
annual report, furnished to the stockholders in a colorful illustrated 
brochure with a cover incorporating outstanding news events of 1945 on 
a map of the world, lists net income before Federal income and excess 
profits taxes for the year ended December 31, 1945, as being $1 RF9, 407.25 
as compared with $1,949,018.50 in 1944, or a decrease of $79,611.25. This 
decrease in net income before taxes was offset for the most part by a 
reduction of $74,792.25 in provision for Federal income and excess profits 
taxes, with a resultant decrease of only $4,819.00 or $.02 per share, 
in net income after taxes. The net income after taxes in 1945 was 
$617,183.55, or $2.72 per share, as compared with $622,022.55, or $2.74 
per share in 1944. Federal income and excess profits taxes for 1945 were 
$1,252,223.70, or $5.53 per share of capital stock, and $1,327,015.95, or 
$5.86 per share in 1944. The report points out, however, that the figures 
for 1944, as included in the annual statement for 1944 sent to stock- 
holders, necessarily were stated before renegotiation of 1944 contracts. 
This 1944 renegotiation was later concluded in 1945 and resulted in a 
net reduction of 1944 income amounting to $64,922.89. Gross profit from 
sales and income from service and rentals for 1945 totaled $6,926,237.31 
as compared to $5,974,966.96 in 1944, an increase of $951,270.35. Stock- 
holders’ investment increased $206,582.21, or $.91 per share, during the 


year, from $3,859,653.48 at December 31, 1944, to $4,066,235.69 at Decem- 
ber 31, 1945. 





Remington Rand, Inc., Buffalo, N. Y.—Directors of Remington Rand, 
Inc., declared a cash dividend of 35 cents a common share, payable 
July 1. On April 1, a cash dividend of 30 cents and a 5 per cent stock 
dividend were paid on the common. A 30-cent disbursement was made 
January 1. Directors also declared the regular quarterly of $1.12% a 
preferred share, also payable July 1. 

President James H. Rand estimated net income at $6,522,000, equal 
to $3 a share, for the year ended March 31, compared with $5,306,489, 

52 a share, in the previous year. Indicated net sales for the 





or 2.02 

latest year were $108,100,000 compared with $132,535,801 in the previous 
year. 

“The inerease in income despite reduced deliveries was attributable 


to several factors,’ Mr. Rand said. ‘‘Provisions for federal income and 
excess profits taxes will approximate $8,096,000, a reduction of $4,157,000 
from the previous year, and dividends for partly-owned domestic cor- 
porations increased approximately $1,000,000. 
“Dealer orders for electrical appliances, 
ther dealer items are at an all-time high. Production facilities which 
were expanded during the year are being expanded further to meet 
the backlog of unfilled orders and provide for production of new prod- 
ucts.”"-—GET 


portable typewriters and 


International Business Machines Corporation, New York, N. Y.—Net 
profit of International Business Machines Corporation and_ subsidiary 
companies for the three months ended March 31, 1946, as reported bv 
Thomas J. Watson, president, was $6,886,910 before provision for U. S. 
federal income tax and Canadian income and excess profits taxes. 
This compares with net profit of 49,726,437 for the corresponding 1945 
period, a decrease in net profit of $2,839,527 before taxes. 

After providing for estimated U. S. federal income tax and Canadian 
income and excess profits taxes, the net profit for the first three 
months of 1946 was $4,073,310, an increase of 81.555.673 over the net 
profit of $2,517,637 for the first three months of the previous year. 
Net profit after taxes for the three months ended March 31, 1946, was 
equivalent to $2.84 a share on 1,432,407 shares outstanding at the end 
of the period and compares with $2.20 a share earned in the correspond- 
ing 1945 period on 1,145,926 shares then outstanding. 
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NEW TRADE LITERATURE 








The Carter’s Ink Company, Boston, Mass., has just issued a colorful 
piece of trade literature announcing the new Stylewriter as Carter's 
newest writing set. The brochure presents in illustration and text 
features of the streamlined desk set and shows each of the seven 
styles in color. 


Chicago Adding Machine Service, 537 S. Dearborn St., Chicago 5, IIL, 
has just published a leaflet giving age chart allowance schedule for 
Comptometers. Exact OPA ceiling prices are listed for the models, accord- 
ing to the year of manufacture, commencing in 1914. 


F. S. Webster Company, 13 Amherst St., Cambridge 42, Mass., has 
just issued a revised price list, becoming effective April 24, for type- 
writer carbon papers, pencil carbon papers and typewriter ribbons. 





MISSING MACHINES 


J. Francis Seymour of L. C. Smith & Corona Typewriters, Inc., 707 
Jefferson Ave., Toledo, Ohio, reports that a new L. C. Smith Super-Speed 
standard model No. 1A1870797-14 elite typewriter has been missing since 
April 11 from the Sanders Tool Production Company, 4030 Fitch Rd., 
Toledo. Any information relative to the whereabouts of this .machine 
should be forwarded by mail to Mr. Seymour or William Sanders of ‘the 
Sanders firm. A reward has been offered. 


9 —e 9 
CED FAVORS SOME CONTROLS BY OPA, BUT 
HOLDS LIBERALIZATION NECESSARY 


Long continued peacetime price control is a threat to all our freedoms, 
but abandonment of all such control by June 30 of this year would 
leave the nation unprotected against a dangerous rise in prices. Reten- 
tion of some controls until the Spring of 1947 and in the case of rents 
for an even longer period is necessary, but present procedures must be 
streamlined and existing OPA price standards liberalized. 

These opinions are voiced in a policy statement on the revision and 
termination of price controls issued recently by the Research Committee 
of the Committee for Economic Development, and made public by its 
chairman, Paul G. Hoffman. 


Four Conclusions Are Reached 

The following conclusions are emphasized in the statement: 

1. Price control has no permanent place in the peacetime American 
economy. The restoration of an economy of free prices in the near 
future must be a primary objective. Long continued price control is a 
threat to all our freedoms. 

2. The abandonment of price control on June 30, 1946, would leave 
us unprotected against a dangerous rise in prices. 

38. A quick and orderly termination of price control can only be 
assured by a positive program embracing both bold measures of de- 
control and courageous fiscal and monetary policies to combat inflation. 

4. During the limited period of its extension, the inequities and 
obstacles to production which result from price control must be reduced 
by streamlining present procedures and liberalizing existing standards. 

Supporting its position the Committee said: 

“Prices cannot be centrally controlled for any sustained period without 
inefficiency, inequity, breakdown of respect for law and, most important, 
serious danger to our personal and political freedoms. There are hazards 
in eliminating price control too soon, but the dangers in continuing it 
too long are even greater. 

“We look forward to a further expansion of production and must do 
everything possible to hasten this expansion. But it is not clear that 
production increases will of themselves, in the near future, eliminate 
the excess of demand. Expanding production will bring higher incomes, 
increased bank credit, and general optimism, and it might conceivably 
increase rather than decrease inflationary pressure.”’ 


Recommendations Are Drawn 

The Committee makes four specific recommendations as to changes 
needed ‘‘so that we can live with price control for a limited period.” 
These are: 

1. Follow a resolute and affirmative policy in progressively suspending 
price ceilings. Remove controls first from those commodities which are 
not essential in the basic standard of living or critical in reconversion, 
or which show an approximate balance between demand and_ supply. 
The principle of vigorous, progressive liquidation should apply to cost- 
of-living subsidies as well as to price ceilings. 

2. Extend the use of autematic pricing procedures, under which pro- 
ducers compute their own ceilings, subject to OPA review, and with 
heavy penalties provided for fraud. 

3. Base price determinations on the actual record of industry opera- 
tions, adjusted for definite abnormalities visible in the record, but 
without attempting to forecast the future development of costs and 
revenues. 

4. Liberalize the standards for price relief. 

With respect to the last of these four’ recommendations the policy 
statement says: ‘The general standards used by OPA -in considering 
applications for price increases need to be liberalized. The OPA stand- 
ards now in use may force industries down to profit levels which are 
unfairly low and which will not provide adequate incentive to enterprise, 
especially to new enterprise. It seems fair that the minimum earnings 
standard against which OPA measures applications for price relief be 
raised on the average by about one third.” 

Setting a terminal date now for ending price controls, will, in the 
Committee’s opinion, exert an active influence “in working ourselves out 
of the inflation versus price control dilemma. It can give to the 
necessary measures of selective decontrol and fiscal-monetary policy a 
sense of urgency which might otherwise be lacking.’ : ‘ 

Relative to the need for continuing rent controls for somewhat 
longer period than others it is stated: “The acuteness of the housing 
shortage, the length of time required to relieve it, and the importance of 
rents in the consumers’ budget justify an exception for rents in our 
general recommendation for the end of all price controls. * * * Area 
hy area removal of rent controls will be possible and should be sought. 

a A gradual rise of rental ceilings would not only be a matter of 
equity to property @wners; it would also hasten the achievement of a 
balance between demand and supply of dwellings and so accelerate the 
removal of controls.”’ 
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IN MAY OF 1876, WHEN: 

The Centennial opened at Philadelphia, Pa., and the stationers 
were well represented, including Porter & Bainbridge, Boorum & 
Pease, William F. Murphy's Sons, and Whiting Paper Company. 
A Centennial fan was a popular souvenir and the price of admis- 
sion was $.50. ... R. B. Dovell’s Sons patented mucilage bottles 
were filled with an “extra heavy mucilage which will not mould 
or sour.” . . . Customers were asking for Faber pencils, Gillott 
pens, Sanford inks, and Pirie’s papers. . . . (From Files of The 
American Stationer). 


IN MAY OF 1886, WHEN: 

The Dunlop Stylographic Company, Boston, Mass., featured a 
new stylographic pen made from a tube of hard rubber.... A 
slice of raw potato was declared to be the best wiper for steel 
pens. . . . Traveling stationers reported that a Dakota hotel was 
advertising the adjoining cyclone cellar as one of its best fea- 
tures. .. . A million-dollar fire razed a building at Congress St. 
and Wabash Ave., Chicago, occupied by publishers, bookbinders, 
and lithographers. (From Files of the American Stationer). 


IN MAY OF 1896, WHEN: 


A bicycle-buying craze was sweeping the nation and the 
American Stationer correspondent at Boston complained, “The $8- 
a-week typewriter girl must be in the bicycle swim also, for her 
savings go for a wheel and bloomers, while the milliner, the 
dressmaker and the drygoods retailer complain of dull business. 
Let stationers catch on and order a stock of wheels.” .. . Three 
teams hauled wagons through the streets of Boston transporting 
a four-carload shipment of Carter’s inks and mucilage to the Post 
Office Department at Washington, D. C. . . . (From Files of the 
American Stationer). 


IN MAY OF 1906, WHEN: 


Following the San Francisco fire, a stationer wrote Office 
Appliances, “Practically every firm in this city is entirely burned 
out. We lost our store, printing office, warehouse, factory and 
barns.” Needs in the California city included from 8,000 to 9,000 
typewriters. . . . Stores were featuring epigram post cards with 
such sayings as, ‘Life is a funny proposition and the undertaker 
covers up a lot of mistakes.” . . . Deaf mutes married at Pueblo, 
Colo., and the typewriter offered a medium for exchange of 
"TQ 82; 


IN MAY OF 1916, WHEN: 

A. B. Dick Company of Chicago, organized in 1884, announced 
plans for a new seven-story brick addition to its plant at 730-42 
W. Jackson Blvd. Stevens, Maloney & Co., Chicago, won 
fourth prize in Irving-Pitt Manufacturing Company window trim- 
ming contest. . . . Chicago Stationers’ Bowling League held annual 
banquet at the Shermon hotel and entertainment included a read- 
ing and cornet solo. Vas you dere, Harry Burbery? . . . Ham- 
mond introduced a typewriter with an interchangeable type 
feature. ... 
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Jos. Dixon Crucible Co., Latsch Brothers, W. A. Sheaffer Pen Co., 
Vice-president, Manufacturers Division ga oe enrages Vice-chairman, Manufacturers Division 
residen 








J. EDWARD CONLON JOHN A. GILBERT EDWARD B. MANNING 
Rockwell-Barnes Co. Office Appliances Stein Bros. Mfg. Co. 





NSA TROUPERS 


On the spring regional meeting swing. resumed after a lapse of a year 
due to the war, these men co-operated in staging a part of each program 
in a manner designed to advance the cause of the industry and the wel- 
fare of the individual stationer. Thus far meetings have been held in 
Atlantic City, N. J.; Springfield, Mass.; Galveston, Tex.; Kansas City. 
Mo.; Denver. Colo.; Chicago, HL; Palm Beach, Fla., and Portland, Ore. 


Still to come are assemblies in St. Paul, Minn., and Cleveland, Ohio. * 
(See section beginning on page 54) 
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Office Equipment 





INDUSTRY SURVEY BY STANDARD & POOR’S 


FFICE EQUIPMENT output and sales are headed 

for new peaks over the next year or more, al- 
though stringencies in raw materials resulting from 
strikes at supplying plants will limit the rise above 
pre-war levels in 1946. A major factor in the sales 
picture is the large deficiency in civilian requirements 
built up by restricted output after mid-1942. 

Table 2 indicates domestic deficiences through May, 
1945, on the basis of the above-normal 1941 shipments, 
to which must be added subsequent accumulated 
needs. Naturally, the deficiencies are largest for ma- 
chines that were most severely curtailed by wartime 
regulation, such as typewriters, cash registers (not 
accounted for in the table), punched card tabulators, 
adding machines, duplicating devices, and calculators. 
Indications are that two or three years of capacity 
operations will be required to meet deferred needs. 
The current order backlog is the largest on record. 

For a number of years prior to wartime restrictions, 
the dollar value of business machine production was 
closely related to changes in the index of total pay- 
rolls of all the manufacturers in the industry. If 
plant capacity were no barrier, continuance of this 
relationship would indicate production valued at about 
$400 million for a year in which the payroll index 
averaged 250 (1939 equals 100). This would compare 
with previous peaks of approximately $181 million in 
1937 and $188 million in 1929. Production may well 
reach a value of $400 million in the next few years, 
when one considers the prosperity forecast for the 
nation, the expansion taking place in the office 
equipment field, and the higher prices in prospect. 

Exports are unlikely to assume large proportions 
until European countries have been economically re- 
habilitated, which may take a few years. However, 
with domestic needs above present capacity, loss of 
European business hardly is an adverse factor. Central 
and South American purchases, moreover, are ex- 
pected to be larger than in pre-war years. Much of 
European demand is likely to be filled by Government- 
owned surplus machines abroad, at least some of 
which the industry will be able to bring into this 
country to recondition and re-export. 


OFFICE APPLIANCES, May, 1946 


(The appended report, released April 5, 1946, 
and reprinted with permission, reveals interest- 
ing and important data about the office equip- 
ment industry and its future.) 


Second-hand equipment probably will be no such 
problem as after World War I, when prices of new 
machines were seriously affected. In the first place, 
the Government is retaining a considerable part of 
surplus for replacement of battered machines at some 
of its agencies. Secondly, Government needs will be 
much larger than before the war. Thirdly, second- 
hand dealers and reconditioning departments of man- 
ufacturers have few used machines on hand. For 
instance, during the war, the Government bought 
250,000 second-hand standard typewriters, and one 
typewriter manufacturer, which normally carries 25,- 
000 to 30,000 used typewriters, reports stocks almost nil. 

Furthermore, considerable Government office ma- 
chines abroad are reported in non-reconditionable 
condition or unsuited for civilian needs. In addition, 
it still seems to be the Government policy to limit 
sales of surplus where producton of new machines or 
employment may be affected. 


Profit Margins To Contract 


For this year, and until Government control of 
prices is relaxed or eliminated, the industry faces 
lower margins than before the war. Office equipment 
manufacturers are vulnerable to rising wage rates as 
labor currently accounts for from 40 to 80 per cent of 
manufacturers are vulnerable to rising wage rates, as 
the war, wage rates rose an estimated 25 to 30 per 
cent, and further increases are indicated this year. 
Thus far, no price relief has been granted, and any 
price adjustments are likely to be only a partial 
offset to higher costs. 

Adjustment of ceilings will be complicated because 
of the diversity of machines produced by many of 
the companies. Therefore, price increases are less 
likely to be granted on an over-all industry basis 
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than on the basis of needs of individual companies. 
Some offsets against rising costs will result from 
capacity operations, from modernization of plant 
equipment, and from new manufacturing skills learned 
during the war. 

The prospective narrower profit margins will be 
more than counterbalanced by the decline in Federal 
taxes as compared with the war years and with 1941. 
In the latter year, taxes paid by major companies 
averaged around 50 per cent of taxable profits, in 
contrast with the present 38 per cent tax rate. 


Long Range Prospects Bright 


From the strictly long-range viewpoint, prospects 

for office equipment demand are bright. Although the 
initial stages of market development have probably 
been passed, there is ample reason to doubt that 
the saturation point in original equipment demand 
is approaching, because: 
(1) The needs of all business organizations for record- 
compiling and _ record-keeping machines and 
equipment have been increased, and promise to 
continue large because of the greater amount of 
paper work in modern business and the expanded 
requirements for statistical fnformation to comply 
with Federal and state legislation. 

The rising trend of wage costs will continue to 

place an increasing premium on _labor-saving 

devices for office, as well as factory, use. 

(3) Research and development work is steadily broad- 
ening potential markets by improving design and 
performance of equipment, by widening applica- 
tions of many machines, by introducing new de- 
vices, particularly those operated electrically and 
electronically, and by enabling producers to make 
efficient machines to sell in lower-priced brackets 
hitherto largely untouched. 

(4) Industrialization of backward countries, acceler- 
ated by the war, will call for a larger export move- 
ment of office devices. 

Potential growth prospects for individual lines vary 
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widely. In the typewriter field, for example, demand 
for standard machines may eventually be much closer 
to a replacement basis than is the case with portables. 
Similarly, the market for original equipment sales 
of cash registers and adding machines, relatively 
considered, probably is more nearly saturated than 
that for accounting, bookkeeping, and calculating ma- 
chines. In furniture, wood products already have sur- 
rendered to metal products much of their formerly 
large share of the total market. This trend probably 
will continue. 

The underlying growth trend in unit sales of office 
appliances is expected to continue in the domestic 
markets and a substantial demand is indicated from 
the formerly important export market if international 
trading is facilitated. In any event, the growth in 
dollar sales may not parallel that in units, because 


Table 2 


WARTIME SHIPMENTS OF OFFICE MACHINES AND 
SUGGESTED CIVILIAN DEFICIENCIES 








Domestic 
Civilian Suggested 
(a)Total and Industry Domestic 
June 1942- June 1942- Deficiency 
1941 May 1945 May 1945 3-Years 
In Thousands of dollars 
Accounting & Bookkeep- . 

SE pe ee $32,500 $59,326 $37,679 $59,821 
TE 32,588 43,315 24,466 73,298 
Addressing & Postal (b) 9,035 13,160 x 18,807 
Autographic Registers.. 929 1, 698 2,088 
ES eae 34,440 70,956 42,488 60,832 
Change making & Coin 

Handling (b) __------ 1,286 1,732 916 2,942 
Check handling ___--__ 6,233 642 559 18.140 
Dictating & Shorthand 

eee tS) .......... 10,956 10,791 8,027 24,841 
Dumicstieg <.......... 12,532 25,324 9,185 28,411 
Envelope handling —_-- 455 406 156 1,209 
Time Recording --.-.-. 6,129 12,275 8,057 10,330 
Time Stamping ----.-- 579 1,624 464 1,273 

Number of Machines————— 
Punched Card Tabu- 

lating & Microfilm 

meee HOP occ 20,042 31,971 15,739 44,387 
Standard Typewriting 

& Office Composing 

_ Sears 730,421 707,123 120,865 2,070,398 
Portable Typewriters__ 558,768 173,185 19,465 1,656,839 


(a) Includes Army, Navy, domestic, Lend-Lease and export de. 
poem’ (b) Combined to avoid disclosing operations of individual 
companies, 


Table 1 


PRODUCTION OF BUSINESS MACHINES AND OFFICE FURNITURE 
Value in Thousands of Dollars 




















sila oar Paes 1927 1929 g1931 1933 1935 1937 1938 
ness nes—To ue _ $177,511 188,231 89,001 67,295 128,597 7 150,171 
Sues Aiding. thickening cad Speentiias wiles 1 = = we aioe oe 
Typewtiters— ’ FREE NE 52,002 47,393 10,289 = 15,569 10,536 
I a 8 a ek 5 2,915 8,873 11,625 9,407 
Standard ------------_-------—------- 2-2-2 nn 31,770 31,301 12,112 10,377 19.674 92'941 23,032 
ee 1,555 2,273 1,218 767 2,215 2,167 1,842 
SE LTT TT IE 2,737 6,476 2,483 1,809 4,152 6,766 5,363 
ei it ae Re eR a aa — 10,614 11,617 3,485 2,143 9, 13,506 8,608 
Cash, Registers, Card Punching, Tabulating, Change and Coin, , 
ares an cket an os Se eee 49,527 61,272 28,547 
Other Adding, Calculating and Computing Machines... ______ 77 wt 24,008 { wie} em oom 
Spee. Me ite a RE es Oe eae 9,788 10,537 6,156 2,293 365 5.599 4859 
Check Writing, Cancelling and Perforating...._.______-----__ *1,780 *2,346 1,316 731 1,588 2,053 2,094 
SEEN SES SSRI ap aE SE EL SPR aie ee eee 3,779 3,489 2 2,345 5,341 6,039 5,307 
Si aS: a a A bi a EO ee de hess as 599 867 706 
Other (Excluding Dictating)_.-.-___--__._--____--____--_____. i aml Tet AR i “468 2,096 7,854 5,498 
Parts and Attachments for Other Machines___......._________ 7,077 6,647 4,163 3,906 8,240 12,316 9.705 
Rebuilt Machines Exclusive of Typewriters________.._-__. a - lee 3,854 3,555 5,672 4,814 5,678 
eee ae ee ee 68,741 75,664 34,258 17,600 32,154 60,686 48,334 
Wood ies a NA 16,373 6,997 2,9 24,551 16,754 
RE A a te ER ND ec A I AER El 33,583 NA 17,885 10,603 19,162 36,135 31,580 
Number of Machines Produced 

ee ae 1927 1929 §1931 1933 1935 1937 1939 
Re a ie ae 51,516 39,842 104,224 158,642 131,726 

Li ti ; ’ v : ’ 7 
Type nes Bookkeeping and Typewriter Billing Machines__ 1 463,149 529,858 10,012 6,862 12,363 20,873 13,076 
SRE RSF eas 2 gee a tbe 214,119 144,151 352 862 432,850 
Standard (Including Long Carriage)------------- --_” 555,021 587,509 304,897 264,652 458 083 Hager 484,440 
ieee _-. 62,126 57,201 12,575 9,269 33,726 $3,013 31,578 





NOTE: Total Value includes revenue from repair and service charges which is not included in the value of individual products. 


Therefore the sum of individual items is smaller than grand total. 


*Value of check writing machines only. +Partially based on list prices, rather than factory f.0o.b. compara 
with earlier data, due to subsequent additions. NW.A.—Not available. fee nd ged waked ssn 


Source: U. §& Department of Commerce—Burean of the Census. 
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of the gradual, but persistent, tendency toward the 
marketing of lower-priced machines and equipment. 

The war greatly stimulated the demand for office 
appliances and machines. The tremendous increase 
in industrial production, the shortage of manpower 
and burdensome array of Government-required com- 
pilations multiplied the need of time-saving office de- 
vices. Restrictions on the production of office appli- 
ances began in 1941 with curbs on the use of steel in 
furniture and spread in 1942 to affect the output of 
typewriters, book binders, and ultimately all other 
equipment. However, the actual minimum machinery 
and equipment requirements of Government, war- 
plant, lend-lease, and rationed export users were much 
larger than expected. The result was that the various 
production quotas and stoppage orders that had been 
set by the WPB for output in the second half of 1942 
and for 1943 were gradually modified, especially on 
such items as bookkeeping, accounting, calculating, 
time-recording, and payroll devices. 

At the start of 1944 the quota system was super- 
seded on such machines, and output was set to meet 
WPB-approved orders, plus a 20 per cent inventory 
based on 1941 billings or the number of machines 


Unusual Specialty a 
Building Business 


leased. These regulations were extended to include 
some machines on which output had been banned 
for about a year and a half, namely, check-handling, 
coin-handling, envelope-handling, currency-counting, 
postal-permit-mailing and stamp-canceling devices. 

Quotas were set on other banned items. In Septem- 
ber, 1943, output of special kinds of typewriters was 
allowed on a nine per cent basis. 


Cash Register Ban Last to Be Lifted 


Of the important devices, only cash registers con- 
tinued banned through 1944, but, in early 1945, partial 
operation was permitted. After Germany’s defeat, 
manufacturing curbs on all office equipment were 
officially removed. ° 

Because a good part of the industry’s wartime out- 
put consisted of regular lines, reconversion was a 
minor problem, except for a few companies. Arma- 
ment output was centered largely in separate plants 
and was turned out on the same equipment used for 
regular lines. From mid-1942 through the end of the 
war, munitions output by the industry averaged about 
$500,000,000 to $600,000,000 yearly. Munitions profits 
largely offset the drop in earnings from regular lines. 


Big Asset in 


By W. H. MORRISON 





ANY BUSINESS FIRMS have specialties that they 

ride to marked success in the line, making a 
worth-while profit out of the specialty, and at the 
same time finding that the specialty helps build 
business for the regular line. In the office supply and 
equipment field, Lillienthal’s of Cambridge, Ohio, has 
a most unusual specialty that not only pays a worth- 
while profit, but which has made this firm known 
over half the state of Ohio despite the fact that its 
place of business is located in a town of only 18,000 
population. This most unusual specialty is the recon- 
ditioning and rebinding of old county records. 

The facts in the case are that the specialty out- 
dates the office equipment and supply business. It 
was 44 years ago that some of the old records in the 
local county court house were in such a bad state 
of repair that something had to be done with them. 
The law, however, said that such records could not 
be removed from the courthouse. The matter was 
brought to the attention of Lillienthal’s who were 
bookbinders and manufacturers of blank books. After 
giving the matter due consideration this firm decided 
that it could take some of its equipment right into 
the courthouse, do the reconditioning and rebinding 
job at a profit, at the same time keeping within the 
law. The job was done and proved so successful that 
from that meager beginning the reconditioning and 
rebinding of old county records grew rapidly; today 
this firm is doing work in half the counties of the 
state of Ohio. In short, it has earned a name for 
itself through this type of work. 

The county commissioners set aside some small 
room in the local courthouse and Lillienthal’s sends 
two or three necessary men, together with such equip- 
ment as needed, to do the complete job right on the 
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spot. The records are anywhere from 50 to 150 years 
of age and consist of original mortgages and other 
legal instruments. Of course, these original records 
could be transcribed to new books, but in transcribing 
such records there is always the possibility that a 
mistake will be made which might have serious con- 
sequences. Another reason why transcribing is out 
of the question is the cost. One job that Lillienthal’s 
did recently cost the county exactly $25.00, whereas 
the transcribing of the same records would have cost 
over $800.00. In doing the work, the old record books 
are completely taken apart, the old records resewn 
and a new binding put on. The finished job was a 
new book containing the old records.’ 


Ohio Counties Save Thousands of Dollars 


Inasmuch as these old records are continually being 
referred to, Lillienthal’s never ties up any volume of 
records for more than two hours at a time when doing 
these reconditioning jobs. Thus, while the recondi- 
tioning is actually going on, the records are available 
at practically any hour. 

Contracts are made in advance, each courthouse 
being informed as to when the traveling equipment 
and men will arrive. The necessary equipment to do 
this work is carried in an automobile trailer. This 
procedure has saved Ohio counties thousands and 
thousands of dollars, at the same time enabling Lil- 
lienthal’s to make a worth-while profit. 

This specialty had been carried on for 24 years when 
Lillienthal’s decided that here was an asset that could 
be cashed in on in other ways. So 20 years ago an 
office supply and equipment business was added, which 
naturally became a money-maker right from the start. 
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Did You Make One 





of These Mistakes? 





(Author’s Note—For 15 years I have been visiting 
office supply stores in every section of the United 
States, gathering stories such as appear in OFFICE 
APPLIANCES every month. A section of my notebook has 
been reserved for the “things done wrong” in office 
equipment store operation and management. From 
these notes a number of those mistakes committed 
most frequently are presented herewith, together with 
the methods other office supply dealers are using to 
avoid them. The writer is certain that both will be of 
interest to the readers of these pages.) 


HE CUSTOMER STOPPED IN to inquire about a 
A chen for a make of typewriter that had not been 
manufactured for a number of years. “Don’t tell me 
you’re using one of those old wrecks,” the clerk said 
laughing, “Gosh, I haven’t heard of one of them even 
being in town for years.” 

He should have kept his mouth shut or, if he could 
not have filled the customers request, suggested, “It’s 
becoming extremely hard to get those, sir; I wonder 
if you wouldn’t be interested in a newer model ma- 
chine with some improved features I’m sure you'll 
like.” 

The reason is that no owner of any piece of equip- 
ment cares to have that piece of equipment ridiculed 
because it may be “old-fashioned”; such a “slam” is 
a direct personal insult. The particular machine may 
have many personal attachments for him. If the clerk 
sought to sell a new machine he could hardly expect 
to do it with the first approach, could be a little 
surer of success with the second. 

The customer inquired for a particular carbon paper. 
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“I’m afraid we don’t have any of that kind,” the clerk 
replied. The customer looked at the shelf directly 


behind the clerk and saw a stack of it there. ‘“What’s 
that?” he asked. “Oh,”’ said the clerk, “that’s re- 
served.” 


He should have never permitted this item which 
was being held back for a particular customer to be 
out on open display. 

The reason is that such favoritism (and so it stamps 
itself in the mind of the customer who didn’t have 
the item “reserved” for him) is a good way of losing 
customers. Every customer likes to think of himself 
a “favorite customer.” Such methods of doing busi- 
ness eventually leave us with no other customer than 
those for whom we set aside such items. 


The clerk almost sneered when he answered the 
customer’s query; “Oh, no, we don’t handle that make 
of typewriter; why, it’s absolutely no good at all.” 

He should have said, “No, I’m sorry, sir, but we 
don’t have the franchise for that machine, but we 
do carry a line we believe to be its equal in every 
way. May I show you why?” 

The reason is that sales are seldom made by running 
down other brands than those handled, but by cater- 
ing in so far as possible to the customer’s presold 
notions. If this customer believed that the typewriter 
was best, the clerk whose store handled the Y model 
should take advantage of all of this customer’s pre- 
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sold notions on the X machine by showing him that 
the Y machine had more to offer. 

The dealer opened a package of a manufacturer’s 
point-of-sale cards and display literature and without 
even studying them threw the whoie shipment into 
his wastebasket with this remark, “Why should I give 
valuable space to pushing his stuff? I have a lot of 
things to sell here!” 

He should have chosen at least a portion of this 
material and put it to work for himself in the store 
and windows. 

The reason is that such selling material represents 
a considerable investment in: searching for the best 
methods of selling the merchandise that manufac- 
turer makes. In many cases they have been pretested 
elsewhere and have proved an effective aid in selling 
the merchandise. Throwing aside this selling help for 
the merchandise we have our money invested in is 
akin to actually putting everything back in the store- 
room and not selling it at all. In these days of modern 
competition no office supply dealer can overlook any 
opportunity to use any selling method available in 
building sales for the merchandise he has his money 
invested in. 


Keep Way Open for Customer Traffic 


The store was none too large and the dealer had 
taken the island display table idea too literally; tables 
were everywhere, piled high with merchandise, and 
there was little room to move around in the store. 


He should have used only such space as was “sur- 
plus” to the smooth flow of traffic through his store. 


The reason is that customers in our field, unlike 
those in ten-cent store field, don’t like to buy in 
overcrowded conditions; such jamming prevents cus- 
tomers getting to other parts of the store and such 
displays in crowded aisles lend themselves to a con- 
dition where customers manhandle the merchandise 


displayed thereon. This results in waste, spoilage and 
loss of profits on such items, not to speak of an in- 
crease in pilferage. 

The dealer in order to get the business of a particu- 
lar business firm offered that firm a special discount 
if it would buy “so much each month”. He secured 
the business of this firm, but lost that of several 
of his old customers to whom he did not make the 
same offer. 

He should have refrained from such individual 
offers unless he could make them to all of his cus- 
tomers. 

The reason is that this is a deliberate slap at every 
old customer this dealer had and was a demonstra- 
tion to them that their business was not appreciated. 
It also showed these customers that this dealer was 
not adverse to “under cover” deals, so their imagina- 
tions supplied details of many other possible deals 
he could have been making which were not offered 
to them. 


The dealer had sold better than $5,000 worth of 
equipment and supplies to this firm over a period 
of years. Suddenly the firm defaulted in payments 
on some equipment currently purchased. The dealer, 
without inquiring for the reasons, immediately threw 
the collection into the hands of a “bad debt” agency. 

He should have investigated thoroughly first. In this 
case he would have found that the firm was not 
“broke”, but that its funds had been tied up in a suit 
and its management had forgotten to notify him. 

The reason is that such instances can happen to 
the best of firms. The excellent purchase record of 
such firms should be given the closest study under 
such circumstances. Besides, it is extremely bad busi- 
ness procedure to automatically turn any account 
over to a collection agency of this type without first 
personally investigating the reasons behind the failure 
to pay. This should be a “must” in any such instance. 
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NSA BULWARK—R. D. “Bob” Latsch, 
who has served as president of the National 
Stationers Association through the war 
years and the present post-war era since 
his election in the fall of 1943, is really 
NSA-minded. He has been attending NSA 
conventions since 1921, missing but one 
session. A native Westerner, he was born 
in Cheyenne, Wyo., 64 years ago and made 
a covered-wagon trip early in life with his 
parents to Nebraska. It has been in Ne- 
braska where he has made his mark in the 
stationery field, but not until after a period 
of trouping as member of the Aksarben 
company of actors presenting comic opera 
performances. With his brother, Jerry, he became established in 
the stationery business at Lincoln, Nebr., in 1916 after serving for 
a time on the sales staff of the American News Company, working 
out of Omaha, Nebr. Today, Latsch Brothers is a prominent insti- 
tution in Lincoln’s business life, just as Bob Latsch is a pillar in 
the city’s civic life. Recognizing his worth as a public servant, 
Lincoln has elected him to the presidency of such organizations 
as the Chamber of Commerce, Kiwanis Club and the Standard Reli- 
ance Insurance Company. A busy man, but one who gets things 
done, is this Nebraskan. 
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Typewriter Department Can Be 
Profitable Even in Small Cities 





PROVIDED IT IS HANDLED 
ACCORDING TO PROVED 
PRINCIPLES FOR SUCCESS 


By VICTOR N. VETROMILE 


ITHOUT A TYPEWRITER DEPARTMENT there 

can be no such thing as a full-line stationery 
business. This specification for a full-line establish- 
ment does not apply to office furniture for the obvious 
reason that there are hundreds of dealers situated 
in very small places who simply could not carry a 
complete display of office furniture. 

An all-round typewriter business, however, in all 
its three principal phases—new machines, used ma- 
chines and rentals—can thrive very well in a small 
city, especially when that small city is the trading 
center for a number of contiguous towns and villages. 

Everyone knows that, in most instances, it would 
be practically impossible to have a profitable business, 
selling typewriters or adding machines only, in the 
typical small city. The typewriter department, how- 
ever, is quite as indigenous to the stationer’s store 
as the soda fountain is to the druggist’s store; there- 
fore, with office supplies and stationery items as a 
merchandising background, the stationer in the small 
community can maintain typewriter sales and service, 
sometimes with a measure of financial success that 
would astound those who don’t realize the possibilities 
in small cities and towns. 


Exclusive Agency Good Beginning 


Doubtless one of the best foundations for a suc- 
cessful small-city typewriter business is an exclusive 
local agency for one of the three or four “big name” 
nationally-advertised machines. This affiliation would, 
presumably, restrict the stationer to one make of type- 
writer, so far as sales of new machines were concerned, 
but it would not restrict his activities in rebuilt ma- 
chines, exchanges, or rentals. 

In the agreement for local representation, the dealer 
would receive (conditional upon carrying in stock a 
small number of machines, as I understand the custo- 
mary agency contract) a trade discount regulated by 
the number of machines bought at one time and an 
over-all trade discount, adjusted annually, on the total 
number of machines sold each year. 

I have in mind a rather small community served 
by one stationer who never fails to sell at least 50 
new machines each year. From these he realizes 
about $1,000 profit which he would not get without 
his typewriter department and sales agency. This is 
not spectacular typewriter selling, according to big- 
city standards, but the machines sold create a sub- 
stantial amount of incidental stationery supply busi- 
ness. The typewriter sales do not add a dollar to 
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overhead because the typewriter transactions do not 
require additional space nor increased rent. 

The modern typewriter is no longer a facility exclu- 
sive with business offices or found only in the homes 
of wealthy persons in larger centers of population. 
Its popularity, especially since the First World War, 
had become widely diffused and well established, even 
in rural communities. This is not such a surprising 
fact when it is remembered that country high schools, 
as well as those in the city, teach typewriting. 

In a city of any appreciable size, the establishment 
of a typewriter department presupposes a complete 
repair and maintenance department, as well as a 
used machine department. Used typewriters are the 
natural by-product of new machine sales in a large 
percentage of transactions. A complete typewriter 
sales and service setup usually also implies a rental 
service which (although I have known stationers who 
were not particularly enthusiastic about it) is acknowl- 
edged by many in the trade to be a profitable side 
line and a good feeder of divers small-item sales. 

A big rental business in a large city is a real business 
proposition of considerable importance, and definitely 
not a side line. In proof of this statement, let us 
analyze what the rental feature of typewriter opera- 
tions often represents, even in small cities. 

I have in mind one small-city rental operator who 
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maintains an inventory of 70 typewriters—machines 
reserved exclusively for renting. There are months 
when only 50 or 60 of the machines are in circula- 
tion—that is, out on rental—but it is necessary to 
maintain a marginal surplus of about ten machines 
for unexpected demands. 

Now then, let us suppose that a reasonable appraisal 
of the average value of each of these 70 rental units 
is $50. On that basis this small-city stationer has 
invested $3,500 in the machines necessary for operat- 
ing his rental department. 

Under present conditions, this amount of money 
carried on deposit in a savings bank would produce 
less than $100 a year in interest and, if invested in 
some “security” that might not prove to be secure, 
it might possibly produce about $175 a year. 

As a capital investment in typewriter renting, how- 
ever, even if only 50 machines could be rented con- 
tinuously at an average rental earning power of $3.00 
a month, this stationer, operating in a comparatively 
small city, will have a rental income of $150 a month, 
or $1800 annually. This is gross income, of course, 
but every experienced stationer who has been initiated 
into the economics of the typewriter phase of the 
industry can quickly recognize the fact that the net 
profit is a very attractive gain, especially when the 
rental volume adds nothing to rent overhead and com- 
paratively little to the payroll, unless rentals develop 
to such proportions as to necessitate the constant 
employment of another mechanic for the maintenance 
of rentals exclusively. 

Regardless of the size of the city, it should be prac- 
ticable to make a good rental unit earn more profit 
than could ever be realized from the sale of the 
machine as a reconditioned typewriter, according to 
stationers who have been conspicuously successful in 
the rental phase of the typewriter business. 


Renters want to be able to select from the three or 
four best-known “big name” machines which neces- 
Sitates having a reasonable number of units of each 
of the leading brand-names. Machines more than 
four or five years old are not likely to give satisfaction 
to the renter, while from the stationer’s standpoint, 
they are almost sure to show a too-high ratio of main- 
tenance and repair cost to rental income obtained 
from them. 


Anyone who derides the profit possible from rentals 
on a large scale is bullheaded, to say the least. Even 
at the old traditional rate of “Three Months For Five 
Dollars” (too little for these times, of course),- that 
amounts to $20 a year on a continuous rental. This 
means $80 in four years (gross income, of course), 
but the typical rental unit rarely has a reasonable 
current market value in excess of $50. 


Rental Fee Based on Maintenance Cost 


I am not presuming to indicate what the rental 
fee should be. Rental fees are usually uniform in 
each city or county, but where they are not standard- 
ized I should say that, in order to determine upon 
profitable rental rates, records must be kept of the 
average cost of maintenance, repair, delivery and so 
forth for each rental unit in an inventory of about 
50 rental machines (or whatever the stationer’s aver- 
age current inventory of rental machines may be) 
for at least one or two years. These costs, naturally, 
should be figured with relation to the gross yearly 
income from the rental department. 


When new machine sales are not ample to provide 
the necessary trade-ins to be assigned for rentals, 
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which is likely to be the situation in the newly-started 
business in a small community, a number of service- 
able used machines may have to be bought in the 
open market. The stationer should, obviously, know 
how to buy these machines so as to obtain real value 
for his money, or he might buy them with the co- 
operation of his repair and maintenance man, who 
would subject them to inspection and tests as to their 
probable remaining serviceability. 

When there is an opportunity to buy several of 
those exceptional machines that correspond to the 
5,000-mile used car in the automobile trade, the lot 
should be carefully “screened” with a view to segre- 
gating the very best typewriters—those which the 
stationer knows are easily salable at a good profit now, 
but which could probably be sold for only one-half 
as much money after being out on five or six rentals. 

A few good machines should always be isolated from 
sale or rental so as to accommodate a good customer 
in some emergency when a typewriter that is con- 
stantly needed must be taken to the stationer’s service 
shop for a complete overhauling. 

It is assumed that a business of any size will have 
a delivery truck, and often, in addition, a personal 
automobile—that of either the stationer or the head 
of the repair department—to take care of emergency 
“trouble calls’. 

There can be no such thing as a successful and 
reputation-building repair department without a 
Grade-A typewriter technician at the head of it, and 
as many experienced repairmen working under his 
direction as the volume of continuous business re- 
quires. 


Repair Work Can Be Farmed Out 


In some very small places, where the assured reg- 
ular volume of typewriter repair business would 
hardly be sufficient to warrant the employment of 
an expert repairman at wages commensurate with his 
ability, I have known instances in which this feature 
of the stationer’s business was virtually turned over 
to a good: typewriter mechanic to be operated on his 
own account, but with a charge-off against the yearly 
earnings as a contribution to the store rent. All the 
orders are, of course, taken in the name of the store, 
thereby lessening the likelihood that any repairman 
working under such an arrangement could build up 
a following in his own name and suddenly walk out 
to start a shop of his own. 

So far as exchanges of machines are concerned, 
they do not occur as commonly in the typewriter trade 
as in the automobile industry. Usually the chief 
situations in which proposals for an exchange may 
be made by a customer are when he cannot wait for 
his typewriter to come back from a complete “factory 
strip-down” job; or when a customer has experi- 
mented with a change of typewriters—that is, the 
brand of machine—and then decides that he has made 
a mistake and wants to return to his “first love” 
among typewriters. 


Notwithstanding the fact that the retailer of used 
machines is not interested primarily in exchanging 
used typewriters, there are many situations in which 
he can virtually make a double profit on an exchange 
deal, at the same time ostensibly “accommodating” 
the customer who asks for an exchange. 


There is no logical reason why the trade-in allow- 
ance on a Grade A used typewriter should not be 
proportionately the same in an exchange deal as in 


(Turn to page 213, please) 
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Accounts Receivable and 


Credit Control 














MR. HOPPER 


F MY SUBJECT TODAY were one about salesman- 
ship, or some new and exciting line of merchandise 
wherein you could mentally visualize yourselves as 
building additional volume and overheating the cash 
register, then, no doubt, I could soon have your pulse 
racing with restrained anticipation, and your “lazy 
end” moved out to the edges of your chairs. But ac- 
counts receivables and credit control! You are prob- 
ably saying to yourselves right now, “Why does he 
want to talk on such a dry and uninteresting subject?” 
To many outside salesmen, the credit department is 
a never-ending source of irritation, and at times can 
throw more “monkey wrenches” into a luscious sale 
in five minutes than the salesman can straighten out 
in six months. And some salesmen, I might add, are 
a continual fountain of trouble for the credit manager. 
You’ve heard it said by many salesmen in the past 
(and history will repeat itself in the future), “If that 
so-and-so in the credit department had listened to 
me, I would have ended up with a nice piece of busi- 
ness, and I know he would have been O.K.” Yes, 
sometimes it does turn out that way, but in the 
majority of cases, the credit manager is right. 

The reason I selected this subject is that I feel it 
is of paramount importance to management and sales- 
men alike in the days that are ahead. Frankly, I 
have had it more or less on my mind for the past 
several months, and surely I am no different in my 
way of thinking than most of you gentlemen. 


Much Credit Business Before War 


Before the war, a good 70 to 80 per cent of a Ssta- 
tioner’s business went on the books, most of it on 
30-day terms. For many other types of business this 
would be all out of proportion, but not for the 
commercial stationer, since a good 75 to 80 per cent 
of his volume was brought in by outside sales effort. 
Then the war came along. You couldn’t sell type- 
writers or adding machines, sales on metal furniture 
and filing equipment went out of the picture, and 
many other stationer items dried up. A great many 
dealers saw, or thought they were going to see, their 
volume dwindle away. But to the surprise of many 
of us, the volume we were losing on the above-men- 
tioned lines began perking up through the addition 
of gift merchandise, greeting cards, social stationery, 
and the sales of various other war-accumulated lines. 

During this period, what was happening to our 
accounts receivable and credit picture? We were find- 
ing cash business increasing and credit business de- 
creasing. This was coming about, at least in the case 
of our own business, through an _ unprecedented 
increase in floor traffic. A good 90 per cent of this 
type of business was cash. Our accounts receivable 
were being liquidated, and, I can tell you, they finally 
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By E. GLENN HOPPER 


Intermountain Printing & Stationery 
Company, Grand Junction, Colo. 


(Address before meeting of NSA _ District No. 10, Denver, 


April 8, 1946) 


went down to a little over one-fifth of what they 
were before the war. People had money—they were 
spending, paying cash, and not asking for credit. This 
was a wonderful way of doing business. It had, how- 
ever, a certain degenerating influence in many ways. 
With sales so intensive, and experienced personnel 
being constantly drained into the service or higher 
paying war jobs, management faced an increasingly 
difficult problem in trying to keep adequate help of 
at least average intelligence. This dilemma existed 
throughout every department in one’s business. Dur- 
ing this same period the credit-reporting agencies 
were also having similar personnel troubles, but in 
addition were actually suffering, in many instances, 
such a decline in the demand for their services that 
they were operating at a loss. They were valiantly 
trying to keep up their service, however, as they knew 
they would one day again be much in demand. 


Are We Ready for Post-war Era? 


We are now entering the long-looked-for post-war 
period. All that had gone before is “water under the 
bridge.” We are facing a business era of unprece- 
dented volume. Are we properly preparing to meet 
and handle this onrush of business in all its phases? 

I think most of us, at least up until now, have been 
bending our efforts toward rehabilitating our organ- 
izations with the right kind of personnel. We have 
been looking toward booking orders for typewriters, 
adding machines, metal office furniture, and other 
needed merchandise for which there is such a backlog 
of demand. In other words, we are getting on the 
“band wagon” for that long awaited, wonderful ride. 

The heart of any business is its financial structure. 
The nerve center, through which flows pulsating life 
to sales, purchasing, advertising, and every other min- 
ute part of the business is, in my opinion, the credit 
department. 

So let’s make sure, while we are climbing aboard 
for this “wonderful ride,” that we do not overlook this 
important department. 

Signs are beginning to appear already for its need. 
One week recently we had two NSF checks. Now the 
surprising thing to me was what the bank told our 
credit man when he talked to the young lady about 
them. She wondered what was happening, for their 
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pank had recently been having a deluge of NSF 
checks. 

The president of one of our finance companies told 
me the other day their small loan business had in- 
creased tremendously of late. Is this peculiar to my 
city, or is it becoming general? Is it an indication 
that a great many people, more than we realize, have 
failed to save or already spent their wartime savings? 


New Businesses Starting 


I don’t believe there is a town in our country but 
is having its “boom” in new business ventures. New 
electrical stores, hardware firms, cafes, real estate 
offices, and businesses of almost any type you could 
name are making their appearance. In a great many 
cases these new ventures are being launched by in- 
experienced men. That, in itself, is one strike against 
them. If they are not adequately financed, then they 
are really in for a rough time. Some will succeed, 
of course, but others will fail. 

During the war period there was a great movement 
and shifting of our population, and much of this popu- 
lation will not return to their former homes. This 
means the credit agencies will not have credit history 
records on file. Also, during the lush war period when 
people were using little credit, the credit agencies had 
little opportunity of keeping their existing credit his- 
tory cards up to date. These are some of the reasons 
why I say our accounts receivable and credit control 
policy is as important as any in our business. 

We have a responsibility and sort of a “silent part- 
ner” interest in our credit-reporting agency. In open- 
ing new accounts, we should follow the proved proce- 
dure of having the prospective customer fill out a 
regulation credit application. By doing this, we can 
establish an intelligent foundation between the new 
customer and ourselves in the extension of credit. We 
also will have obtained valuable information for 
transmittal to our credit-reporting agency that will 
enable them to revise their credit history cards, and, 
in the case of newcomers, will give them an oppor- 
tunity of checking their previous credit record and 
having this information available when needed. 

Let us properly train those new outside salesmen 


so they will know how to ask for credit references 
when selling a new account, and not “blush” about it, 
or haltingly blunder through it as though they are 
having to handle an obnoxious and unmentionable 
situation. Laxness in this phase of the sales training 
program is what usually generates that previously- 
mentioned friction and misunderstanding between 
salesmen and the stores’ credit departments. 

A discerning credit policy carefully followed will 
make money for both the store and the salesman, but 
at this point the job is only half done. It has been 
well said: “A sale is never completed until it has 
been paid for.” Credit extension is like a malignant 
disease—if you neglect it, the first thing you know 
it has gotten out of hand. And if it is not brought 
under control, it will eventually destroy you. For this 
reason the credit accounts should be under constant 
observation. When you find an account getting slow, 
action should be taken to bring it up to date. 

Here again, a valuable contribution can be made 
toward the building of good will throughout the or- 
ganization, as well as with the customer. A collection 
policy that gets the money and keeps the customer’s 
good will is as necessary a bulwark to the growth of 
the business as any you can have. 

By having the accounts receivable listed on what I 
call an “aging sheet” every 60 days, you can have 
a concise picture of their condition. 

All the accounts are listed, and the amount due 
placed in columns showing whether they are 30, 60, 
90 or 120 days old. From this information you know 
what accounts need attention. 

Spasmodic collection effort on slow accounts is a dan- 
gerous habit to let yourself in for. Settle on a good 
sound follow-up policy, and then use it. We all have 
had experiences wherein we have educated slow-pay- 
ing accounts into prompt-paying ones, and in doing 
so have seen their account with us grow into a very 
nice one. It is only human to want to trade where 
you know you have a good credit rating, and very 
likely some of those slow accounts you have educated 
to your way of doing business are increasing their 
volume with you at the expense of some competitor 
who is lax in the control of credit. 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 
AN OREGON MISTAKE 
By Norris L. Hayward 


HE OREGON office equipment dealer owed Office Appliance, Inc., 
$700, drew a check for that amount payable to the order of the 
Office Appliance Company, and mailed it to the correct address. This 


check was endorsed “Office Appliance, Inc.,” and immediately under 
this endorsement and apparently written with and by the same pen and 
hand were the words “Alexander Stranusz.” The check was paid by 
the bank on which it was drawn, charged to the equipment dealer's 
account, and as soon as he received the check back from the bank he 
immediately notified the bank that the endorsement was a forgery. 

“Credit the check back to my account,” the dealer demanded. The 
bank refused to do so, and the office equipment dealer sued the bank 
in the Oregon courts. 

“The bank is not presumed to know the signature of the payee; but 
it must at its peril determine the identity of the payee and the genuine- 
ness of his signature,” said the Oregon Court, in deciding against the bank. 
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SCHOOL EQUIPMENT 


SUPPLIES — 





Schools and Students Are 


Good Customers 








N THE PACIFIC NORTHWEST school equipment 

and school supplies are sold to two different types 
of trade—students through local retailers, and school 
boards or districts. Supplies for students we sell to 
dealers, such as drug stores and school stores. The 
type of merchandise involved is mostly fillers, tablets, 
loose leaf covers, crayons, paints, pencils and similar 
items, which are catalogued by January 1 for the 
school year opening in September. Comment about 
school districts will be made later. 

At the present time we are shipping out our orders 
to retailers for sale next fall. The busy season for 
us in this type of business starts with the listing of 
items in January. Our salesmen get their orders 
started at that time and until the orders are com- 
pleted, which under normal times would be about 
June 1, keep us and themselves very busy. 

Naturally, buying must be done early. When mer- 
chandise was easy to get, all our shipments were 











By GEORGE HALLING 


The J. K. Gill Company, 
Portland, Ore. 





MR. HALLING 


complete orders. Today we make piece-shipments and 
hope by the time school opens the orders will be filled 
completely. Handling back-orders has increased our 
cost of operation considerably. 

After we have given our salesmen complete price 
lists and the numbers of the items we think we will 
be able to supply, they start out on special trips cov- 
ering their territories, selling school supplies only. 
By April 1, 90 per cent of the orders are in. 

Business with the second type of customer, the 
school district itself, has become larger in the past 
few years because schools are giving more materials 











SCHOOL SUPPLY DEPARTMENT, J. K. GILL CO. 
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to students today than formerly, which encroaches 
upon the business of the school store. School district 
business is usually awarded on bids, the law in most 
places being that the purchase of merchandise costing 
over $300 must be done by bids. 


School Board Business Competitive 


With the entry of special school supply houses, busi- 
ness done with school boards has become very com- 
petitive. Many times inferior merchandise is pur- 
chased by a school because of the price element. 
Sometimes schools will buy cheaper paper than a 
dealer could sell to school children with satisfaction. 
One instance well remembered relates to penmanship 
paper. We were offering two grades of this type of 
paper over the counter to school children. On 
one the pen wrote very smoothly; on the other it 
dragged. After buying the inferior paper once, the 
children refused to buy it again. Nevertheless, we 
were able to dispose of all of the poor paper to the 
schools. There is such a difference between the two 
clienteles that we have separate departments and 
separate crews of salesmen to handle each type. We 
make an exception of the larger schools, which invite 
bids and usually have their orders placed by May 15. 


Schools Represent a 


Substantial Market for 
Office Machines and 


Equipment 


Smaller schools generally do not make purchases until 
close to the time of opening school in August or 
September. 

A dealer’s order is usually one for large quantities 
of a few items, whereas the normal school order is of 
small quantities of a great number of items, including 
equipment, janitors’ supplies, and many sporting goods 
items. 

As for our own retail selling, which is really a 
third classification of school business, we place adver- 
tisements in local newspapers, sponsor spot broad- 
casts on the radio, and have window displays on 
school supplies. This type of promotion is done by 
most of the stores in this locality. 

The volume of sales to school children individually 
is not as large as it was years ago. Public educators 
are advocating more and more that supplies should be 
given to the children as one of the tools of education. 
I remember 20 years back when each child would buy 
pencils, tablets, spelling pads, erasers, paints, a small 
pencil sharpener, possibly a pencil box. In fact, the 
things each child would carry out of the store would 
be a good assorted purchase of supplies. Today so 
much is given to the pupil at the school that the 
individual purchase is limited. 








MR. THIESSEN 











HE AVAILABILITY of typewriters, and conse- 
quently more machines for the schools, may pro- 
vide new selling and maintenance methods for the 
office machine dealer, declares Elmer Thiessen, pro- 
“ae of Thiessen’s Office Supply Company, Kewanee, 
The Kewanee dealer, who recently completed a term 
as president of the Illinois Office Machine Dealers As- 
sociation and who has built up a thriving business in 
his city of 17,000 population, points to the need of 
reselling schools on the idea of trading in typewriters 
each three years. 

“During the war it was necessary for schools to 
get by with machines five to eight years of age,” de- 
clares Mr. Thiessen. “As typewriters again become 
available, a resourceful dealer must convince school- 
men that best results can be obtained in classrooms 
with comparatively new machines—not over three 
years old.” 

“In other words, we’ll have to start re-educating the 
educators.” 


Suggests Maintenance Plan 
The former IOMDA president comes up with another 
Suggestion, however. “If schools are not sold new 
typewriters frequently, why not plug for use of a 
machine for, say, six years, but on the basis of a 
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Sales Methods, Maintenance 
Ideas Advocated by 
ELMER THIESSEN, 


Kewanee, Ill. 


yearly maintenance charge? During the war years 
I found it true, and other dealers had the same ex- 
perience, that there was plenty of profit in maintain- 
ing school typewriters. I charged the schools for 
maintenance and out of the entire number in my ter- 
ritory there were only two opposed to the idea. That 
extra income amounted to $1,800 a year for me. 

“Previously, I was giving this service away. Other 
dealers did the same thing.” 

Mr. Thiessen makes a maintenance charge of $12.50 
a year per machine and on that basis believes that 
a six-year trade-in policy for the schools, instead of 
a three-year period with free maintenance, would be 
more profitable for the typewriter dealer who operates 
a repair and maintenance shop. 

“Formerly, it was all promotional and non-pay serv- 
ice and the war years taught dealers that they could 
make money out of something which was a legitimate 
activity on their part,’ says Mr. Thiessen. 

“In fact, I have already found a number of school 
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men who are definitely favorable to the idea of 
keeping the machines longer and paying $12.50 each 
year for cleaning, repairing and adjusting.” 

Making a success of dealing with schools, the 
Kewanee dealer asserts that the first requisite “is 
gaining the confidence of the superintendent or prin- 
cipal. That’s half the battle. The other half is won 
by calling on him regularly and making good on 
every service promise. 

“It’s good business for the typewriter dealer to 
be seen at athletic events, at plays and other school 
functions. And don’t be niggardly about donations 
to school yearbooks or contracts for advertising in 
these publications. Suggest these things before the 
students or principal calls on you.” 

Turning from typewriters to other school machines 
and equipment, Mr. Thiessen asserts, “There really 
is a virgin market in the schools for filing equipment. 
Most schools have woefully inadequate filing facilities. 
They’ll modernize their filing programs, but they need 
suggestions, plenty of them, from dealers. 


Duplicators Often Are Needed 


“The same thing goes for duplicating machines. 
It’s good business to point out what a modern duplica- 
tor can do in the way of providing programs, class 
schedules and other school information services at 
small cost. Too often the principal’s secretary is 
struggling along with outmoded equipment which fails 
to produce legible copies. The principal must be 
shown that a good machine will release his secretary 
for many other duties.” 

It’s profitable business, from the standpoint of the 
future, to sell quality products to schools, asserts Mr. 
Thiessen, inasmuch as students get acquainted with 
the trade names of office machines and other equip- 
ment. Then, entering the business world, they want 
similar typewriters, duplicators, and files and will steer 
their employer toward the dealer who provided the 
equipment used in the schools. 

Not only in selling the schools, but in covering the 


entire urban and rural territory, a dealer in a small 


town needs to approach customers in a friendly, 
neighborly manner, says the Kewanee firm owner. 
“High-pressure salesmanship absolutely will not work 
in a rural territory.” 

“In a smaller town you need to help on com- 
munity projects”. And that policy has paid dividends 
for Mr. Thiessen, who has served on the ration board, 
the Community Chest committee, the Chamber of 
Commerce board, and helped on the Red Cross drives. 
He is a member of the Rotary club, a former president 
of the Lions club, and has found time to attend 
conventions of the Illinois OMDA and serve as presi- 
dent. 


Started at Davenport in 1929 


Beginning in the typewriter business in 1929 with 
L. C. Smith & Corona Typewriters, Inc., at Davenport, 
Iowa, aS a mechanic, he moved to Kewanee in 1937 
and there opened the first office equipment store in 
the city. He has always remained with the L. C. Smith 
line and has agencies for Shaw-Walker files, Speed-O- 
Print duplicators and R. C. Allen adding machines. 

“Kewanee is in the center of a good territory,” he 
says, “located far enough from the larger cities to 
eliminate keen competition. I find business in the 
smaller towns which the big-city salesmen have 
skipped and I have been able to sell big-name equip- 
ment in offices where second-hand stuff was formerly 
used. 

“In a territory such as mine, people get to know 
the office equipment dealer personally. They expect 
you to spend a certain amount of time visiting with 
them before you sell them. You have to know your 
buyer as you would your own neighbor.” 

Neighbors—not customers. That pretty well sums 
his attitude toward those whose purchases of equip- 
ment and calls for service have helped to make Thies- 
sen’s Office Supply Company a thriving business. And 
school business has played a prominent role in making 
the cash register ring. 


Providing a Desirable Situation 


For Typing 





NOTE.—The appended article, reprinted with per- 
mission from The Journal of Business Education, offers 
a number of excellent suggestions to teachers of typ- 
ing. It also reveals to salesmen calling on schools some 
opportunities to assist commercial departments of 
those institutions to achieve a higher index of effici- 
ency through creation of a “Desirable Typing Situa- 
tion.” 


YPEWRITING TEACHERS know that there is more 

to creating a favorable typing situation than 
merely placing a typewriter on a table, pushing up a 
chair, and going to work. Yet this is about the way 
the average typing classroom has been set up. A 
certain number of machines are ordered. An equal 
number of the common typewriter tables are pur- 
chased. When the equipment arrives, the tables are 
placed in a room, the typewriters are placed on the 
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By JULIAN R. THOMPSON 
Falls Senior High School, 


International Falls, Minn. 


tables, and “presto”—we have a typing classroom. To 
complete the picture, any ordinary chair will suffice. 
This is somewhat like giving a novice a poor set of 
tools and ordering him to build a fine cabinet. Even 
an expert carpenter cannot do a good job of building 
if his tools are dull and out of adjustment. Likewise, 
neither can the typing teacher achieve good results 
if the equipment in his room is faulty from the point 
of view of providing good student working conditions. 

Just what constitutes a desirable typing situation? 
There are at least seven adjustments that should be 
attended to in the average classroom before any 
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claim can be made that the typing situation is 
favorable. 

1. There should be an individual table or desk for 
each typewriter, with an aisle on each side of the 
desk. (Learning to typewrite is a personal problem. 
Anything that will help the student to concentrate on 
self will help to solve that problem.) 

2. The table or desk should be of the right height 
for the student. (The trend seems to favor using 
tables higher than the customary 26 inches.) 

3. The table or desk should be fastened firmly to 
the floor. 

4. The typewriter should be stationary on the desk. 

5. Chairs should give the right posture for typing. 

6. Tables or desks should be free of student books 
and other paraphernalia. 

7. Suitable copyholders should be provided for each 
desk. 


Common Typewriter Table at Fault 


The most common typewriter table is of oak con- 
struction, 26 inches in height with an 18 x 32-inch top. 
The table is equipped with a small drawer on the 
left side and a sliding panel on the right. This table 
can be found advertised in nearly all school furniture 
supply catalogs. Since it is the most universally adver- 
tised table, it is most likely to be found in the majority 
of high school typing rooms. 

The biggest defect in this table is that it is not 
adaptable to the physical differences typing teachers 
encounter among their students today. If this table 
is being used without any adjustments whatsoever, 
there should be a physical limit set as to the size 
of the students admitted to the classes—for instance, 
students not more than five feet six inches in height 
and weighing not over 150 lbs. The husky type of 
boys and girls that are coming into the typing classes 
today complain that they cannot get their knees 
under the table, to say nothing about trying to assume 
the correct posture at the machine. The following 
figures may be used as an illustration: 
ise ai Mtns tek Dit Ace he? ict tence 
TRCtEG OL COMMIMOM COMM iio coves skessces ; vata ....18 inches 
Room left to get under table...... vid kesintanbavecomenin 4 inches or less 

Our big boys and girls are at a disadvantage unless 
something. is done to accommodate them. Some manu- 
facturing companies have recognized this defect by 
making tables of different heights. Other companies 
have tried to remedy this weakness somewhat by 
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A common typewriter table with changes made to 
improve the typing situation is shown below. 
The other illustrations show students demonstrat- 
ing posture, one typing from manual using the 
wood block copy holder as a supporting rest and 
another typing from test leaflet held by the wood 
block copy holder. 


reducing the size of the drawer and in rounding out 
the front rail, but the defect still exists in most of 
the tables made today. 

Some of the standard table sizes being made today 
are as follows: 


Farnham’s Office Supply Co., Minneapolis, Minn. No, 38732 Wood Type- 
writer Stand 32 x 18 x 26 

W. W. A. Rowles Co., Chicago, Ill No. 1011 Typewriter Table 33 x 
is x 26. 

W. M. Welch Mfg. Co., Chicago, Ill. No, 02049 Wood Typewriter Tabl 
a x": Se ee 

St. Paul Book & Stationery Co., St. Paul, Minn. No. 24 Typewriter 
Table 36 x 18 x 27 

Kewaunee Mfg. Co., Kewaunee, Wis. No, 3201 Typewriter Case 36 x 
22 x 28-31. This table is equipped with a typewriter rest that can 
be raised or lowered 3 inches 

American Seating Company, Grand Rapids, Mich. No, 214 Typewriter 
Desk 30 x 18 x 25-29. This desk is all metal excent table top and 
chair seat. Tubular type. Table and chair adjustable, 


Improving Typing Room Equipment 

How can the equipment in the typing room be 
improved so as to create a more favorable typing 
situation? If a person knows how to do it, he can 
either do it himself or he can direct others in making 
the improvements. All that is required is a little 
carpenter work and some “patience.” 

The small drawer and the sliding panel found in 
most typewriter tables have no practical value in the 
typing room. Remove them. Then proceed to cut 
out the center section of the front rail leaving a 
stub of about four inches at each corner so as not to 
weaken the corner braces. A 2 x % inch right angle 
corner brace is then screwed into the end of the 
rail stub and fastened to the table top to restore the 
rigidity of the table. This improvement will at least 
enable students of considerable size and heft to sit 
up to the machine in the proper position for typing. 

Loose equipment is out of place in the typing room. 
Tables can be made fast to the floor by attaching 
two right angle corner braces 1% x % inches on the 
leg posts nearest the operator. Two braces are usually 
enough to hold the table firmly to the floor. (Price, 
dc a pair.) 

Sometimes if the floor is uneven a third or fourth 
brace attached to the other two posts will be necessary 
to eliminate vibration. Before fastening the tables 
to the floor some plan of arrangement must be made. 
Tables should be spaced out with at least 23 inches 
between desks. There should be a 24 to 28-inch aisle 
on each side. These measurements will vary, of course, 
with the amount of room space available and the 
number of typewriters to be set in the room. Avoid 
having tables set up in pairs or abutting one another 
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across the room. There should always be an aisle 
on each side of the typewriter desk regardless of how 
small it may have to be. 


Tables of Varying Heights 


Tables of different heights can be had in the first 
place by buying from different furniture companies. 
If the tables are all the same, different heights can 
be obtained by the use of blocks placed under the 
table posts or by short slats or extensions bolted to 
the table legs. Every typing room should have a 
number of tables varying in height from 27-274, 
28-2814, 29, and even two or three at 30 inches to 
accommodate the tall students. When several dif- 
ferent table heights have been provided, students 
can be shifted around until a table is found that 
will provide good working habits. 

After the tables have been made fast to the floor, 
the typewriter should be made stationary on the desk. 
(By stationary is meant that the typewriter will stay 
in one position on the table top at all times, yet it can 
be lifted off the table whenever desired. Typewriters 
should not be fastened permanently to the table tops 
as there are too many occasions when it is necessary 
to move machines or to clean them.) The most desir- 
able way to do this is to fasten a strip of hardboard 
or Masonite, about 11 inches long, 214 inches wide, and 
14 or 3/16-inches in thickness, to the table top. Two 
holes, the exact size of the feet of the typewriter, are 
cut into the hardboard strip. The strip is then at- 
tached to the table top about eight inches from the 
left side, leaving a full 12 or more inches on the right 
side of the machine. The front edge of the machine 
should be set back about one inch from the edge of 
the table. This will give balance to the table and 
reduce vibration. When the cushion feet of the ma- 
chine are set into the hardboard strip, the rubber 
feet will absorb the jar resulting from each carriage 
return. This arrangement will give the typewriter a 
semi-rigid position on the table or desk, yet it can 
be lifted out and moved over to the side whenever 
space is desired for other purposes. 

Getting the right posture at the machine depends 
upon the type of chair being used. If the chair in 
use has a straight back with a level seat, the students 
will tend to assume the right posture without the 
teacher reminding them about it each day. However, 
if the chair has a seat that slopes from front to back 
and the back is not vertical, some adjustment must 
be made. The easiest way to correct a chair of this 
kind is to nail a half-inch strip of wood under the rear 
legs. This will tilt the chair forward and make the 
seat level. On some chairs it may be necessary to 
use a one-inch strip to get good seating posture. 


A Place for Student Luggage 


Some provision must be made for taking care of 
student textbooks, notebooks, brief cases, and “what 
not” that students carry around with them from class 
to class. Anything piled on the typewriter table is 
in the way and a hindrance to efficient operation of 
the machine. This problem can easily be solved by 
building a shelf under the seat of the chair. If a 
piece of hardboard material is attached to the bottom 
rungs of the chair, it will provide a shelf large 
enough to hold the books and supplies students carry 
with them. 





To help the student maintain good posture during 
the entire typing period some sort of copyholder 
should be provided. Often the simplest device is the 
most effective. A piece of string with a paper clip 
tied to each end, which can be attached to the book 
covers, will hold the typing manual up for easy read- 
ing just as well as any mechanical device. The use 
of copyholders of any type, however, is largely a mat- 
ter of choice among typing teachers. Some prefer 
them and others do not care to have them cluttering 
up the desks. For speed test work, a small collapsible 
rack of either wood, hardboard or tin is desirable. 
A simple holder for speed test leaflets can be made 
from two small pieces of hardboard and a block of 
wood. A wood block 5 x 3 x 1% inches is used. Two 
pieces of hardboard are cut, one 5 x 5 inches and 
the other 5 x 714 inches. Two grooves equal in width 
to the thickness of the hardboard are cut about an 
inch deep in the wood block. The first groove is cut 
into the top of the block at an angle of 35 degrees. 
The second groove is made in the edge of the block 
parallel with the base. The 5 inch square of hard- 
board is nailed to the bottom of the block to serve 
as the base. The 5 x 74-inch piece is inserted in 
the 35 degree angle groove to form the supporting 
rest for the test leaflet. If an extra cut about %4 inch 
deep is made in the top groove in front of the sup- 
porting rest it will prevent the test leaflet from 
slipping off the holder. The distribution and collec- 
tion of loose copyholders or racks of any kind on 
the other hand is a time-consuming chore that might 
not appeal to many teachers. 

If these simple improvements are made, the tables 
will be straight and in line at all times, the machines 
will set squarely on each table, and books and student 
paraphernalia will be out of the way. In other words, 
the room will have an orderly businesslike appear- 
ance at all times. 


Benefits to the Students 


1. Students will assume the same position at the 
machine each day. The only adjustment to be made 
is to move the chair to the proper position in front 
of the machine. 

2. Mechanical distractions will be reduced to a 
minimum. 

3. There will be a reduction 
common errors. 

4. There will be an increase in output per student. 


in the number of 


Benefits to the Teacher 


1. An orderly appearance to the typing room can 
be maintained with less drudgery and effort on the 
part of the teacher. 

. 2. Satisfied students make the work of instruction 
easier and more productive. 


Conclusion 


These improvements are essential for any typing 
classroom. Although they may appear simple and 
easy to accomplish, they nevertheless take time to 
complete. However, if the typing teacher will persist, 
doing a little of the work from time to time, he can 
eventually bring about the changes. The results he 
will obtain from having a desirable typing situation 
provided for each student will be ample compensation 
for his efforts. 





END OF SCHOOL EQUIPMENT AND SUPPLIES FEATURE 
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How a Dealer Can Have Topnotch 


Employees 


(Last of a series of three articles ) 





EMPLOYEE TRAINING 


ANY OFFICE APPLIANCE employees may be po- 
tential world-beaters, but because of inadequate 
or improper training may be doing only mediocre 
work. In fact, some personnel experts believe that the 
employee does not exist who cannot, through training, 
be made just a little better. Every employee in an of- 
fice appliance store who is not as good as he can be 
made is costing his employer money in increased busi- 
ness expense. Hence, the importance of employee in- 
struction and training cannot be overemphasized. 
In training for employee excellence, the office appli- 
ance dealer should first look to the job. By analysis, 


, he should determine what knowledge and skills a top- 


notch employee filling the job in question should have. 
The following chart may be of help: 


Induction Knowledge 


Training for the new employee should begin just as 
soon as he enters the store. Immediately following in- 
troductions all around, he should be given the general 
background picture of the place where he is going to 
work. He should, for instance, be conducted on a tour 
of the establishment—including a bird’s-eye view of 
the organization, its functions, operations, and so on. 
He should also be instructed as quickly as possible in 
such things as store policy, and any pertinent legal 
and ethical matters. In short, this induction instruc- 
tion phase should be so handled as to provide the new- 
comer with the necessary knowledge to enable him to 
get along until he advances to a higher level, when 
further training will be needed. As such, he should be 
apprised of store policy on smoking, dress, attitude 
toward associates, rest periods, employee rest rooms, 
and so on. This information should be presented di- 
rectly to the employee, and should not be left for him 
to find out for himself. 


Advanced Knowledge 


Once the employee has learned to get along satisfac- 
torily, the next move is to upgrade him for excellence. 
Having determined what a top-notch employee needs 
to know, the office appliance dealer must see that he 
knows it. Thus, at this stage, the clerical employee is 
taught the actual clerical operations he goes through 
in the course of his job, the selling employee how to 
Sell the specific items he will handle, the managerial 
employee the specific functions of his office, and so on. 

When the office appliance dealer has arrived at the 
material to be learned and the skills to be acquired, 
his next logical step is to determine the best means of 
getting this knowledge across. This is largely deter- 
mined by the individual set-up—what must be taught 
and the facilities for teaching it. Some tried and true 
methods of employee instruction are: 
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On-the-Job Training 


This method often provides an excellent means of 
making a new employee usable in a hurry, for it forces 
him to perform his work as he will actually perform it 
when on the job alone. Employee instructors must be 
watched to see if they are apt teachers, if they are too 
busy to give adequate instruction and supervision, or if 
they devote too much time to instruction and not 
enough to their own work. Classroom training is ex- 
cellent when a store is large and there are a large 
number of employees, but it is out of the question for 
the small store. 


Bulletins, Manuals, Trade Publications, Text Materials 


Printed matter of the above sorts, if made available 
to employees on bulletin boards, on posters, in em- 
ployee libraries, and so on, can do much toward up- 
grading employees without using formal instruction. 
These are valuable aids in beginning, advanced, and 
super-advanced stages of training. All possible induce- 
ment should be made to encourage employees to use 
these training facilities. 

To make instruction increasingly effective, the fol- 
lowing tips are valuable: 

1. Don’t be content merely to instruct. When you 
have finished your instruction, or at periodic inter- 
vals, quiz employees orally or in writing to determine 
what they have learned. If results appear too satis- 
factory, check to see if your tests are too easy. If re- 
sults indicated by tests appear unsatisfactory, analyze 
your instruction methods to determine if they need 
revision. 

2. Learning for the sake of learning is seldom pleas- 
ant to the human being. Thus, an incentive system to 
encourage employees is often desirable. This may take 
the form of raises for those who produce the most 
work, promotions or bonuses for those highest on tests. 

3. For best results, have outsiders check the effec- 
tiveness of your training program. One office appliance 
store man who has had outstanding success with em- 
ployee training has certain customers co-operating 
with him in reporting to him upon the efficiency of 
employees. Production records and Sales records of 
individuals can be compared before and after train- 
ing. Employee observation is another excellent method 
of checking effectiveness of training. 

4. Use every means possible to make your training 
program better. Select instructors for excellence. Be 
sure employees are suited to the jobs for which you are 
training them. Utilize as many suitable forms of train- 
ing as possible. Keep “training” constantly on your 
mind; keep “improvement” constantly on the minds of 
your employees. And don’t be afraid to reward them 
when they improve! 
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Future Prospects for Furniture and 


Equipment 





NE OF THE most difficult tasks that confronts any 

businessman is trying to figure out today what is 
going to happen tomorrow. A few years ago, when war 
threatened us, very few office equipment dealers in this 
country made any attempt to prepare for the terrific 
and unheard-of demand for office furniture that soon 
followed our actual preparation for war. One reason 
for this was that they had no previous experience on 
which to base their judgment. Even those who were 
old enough to recall some of the experiences of the 
months immediately preceding the First World War 
were not able to gauge accurately the demand for 
office furniture which was felt during the years of the 
war just past. What actually happened was that no 
matter how much you bought or how large a stock 
you accumulated, it was not nearly enough because 
there simply was not enough furniture being made to 
supply the unheard-of demand. 

The question now is, “What does the future hold?” 
We are, of course, most interested in what we mizht 
term the immediate future—that is, this year and next 
year. What can we expect of these two years? Are 
we going to be able to get any office furniture and, if 
so, what will it be like? Will steel replace wood? Will 
sales of office furniture decrease when the present 
heavy demand is satisfied? What effect will wartime 
methods and experiences have in the production of 
office furniture? 

Anyone who attempts to answer all of these aue-- 
tions is certainly “sticking his neck out.” Yet a little 
look into the past may help us some in our attempt 
to “dope out” the future. 


Early Desks Evolved from Sea Chests 


From the very beginning the slow evolution of office 
furniture has followed the lines of greater comf-r’. 
In the early New England home one of the most in- 
dispensable articles of furniture was the chest. At first, 
these were the ordinary ships’ chests made of pine 
with iron handles. The top of the chest was flat and 
made a very fair writing or reading surface. Under 
the top a tray could be fitted to hold small articles, 
such as writing paper, ink and books. However, the 
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writing position of sitting on the floor was uncom- 
fortable and to reach the tray one had to raise the 
top, thus disturbing the writing materials that were 


scattered over it. 
To remedy these defects the front of the chest was 


fitted with an opening through which the tray could 
be removed and it thus became a drawer. Chests were 
made with two and even three drawers. These came 
to be known as chests of drawers, also as desk boxes. 
As writing began to be a common accomplishment, it 
was only natural, for greater convenience in writing 
or reading, that this desk box should be mounted on 
a frame to give it greater height. This was known as 
the desk box on frame, and was developed into a very 
attractive piece of furniture. 

The next step toward greater convenience was the 
stand top desk developed in the early eighteenth cen- 
tury. In this, a frame with a drawer was fitted with 
a box on top. The front of the box let down to form 
a writing surface and expose the interior of the box, 
which was fitted with pigeonholes in which letters 
were filed. In those days letters were filed by folding 
them and writing a brief endorsement at one end to 
indicate the contents, then sticking them in pigeon- 
holes. 

Up until the early part of the present century the 
clerical desk was almost universally the stand-up type, 
commonly known as the standing desk or bookkeeper’s 
desk. It was used in business institutions and account- 
ing houses in England and came to the United States 
during the development of the colonies. 

Perhaps the “daddy” of the modern office desk was 
brought out in the early eighties when the Cutler Desk 
Company of Buffalo, N. Y., evolved what was called a 
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barrel roll-top desk. This roll-top was a solid piece 
formed to a common radius so that it would be pulled 
down over the top of the desk. Later it was succeeded 
by the roll-top made of flat slats fastened together 
like a curtain. 

The desks of that time had pedestals that came 
down to the floor and were termed full-pedestal desks. 
Finally, along about 1905 to 1908, when consumption 
was taking an awful toll in the northern states and 
spitting on the floor was not frowned upon, there came 
an era of fresh air and cleanliness. It was found that 
plenty of dust and dirt accumulated under the full 
pedestal desks of that period. So a desk on legs was 
brought out to facilitate cleaning. This was called the 
sanitary base desk. The original desk had eight legs, 
as do many of our present-day desks. Since then many 
manufacturers have developed six-legged desks for 
greater convenience. With the perfection of the steel 
letter file and indexing systems for letters, the old 
roll-top desk practically disappeared. Because em- 
ployers have recognized the benefits to be had through 
greater comfort to their employees, the old standing 
desk has also become a rarity. 

The manufacture and styling of furniture has al- 
ways followed a little behind architectural design. The 
first conscious attempt at this was in the furnishing 
of churches, where pews, altars and interior wood- 
work closely followed the Gothic design of the church 
itself. The Adams Brothers, English architects, later 
began designing movable pieces of furniture which 
were Similar in design to the architecture of their 
buildings. At the time of the World’s Fair in Chicago 
in 1893 and that held in St. Louis in 1904, most of the 
buildings were designed in a style called “classical,” 
with many beautiful columns. Consequently, the in- 
terior of homes in the gay nineties took on the same 
“rococo” style with a wealth of bric-a-brac and heavily 
ornamented furniture. As a revulsion from this heavy 
atmosphere, buildings began to take on a plainer, 
more streamlined appearance which we choose to call 
“modern.” Actually all architectural and furniture 
styles were modern at the time they were created. 
However, our latest modern architecture has influ- 
enced modern furniture, the best example of which is 
the sled runner or skid-base desk, which had just 
begun to win popularity at the beginning of the war. 


Comfort Important Factor in Design 


So much for past history. The point of all this is 
that the comfort of the user has had a great influence 
in the slow evolution of office furniture and will con- 
tinue to be a large factor in the design of new furni- 
ture. 

Another factor is, of course, mechanical processes. 
With the invention of new woodworking machinery it 
was possible to present new styles in wood furniture. 
The invention of electric welding proved to be a great 
step forward in the volume production of steel desks, 
and the advances made in the painting of automobile 
bodies and later applied to the finishing of steel office 
furniture gave this industry a great impetus. 

Keeping all of these factors of past history in mind, 
we should be able to make some predictions, using 
the past as the yardstick of the future. Human nature 
does not change much and inventors are constantly 
at work developing new machinery and processes. 

It should be safe to assume that office furniture will 
become more and more comfortable. In the gay 
nineties, Russell Sage, pioneer in Wall Street and 
director of 31 railroads, worked at an ordinary table. 
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It was considered smart in those days for a powerful 
man to affect indifference toward outside appearances. 
Today, men in high positions approve of pleasant sur- 
roundings in their offices, for they have come to realize 
that they spend most of their waking hours there. 
Furthermore, it is good business to make a good im- 
pression in one’s own office. 

A few years ago manufacturers brought out the first 
of the posture chairs for stenographers. The main 
selling point was correct posture and less fatigue and 
consequently more work out of stenographers. Prac- 
tical businessmen were impressed. Then followed the 
posture chair for executives, which for the most part 
was merely a larger edition of the stenographic chair, 
but was equipped with arms which often looked as 
though they were added to the chair as an after- 
thought. These chairs have enjoyed some degree of 
popularity, but they were not comfortable enough and 
attractive enough to appeal to executives who were 
used to their old upholstered swivel chair which per- 
mitted them to “rear back” and contemplate their 
business problems with the aid of a good cigar. The 
future executive chair will very probably be of the 
posture type. But it will look like any other swivel 
chair and will be of greater comfort because it will 
permit correct posture, even when in a tilted position. 
The executive’s desk and other furniture in his office 
will be of pleasing design to suit the temperament of 
the man and the tempo of the business. It may be 
eighteenth century or of modern style. It may be made 
of wood or of steel, but it will be comfortable and 
attractive. In short, it will be his office home. 


Clerical Desks Destined to be Smaller 


The desks may be a little smaller in the better- 
equipped outer offices, because office space is already 
at a premium in most cities and it will be a good 
many years before this condition can be remedied. 
Business firms enlarging their activities will find it 
more inexpensive to purchase smaller desks than to 
lease more space. 

The stenographic desk will be most popular in the 
pedestal type or secretary desk, and you can look for 
further improvements in this. The United States De- 
partment of Agriculture has been studying the prob- 
lem of stenographic fatigue from the standpoint of 
the desk and typewriter, rather than from the chair. 
Studies have proved that proper typewriting position 
is that which places the forearms in a plane which is 
the same as the angle of the typewriter keyboard. 
Chair manufacturers have pointed this out in their 
advertisements for some time, but the adjustments 
permitted in the chair are not adequate for the large 
range in sizes in stenographic workers. Girls run all 
the way from less than five feet to almost six feet in 
height. Therefore some adjustment in the position of 
the machine is important. We always think of type- 
writer height as 26 inches, but for some it is 28 or 30 
inches. As these studies attract more attention, pedes- 
tal mechanism will be developed which may be halted 
at any position which best suits the operator. 


As to new processes which may be applied to the 
office equipment industry, we are not very likely to 
see many new materials in the near future. A great 
deal of progress has been made in the impregnation 
of wood and this new material has many good prop- 
erties. It is claimed that it does not need to be painted 
or lacquered, and will take a high polish like a stone. 
It is also claimed to be fire-resistant and as ideal for 
the manufacture of correspondence files as for desks. 
However, it has to be impregnated, and it is my under- 
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standing that this comes under the head of heavy 
equipment and would require an expensive installa- 
tion of pressure machinery. In addition, it is harder 
than wood, and possibly manufacturing processes and 
cutting tools would have to be altered in order to 
handle it. It does not seem probable that we will see 
any impregnated wood office furniture for some time 
yet. 

Another new process which has been worked out 
during the war is the moulding of plywood. It seems 
that it should be possible to use this to ad- 
vantage in the manufacture of office desks. It would 
hardly be practical to mould an entire desk, but each 
pedestal might be moulded separately around drawer 
runners and fastened together with a regular desk top. 

The old question of whether steel or wood will be 
used for desks will go on and on. I would not want 
to say which will win over the other in popularity. Let 
us say that for the present years, at least, there is a 
good field for both of them and we hope there will be 
an ever-increasing number of each of them made. 


A Glimpse at Production Problems 


No doubt all of you would like to know what is hold- 
ing up desk and steel file production. Perhaps you 
dream of manufacturers’ warehouses being filled with 
furniture awaiting new OPA ceiling prices. Maybe you 
do not care about this quota business, especially since 
your own quota is pretty small. 

Actually we are looking at the picture from the 
wrong side. All of you are probably getting more office 
furniture than you ever did before, except perhaps a 
peak that was reached during the war. Most of the 
factories are working at top speed now, with full crews 
turning out thousands of desks. Not one of these 
stands in a warehouse any longer than it takes to 
stencil your name on it and make out a B/L, in spite 
of the fact that there is a terrific shortage of all hard 
woods and factory men wake up every morning with 
the specter of empty lumber yards staring in their 
faces. 

What we see from our viewpoint are the orders for 
office furniture that we have to turn down daily. The 
demand is so much greater than the actual supply 
that it appears to us that production must surely be 
held up or that the other fellow is getting all of 
the furniture. 

Of course, the production of steel desks and steel 
files has been held up, but the principal reason for 
this are the strike-bound plants that furnish the ac- 
cessory equipment such as handles, rollers, ball bear- 
ings, locks and many items which are used indirectly 
in the production process. All that many manufac- 
turers can do is cut and stamp and store up parts. 

The question of OPA ceiling prices is important. All 
costs have risen as a result of the recent steel strike 
settlement and manufacturers are, of course, anxious 
to increase their prices sufficiently to take care of 
this advance in cost. But this is only a secondary 
restraining influence on production. Before the first 
of the year it was commonly believed that after Jan- 
uary 2, 1946, rolled around, manufacturers would let 
loose equipment that was being held back on account 
of income tax considerations. But the expected ship- 
ments did not materialize. An increase in ceiling prices 
will no doubt be an incentive for manufacturers to 
redouble their efforts, but the supply of files and desks 
will still be slim in comparison to your own potential 
sales opportunity. 

What are our potential sales opportunities? During 
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five years of war there were at least three full years 
during which practically all production of durable 
goods was stopped. Now another year is slipping by, 
with production of most articles still not started in 
earnest. Suppose we finally arrive at a year of full 
production. That possibly will take care of the de- 
mand for that year only, but does not catch up any 
of the previous years. Suppose we assume that 50 
per cent of the past demand has dropped out of the 
picture. We still have two years’ work to do in our 
spare time. If production could be doubled by every 
factory working two shifts, the situation would right 
itself in a couple of years. But that is not possible, 
for the trained personnel is not available. Any way 
you look at it we are going to be busy for some years 
to come and the demand for durable goods, including 
office furniture, is going to be greater than the supply. 

What is the outlook for the balance of this year? 
You can use last year as a good guide. You will prob- 
ably receive approximately the same quantity of wood 
desks as you did last year, because so far nothing has 
happened at the factories to indicate that quotas can 
be increased. Last year they were short of help. This 
year they have more help, but lumber is short. In 
both years the distribution of their products thins out 
mighty slim for the individual dealer. A run of 500 
desks allotted to 100 dealers means an average of only 
five desks to a dealer and some of the manufacturers 
have around 200 dealers to ship to. At least there will 
be no appreciable increase in quotas until dealers in 
some localities begin to accumulate stock beyond their 
requirements and ask the factories to cancel balances 
on their orders. These quotas can then be assigned 
to other dealers. Orders now on file date back to early 
1945 in a great many instances, so most of the fac- 
tories have already booked all the business they can 
turn out this year. 

For this reason the patterns will not change. To 
attain the highest production the manufacturer must 
keep to a few standard patterns. 


Outlook on Chairs Somewhat Better 


The chair situation is a little better because very 
little lumber is required to build a chair in compari- 
son to a desk. Leather is still hard to get, however. 
Patterns in chairs will remain the same for the same 
reason as given for desks. You will no doubt build up 
a stock of chairs before you begin to get enough desks 
to sell with them. 

When we come to steel letter and legal files we have 
everything to gain, for we received but a very small 
supply last year. Small shipments are already begin- 
ning to trickle through. There is a terrific backlog 
of orders for ordinary four-drawer letter and legal 
files, and factories are not going to make much head- 
way toward making other types of files until the 
letter and legal situation is well in hand. It is im- 
possible to predict what is going to happen in the 
field of steel filing equipment and steel desks as long 
as the wave of strikes persists. Some factories are 
better off than others. We can only hope that late 
fall will present a little better picture. Remember, 
even if the factories could get into full production, 
their total output would spread out pretty thin. 

Prices will advance, of course, as manufacturers are 
able to convince OPA that they require a raise. In 
making these price adjustments, OPA will follow a 
long line of reasoning, taking into consideration ad- 
vances in labor costs over normal peacetime operation 
and balancing against that the increase in present- 
day production. Such ceiling price advances will not 
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be entirely satisfactory to the manufacturer and, if 
they follow the pattern already set, will result in a 
slight lowering of the dealers’ discount. For example, 
if a desk lists at $100 and your discount is 50 per cent, 
the desk costs you $50. If OPA allows the manufac- 
turer a three-dollar increase in his ceiling price, you 
will be allowed to increase your retail price by adding 
the amount of the OPA increase, thus making the sell- 
ing price $103, the cost $53, with the gross margin re- 
maining at $50. Now the discount is only 48 per cent 
plus. If your discount is 50 and 10, the same desk 
would cost $45, and with the OPA increase, $48. The 
gross profit does not change but the discount is now 
approximately 50 and 7. 


The Prospects for 1947 


Many progressive manufacturers have planned new 
pieces of merchandise which they hope to be able to 
add to their line in 1947. Samples have been made 
and photographed, but all are locked up for the time 
being. Generally speaking, these new pieces not only 
add to the line but strengthen it. The announcement 
of any new pieces of equipment will, of course, have 
to be left to the discretion of the individual factory. 
However, I have already given you a general idea 
about these. The demand for good office furniture and 
filing equipment will continue strong during 1947. In 
the larger cities of Texas, huge building programs are 
contemplated—hotels, office buildings, factories, civic 
buildings. All of these buildings require furniture. 
Business firms generally are making money and will 


still be in the mood in 1947 to spend some of it for 
office furniture. 

Changes in design always promote the office furni- 
ture business. While there will be plenty of new busi- 
ness in Texas, there will also be considerable replace- 
ment business. Thirty years ago the old full-pedestal 
desk was pushed out of the offices in favor of the 
sanitary base type of desk. Fifteen years ago the 
turned leg desk replaced thousands of the corporation- 
type oak desks. Just before the war the legless desk 
made its appearance and has caught on very rapidly. 
New developments in executive desks, typewriter desks 
and posture chairs will cause much outmoded office 
equipment to be replaced. 

Actually we are very well off, if we look at the sit- 
uation from the right viewpoint. An optimist sees the 
doughnut but a pessimist sees the hole. It is just a 
question of viewpoint. The doughnut represents the 
equipment we are getting and selling without effort 
and this is more than we ever dreamed of selling five 
years ago. The hole is the potential business we have 
to turn down every day. We used to lose business to 
competitors every now and then without going into a 
tailspin. Now we lose business to the law of supply 
and demand. 

The other day I was sitting in the office of a manu- 
facturer of desks when a letter was received from a 
dealer. This dealer asked the factory to send him all 
of this year’s quota now, and pointed out that he 
would not expect anything more for the balance of the 
year. It was a grand idea. Perhaps that is the real 
solution. 


Furniture for Father’s Day 





HE SLOGAN for Father’s Day—the third Sunday 

in June—should be, “Give Father the gift he 
would like to have, but never gets around to purchas- 
ing for himself.’ Most men’s offices and dens are fur- 
nished in Spartan simplicity, and would be made much 
more comfortable and inviting with a few good pic- 
tures, a really comfortable chair, desk accessories and 
in many instances, a desk itself. All of these should be 
featured in ads and window displays. The public 
should be educated away from the tie-and-handker- 





FATHER’S DAY DISPLAY OF “HOME” OFFICE FURNITURE 
BY BARKER BROS., LOS ANGELES. 
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chief idea, into the idea of buying something of per- 
manence. 

Whether the “boss” is an office executive or the head 
of the household he would be equally appreciative of 
the gift of a comfortable chair, such as was suggested 
by Roberts & Son, Birmingham, Ala. Two ads were 
run, one addressed to the man of the house, captioned: 


FOR THE CHAIR-MAN OF YOUR BOARD 


If there’s one thing a man insists upon and 
is entitled to in his own home it’s a chair that 
he can call his own—deep, loungy, built for re- 
laxation and pipe dreams. Abandon the usual 
gift of the trivial and give him a world of rest 
and complete comfort in this chair, a veritable 
Shangri-la in leather. 

The other advertisement carried a definite business 
flavor, saying: 


A CHAIR FOR THE BOSS 


If it’s office furniture you plan to give, select 
it here. Whether the boss is young or old, he 
will appreciate the luxury and the practical 
utility of this chair, with large padded arms, 
leather upholstery and reclining back. 
A pair of windows showed a completely furnished den 
and office, any of the furnishings, large or small, being 
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appropriate for Father’s Day gifts. However, in order 
t> focus attention on the chair as the most desirable 
eift of all, a spotlight was thrown upon it. This light 
remained on all night, after all other illlumination was 
extinguished. 


Los Angeles Firm Stresses Furniture Gifts 


Barker Brothers, Los Angeles, features chairs and 
desks strongly, both in the furniture department and 
in the windows. A _ special display arranged for 
Father’s Day had on the wall a large scroll card, 
“Father’s Day,” and a card down front, “Don’t Forget 
Father.” One window featured items for the office—a 
modern desk with smart accessories, a chair and a 
globe. The other displayed comforts and conveniences 
for his den—a liquor cabinet, smoking stand and a 
comfortable chair. Many of the chairs, desks, lamps, 
pictures and stands in the department had broad 
bands of ribbon, on which was printed, “For Father’s 
Day, the third Sunday in June.” Several ensembles 
were grouped together—chair, stand, rugs, lamps, and 
pictures, suggesting a complete outfitting of his office 
or den by the different members of his family. 

A campaign that focused attention on Father’s Day 
remembrances was inaugurated by The May Com- 
pany, Los Angeles. Realizing the widespread interest 
in movie stars, they secured the photos of a number 
of celebrated actors and their children, including Bob 
Burns, Dick Powell, Bing Crosby, Jack Benny and a 
number of others. These they ran in a paze ad head- 
ed, “Famous Stars of Radio and Screen to the rest of 
America—but to their youngsters ‘Just Dad.’ If you 
think that extravagant, exotic gifts are in order for 
celebrities, you’re dead wrong. Like thousands of other 
practical-minded American boys and girls, the kids of 
these stars are counting on The May Company for the 
right gifts for their Dads at sensible prices.” Beneath 
each photo was a short paragraph. For example, Joan 
Benny, daughter of Jack Benny says, “Dad has to sign 
sO Many autographs I think I’ll get him a fountain pen 
—at the May Company, of course.” Under the picture 
of the Crosby kids appears, “Dad says we’ve about 
wrecked his den, so I think we’ll get him a couple of new 





stands and lamps.” They arranged a window with a 
big blow-up of Fibber McGee and son, Jim, in bathing 
trunks. On the floor and low tables were framed pic- 
tures of a dozen movie and radio stars and their chil- 
dren, and a wide variety of gift items—lamps, pictures, 
hassocks, smoking stands, liquor sets, and several types 
of desks and chairs. The campaign was a howling suc- 
cess, for the thousands of radio and movie fans 
stopped, looked, and bought scores of items which the 
sons and daughters of these celebrities were supposed 
to have selected for their famous dads. 


Office Accessories Emphasized 


Hales, Inc., San Francisco, Calif., stressed accessories 
for the office as most appropriate gifts for Father’s 
Day. The window calling attention to the event had on 
the wall a large white panel, on which, in charcoal, 
were sketched six heads, captioned, “Pop, Governor, 
Pater, Papa, Dad and The Old Man—Whatever you call 
him, remember him on Father’s Day, the third Sunday 
in June, with a gift of comfort, lasting in quality.” A 
card down front suggested, “Gifts he can use every 
day in the year.’ These included chair and hassock, 
‘moker’s stand, cellarette, desk, several stands, floor 
iamps, and pictures with a masculine appeal. Another 
card advised, “Visit our furniture department and 
stationery section for a wide selection of gifts to suit 
fathers of all ages and tastes.” In these departments 
many of the items, especially chairs and desk sets, had 
beribboned Father’s Day cards attached. 

Bullocks, Los Angeles, attracted much attention with 
a page advertisement printed in red, blue and black. 
Tt showed father, in a blue smoking jacket, standing 
besides a desk and chair, the latter upholstered in red. 
Close at hand were a bookcase, reading lamp and 
smoking stand. The impression created by the ad was 
deepened by the window which was an exact replica 
of the ad illustration. A framed copy of the ad was 
pasted to the glass, and a card suggested a visit to the 
big furniture department, particularly to the series 
of rooms fitted up as offices, where a wide array of 
gifts especially suitable for “Dad” were on displav. 








A LARGE ORDER—This installation of approximately 400 chairs and 1,000 tables 
was recently made by Max Blau and Sons, office furniture and equipment, Newark, 
N. J., at the Standard Oil Co. of New Jersey employees’ cafeteria in connection 


with refinery in Bayway. N. J. 


The furniture carried out the company’s desire 


for sturdy seating equipment in a dining hall having a large volume of traffic. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 


CONFIDENCE .. . COUR- 
AGE . . . CO-OPERATION 


HAT do readers of Business 
Builders’ page have to sug- 
gest in the way of a better head- 
line for an office furniture adver- 
tisement I’m musing over? It 
tentatively reads: “Use Our Office 
Equipment and Office Planning 
Service for Your Office Modern- 
ization”. So we immediately put 
this question directly up to you 
and YOU, Fellow Office Outfitters. 
Before you airmail your ideas 
along this line to the co-ordineg tor 
of this page, Care of: Shaw & 
Borden Company, Box 2153, Spo- 
kane 2, Wash., permit us to pre- 
sent a pertinent set of ten head- 
line forms discussed by Mark 
Wiseman in “Anatomy of Adver- 
tising’’. In addition to using them 
in assisting our correspondent, 
keep them handy to use next time 
you, too, get stuck for a fresh 
vibrant heading. Here they are: 
1. News Announcement 
2. “How,” “Why;” or. “What”. 
3. “1, 2,3” (things, ways, points, 
benefits, and so forth). 
4. Imperative (hortatory). 
Narrative. 
Situation (descriptive or sug- 
gestive of episode). 
7. Question. 
Prophetic (“You will discov- 
er,” and so forth). 
9. Caption (related to picture). 
10. Quotation (testimonial). 


a ek ea, or ae: er ee Se: Ce, Ye, Se 


Keep Tuned Each Month to Sta- 
tion S-A-L-E-S of OFFICE APPLI- 
ANCES, BUSINESS BUILDERS Net- 
work. Send in your messages of 
SHARE-THE-BETTER. IDEA! 
Thank you and YOU! 


* eee kK KK KE KK KE KK KOK OK OK OK 


“THERE’S A BETTER WAY... 
IT’S UP TO YOU TO SHOW IT TO 
CUSTOMERS AND PROSPECTS!” 


oC: S 8.4. 2% 2. eS a O89 ere 


Loaned to us by a southern 
stationer is the following clipping 
that he credited to D. C. Hegarty 
of the National Blank Book Com- 
pany of Holyoke, Mass. It, too, 
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has a definite bearing on the im- 
portance of teamwork as built by 
sales training and intelligently 
planned sales-group meetings. 


WHAT IT TAKES TO WIN! 


One of our local boys made 
quite a record last fall playing 
football for a near-by college. As 
he was a particular friend of ours, 
we went to see him play one of 
the most important games of the 
season. He played a remarkable 
game at left tackle. No yards were 
gained through his side of the 
line. And when his team had the 
ball, he opened up large holes for 
his backs to go through for large 
gains. But in spite of his great 
individual playing his team took a 
bad beating, losing the game by 
five touchdowns. And to make 
matters worse, he was taken out 
in the last half with a couple of 
cracked ribs that laid him up for 
the balance of the season. 

We could not help but feel sorry 
for this boy who had played his 
heart out trying to win. He played 
a whale of a game. But his in- 
dividual effort failed because the 
rest of his team did not back him 
up. In other words, the lack of 
teamwork made all his great in- 
dividual plays count very little. 
The best team won because it had 
the perfection of teamwork. In 
other words, 11 men playing as a 
unit are a good deal stronger 
than one man playing individu- 
ally, no matter how good he is. 

It’s the same way in selling 
Teamwork and co-operation for 
the organization as a whole count 


more in the long run than just 
playing for yourself. Remember, 
too, no matter how good your in- 
dividual performance is, you need 
the co-operation and good team- 
work of others in the organization 
to help you make good. 

Someone has said that even a 
good team needs to get the 
“breaks” to win. Well, maybe so, 
but we think the team that stays 
on top is usually the one that 
makes its own ‘‘breaks’’ by 
“heads-up” playing. 

+ ~ a 

We are grateful indeed for nu- 
merous ‘“Terse-Trailers” this 
month from our many regular 
and new correspondents through- 
out the nation. We know you'll 
like them: 

“What you put off today you'll 
generally put off tomorrow!” 

“All of man’s real problems 
walk around on two legs.” 

“A pat on the back develops 
character—if administered young 
enough, often enough and low 
enough.” 

“The future of business 
would seem to be more ALPHA- 
betical than PROBLEMatical.” 
The 30 for this time is one attrib- 
uted to Mark Twain by our cor- 
respondent: “Never run after your 
own hat—others will be delighted 
to do it. Why spoil their fun?” 


Office-efficiently yours, 
RALPH B. ORTEL 











ROL-DEX INSTALLATION—Employees of Hartford Fire Insurance Co., western di- 
vision, at 410 N. Michigan Ave., Chicago, proceed with their filing, using the 
Rol-Dex cross files, seven of which were recently installed. This installation was 


sold by C. E. Beaser, 201 N. Wells St., 
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Chicago, the Rol-Dex distributor. 
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EDITORIAL 











The State of 
the Industry 


e General unrest persists. 

e Settlement of the General Motors strike 
and the steel strike led to the hope that 
industry would get into high gear quickly. 
e Then came the coal strike, in its sixth 
week as this is written, crippling all business 
and industry. 

e Thus production gets another setback 
and deliveries another delay. 

e Office furniture lines are not expected 
to be in adequate suppy for at least a year. 
e Office machines in several categories are 
continuing to come off production lines at 
pre-war levels. Having been severely re- 
stricted or completely out of production 
during the war, the demand for machines is 
still far above present manufacturing levels. 
e In the stationery division a tendency 
toward a decrease in demand is observed. 
Dealers who have clamored for "more and 
more" of an item have found movement 
of the goods not as rapid as anticipated 
before a shipment of the item was received. 
Demand still exists, but it begins to be ap- 
parent now that it was an inflated demand. 


e Movement of surplus Government goods 
into commercial channels is slow. A bill 
recently signed by President Truman re- 
quires that typewriters, among other ar- 
ticles, must be sold exclusively to veterans, 
and then only in very small lots. Failure to 
move surplus now may cause a serious 


market upset later. 
W.8. 





"Post-war Taxation and 


Economic Progress” 


@&®@ UNDER THE TITLE above, Harold M. Groves, 
professor of economics, University of Wisconsin, wrote 
a research report, just issued, for the Committee for 
Economic Development. Five major steps to improve 
and strengthen the present national tax structure 
are recommended by Prof. Groves, who contends that 
the suggested changes would “tend to promote high 
standards of production, employment and living.” Of 
particular significance are two of the proposed steps, 
as follows: 

1. A progressive personal income tax with a broad 
base and an adequate standard rate should be the 
main source of revenue for post-war governments; 
there should be no loopholes in the tax and it should 
be administered strongly. Tax exemption privileges 
of all government securities should be eliminated. 
All capital gains should be taxed in full while capital 
losses should be fully deductible. There should be 
some means of averaging incomes over several years 
in determining tax liability. 

2. Corporate income tax should be integrated with 
the personal income tax so as to eliminate present 
double levies on corporation profits distributed as 
dividends. Corporate profits should be taxed at a low- 
bracket personal income tax rate. Such taxes would 
be considered advance tax payments for stockholders 
who become fully liable when they receive dividends. 
Rise-taking investment should be encouraged by per- 
mitting a carry-over of business losses. 

Prof. Groves reached his conclusions after broad 
research and careful- study. Everyone in the office 
equipment industry would benefit from thoughtful 
perusal of this CED report. 





HERE AND THERE 








LEST WE FORGET: ANNUAL 
BUDDY POPPY APPEAL SET 
AGAIN FOR MEMORIAL DAY 

The industry is asked to join in the 
National Buddy Poppy sale as part 
of the observance of the first peace- 
time Memorial Day following the 
conclusion of World War Il. This 
year the goal of the Veterans of 
Foreign Wars is a grand total of 
16,000,000 Buddy Poppies and co- 
operation was never more vital. 

The V. F. W. asks remembrance 
not only of the gaps in the ranks of 
the returning heroes, but also their 
comrades who, with equal bravery 
and courage, offered their lives only 
to return to face the continuing 
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ELEANOR PARKER, 
BUDDY POPPY GIRL 


handicap of an impaired existence. 

Of the various relief channels to 
which the Buddy Poppy proceeds 
are put, none has a more poignant 
appeal than the V. F. W. National 
Home for war orphans and widows 
of ex-servicemen in Michigan. This 
home now stands as a living tribute 
to the heroic dead. 

Buying a Buddy Poppy offers an 
opportunity to honor the dead by 
helping the living. 





EATON PAPER MISS IS ENGAGED 

When dealers and travelers in the 
Sixth District, NSA, were gathering 
for their annual meeting in Chicago, 
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Lillian “Justanna’’ Freeman, long 
associated with the Chicago office 
of Eaton Paper Corporation, an- 
nounced her engagement to Dudley 
Farrell. Miss Freeman has known 
the Farrell family for a long time. 
During the war years she was one 
of the many who helped to build 
and maintain morale by correspond- 
ence. She wrote to Dudley Farrell 
without disclosing her identity, using 
the name Justanna Dmira. Anyone 
with even slight experience in puz- 
zles will get the meaning quickly. 
Miss Freeman is well known in mid- 
western stationery circles. When 
she retires from business life for the 
home she will carry the best wishes 
of many who can _ borrow her 
thought and say—Just an Admirer. 





JIMMY COUTS TEAMS UP 
WITH SEEING EYE DOG, 
SELLS OFFICE SUPPLIES 


James "Jimmy" C. Couts and his 
Seeing Eye dog, '‘Jupiter,"’ make a 
successful pair in selling office sup- 
plies and printing for Couts and 


‘at 


JIMMY AND JUPITER 


Lantz System Printers and George 
E. Baird & Son, both of Kansas City, 
Mo. 

Through an accident some four 
years ago, Jimmy Couts lost his eye- 
sight. To many this would mean the 
finish, but to Jimmy, even at 40, it 
was only a challenge to make good. 
He needed a partner, however, to 
supply his eyes and thus he went to 
Morristown, N. J., and there became 
acquainted with '‘Jupiter,” his 108- 
pound Seeing Eye dog. 

Returning to Kansas City, Mo.., 
the two began soliciting printing for 
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Couts and Lantz System Printers, of 
which Jimmy's brother is a partner. 
Time was found also to solicit office 
supply orders, a connection being 
made with Paul Baird of George E. 
Baird & Son. Today, Jimmy and 
“Jupiter” may be seen going all 
over Kansas City, doing a swell sales 
job for two companies. 

During the war, Jimmy worked at 
North American Aviation of Kansas 
City in the tubing department, do- 
ing his part to get more planes to 
the boys at the hank 

Besides Mrs. Couts, there is a 
lovely daughter, Lois, |7, Jimmy 
proudly states. 








ONE-PAW TYPIST—And one who 
knows his pussy-cat P’s and Q’s is 
“Winnie,” uncrowned king of Can- 
adian keyboard kitties and brother 
of “Franklin” and “Joe,” triplet pets 
of L. L. Irwin, Delta, Ont., Canada. 
“Winnie,” here demonstrating his 
hunt-and-push touch, can catspaw 
m-o-u-s-e with equal speed in day- 
light or darkness. 


ARMY'S COMMENDATION 
RIBBON IS AWARDED TO 
MAJOR JACK M. BANEY 

The army commendation ribbon 
has been awarded to Major Jack M. 
Baney, who for several years was 
the owner and operator of the Busi- 
ness Equipment Company, Pratt, 
Kans. This decoration was bestowed 
for exceptional services given at the 
Kansas City Quartermaster Depot. 

The text of the award citation to 
Major Baney was: 

"During World War II, the Quar- 
termaster Corps successfully accom- 
plished its misson of supplying the 
United States Army and many of 
our Allies. This task was made pos- 
sible only through the combined 
efforts of all Quartermaster person- 
nel. Your service with the Quarter- 
master Corps has been exceptional 
when compared with that of others 
of the same grade in similar po- 
sitions and | wish to commend you 
for your outstanding contribution." 

As director of the procurement 
division of the Kansas City Quarter- 
master Depot, Major Baney has been 
responsible for awarding all procure- 
ment directives received at the de- 
pot, in addition to normal procure- 
ment activities. Procurement con- 
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tracts handled at the depot 
amounted to approximately $50,- 
000,000 for athletic and recreational 
equipment alone. This was to sup- 
ply the requirements of the entire 
Army. 

On April. |, Major Baney reported 
to Fort Leavenworth, Kans., for re- 
lief from active military duty and 
return to civilian status. 


STATIONERY STORE CLERK 

WINS ATTENTION BY HER 

COURTESY WEEK ACTION 

During the observance of “Cour- 
tesy Week" in Chicago recently, 
this comment appeared in the 
"Chicago Daily News”: 

"Her courtesy to the victim of a 
pigeon who didn't realize this was 
Courtesy Week today made Mrs. 
Evelyn Thelen, clerk in a stationery 
store at 41 S. LaSalle St., a candi- 
date for the daily award. 

"The clerk opened a new bottle 
of cleaner to make the hat and 
coat of the embarrassed victim, a 
young woman who was a stranger 
to her, presentable once more, 
when the girl entered the store and 
sought aid. 

"And Miss Thelen smilingly de- 
clined payment, either for her serv- 
ices or the cleaning fluid.” 

This incident happened April 17 
at the Utility Stationery store at 
41 S. La Salle St., Chicago. 











PAUL AND CHARLIE—Of? interest to 
the industry is this fine. snapshot of 
the late Charles P. Garvin and his 
successor as NSA General Manager, 
Paul Burbank (left). The picture was 
taken on one of the regional meeting 
trips on which Mr. Burbank accom- 
panied the traveling troupe at the 
request of Charlie. 
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FARNHAM STORE MODEL OFFICE 
SUPPLY AND STATIONERY OUTLET 


By ETHEL C. PITKIN 


HE FARNHAM STATIONERY & School Supply 

Company, Minneapolis, Minn., has culminated an 
expansion program which began last year by opening 
their new store on the ground floor of the five-story 
Farnham Building, 301 S. Fifth St. 

When this building was purchased in 1945, an ex- 
tensive remodeling program was undertaken. On the 
second floor of the new building are located the general 
offices and extensive furniture showrooms. The third, 
fourth and fifth floors and basement are devoted to 
warehouse and shipping rooms. In the rear of the 
building, extending to Sixth St., is a parking lot owned 
by Farnham’s, providing free parking for customers 
and employees. 

The exterior of the building is noteworthy because 
of the unusual display windows having bronze frames, 
in which is set thermo-pane glass to prevent frosting. 
Seven of these windows run along the Third Ave. and 
Fifth St. sides. A large double corner window is re- 
served for furniture display, and a window at the rear 
on the Third St. side has a lowered floor in order to 
show office equipment without lifting the machines 
to make the displays. 

A customer entering the street floor, which houses 
the retail store, sees display shadow boxes on each side, 
in which are featured flexible and seasonal merchan- 
dise. 

The 45 x 90-foot street-level floor incorporates the 
newest ideas in display, counter and fixture arrange- 
ments. Fixtures are Philippine mahogany in blond 
finish, blending well with the ice blue walls and the 
contrasting dark blue wall at the rear of the store, 
opposite the passenger elevator. Light blue back- 
grounds are used in counter cases. 


Use Island Counter Displays 


Merchandise is well displayed on islands, the finer 
goods needing protection being enclosed in glass, while 
other items are left open. A rack extending along one 
side of the floor permits display of a maximum number 
of items since the displays can be staggered. Closed 
drawers below the racks hold reserve stock. Labels 
in celluloid-faced grooves, make it easy for clerks to 
find items. 

Work counters are covered with plain-colored lino- 
leum, a material easy to clean and neat appearing. 
Rounded edges for the work counters add to the 
streamlined appearance of the store. Asphalt tiling, 
specially buffed with wax, keeps floor maintenance 
effort at a minimum. 

Wrapping facilities and cash registers on both sides 
of the store conserve salesmen’s time and energy. 

A special display window at the rear is fluorescent 
lighted and has a deep blue background, against which 
new or unique merchandise gets particular attention. 
The store is lighted by semi-indirect fluorescent tubes. 

A shipping room is located at the rear on this floor. 
Also placed here is a private consultation room for 
customers purchasing school equipment or merchan- 
dise which requires long deliberation. The shipping 
room serves as a terminal for the gravity conveyor 
(no motors to go out of order) which runs from the 
stock room, making possible convenient handling of 
all merchandise, whether going to the store, out for 
delivery or out of town. Store people send in a ticket 
for merchandise desired, and an order filler sends the 
merchandise down the conveyor in lightweight canvas 
baskets. 

The loading dock is divided into two sections to 


36 





prevent the shipping room from becoming cold in the 
winter and to avoid congestion. 

Bulky merchandise is stored on the fifth floor, which 
is served by both passenger and freight elevators. 

One corner of the fifth floor is partitioned to make 
a projection room for showing sound movie equipment 
used in visual education. This room also houses blue- 
print machines, spirit gelatin, stencil and duplicator 
displays, ana maps. 

Furniture stock, second-hand furniture and furni- 
ture preparation rooms are on the fourth floor. 

Fourteen 30-foot rows of steel shelving in the third- 
floor stockrooms facilitate handling of merchandise, 
case-lot orders being filled from surplus racks at the 
end of each row of shelving. Aisles running across the 
stock room minimize the foot work. The entire stock 
is master-indexed so that even a new order clerk has a 
reasonable chance of locating merchandise promptly 
without too much supervision. The index is in a cellu- 
loid display envelope hung at the end of shelves. 

Directly to the rear of the stockroom is a spacious 
and conveniently-arranged receiving room where mer- 
chandise is checked in, priced or otherwise prepared 
for sale. A cutting machine and drill are available for 
special paper stock preparation. Convenient lavatory 
facilities, with a leisure rom and lockers for employees, 
are located on this floor. 

A portable wrapping table which can be wheeled 
anywhere on the floor for any kind of work is an aid 
to efficient working arrangements. Wheel trucks facili- 
tate moving of merchandise. 

Well-lighted furniture display offices are located on 
the second floor. Dramatized displays are shown down 
the center, including rugs and draperies, as well as 
furniture. Pictures of Minnesota scenes suitable for 
office use are framed and hung on the walls for dual 
purpose of decoration and display. The services of a 
Specialist are provided to lay out an office completely, 
if a customer so desires. 


Store Bulky Goods In Basement 


The basement contains bulky stock, paper towels and 
merchandise of that type. 

The building is air-conditioned, and protected from 
fire by an ADT system which features a thermo-con- 
trolled tubing that trips a warning if the temperature 
goes to 125 degrees. 

According to A. J. Walker, president of Farnham’s, 
every effort has been made to make this store com- 
pletely up-to-the-minute in design, decoration, and 
convenience for both customers and employees. The 
warehouse and shipping rooms are models of present- 
day layout and planning. 

The Farnham Stationery & School Supply Company 





STORE HEAD—A. J. Walker, president of Farnham Sta- 
tionery & School Supply Co., Minneapolis, Minn. 
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INTERIOR VIEWS OF NEW FARNHAM STATIONERY & SCHOOL SUPPLY CO. STORE, MINNEAPOLIS 


Top—A full view of the street-level floor of Farnham’s 
new store. Shown to good advantage are the rounded-edge 
work tables, rack displays along right wall with stock 
drawers below: and the lighted counter cases providing 

clear view of merchandise. 


Lower left—Office furniture show room on second floor. 


was organized 52 years ago in 1894. At that time it was 
known as A. B. Farnham and Company. The firm 
started in the Edison Building on Hennepin and Fifth 
streets. As the business expanded, more space was 
taken in the Edison Building and in the Lumber Ex- 
change Building, and the Farnham store was opened 
at 419 Hennepin, where it is still operating. 
Farnham’s handles all types of stationery, office 
furniture and equipment, school supplies, athletic 
equipment and _ scientifically-designed educational 
games and toys, as well as visual education equipment. 
The new Farnham store differs from the store at 
419 Hennepin in that it has complete displays of every 
item of merchandise which Farnham’s handles. It 
is regarded as the most modern stationery and office 
supply store in this section of the country. 
—— = —_—_ 


VETERANS OPEN NEW FIRM IN MICHIGAN 


J. Ellery and Fred Moran, both recently discharged 
from the armed forces, have opened the Ellery-Moran 
Office Supply, 110 Trumbull St., St. Clair, Mich. with 
the idea of getting 80 per cent of their business on the 
road in the five counties occupying the “thumb” area 
of Michigan, and the other 20 per cent by direct selling 
at the establishment. 

New Woodstock typewriters, stamping and other 
Office devices are being sold, and old typewriters are 
being reconditioned. 
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Here the services of a specialist are available to provide 
customers with expert advice on the complete office layout. 


Lower right—A gravity conveyor is used to simplify the 
work of delivering stock to several parts of the Farnham 
store building. Order fillers send the merchandise down the 

conveyor in lightweight canvas baskets. 


COMMERCIAL CONTROLS OPENS HOUSTON OFFICE 


Thirty-eight southeastern countries of the Texas 
district are included in the territory covered by a new 
Commercial Controls Corporation, Rochester, N. Y., 
branch office opened recently in Houston, Tex. Tem- 
porary headquarters have been established in the Cot- 
ton Exchange Building, Houston 3, with Charles A. 
Andrus aS manager in charge. 

Mr. Andrus is a native of that city and attended the 
University of Houston. He came directly to employ- 
ment with Commercial Controls after nearly four years 
of service with the Army Air Corps, in which he held a 
first lieutenant’s commission. 


Territorial operations will be under the supervision 
of George T. Sterne, district supervisor at Dallas, Tex., 
where Mr. Andrus has been undergoing preliminary 
sales and customer service training. 


———__—_—9——9—______ 


35 YEARS FOR C. E. F. RUSS AT SAN FRANCISCO 


C. E. F. Russ, district manager of the San Francisco, 
Calif., office of the Royal Typewriter Company, re- 
cently marked his thirty-fifth year of service with 
Royal. “Long in a position of responsibility, Manager 
Russ’ likeable personality and sense of fairness have 
always ranked him high in the esteem of his fellow 
workers. All Royal wishes him continued success,” 
says a congratulatory article in the Royal “Standard.” 
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MULTI-FLEX BINDER RACK ANNOUNCED 


Included in an extensive line of Flex-Site binder 
accessories made by Diebold, Inc., Canton 2, Ohio, is 
a new type of rack to be known as Multi-Flex. This 
new rack, an exclusive feature in the Diebold line of 
binder equipment, provides full flexibility in record 
keeping systems of this type. Record sheets may be 
added, removed or position changed without removing 
the binder from the rack. A standard Multi-Flex 
rack holds six binders with a possible capacity of 
10,000 or more records. Any one or several binders 
may be easily removed from the rack for distribution 
of work at peak load intervals. 

New literature and catalogs are available on request. 
a 
VICTORAY PRODUCES NEW COPYMASTER 


A product newly-developed and made available for 
general distribution by the Victoray Corporation, 245 
E. 23rd St., New York 10, N. Y., is the Copymaster Jr. 

The manufacturers claim that this “is the only office 
machine that is capable of making photostat, blue- 





VICTORAY’S NEW COPYMASTER, JR. 


print and blackline reproductions of tracings, charts, 
letters, and, in fact, any original subject. These can 
handle up to 14 x 18 inches in full daylight from typed, 
written, drawn, or printed copy.” 

Copymaster Jr. is claimed by the manufacturers to 
be the answer to multiple copying needs of offices, 
plants, schools, and architects. 

SEE iene: conten 


OHMER OFFERS NEW MODEL CASH REGISTER 


Ohmer Corporation, P. O. Box 998, Dayton 1, Ohio, 
is offering new Class 300 cash registers, model 316-4 
of which is shown in accompanying illustration. 

Ten features embodied in the new cash registers are 
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listed by Ohmer Corporation as large front and rear 
indication, error-proof keyboard, department or trans- 
action keys, six clerk keys, plus key, master lock, 














OHMER MODEL 316-4 CASH REGISTER 


locked-in detail record, quick-balance total, business 
control counters, and large cash drawer. 
A descriptive folder may be obtained by writing the 
manufacturer. 
sahsctciansocilligieli aaa 
SHANK OFFERS NEW ZIPPER PENCIL POUCH 


The Shank Leather Goods Company, manufacturers 
of leather goods and novelties, are offering a new zipper 
pencil pouch, size 814 x 334 inches. Made of Pigtex 
genuine grain leather with zipper top, the pouch is 
filled with four eraser top pencils, penholder and ruler. 
Further information on the product, made to retail 
at about $1.00, can be had from the company, located 
at 230 Fifth Ave., New York 1, N. Y. 


———_e—>—e —_____ 


WALTROW ANNOUNCES NEW TYPE OF KEY 


The Waltrow Company, 1355 Market St., San 
Francisco 2, Calif., has introduced calculator, account- 
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WALTROW YS FOR OFFICE MACHINES 

ing and adding machine and typewriter keys, molded 
in plastic by a new technique which the manufacturer 
declares eliminates the possibility of the letters and 
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SRE CORSE RESEUN 


THE MIMEOGRAPH DUPLICATOR 


IS MADE BY A. B. Gare 





The name that gets 
a “head-nod” from 
the boss... 


Why does a man who buys equipment 
for other people’s use have such a good 
feeling when he sees the Mimeograph* 
duplicator being rolled into place? 

It’s a simple answer. He knows that it 
does credit to his professional judgment. 
He knows he will never have to explain, 
apologize for, or justify his purchase. 


The Mimeograph duplicator fills the 


bill for everyone, whatever his job, from 
president to office boy. 

It produces clean. clear, low-cost cop- 
ies by the tens or thousands: the kind 
the boss is proud to send out. 

The boys and girls who do the work 
prefer to use it, even when there is a 
choice of methods. It’s so fast, so clean, 
so simple in operation. 


COM PAN \ 





COPYRIGHT, A. B. DICK COMPANY 


It is made by a company which guar- 
antees its dependability, and which has 
a nationwide trained service organiza- 
tion to keep it in top running order. 

To find out what the Mimeograph du- 
plicator can do for your business, get in 
touch with your local A. B. Dick Com- 
pany distributor, or write direct to 
A. B. Dick Company, Cuicaco. 


*MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. $. Patent Office - A.B. DICK COMPANY, Chicago + The Mimeograph Company, Ltd., Toronte 
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figures becoming worn or rubbing off the keys. Two 
colors may be combined and molded together in a 
key, eliminating any glare, it is asserted by the 
Waltrow Company. Plans have been made to sell 
this product to the manufacturers of office equipment. 
ee 
INTRODUCE NEW DUPLICATOR SLIP-SHEETER 


A new slip-sheeter for duplicators that is extremely 
easy to attach in just a matter of seconds, according 
to the manufacturers, has been introduced to the 
industry by Mailers’ Service & Equipment Company, 
38 W. 15th St., New York 11, N. Y. 

Known as the “Maseco Slip-O-Mat,” this product has 
a loading magazine made to hold an unusual number 





SLIP-SHEETER FOR DUPLICATORS 


of slip sheets which are dropped, one at a time, over 
the printed sheet, as it falls into the receiving tray. 
Thus, it is claimed, all smudging and offsetting are 
eliminated from duplicating work. 

A special throw-off key makes it possible to operate 
the duplicator without detaching the “Slip-O-Mat,” 
when slip-sheeting is not desired. 

The “Slip-O-Mat” will be available through office 
machine dealers, as will extra slip-sheets for use with 


the device. 
SE ie oe 


CHARLES G. HURRLE INTRODUCES ERASER 


Charles G. Hurrle, 35 Stillman St., San Francisco 7, 
Calif., is introducing his Type-Eraser to the industry, 
claiming that it speeds typing by eliminating lost 
time. This device contains a spring reel with a nylon 
cord which automatically returns the eraser to a 





Eraser Easily Released Returns to Recess in Knob 


STEPS IN USE OF TYPE-ERASER 


recess in the Type-Eraser knob when not in use. The 
conventional typewriter platen knob is replaced by 
the Type-Eraser. Mailed postpaid, the product sells at 


$2.50. 
—————o— 


EVERSHARP “CA” REPEATER PEN ON MARKET 


Late last month Eversharp, Inc., 1800 West Roscoe 
St., Chicago, Ill., began distributing the Eversharp 
“CA” Repeater pen. “CA” stands for capillary action, 
the basic principle on which the pen works, listed as 
an exclusive Eversharp feature. 

The new pen uses a miniature “magic sphere” as a 
writing contact which rolls a viscous ink onto a sur- 
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face dry, instead of inscribing it wet as with a pen 
point. The tip is made of stainless steel and will not 
chip. It will write without refilling for three months 
to three years, depending on the amount of use. 
The pen writes with great ease on cloth or paper, 
submerged in water, or in an airplane at the ceiling 


t 
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EVERSHARP “CA” REPEATER PEN 


of stratospheric air travel without leaking; it writes 
on glossy paper, soft paper, blotting paper or cloth 
without spreading. 

The ink is held in a hard rubber multiple folded 
tube placed inside the regular-sized fountain pen bar- 
rel. This is called a cartridge. Tests show that the 
cartridge can be reloaded in 15 seconds without stain- 
ing the fingers. It will not be necessary to send the 
pen to the factory or a distributor, for cartridge 
refills will be sold separately at retail for 50 cents 
everywhere in the United States. The refills will come 
in a variety of colors. This means that by the quick 
and simple process of changing a cartridge, a person 
has available many colors of ink with one writing 
instrument. 

The pen was designed by Raymond Loewy, inter- 
nationally-known industrial designer. New style vari- 
ations embodying the same basic features are being 
developed. The “CA” Repeater pen, made of pyrolin 
with gold-filled cap, retails at $15.00. 

a 
BRADLEY INTRODUCES DESK NAMEPLATE 


A beautiful and practical desk nameplate is now 
being introduced to the industry by Bradley Industries, 
32 N. State St., Chicago. 

This name plate is made of heavy translucent plas- 





BRADLEY INDUSTRIES DESK NAMEPLATE 


tic material. The letters appear in blue, green, yellow 
or red, firmly set upright in a heavy crystal-white 
base. Free distribution of samples is now being made 


to established dealers. 
—_———o—- oe 


COLE OFFERS HEAVY SECURITY BOXES 

Heavy steel security boxes in two new designs, No. 
C1505 and No. C1303, are now being marketed by Cole 
Steel Equipment Company, 349 Broadway, New York 
13, HY. 

No. C1505 in Cole gray crinkle finish and equipped 
with combination lock, is 16 x 12 x 734 inches in size 
and retails for $13.50. The No. C1303 model, retailing 
for $11.00, is of green crinkle finish and is equipped 





COLE HEAVY SECURITY BOX NO. C1505 


with disc tumbler’ lock. Size of the latter model is 
13% x 10% x 5% inches. 
Designed for safekeeping of bonds, policies, books 
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“*Ask Your 
PANAMA 


BEAVER 
Man”’ 


















IT IS CONSPICUOUS 


that. those who lead are those 
whose experience has led them 
to PANAMA — BEAVER 


Products. 











MANIFOLD SUPPLIES COMPANY 


Manufacturers °  Coast-to-Coast Distribution 







Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
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and other valuables at the home or office, these boxes 
are made of extra-heavy furniture steel and are elec- 
trically welded throughout. 
—— =e 

CARTER’S INTRODUCES NEW STYLEWRITER 

The Carter’s Ink Company, Cambridge 42, Boston, 
Mass., has introduced the Stylewriter as an entirely 
new writing set with mechanical improvements and 





CARTER’S NEW STYLEWRITER 


modern lines in seven colors. This is in addition to 
the Cubewell and Dipwell writing sets, which are 
revivals of pre-war models, production of which was 
interrupted during the war. 

The Stylewriter retails for $3.00, the Cubewell for 
$1.25 and the Dipwell for $1.00. 

A brochure in color has been prepared by the Car- 
ter’s Ink Company describing the new Stylemaster. 
0 0 
INTRODUCE CADO FLO-MASTER NEW PEN 
The new pocket Cado Flo-Master Fountnbrush has 
been introduced by Cushman & Denison Manufactur- 
ing Company, 133 West 23rd St., New York 11, N. Y. 
Information may be secured by writing the company 

at that address. 
The manufacturers claim that this writing instru- 
ment, no larger than an ordinary fountain pen, has 





CADO FLO-MASTER FOUNTNBRUSH 


an automatic valve control to eliminate leaking, flood- 
ing and sweating. Made of satin finished aluminum, 
the pen consists of only three unit parts. 

Designed to be used with only Flo-Dri colors, the 
makers assert that these colors are instant-drying, 
waterproof, weatherproof and smearproof. The pen 
may be used on any surface—paper, wood, metal, glass 
and cellophane—and combines the features of crayon, 
paint and ink. Cushman and Denison Manufacturing 
Company points out that the Cado Flo-Master is being 
adopted as a new marking and drawing medium for 
all-purpose identification marking and as a drawing 
instrument for industry, office, school, art, home and 
farm. 
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The product is marketed in an attractive package, 
and in wide selection of complete units to fit varying 
requirements for marking and drawing. 

——————= o—_—_- 
VICTOR OFFERS VISECO REPRODUCER, DRIER 


The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y., is offering a new convenience in 
office copying in the form of the Viseco reproducer 
and drier. Exact size copies of any opaque or trans- 
parent original may be made by a person without 
previous experience, darkroom utilization or special 
preparation, claim the manufacturers. The modern 
units are declared to duplicate art work, plans, re- 
ports, magazine articles, layouts, contracts, and legal 
forms without endangering originals. 

Trade literature on the new Viseco products may 
be secured by writing the manufacturers. 

en 
INTRODUCE NEW PORTABLE BOOK FILE 

Teeters-Mackey Company, Cedar Rapids, Iowa, has 
introduced the Teemac portable book file, patent pend- 
ing, as a product filling a need in offices, homes, 
schools and libraries. The manufacturers claim that 
this is a strong, simple, efficient book file which is 





TEEMAC PORTABLE BOOK FILE 


easily and quickly adjustable to any number of books 
within its capacity. The file is self-locking, without 
levers or complicated mechanism. 

The file may be had in green, mahogany brown or 
mist gray, with self-locking felt guards on the base to 
protect the desk. The file is of all-steel construction 
finished in baked enamel. Retail price is $1.00. 

RO 
NORWOOD MEMO ADDS NEW FEATURE 


The Norwood Equipment Company, 188 W. Randolph 
St., Chicago 1, Ill., is inviting dealer inquiries on 





NORWOOD EQUIPMENT DE LUXE MEMO 


their De Luxe Memo, to which has been added a new 
feature in the form of an integral personal telephone 
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CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


Which portable? 









\\ £ ips PORTABLE for you or your children 


ought to be the same kind an expert 


i / typist would choose. Just because you're a 


beginner doesn’t matter. You can quickly 
learn to type and then you'll appreciate such 
things as speed, easy action, and Floating 
Shift. You'll be glad your machine has all 
the latest typing aids and is built to stand 
hard use... even abuse. 

And if you choose a Smith-Corona, that’s 
the kind of portable you'll have... the kind 
that most nearly answers the requirements 
of professional and amateur alike. They’re 
still scarce, but keep asking —every day finds 
more and more Smith-Coronas on store 
counters. 
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Makers also of 
Smith-Corona 
Office Machines 
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directory with a capacity of more than 400 names. 
Space is provided on the cover for imprinting of a 
donor’s name or advertisement. 

Other features incorporated are a continuous 
memorandum roll, yearly calendar, individual name 
plate, removable ash or pin tray, pen or pencil holder, 
and a large storage space which can be used as 
one compartment for memo filing or divided into 
two or four individual compartments. The compart- 
ment divider is a five-inch rule which can also be 
used as an envelope opener. 

The size is 10% x 4% x 4 inches. The extra-large 
writing surface is close to the desk, a practical height 
for writing. A standard memo roll, three and one-half 
inches wide and 250 feet long, is used. The full- 
enclosed case is all-steel, with hammered bronze 
baked-on enamel finish. There are no moving parts 
to wear out or get out of adjustment. Shipments are 
now being made in quantity. 


AGENCY PAPER INTRODUCES NEW NUMBERS 

Among the new numbers in the post-war Sky-Rite 
line, produced by Agency Paper Company, New York, 
N. Y., are “Frills,” an extremely feminine novelty; and 
No. 74, a “he-man” stationery. 

“Frills” stationery in sheer, white and opaque offers 
in each sheet of paper and each envelope a replica of 





AGENCY’S NO. 74 BOXED STATIONERY 


an embroidered, Irish linen kerchief. Borders are 
hemstitched and corners have an embroidered corner 
decoration in fabric fashion. 

No. 74 for gentlemen is a neatly-boxed stationery 
with cover design printed in tones of brown, imparting 
a library atmosphere, say the manufacturers. The 
monarch-size envelopes have a stripe effect lining. 


i 
MOORE MARKETS NEW FINGERTIP PEN 

The Moore Pen Company, Boston, Mass., plans to 
invade the fountain pen market on a much larger 
scale than before with the Moore Fingertip pen, a 
newly-designed pen incorporating a number of prac- 
tical mechanical improvements in fountain pen de- 
sign, declare the manufacturers. 

Among the patented new features is an enclosed 
feed-chamber, into which the gold point is flush- 
mounted. The makers state that this provides writing 
characteristics that combine the best feaures of com- 
petitive models, the sheathed feed chamber said to 
assure instant writing, protection against drying out 
and entrance of dust and dirt. The flush mounting of 
the point into the surface of the enclosed point section 
permits the use of any style point, flexible to stiff and 
fine to coarse. A new extra long clip is said to set a new 
style note and allows the pen to ride deep in the 
owner’s pocket. 

Eight colors are offered—Lustre Black, Sunset Red, 
Vintage Wine, Starlight Blue, Woodsman Green, 


ay 


Eiderdown White, Autumn Pearl, and Seaspray Pearl. 
Moore has been making fountain pens since 1900 
and claims to be the first manufacturer of a non- 





MOORE’S NEW FINGERTIP PEN 


leakable pen. The new Moore Fingertip pen is being 
distributed nationally through selected department, 
stationery, and jewelry stores in key markets and will 
be promoted through color advertising in national 


magazines. 
——————— > —___—— 


NEW STENCIL FILE — 
Atlas Stencil Files Co., 
13237 Superior Ave., 
Cleveland 12, Ohio, has 
placed in manufacture a 
new model No. 100 sten- 
cil file. This product is 
being introduced for 
use in filing stencils or 
Multilith plates. The 
manufacturers state that 
the model is designed 
for such filing in school 
rooms, industrial organ- 
izations or in any office 
where only a small! 
quantity of stencils are 
to be filed. A small port- 
able cabinet comprises 
the product, one which 
can be tucked away in 
any small corner or eas- 
ily transferred from one 
place to another. This 
model can also be used 
by departments not 
wishing to have stencils 
out of their jurisdiction. 


SO 


NEW STYLE SMOKING 
STANDS ON MARKET 

The Advance Training Company, 
219 Second Ave., New York, N. Y., is 
offering new-style chrome or copper- 
plated stainproof smoking stands, 
suitable for office and reception use. 
These stands have eight-inch amber 
glass ash trays and reinforced 
metal-lined bases. List price is $12.40. 

Also marketed by Advance Train- 
ing Company is the chrome or cop- 
per-plated cocktail style smoker, also 
with eight-inch amber glass tray, set 
in a handsome wide-rimmed top. 
List price is $13.20. 








ADJUSTABLE STEEL DESK DRAWER TRAY.—Designated as 
No. 25, this new tray offered by the Franklin-Goodfrend Metal 
Products Company, 3210 West North Ave., Chicago 47, IIl., 
extends to 30 inches and closes to a minimum of 15!/2 inches. 
Its width is 4 inches. Available in olive green and brown, 
the trays are packed 24 to a carton. List price is $2.40 each. 
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PERINAT I 


GOODFORM ALUMINUM CHAIRS - SUPER-FILER—THE MECHANIZED FILE « G-F STEEL DESKS 


==Gas— 


Shank You, Mr. G-F Dealer and Cus- 
tomer, for your patience and consideration 
during these trying times, when the demand 
for G-F products is currently larger than we 
are able to supply. Every effort is being put 
forth to constantly increase our production, 
so that your orders may be filled within a 
reasonable period. While we are striving 
to reach that goal we sincerely request your 
continued cooperation and understanding. 


THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 


eeeeee G-F STEEL SHELVING + FILING EQUIPMENT, SYSTEMS AND SUPPLIES 
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OPA Allows Price Increase on Metal 
Furniture—Vets Get Top Priority on 
Typewriters—Many Price Controls Off 


ALLOW METAL FURNITURE PRICE INCREASE 


Metal office and institutional furniture manufac- 
turers have received a ceiling price increase to cover 
all labor and materials cost increases now eligible 
for consideration under the law, the Office of Price 
Administration announced recently. 

The increase amounts to 10.5 per cent of October, 
1941, prices on sales to resellers and, since resellers 
are permitted to pass on only the dollar amount of 
the increase, will raise 1941 retail list prices about 
6.7 per cent. Thus, the schools, offices and hospitals 
who use this type of furniture, will pay about $10.67 
for an order that would have cost $10.00 in 1941. 

In line with peacetime industry practice, manu- 
facturers selling direct to users are permitted to 
charge the retail ceiling price subject to customary 
allowances. 

The order, effective April 19, covers not only basic 
items such as metai desk files and chairs, but also 
shelving, cabinet work and office and store fixtures 
and equipment made predominantly of metal. 


o 
SURPLUS TYPEWRITERS TO GO TO VETS ONLY 


A bill signed by President Truman on May 3 gives 
veterans priority second only to that of the Govern- 
ment in the purchase of surplus property. Typewriters 
were included in the list of selected surplus items 
to be sold exclusively to veterans for their personal 
or business use. Sales will continue to be handled 
by the War Assets Corporation. 


vt) 
PRICE OF TYPEWRITER PARTS BOOSTED 12%, 


The Office of Price Administration early in May 
approved a 12 per cent increase in the price of all 
typewriter parts. The new schedule, now in effect, 
permits typewriter manufacturers and wholesalers of 
typewriter parts to pass the increase on to dealers 
and repairmen by adding 12 per cent to their current 
price lists. At the time of going to press, no similar 
action had been taken on other business machine 
parts or on new typewriters. 
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NEW PRICING METHOD FOR SOME FURNITURE 

A pricing method for office, commercial and indus- 
trial furniture made with full top grain leather was 
announced in Order 4295 to Maximum Price Regula- 
tion 188 by the Office of Price Administration, to be- 
come effective April 2. 

Because of the priorities on top grain leather, not 
many manufacturers were making furniture with 
this material in March of 1942, when ceiling prices 
for most articles were established on the basis of 
prices then used. Now, however, production of this 
type of furniture is being resumed. 

The present action gives furniture manufacturers 
this method to use in pricing furniture made with 
full top grain leather: To their ceiling prices for furni- 
ture made with machine buffed or corrected top grain 
leather, they may add the difference between their 
1941 price for this type of furniture and their 1941 
price for furniture made with full top grain leather. 

This price differential between the two types of 
furniture is the one customarily used by the industry, 
and therefore furnishes the proper basis for the new 


prices. 
vt) 


SUSPEND PRICE CONTROL ON SOME ITEMS 


Several hundred miscellaneous items for office and 
professional use, all heretofore covered by the con- 
sumer durable goods regulation, have been suspended 
from price control at all levels of sale, the Office of 
Price Administration announced April 8. 

Under the suspension order, manufacturers are re- 
quired to report to the price agency all changes in 
prices charged, and failure by any manufacturer to 
make such reports will automatically reinstate his 
previous ceilings on the products affected, OPA said. 

Typical of the goods being suspended from price 
control in this industry are small leather goods, such 
as billfolds and key chains, and minor business ma- 
chines, such as checkwriters, counting devices and 
ticket punches. 

Remaining under the consumer durable goods regu- 


(Turn to page 120, please) 
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Perfect performance companions to Pinnacle Carbon type correspondence which they give, “sells” your 
Paper are PINNACLE TYPEWRITER RIBBONS. customers at a glance. WRITE NOW FOR DE- 
Sell them whenever you sell Pinnacle Carbon Paper, TAILS ON OUR PROFITABLE, UNIQUE 
and vice versa. The clear, prestige building, executive DEALER SALES-COOPERATION PLAN. 


COLUMBIA RIBBON & CARBON 


MANUFACTURING CO., INC. 
Main Office & Factory: Glen Cove, L. I., N. Y. 
New York Sales & Export: 58-64 West 40th St. 
Midwest Sales: Kansas City, Mo., Dwight Bldg. 
' Smead 
—— 4 ef) As “ . 


THE SMUDGE-RESISTING 
CARBOn PAPER 


THAT NEEDS NO ERASURE SHIELDING 
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H. Stanley Bowles, secretary of Linn & Cia., Monte- 
video, Uruguay, called at our headquarters on April 
4. He had left home on March 4 by airplane and did 
not expect to start his homeward journey until May 
6. Traveling by air, he pointed out, made it possible 
to visit the United States, call on the companies he 
represents and return to Montevideo in about the 
same time as just coming and going by steamship. 
In addition to office equipment and machines, Linn 
& Cia have departments handling general merchan- 
dise, cars and trucks, and agricultural machinery. 
Their office equipment lines include the products of 
Diebold, Inc., Kee Lox Manufacturing Company, L. C. 
Smith & Corona Typewriters, Inc., The Todd Com- 
pany, and Yawman and Erbe Manufacturing Com- 
pany. 

H. G. Johnson, of Ellsworth Industries, Milwaukee, 
Wis., dropped in at O.A. headquarters on April 5. 
New in the job as sales manager of the Milwaukee 
concern but thoroughly experienced in the sale of 
office furniture, he expects soon to have a new line 
of merchandise to offer office equipment dealers 
before many weeks roll by. The day being Friday, he 
had lunch with his old friends at the Great Lakes 
Travelers Club. 


Maurice St. Clair and William Bergman of Acme 
Finance Company, Bakersfield, Calif., signed the Guest 
Book on April 10. They were on a trip which was to 
take them east to New York, with stops at Detroit, 
Youngstown and elsewhere en route. They expect to 
announce the formal opening of a new stationery and 
office equipment store within a few months. 


John B. Dwyer, Wellesley, Mass., New England rep- 
resentative for several manufacturers, dropped in at 
O.A. headquarters on April 10. He was returning from 
a special mission to the Pacific Coast area, the entire 
trip, by air, occupying approximately two weeks. 
In California he met F. H. Caswell, his sales manager 
when he was connected with F. S. Webster Company. 


Harry B. Gorline, associated with Thomas W. Moore, 
manufacturers’ representatives, San Francisco, signed 
the Guest Book on April 11. His record includes both 
retail stationery and wholesale operations. In the 
Middle West he found opportunity to call upon the 
manufacturers whose lines he and Tom Moore sell in 
the western states. 


A telephone registrant on April 16 was H. J. Klein, 
Miller Desk & Safe Company, Los Angeles, Calif. He 
was on a six-weeks’ trip to call on manufacturers his 
firm represents. After leaving Chicago he expected to 
go to Wisconsin, Indiana, New York, North Carolina 
and Mississippi before heading home. 


R. R. Bricker, owner and manager of the Bricker 
Typewriter Company of Norfolk, Nebr., was a welcome 
caller at our offices on April 16. He was on a six-day 
business trip involving Chicago and Grand Rapids 
contacts, and reported unusual success. The Bricker 
organization, reported its manager, was enjoying its 
sixth anniversary on the day of his visit. In addition 
to typewriters, the firm handles adding machines, 
duplicators, desks, chairs and filing equipment. Twenty 
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counties in northeastern Nebraska and four in South 
Dakota are covered by a three-man force, and three 
men are kept busy in the repair department. Mr. 
Bricker reported that a large percentage of his busi- 
ness is derived from schools and courthouses. 


Floyd O. Ransome, Proveedor de Oficinas, Mexico 
City, Mexico, inscribed his name in the Guest Book 
on April 17. After leaving Mexico City on April 6, 
Mr. Ransome, journeyed to Culver, Ind., where his 
son, Floyd, Jr., is a student at Culver Military Acad- 
emy. He took his son and five other boys to Chicago, 
where he entertained them with hot dogs, hamburgers, 
movies, and the like. Following some business calls in 
Michigan and Ohio, he planned to spend the Easter 
week-end in Culver before going on to New York for 
a month’s stay. On June 8 he is scheduled to pick 
up his boy at Culver and return to Mexico City. 


Howard C. Baldwin, Baldwin’s Office Equipment 
Company, Pontiac, Ill., paused briefly on a busy day 
in Chicago to call on us on April 17. A returned vet- 
eran, Mr. Baldwin had several years experience in the 
office equipment and supply industry before the war. 
His purpose while in Chicago was to contact suppliers 
to help him stock his new store. 


Al Sweeney and his son, Jack, both of Harter Cor- 
poration, dropped in for a brief visit at O.A. head- 
quarters on April 18. They arrived in Chicago in time 
for part of the combined meeting of IBSA and Sixth 
District, NSA, at the Congress, and had a program 
which provided several busy days. The elder Sweeney 
was encouraged by recent developments in his own 
business tending toward improved production. The 
young man recently received his discharge from the 
country’s armed forces. 


E. J. “Gene” Mitchell, St. Louis, well known as a 
manufacturers’ representative, paid a brief call on us 
on April 20. After only three days at home following 
an eastern trip, he came to Chicago to attend the 
combined meeting of Sixth District, NSA, and IBSA at 
the Congress Hotel, April 15 and 16. He was busy the 
remainder of the week contacting friends in the in- 
dustry. Gene’s friends are many, his attitude toward 
people and his idea of service naturally resulting in 
the spirit of good will from which friendships grow. 


Carl Axel Kjellstrom, Kjellstrom Industries, Goth- 
enburg, Sweden, signed the Guest Book on April 23. 
Long experienced in the duplicating machine industry, 
Mr. Kjelistrom recently established his own business 
to specialize in duplicators and other office machines. 
In addition he has been financially interested in a 
large photographic finishing business in Sweden since 
1932. One of the agencies obtained during his visit to 
this country is that of the A. B. Dick Company, whose 
offices he had just left before calling on us. 


William Tonkin, formerly connected with the Vic- 
tor Adding Machine Company in California, phoned 
his Guest Book registration on April 23. After a 
stretch of four years and five months in the U. S. 
Army, during which time he served in England, 
France, and Italy, Mr. Tonkin is touring the country 
to reorient himself with the industry. His plans are 
not definite except that he will be related to the 
office machine and equipment field. Mr. Tonkin was 


engaged in administrative work at air depots while © 


in the Army Air Forces, and was mustered out with 
the rank of lieutenant colonel. 


John L. Thorpe of Arkansas City, Kans., and Enid, 
Okla., called April 29 on a trip through Chicagoland 
and Michigan contacting the manufacturers. Having 
traveled the West as manufacturers’ representative 
in the past, he is familiar with the growth and 
development of the office equipment and stationery 
business in the prairie towns and is enthusiastic 
about the accomplishments of the pioneers and build- 
ers in his region, as well as the present advantages 
and the future. We look forward to another visit 
from him in September. 
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he on the market. This will create a tremendous 
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potential market for leads and erasers. Prepare 
a your store to dominate your local market with 


oe a complete Fineline Lead and Eraser Department. 


he There is a Fineline Lead to fit all mechanical 
rd pencils regardless of make. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


London, April 9, 1946. 

On the production side, war established the essen- 
tiality of modern office appliances and the remission 
of the purchase tax, announced today, has proven this 
for peacetime production. On the tax side, the office 
appliance industry fought to establish the principle 
that the inclusion of their products in a tax wholly 
designed to cover luxury goods was grossly misleading. 

Under the guidance of A. R. Jackson, Remington 
Rand, Ltd., public relations officer of OATA, they 
achieved the final victory when the Chancellor of the 
Exchequer announced in his Parliamentary budget 
speech that the purchase tax was being removed from 
office machinery. The Chancellor characterised the re- 
moval of this tax as a lightening of the burdens of 
business. The case for the remission of purchase tax 
was made to Sir Archibald Carter, Customs & Excise, 
by Mr. Jackson. 

Nothing so far reaching as this exemption has ever 
happened to the industry before. When presenting his 
submission, Mr. Jackson was introduced by I. J. Pitman 
M.P., late Director of Organization and Methods Divi- 
sion, H. M. Treasury, and grandson of the inventor of 
Pitman shorthand. A. R. Jackson spoke for 20 minutes 
in masterly fashion in amplification of his memoran- 
dum, and was complimented by Sir Archibald Carter 
on the compilation of the document which he re- 
marked was wholly based on facts, the figures pro- 
vided therein being not overstated. 

Mr. Jackson’s case for remission of the tax was pre- 
sented as follows: 

1. The net revenue 
tax is very small. 

2. It is a tax on the 
psychologically at variance with the 
the government in its efforts to galvanise the 
highest practicable level of industrial and commercial 
ficiency. 

3. The tax inflates the costs of all 
products, both in the home and export 
the costs of all those peculiar services rendered by 
to the world—insurance, banking and merchant 
whose operating expenses are mainly composed of 
work. 

4. It is an illogical tax, since the tools relating to factory 
production have been specifically exempted from purchase 
tax precisely for the reason that production costs would be 
needlessly inflated thereby. 

5. It is complicated in applica tion, 
ing from the angle of customs and ‘excise 
transactions are between manufacturers in 
direct to consumers, or between primary 
consumers. National wholesale values must 


secured by the government from this 
tools of efficiency, and, as such, is 
declared objectives of 
nation to the 
ef- 


British-manufactured 

markets. It inflates 
Britain 
houses, 
clerical 


and audit- 
bulk of the 
Great Britain 
importers and 
therefore be 


assessment, 
The 
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established in the absence of conventional wholesaler-re- 


tailer distribution. 


6. There are many anomalies. Thus a slide rule is un- 
taxed, but a calculating machine taxed; both perform the 


functions of a calculating medium. 


PRODUCTS INVOLVED: 


Accounting, adding, calculating, invoicing and listing ma- 


chines; punched card sorting and tabulating machines; type- 
writers; cheque-typing machines; addressing, dictating and 
duplicating machines; postal franking, letter opening, and 
sealing machines; cash registers and manifold registers; 
visible record systems; card ledger equipment; looseleaf 
books; card index equipment; filing equipment; office work- 
ers‘ desks and seating; sales; business and factory forms; 
production sets; invoice sets; stock records, payrolls, cost 
accounts, purchase and sales ledgers; personnel records; 


records; insurance policy records; banking accounts; 
railway, roadway and steamship records; electricity and gas 
consumer records; local government accounts, and so forth. 

1. TAX YIELD: It is estimated that the total sales of 
office machines and equipment (excluding factory and busi- 
ness forms, stencils, carbons, ribbons) is at the current 
time approximately at the rate of £8,000,000 per annum. 
After making allowance for tax-free purchases by govern- 
ment departments, the gross tax yield is placed at approxi- 
mately £1,500,000 per annum. 

The net tax yield is exceedingly small, bearing in mind 
that all such machines and equipment are either charged 
on hire or are ultimately wholly written off against the 
operating costs of factories and businesses. The net profit 
level for income tax and E.P.T. is in either case correspond- 
ingly reduced. It may be doubted if this whole complicated 
tax results in a net gain to the revenue exceeding £500,000 
per annum, and much less still when the cost of auditing 
and collection is applied. 

The total sales of factory 


sales 


and business printed and other 
forms, invoice sets and business stationery in general— 
envelopes, carbons, stencils, ribbons, folders and the like— 
is very difficult to etimate. Tt may lie between £5,000,000 and 
£10,000,000 per annum. But in any event, the whole of this 
expenditure is directly chargeable to working costs in the 
tax year. It reduces taxable profits by the precise sums 
SO expended. The net tax yield is accordingly very small. 

2. EFFICIENCY TAX: The increased cost of the appliances 
ion to the tax may not bear disproportionately on the 
larger corporations, but it does bear heavily on smaller 
firms, who are thus discouraged in their search for efficiency 
and lower operating costs. The tax on business forms and 
stationery is an added deterrent, since it is an ad valorem 
tax imposed on prime costs, already high due to wage in- 
creases and the big advance in price of paper. 

3. INFLATION OF PRICES: During the war almost the 
entire output of the office appliance industry was sold to 
government departments, or to essential industry working 
on government contracts. The former bought tax-free; the 
latter applied the extra costs of the tax to their operating 
expenses which were met by government payments. Thus 
the government paid its own tax. 

Today, the tax enters into the costs of all production. 
Utility goods are exempt from purchase tax; nevertheless, 
a substantial tax enters into their price to the public via 
this tax on office appliances and forms. Similarly, export 
goods are exempt from tax, but suffer the same disability 
in world markets. With so much of British production ear- 
marked for export, the burden is a serious one. 

In so far as this point may appear to conflict with Point 


(Turn to page 178, please) 
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We're pretty much reconverted now, and every man and every machine in the Bates factory is 
working full time to catch up with the unprecedented demand for Bates products. We can’t get back 
to normal all at once and there will still be some delays, but we can see that the corner has 
been turned. We can promise one thing that no effort for speed is going to, in any way, 


compromise the Bates reputation for quality products. 


els G wality products 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OFFICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 


Expansion for the Office Machine 


Dealer 


(First part of a two-part article prepared 
by the NOMDA Publications Committee. ) 





ITS OPPORTUNITIES AND ITS HAZARDS 


ROBABLY IT IS a safe guess that over half the 

independent office machine dealers of the United 
States are either expanding their businesses at this 
time or making preparations to do so. These steps are 
being taken in the face of increasing competition from 
veterans returning to start their own businesses, from 
a growing army of itinerant mechanics and peddlers, 
and from expanding merchandising programs on the 
parts of the large office machine manufacturers who 
do not sell through independent dealers. 

Let’s review briefly some of the opportunities for 
expansion and some of its hazards. Most current pro- 
grams include several of these ways to expand a 
business: 

(1). Increased floor space. More salesroom and more 
warehouse space, a bigger or better location. 

(2). Increased sales personnel. More sales personnel 
usually brings with it the necessity for more office 
personnel. More shipping, delivery, and service per- 
sonnel should follow this move in order to maintain 
a balanced growth. 

(3). The addition of new lines. Most stores specializ- 
ing in typewriters can profitably add a line of new 
adding machines at this time. In most areas there is a 
tremendous opportunity for independent dealers to 
develop the market for spirit duplicators, but rela- 
tively few of them are taking advantage of it. The 
stencil duplicating field offers a steady market and 
several of the stencil duplicator manufacturers plan 
to enter the spirit duplicator field and offer their 
dealers both lines. Your trade association has the 
names of such manufacturers in case you want to 
make specific inquiry. 

An increasing number of dealers are marketing 
check protectors. Several manufacturers are giving 
very good delivery of those. Copyholders are useful 
in the sales program of typewriter dealers and several 
lines are readily available at this time. 


The dictating machine field has proved a very lucra- 
tive one to many dealers and distributors who cover 
good urban and industrial areas. Some dealers have 
had long-standing sales connections with Ediphone 
and Dictaphone. Soundscriber is becoming an in- 
creasingly important factor in this field and this 
company offers an attractive opportunity in many 


52 


parts of the country. Sound-On-Wire of Chicago is 
building a strong dealer organization to market its 
wire-recording machine. Morecorder and several other 
prospective entrants may offer wide opportunities to 
independent dealers. This is a specialty field in which 
the next few years will undoubtedly see remarkable 
development. 


Good Market for Calculators 


The calculating machine field is an attractive one, 
and the market for calculators, particularly among 
small users, offers great possibilities of development. 
Fridén has done an excellent marketing job through 
independent dealers. Marchant and Monroe offer at- 
tractive connections in some areas. Allen offers a 
calculator to its adding machine dealers, and at least 
one of the other independent adding machine manu- 
facturers is making plans to enter this field. While 
this is also a specialty field, it isn’t too hard to learn 
sales methods—and attractive profit possibilities are 
present. 

In the larger cities, the used calculator field is an 
important one. Leo Adler of Cleveland has done a 
remarkable job as an independent dealer specializing 
in rebuilt key-driven calculators. The present sales 
trend is toward rotary type calculators, and new key- 
driven makes are not available from American manu- 
facturers. 

Typewriters always offer attractive development op- 
portunities. Here is a business that is bound to grow, 
even for a dealer who does little or no active selling, 
since the market normally increases year after year. 
Tremendous expansion in the portable field is immi- 
nent and the demand for used typewriters should 
exceed the supply for years to come. Some disad- 
vantages have prevailed in the past and have taken 
some toll from the typewriter business, but there is 
reason to think that this condition will be righted. 
For the next few years, at least, it ought to be pos- 
sible to sell typewriters at a good profit. What will 
happen when production capacity is far in excess of 
demand, as it was until World War II, is anybody’s 
guess, but that is true of any product. 

There have been rumors of one or more new en- 


(Turn to page 185, please) 
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THE ROYAL PORTABLE BAG OF SALES IDEAS 











: D E A ag T ¢ The Royal Portable Desk 


One of the easiest ways to sell a Royal Portable is to show how 
its carrying case becomes a utility desk. Here’s how: 












STEP A: Just casually open the 
case ...and unhinge the base. Tell your 
customer you’re going to show him some- 
thing extra special—something not possi- 

















ble with any other portable typewriter / 
) 
J 
Ss 
S 
r STEP B: Then set the base into the other 
O section of the case. It’s designed to fit snugly into 
h the special metal “‘weather sill’ edging. Presto !— 
e you have a portable desk with typewriter attached. 
STEP C: Show how this portable desk 
, can be used on a chair.even on the lap, when a 
4 desk is not available. This is an especially good 
: feature for train or plane travelers. 
a 
t 
e 
n 
eS 
n 
a 
g 
Ss 
I, STEP D: When you're ready to replace the machine, 
3» point out the Paper and Copy Holder inside the case. 
s (NOTE: the Copy Holder is helpful when the case is opened 
4 and used as above.) 
: ROYAL 
S 
: PORTABLE 
¥ e > 
f P. S.—It’s smart salesmanship to mention THE Standard Typewriter in 
. how the handsome, leather-grained case can Portable Size 


also serve as a handy overnight bag. 





“Magic” and “Touch Control” are registered 
trade-marks of the Royal Typewriter Co., Inc. 
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NSA TENTH DISTRICT MEETING AT 
DENVER DRAWS RECORD 
ATTENDANCE 


NSA Troupe Augmented by Other Outstanding 


Speakers on Program — Stevenson and Feld 
Elected Governor and Lieutenant Governor 


HE ANNUAL MEETING of NSA’s Tenth Dis- 
trict was held at the Cosmopolitan Hotel, 
Denver, Colo., April 8 and 9. Like meetings in other 
districts, it set a new record for attendance. Fred Rob- 
inson of Robinson’s Book Store, Golden, Colo., governor 
of the district, and his helpers provided a good pro- 
gram. The Rocky Travelers, led by Jack Guerin of 
Eberhard Faber Pencil Company, helped out in the 
registration and social affairs. Assisting him were Joe 
Simmer of Wilson Jones Company and Alan Shields of 
Rust Craft Publishers, Inc., and other members of the 
club. Members of the NSA troupe who participated in 
the program included President R. D. Latsch, Latsch 
Brothers, Lincoln, Nebr.; J. Ed Conlon, Rockwell- 
Barnes Company; Mace Cole, Stein Brothers Manufac- 
turing Company; Joe Donahue, W. A. Sheaffer Pen 
Company; and John Gilbert, OrricE APPLIANCES. 

The meeting was called to order by Governor Robin- 
son, who started with a beautiful tribute to the late 
Charles P. Garvin. He then called upon Frank E. 
Wilson, formerly a stationer and now manager of rev- 
enue for the city of Denver. Mr. Wilson gave an ap- 
propriate welcome on behalf of the city and remarked 
that he too had known Mr. Garvin and was aware of 
the many good things he had done for the stationery 
industry. 

One of the outstanding talks of the convention fol- 
lowed. Byron E. Lopp, manager merchants division, 
Colorado State Chamber of Commerce, spoke on mod- 
ern methods of selling, customer’s angle, and personal 
development. Soon, he said, we shall be in a buyer’s 
market, stating that merchants are in a buyer’s mar- 
ket now, or will be when they have merchandise to 
sell. There will be opportunity to make more money 
than ever before, he said, if the dealers are ready to 
meet the situation. Touching on trade territory, he 
said the world is smaller, your state and your town are 
smaller. You may sell outside your local community, 
will have keen competition and face shrewd, educated 
buyers. Already, he said, customers are shopping 
around, and stationers must study their clientele 
and their office supply requirements. 


Personnel Training Needed 


Mr. Lopp spoke of personnel training and store mod- 
ernization, stating that the latter was to attract buy- 
ers. Then he followed with a quesion, “Am I as modern 
as the store and merchandise I represent?”, adding, 


“Are your sales persons as modern as the store and 
merchandise you represent?” Sixty per cent of busi- 
ness, he stated, depends on human element. Mr. Lopp 
added that manufacturers plan the greatest flow of 
goods in history and asked if the dealers could sell as 
fast as the makers produce. Manufacturers realize the 
scarcity of trained help. Hundreds of thousands of war 
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workers, he stated, were out of work because they re- 
fuse to accept today’s scale of industry rates, and mer- 
chants are looking for fewer, but better-trained sales 
people. 

Joe Donahue spoke on “Take an Inventory of Your- 
self.” He gave illustrations showing good window light- 
ing as essential, both day and night. In considering 
the cost of the space, he found that windows were 
most valuable and should be used properly to make 
them pay their way. He related instances showing 
how night display was responsible for good daytime 
business. He urged dealers to see that display fixtures 
were modern and cautioned them against carrying too 
many lines. He spoke of advertising and sales schools 
and suggested that dealers look to returning service 
men for new sales personnel. 

J. Ed Conlon followed with his talk on “Stationers’ 
Paper Problems in 1946,” which was reported in con- 
nection with earlier meetings. 

President R. D. Latsch gave his report to members, 
which was referred to in an earlier issue. He told of 
the loss to the Association in the passing of Mr. Garvin 
and touched briefly on the fine qualities of his succes- 
sor, Paul Burbank. The Denver meeting, he said, was 
the fourth he had attended this year and they all set 
new attendance records. ; 

An interesting talk on “Reflections of an Ex-Service 
Man” was given by C. R. Kendrick of Kendrick-Bel- 
lamy Stationery Company. Chuck, as Mr. Kendrick is 
known, found that business had changed greatly in 
recent years. Before the war, he said, we were wonder- 
ing who and how to Sell, and now how to get mer- 
chandise. He stated that we shall have immense pro- 
duction, that many sales organizations have dwindled 
and must be rebuilt, that people have money and are 
ready to buy. He spoke of difficulty in obtaining com- 
petent people to fill jobs in the industry. Competition, 
he said, would be much stiffer than ever. The sta- 
tioners will have to prepare their organizations for 
the competition sure to follow. 


Hear Talks on Credit Control 


Glen Hopper, of International Printing & Stationery 
Company, Grand Junction, Colo., spoke on “Accounts 
Receivable and Credit Control,” a subject on which he 
had been well versed even prior to the time he became 
a Sstationer. Before the war, he stated, 75 to 80 per cent 
of the stationery business went onto the books. Seven- 
ty-five to 80 per cent is obtained by outside salesmen. 
With typewriters, adding machines and metal furni- 
ture gone, he had expected to see the stationery vol- 
ume decrease. Instead, it went up steadily. Cash busi- 
ness increased while accounts were being liquidated. 
Credit associations, he stated, were losing out, some 
operating in the red, but have continued because they 
knew that later their services again will be demanded. 


“Are we prepared to meet this onrush of business?”, 
he asked. Most of us, he stated, were trying to re- 
habilitate. The heart of a business, he said, is its 
financial structure. While busy booking orders for ma- 
chines and metal furniture, he cautioned that we 
should not overlook the credit department. Already, 
he brought out, there has been a deluge of short 
checks. A finance company official reported a rush in 
small loans. Businesses were being established by in- 
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KOOLCUSHION 
SEATING 


It has a specially 
SYNTHETIC FO 


Upholstered In 
Bedford Cloth 


For 
Further Particulars Please Contact 
the Sikes Sales Representative 
In Your Area 


Metropolitan New York, Northern New Jersey 
and New England 


F.J. BLOEMPOT, | Park Ave., New York, N. Y. 


Virginia, W. Virginia, North Carolina na 


Eastern Ohio 


WALTER H. GERWIG, P. O. Box 976 
Parkersburg, W. Va. 


Middle West 


H. WRIGHT jae 1716 Merchandise 
art, Chicago, IIL, ; 


South 


R. T. MALONE, Route 1, Box 596, 
Dallas 8. Texes 


Pacific Coast 


ROSS R. WEST, 115 Front St, 
San Francisco, Calif. 


All Other Territories | 


The SIKES Company, Ine., 20 Checenall Ri: 


Buffalo, N. Y. 




















AMONG THE REGISTRANTS AT NSA’s TENTH DISTRICT MEETING, DENVER, COLO., APRIL 8-9 


. W. E. Buhler and Joe Donahue, W. A. Sheaffer Pen Co. ciated Stationers Supply Co.; Elmer Pearce, por Mountain Bank 
2. Holding down the eo desk temporarily: Bob Heck, Frank Note Co.; F. E. Lipp, Esterbrook Pen Co.; E. . Sawyer, Binney 


Mashek & Co., Glen Barclay (standing), W. H. Kistler Staty. Co., & Smith Co.; Joe Simmer, Wilson Jones Co. 

who was in charge when the picture was taken; Gordon Rickels, _ Hasty. Sengbusch Self-Closing Inkstand Co.; Jack Guerin, 

C. L. Barkley & Co.; Andy J. Albert, Kendrick-Bellamy Staty. Co. Eberhard Faber Pencil Co.; Joe Simmer, Wilson Jones Co.; Bob 
. Will Hughes, Weis Mig. Co., oldest traveler in point of service Davis, Oxford Filing Supply Co.; Art Pfister, United States Army 

in Tenth District, with President Bob Latsch. at time picture was made (probably civilian back with Smead 
. Frank B. Creer, Utah-Idaho School Supply Co.; Chuck Kendrick, Mig. Co. by time of publication). 

Kendrick-Bellamy Staty. Co.; George Wolcott, Wilson Jones Co.; . Carl W. Huhl, ZCMI, Salt Lake City; Adrian H. Pembroke, Pem- 

Adrian Pembroke, Pembroke Co., Salt Lake City. broke Co., Salt Lake City; Frank B. Creer, Utah-Idaho School 
. Frank E. Wilson, Manager of Revenue, City and County of Denver, Supply Co., Salt Lake City; Charles Reynell, Oxford _. Supply 

delivers address of welcome. Others showing at speakers’ table: Co.; Glen Hopper, Intermountain Prtg. & Staty. Co., Grand Junc- 

Ed Conlon, Rockwell-Barnes Co.; Horace Van Dorn, Joseph Dixon tion, Colo.; Bus Phillips, Midwest Office Supply, Salt Lake City: 

Crucible Co.; President R. D. Latsch. I. R. Stockton, Stanley Wessel & Co.; G. C. Lipp, W. H. Kistler 
. Herman Feld, Las Vegas Office Equipment Co., Las Vegas. N. Mex.; Staty. Co. 

O. W. Pechman, Denver Staty. Co.; Elmer Pearce, Rocky Mountain . A Kendrick-Bellamy group plus a supplier: Joe Davis; Claude Al- 

Bank Note Co., Pueblo, Colo.; W. B. McGarvin, Eagle Pencil Co.; len, The General Fuepresiing Co.; Herb Johnson, L. R. Kendrick, 

Cc. F. Evans, Sanford Ink Co.; .+ George Seaver, Simplex Time Re- Ervine Merritt. 

corder Co.; Claude Allen, The General Fireproofing Co. . Officers of Rocky Travelers: George Seaver, Simplex Time Record- 
. Herb Johnson and Herb Woodend, Kendrick-Bellamy Staty. Co.; er Co., treasurer; Frank Lipp, Esterbrook Pen Co., presi- 

Dave McMillan, Joe D. Hale Co.; Jack Kendrick, Kendrick- Bellamy dent; Glen Barclay, W. H. Kistler Staty. Co., secretary; Keith 

Staty. Co.; J. Ed Conlon, Rockwell-Barnes Co.; Matt Dillon, Asso- Gordon, Eberhard Faber Pencil Co., vice-president. 


(Story of Tenth District Meeting appears on pages 56 and 60) 
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See yourself 


in 


BUSINESS WEEK 


ohare, 


AMERICAN BUSINESS! 


You're the expert — as Mr. 
Expediter, Doctor of Offices, 
PHILADE LPH, you're getting a big hand 
PITTSBURGy from business men for clear- 
ing up office confusion with 


Art Metal Products. 


This advertisement appears 
in Business Week, April 27 and 
American Business, May 


*ART METAL STEEL OFFICE EQUIPMENT 
*WABASH FILING SUPPLIES 


(a subsidiary company 


*POSTINDEX VISIBLE INDEX RECORDS 








experienced men, many of whom are in for a rough 
time. An accounts receivable and credit control policy 
he reported as important as any policy in the business. 
He told how salesmen could obtain credit information 
readily from new accounts. Referring to action on slow 
accounts, he said steps should be taken to bring them 
up to date, that the collection policy puts money into 
the till, and increases the good will and morale of the 


entire organization. Spasmodic collection activities he 
characterized as dangerous practice. In the discussion 
which followed, Jack Kendrick of Kendrick-Bellamy 
Stationery Company, reported that five or six men 
were looking for jobs in the Denver area to every job 
that is open, which was cited as another reason for 
watching credit. 

H. B. Van Dorn was assigned the subject of “What 








CAUGHT BY THE CAMERA AT NSA’s NINTH DISTRICT MEETING, GALVESTON, TEX., MARCH 25-26 


1. Seated: Frank Palmer, Eaton Paper Corp.; R. C. Moore, Columbia 
Ribbon & Carbon Mig. Co.:; Art Carrow. Speed Products Co.; 
L. G. Morris, Eaton Paper ng John A. McKim, The Cargill Co., 
Houston. Standing: ME Norman, Columbia Ribbon & Carbon 
Mig. Co.; Bill Fletcher, the Carter's Ink Co.; Tom L. Ketchings, 
Tom L. Ketchings Co., Natchez, Miss.; C. N. Murray. Mittag & 
Volger. Inc.; Bill Epps. Columbia Ribbon & Carbon Mfg. Co. 

2. Seated: Cliff Wilson, Wilson Prtg. & Staty. Co., Houston; Bob 
Latsch, Latsch Bros., Lincoln, Nebr., president NSA; George Holt, 
W. A. Sheaffer Pen Co. Standing: Horace Van Dorn, Joseph 
Dixon Crucible Co.; Ed Manning; Stein Bros. Mig. Co. 

3. Seated: Gus Trahan, General Office Supply Co., Lafayette, La.; 
W. T. Martin, Shaw-Walker Co.; H. H. Carter, Goodwin & Carter, 
Houston; = Towell, Lamb Prtg. & Staty. Co., Beaumont, Tex. 
Standin J. Moore, Industrial Tape Corp.; Kenneth W. Moak, 
Bates Mig. ¢ Co .«« Mrs. John McKim; Mrs. Mary Moore; John Don- 
ahue, Carter's Ink Co.; A. W. Beseler, Stanrdard Prtg. & Litho- 
graphing Co., Houston. 

4. Norman Gerth, Imperial Desk Co.; H. D. Bartsch, Bartsch Office 
Furnishings. Corpus Christi, Texas; W. B. Towne and Lorain 
Saxon, National Blank Book Co. 

5. Seated: R. L. Stroud, Russell Staty. Co., Amarillo, Texas; W. T. 
Martin, Shaw-Walker Co.; H. C. Mayo, Monroe Office Equipment 
Co., Monroe, La.; Art Buchanan, Carpenter Paper Co., Houston, 
Texas; O. D. Mann, manufacturers’ representative. Standing: 
Ike Towell, Lamb Prtg. & Staty. Co., Beaumont; L. W. Tabb, 
Lake Charles Office Supply. Lake Charles, La.; Ted Bowers, 
Lamb Prtg. & Staty. Co. 

6. Mrs. Guy Lowe, Jackson, Miss.; Guy Lowe, The Office 4 a 
Jackson; Mrs. Frank J. Link: Jack V. Fleming. Vance Yaiier 
Co., Dallas; Mrs. Fleming. 

7. Bob Heck, Frank Mashek Co., congratulating Fred Deutsch, the 
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southwestern representative, newly-elected president of Texas 
Travelers. 

8. Jim Cooper, manufacturers’ representative; H. L. Fellowes, Bankers 
Box Co.; Tony Rivera, Dameron-Pierson Co., Ltd., New Orleans, 
La.; Gus Trahan, General Office Supply Co., Lafayette. La.; Bob 
Strafford, III, manufacturrers’ representative; George Wilkerson. 
Smead Mig. Co. 

9. Bill Browne. Browne-Morse Co.; J. W. Boswell, E. R. Conner & 
Co., Fort Worth; Lee Lowe, Browne-Morse Co.; Lloyd L. Mabe, 
E. R. Conner & Co. 

10. Harry “ae Bankers Box Co.; Gus Trahan, General Office 

te ply C Lafayette, La. 

J: e Peatling. . S. Webster Co.; Tom Riley, Eberhard Faber 

encil 

12. Armand ary Monroe Office Equipment Co., Monroe, La., lieu- 
tenant governor, Ninth District; Al Eisemann, Maverick-Clarke, 
San Antonio, governor. 

13. Cliff Wilson, Wilson Staty. & Prtg. Co., Houston, past-president 
NSA; John Gilbert, OFFICE APPLIANCES; Bob Latsch, Latsch 
Bros., Lincoln, Nebr., president NSA. 

14, = — Wilson Jones Co.; Dan MacDougall, Stationers Loose 
eaf Co 

15. W. Hugh McCutchen; R. P. Grieve, Maverick-Clarke, San Antonio. 

16. Gus Trahan, General Office Supply Co., Lafayette, La.; Armand 
Breard, Monroe Office Equipment Co., Monroe, La.; A. A. Hopkins, 
Clarke & Courts, Dallas: John Ford, Apex Staty. Co., Dallas. 

17. Lee Lowe, Browne-Morse Co.; Mrs. Keeling: Ed Keeling, Art 
Metal Construction Co. 

18. Jack Donahue, Carter’s Ink Co.; Ray Howard, Esterbrook Pen 
Co.; Pete McLaughlin, Allied Carbon & Ribbon Mfg. Co.; Ike 
Towell, Lamb Prtg. & Staty. Co., Beaumont, Tex. Standing: Bill 
Fletcher, Carter's Ink Co.; Frank J. Link, Art Metal Construction 
Co., Dick Gingland, Esterbrook Pen Co. 
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JON THE 

RIGHT SALES TRACK 
WITH AN OLD TOWN 
EXCLUSIVE* FRANCHISE 


Remember the story of the man who jumped on his horse 
and “galloped off in all directions?’ It needn't happen in 
your carbon, ribbon and duplicating supply department. 


THE OLD TOWN EXCLUSIVE FRANCHISE routes you on a 
super-sales-highway. No detours or road blocks and the 
way is paved for your salesman by OLD TOWN's. field 
service; technical advice, attraction-compelling displays and 

promotional helps. 


OLD TOWN sales are mapped for you only in your trad- 
ing area, so take this one-way path to maximum volume, 
minimum stock. 


Members of the OLD TOWN family include the finest in 
ribbons and carbons for every use PLUS Spirit Duplicating 
Carbons, Gelatin Rolls, Master Units, Copy Paper, Dupli- 
forms, Duplicating Fluids, Stencil Duplicating Inks. 


Find out today whether your territory is still open. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 


PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked., 


PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising 


i PROFITS: Priced right to give you 























= liberal margin of profit. Quicker 

z turnover of compact stock. 
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and RIBBON & CARBON CO. Inc. 

oe. Foremost makers of Ribbons and Carbons for Every Use 

at @ 750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 

Pr = Sales and Service Everywhere 

Bill We do not own or operate any branch offices. Old Town products are distributed 
a only through the best stationers and office supply dealers in every locality. 


ee te 








THEY’RE TWINS...IDEAL 
MERCHANDISE FOR 
COMBINATION SELLING! 


Put these twins to work for you...as a team...a real 
double-header for easy bigger profit. WHAT COULD 
BE EASIER than selling the Safeguard System with 
G/W cabinets . .. or G/W cabinets with Safeguard! We 
keep repeating this idea because we’ve proved it pays! 
Every time it pays US then somewhere out in the field it 
has paid a G/W dealer also! Just on this one idea alone the 
increased sales have been enormous... actually a huge per- 
centage of the total. Try it yourself. Watch it pay out! 


G/W Packaged SAFEGUARD Outfits 


Right now . . . with filing systems easier to 
sell than ever before . . . these ready-pack- 
aged, complete, simple-to-use, colorful out- 
fits assure outstanding customer-appeal and 
excellent profit for you. Four sizes, for 1- 
2- 3- and 4-drawer standard letter files. 
Initial dozen brings you a supply of the 
famous Find-i-tis booklet, and a hand- 
some counterpiece for displaying an actual 
For larger 


one-drawer Safeguard outfit. 
or special requirements consult G/W’s Sys- 


tems Division. 





Gy SAFEGUARO FILING 
SYSTEM INCREASES 
THE VALUE OF 

Gy CABINETS / 





























Globe - Wernicke 


“SAFEGUARD" 





60 


FILING SYSTEM 
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Globe - Wernicke 


FILING EQUIPMENT AND SYSTEMS 


OFFICE APPLIANCES, May, 


Gy PRECISION-BUILT 
STEEL FILING CABINETS 
INCREASE THE VALVE 
OF SAFEGUARO SYSTEM! 
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G/IW PRECISION-BUILT 
STEEL FILING CABINETS 


Globe-Wernicke’s famous 
steel files are increasingly 
available for your profit and 
highest customer -satisfac- 
tion. Now is the time to 
establish yourself with the 
outstanding GlobeArt Series 
**7000 Line’’—steel files 
world-renowned as engi- 
neered for feather- 
touch operation 
and lasting depend- 
ability. Start get- 
ting your share of 
business from the 
hundreds of live pros- 
pects in your terri- 
tory NOW! 


Sree 
SELLING AIDS 


For descriptive literature and 
selling aids write to “Head- 
quarters for Modern Office 
Engineering,’’ the Globe- 
Wernicke Co., Norwood, Cin- 
cinnati 12, Ohio. 





Visible Record Systems 
Office Furniture 
Bookcases 

Stationers’ Supplies 
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Is a Dangerous Inventory?”, due to a merry quip on 
the subject he made two years previously. He spoke on 
“Hats Off te the Past, Coats Off to the Future,” told of 
18 years of NSA under the vigorous leadership of 
Charlie Garvin, showing how he built up the organiza- 
tion from small membership and inadequate income to 
a strong association representative of the entire in- 
dustry. Many of his comments were reported earlier. 


John Gilbert spoke on “When Do We Get Merchan- 
dise?” a subject covered at earlier meetings by Walter 
Lennartson and George Wheeler, both of OFFICE APPLI- 
ANCES. 


Discusses Leather Goods Situation 


Mace Cole gave an instructive talk on “Leather Goods 
and the Stationer.” He pointed out, first of all, that 
during the war years his industry had its share of re- 
Strictive measures. He then continued, “V-J day ush- 
ered forth the anticipated transitory period for which 
we were all poised to produce goods at unprecedented 
levels. In spite of the immediate suspension of war- 
time regulations in our industry, this transition did 
not take place.” 

The result, he asserted, is, “In the allotment of 
leather deliveries and the relatively small amount of 
hides reaching the tanners, there are so many essen- 
tial products that outrank brief cases or luggage that 
we are finding it extremely difficult to get other than 
small and sporadic deliveries suitable for our use.” Mr. 
Cole said that there have been many inquiries as to 
the 20 per cent excise tax still prevailing on leather 
goods. There is a possibility, he declared, that this may 
be reduced soon to ten per cent and again become a 
manufacturers’ tax. 


Training Program Is Outlined 


A live subject at all meetings is the training pro- 
gram for veterans. Jack Snyder of the Veterans’ 


Bureau in Denver covered the subject in an able man- 
ner. The stationer, he said, presented an ideal situa- 
tion under the program, inasmuch as training for 
salesmen will require approximately two years, and for 
store managers twice as long. He referred to Governor 
Fred Rebinson, who had a veteran in training in his 
own store. He explained the plan of payment during 
training. Trades, he said, need not necessarily be ap- 
prenticeable; any occupatien which will make the vet- 
eran employable is suitable. While he reported 8,000 
veterans unemployed in Denver, he added that there 
was no unemployment among handicapped veterans 
and indicated that the 8,000 might be reduced soon. 
An average or standard price for a learner starting in 
Denver, he reported, is 50 per cent of the objective. He 
explained that it was necessary for a representative 
from the Veterans’ Administration to call personally 
and inspect the dealer’s store to be satisfied that nec- 
essary supplies and personal equipment were avail- 
able. In discussion it was brought out that the paper 
work involved was considerably less than some had 
been led to believe. Questioned about a refresher 
course for experienced men, he said that if they were 
making $300 a month they would not be eligible, but 
if making $200 they would be entitled to the program’s 
benefits. 

Each day’s program was finished with educational 
sound films. The first was “The Story of Paper,” a 
sound film produced by the Hammermill Paper Com- 
pany and furnished by the Denver branch of the Car- 
penter Paper Company. The other was entitled “A 
Round-Table Discussion,” or “Seeing Is the Biggest 
Thing in Selling,” produced and furnished by the Gen- 
eral Electric Company. 

A. W. Stevenson, of Steve’s Office Supply, Ogden, 
Utah, lieutenant governor, was nominated for the of- 
fice of governor. Herman Feld, of Las Vegas Office 
Equipment Company, was nominated for lieutenant 
governor. Elections are confirmed at NSA’s national 
convention in Chicago. 








he a" : =4F’ 
SPEAKERS’ TABLE, EIGHTH DISTRICT NSA MEETING, KANSAS CITY, MO., MARCH 29 


Left to right: 


Mrs. Ted Warkentin; NSA President R. D. 


Austin Waterbury, The Carter's Ink Co., president of Midwest 


Latsch, Latsch Brothers, Lincoln, Nebr.; Governor Ted Warken- Travelers Club; Mrs. R. D. Latsch; Mrs. Roy Moreland; 


tin, Southwest Stationery & Bank Supply Co., Lawton, Okla.; 
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George Holt, W. A. Sheaffer Pen Company. 
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BANQUET SCENE, EIGHTH DISTRICT NSA MEETING, HOTEL MUEHLEBACH, KANSAS CITY, MO. 
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that lead toa 
Fat Bank Balance 


Mr. Dealer—this is just be- 
tween us and your Sales- 
men. You can read if, too. 





Would you like to see green spots before your 
eyes—in the form of crisp folding money—a 
regular shower of the stuff? Then just do this: 
Pack your bag with PEERLESS TUCHTYPE KEYS 
and sally forth to call on all the Typists and 
Secretaries in your territory. Let's begin with 
Miss Jones..... 


Tell her that the specially-shaped guide keys 
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PEERLESS-IMPERIAL CO., INc. 


THE KEY MEN OF AMERICA 
DETROIT 18, 37 Linden St., River Rouge, Mich. @ 







give ‘‘eyes’’ to her fingers, make typing easier, 
increase her speed and accuracy. 

What—she still hesitates? Okay, my man, 
bend over and whisper these three magic words: 


“PREVENT BROKEN FINGERNAILS!” 
See her eyes light up. She smiles! She is sold! 
One salesman told us that these three magic 
words helped him sell 16 out of 18 Typists in 
one day. The secret is yours, 
free—and the sky is the limit. 

So hop to it. Easy wealth 
» beckons you. If your firm 
does not stock PEERLESS 
TUCHTYPE KEYS com- 
municate at once. 





Cc 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 





Manufacturers with the dealers’ viewpoint 
CHICAGO 2, 179 W. Washingotn St. 
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1. 


. The Registration Crew. 


. Seated—Bernard Moffet, 


. Seven Seats on One Bed—Frank Palmer, 


. Seated—Cuba C. White, 





FAMILIAR FACES AT NSA’s EIGHTH DISTRICT MEETING, KANSAS CITY. MO., MARCH 29-30 


Seated—J. Lee Cromwell, Cromwell Press, Enid, Okla.; R. C. 
Moore, Columbia Ribbon & Carbon Mfg. Co.; Luther R. Hanna, 
Philip Hano Co.; Buff Burtis. Burtis Press & Office Supplies, 
Clinton, Okla. rane ge lg lg me Stein Bros. Mig. Co.; Paul 
Cheney. Southworth Co., ringfield, Mass.; Milton Navrat. 
Navrat Office am ge mporia, Kans.; C. E. Reynell, 
Oxford Filing Suppl 


. Midwest Travelers ius i hotel committee getting ready to go to 


work—George Holt, W. A. Sheaffer Pen Co.; Jack Kern, Jack C. 


Kern Co., Dallas, Tex.; Tom Hanson, Thomas Hanson Co., repre- 
sentative of the Texas Travelers Club; Lou Brown, Eberhard 
Faber Pencil Co.; Ralph Maneval, A. W. Faber, Inc., chairman. 


Seated—Dee Fogel, Teresa Metzinger, 
Mildred Wayland, Mildred Pagels. Standing—George Alderson 
and R. C. Moore, Columbia Ribbon & Carbon Mig. Co.; I. W. 
Shockley, Sam L. Dodsworth Stationery Co., Kansas City. Mo. 
American Crayon Co.; Joe Popple, Des 
Moines, Ia., former governor of NSA District No. 7, now on vaca- 


tion; Roy S. Moreland, Schooley Printing & Stationery, Kansas 
City, Mo., district governor-elect; Charles Hicks, Art Metal Con- 
struction Co. Standing—Bill Small, Johnson Chair Co.; Fred 
Downs, Downs-Randolph Co., Tulsa, Okla.; H. Dorsey Douglas, 
H. Dorsey Douglas Co.; Oklahoma City, Okla.; Ed Little. 
Wabash Filing Supplies. Inc. 


Eaton Paper Corp.; 
~~ Linden, Ace Fastener Corp.; Doug Dunford, Office Supply & 

ipment Co., Topeka, Kans.; L. G. Morris, Eaton Paper Corp.; 
joke Thorpe, Phorpe’s, Arkansas City, Kans.; Ralph Sleeper, 
Office Supply & Equipment Co., Topeko, Kans.; W. F. Cromwell, 
Eaton Paper Corp. 


. Seated—Marie McDonald and S. C. McKee, Cramer Posture Chair 


Oklahoma City, Okla.; 


Co.; Iola Glasgow, Carpenter Paper Co., 
Oth Stillwater, Okla.; Mrs. 


Dale Fulton, Peerless Office Supply Co.. 
Dale Fulton. Standing—C. R. McDonald, Cramer Posture Chair 
Co.; W. Gotschall, News Stationery Co., Perry, Okla.; O. E. 
Glasgow, Carpenter Paper Co., Oklahoma City, Okla. 

S. Webster Co.; P. C. Masterson, 
John Krueger, F. S. Webster Co.; Dan Con- 
Standing—M. E. Zook, Rockwell- 
Stationery Co., Kansas City, 
quipment Co., Wichita, Kans. 


Acco Products, Inc.; 
sodine, Richard Best Pencil Co. 
Barnes Co.; Raymond Kline, Securit 
Mo.; Ralph Bauman, Bauman Office 
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8. 


11. 


. Seated—Ralph Maneval, 


. Seated—Joseph D. Landes, 


. Walter Ruedy, S. G. Adams Co., St. 


Richard Best Pencil Co., Inc.; Parle 
Cooley, Bates Mfg. Co.; Ed Manning, Stein Bros. Mig. Co.; W. B. 
Snyder, Snyder Office Equipment Co., St. Joseph, Mo. Standing— 
J. D. Landes, Schooley Printing & Stationery Co., Kansas City, 
Mo.; J. A. Brandhewey and L. J. Ely. Western Lithograph Co., 
Wichita, Kans. 


Seated—Dan Consodine, 


. First row—Everett Glenn, John A. Marshall Co., Kansas City, Mo.; 


Arnold May, Thacher, Inc., Topeka, Kans.; Claude Allen, The 
General Fireproofing Co.; Jack Manning, Joplin Printing Co.. 
Joplin, Mo. Second row—Mark Farrar, Joplin Printing Co., Joplin. 
Mo.; H. Dorsey Douglas, H. Dorsey Douglas Co., Oklahoma 
City. Okla.; B. Bristol, Koch Bros., Des Moines, Ia.; Bert Bruce 
and Claude C. Laird, Hutch-Line, Inc., Hutchinson, Kans. Third 
row—Milton Navrat, Navrat Office Equipment Co., Emporia, Kans.; 


J. Lee Cromwell, Cromwell Press, Enid, Okla.; Gene Hayes, 
Joplin Printing Co., Joplin, Mo.; . E. Moore, Goldsmith’s, 
Wichita, Kans.; Dwight Steele, The General Fireproofing Co. 


A. W. Faber, Inc.; B. J. Bristol, Koch 
Des Moines, Ia.; David C. Neuhaus, Frank Mashek Co.; 
John A. Gilbert, OFFICE APPLIANCES. Standing—Charles Malody, 
Associated Stationers Supply Co.; Gordon Kickels, C. L. Barkley 
& Co.; Dick Gingland, Esterbrook Pen Co.; Ted Caswell, F. 5S. 
Webster Co. 

Seated—John Ford, Peterson Lithographing & Printing Co., Omaha, 
Nebr.; Ray Castleberry, Palace Oiifice Supply Co., Tulsa, Okla.; 
Charles owl, Megeath Stationery Co., Saghe. Nebr.; Gene 
Hays, Joplin Printing Co., Joplin, Mo. Standing—John Uden, 
Security Stationery Co., Kansas City, Mo.; John Wachtler, Omaha 
Printing Co., Omaha, Nebr.; Joe Sweigart, Sweigart’s Office Sup- 
ply, Arkansas City, Kans.; George Williams, Herald Book & 
egg Co., Newton, Kans.; C. W. Emarine, Emarine’s, Council 
Bluffs, Ia. 


Bros., 


Schooley Printing & Stationery Co.. 
Kansas City, Mo.; Frank Palmer, Eaton Paar Corp.; Bruce 
McCaleb, Koosslaned Stationers Suppl Standing—W. F. 
Cromwell, Eaton Paper Corp.; Parle Losier. Bates Mig. Co.? 
Charles Malody. Associated Stationers Supply Co. 

Louis, ~ 7 Ed Little, Wabash 
Bankers Box Co.; A. J. 


Filing “=~ Inc.; Harry Fellowes. 


Bartens, Shallcross Printing & Stationery Co., St. Louis, Mo.? 
Heinie Sengbusch, Sengbusch Self-Closing Inkstand Co. 
OFFICE APPLIANCES, May, 1946 
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AGREE EROS 


14. Seated—Harry Short, Columbian Art Works, Inc.; Mrs. Ralph 
Maneval; Ralph Maneval. A. W. Faber. Inc. Standing—John W. 
Henn, Sanley Wessel & Co.; Carl Kaufman, Speed Products Co. 


15. Seated—R. D. Latsch, Latsch Bros., Lincoln, Nebr.; NSA president: 
Ted Warkentin. Southwest Stationery & Bank Supply. Lawton, 
Okla., district governor; Austin Waterbury, Carter's Ink Co., 
resident, Mid-West Travelers Club. Standing—Mark Farrar. 
oplin Printing Co., Joplin. Mo.; Walter Ruedy. S. G. Adams Co., 
St. Louis, Mo.; A. J. Bartens, Shallcross Printing & Stationery 
Co., St. Louis. Mo., president of the Stationers Association of 
Greater St. Louis. 


16. Hy Linden, Ace Fastener Corp., and L. G. Morris, Eaton Paper 
Corp., relaxing in their four-poster after a day of strenuous con- 
vention activities. 


17. E. F. Kahnt, Independence Typewriter Service, Coffeyville, Kans.; 
R. W. Vater, Joseph Dixon Crucible Co.; George A. Witte, White 
& Wyckoff Mig. Co.; E. R. Sharp, Hotchkiss Sales Co. 


18. Governor-elect Roy Moreland, Schooley Printing & Stationery Co.., 
Kansas City, Mo.; Governor Ted Warkentin, Southwest Stationery 
& Bank Supply, Lawton, Okla. 


—— re 


ROCKY TRAVELERS ELECT 


The Rocky Travelers Club, which co-operated whole- 
heartedly in NSA’s Tenth District meeting in Den- 
ver on April 9, took time out from the program on 
the morning of the eighth for a meeting of its own. 
Frank Lipp of Esterbrook Pen Company was chosen 
president for the ensuing year. Keith Gordon of 
Eberhard Faber Pencil Company is the new vice- 
president. George Seaver, Simplex Time Recorder 
Company, is treasurer. Glenn Barkley, W. H. Kistler 
Stationery Company, continues as secretary. Jack 
Guerin of Eberhard Faber was the retiring president. 


Oe 


PLAN PENN-MAR-VA EDUCATIONAL MEETINGS 


Ben Wachtel is chairman of the educational com- 
mittee considering a program outlined by himself and 
Jack Emhart, president of the Penn-Mar-Va Travelers 
Club, at the last Philadelphia Stationers’ Association 
meeting. 

“While we will not be in a position to start these 
programs before fall, may I ask that any of our mem- 
bers who may be interested in this procedure give the 
matter some thought so that when we get ready to go 
we will have a well-organized story to offer our deal- 
ers,’ declared Mr. Wachtel. 

“It is advisable that all programs be presented by 
factory representatives of authority rather than by 
local territory men. At least that was he opinion voiced 
to me by our dealers and our own members.” 

Chairman Wachtel continued, “As Jack Emhart so 
ably put it at the last meeting, this educational pro- 
gram is most important to all concerned. The dealer 
and his sales people must know as much about our 
prospects as we do if we ever hope to get the proper 
presentation and sales job well done for all of us.” 


The chairman asked that suggestions regarding the 
program be forwarded to him. 


——————— _ 


AT THE RIGHT 

1. George Holt, W. A. Sheaffer Pen Co.; Ted Warkentin, Southwest 
Stationery & Bank purty. Lawton, Okla.; Bradford Smith, Taylor- 
Smith Sales Agency, hicago, Ill.; Ed Little, Wabash Filing 
Supplies, Inc. 

2. J. L. Wren, House of Wren, Oklahoma City, Okla.; Grace Down- 
ing; Paul J. Ocken, Graphic Arts Industries, Inc., Minneapolis, 
Minn.; Harold Hoffman, Smead Mfg. Co. 

3. Gordon J. Kickels, C. L. Barkley & Co.; A. C. Van Horne and 
Bill Pickering, Eberhard Faber Pencil Co.; Bill Small, Johnson 
Chair Co.; L. M. Brown and John Horne, Eberhard Faber Pencil 
Co.; Dan J. Consodine, Richard Best Pencil Co. 

4. A Group from Wichita—L. A. Shore and Earl K. Duke, Duke 
Printing & Office Supply; J. Brent Hewey and L. J. Ely, Western 
Lithograph: Tom Sutherland, Cast Office Supplies. 

5. Howard L. Pfau, The Globe-Wernicke Co.; Dale Fenton, Peerless 
Office Supplies, Stillwater, Okla.; W. Gotschall, News Stationery 
Co., Perry, Okla.; Fred B. Larson, The Globe-Wernicke Co.; 
Ray A. Baldwin, Gallup Stationery Co., Kansas City, Mo. 

6. Jack C. Kern, Jack C. Kern Co., Dallas, Tex.; Leonard Wilcox, 
Roberts Prtg. & Staty. Co., Hutchinson, Kans.; Tom Suther- 
land, Cast Office Supplies, Wichita, Kans.; Gene Glasgow, Car- 
penter Paper Co.,. Oklahoma City, Okla.; Paul Fiske, Dallas 
vg Supplies, Dallas, Tex.; Obie Seale, Scott-Rice Co., Tulsa, 

a. 


7. All Kansas Citians: Seated—Mrs. John Uden, Mrs. Henry Middles- 
worth, Mrs. Pete Jamerson, Mrs. Ray Baldwin, Mrs. William 
Freund. Standing—John Uden, Security Stationery Co.; Henry 
Middlesworth; Pete Jamerson; Ray Baldwin, Gallup Stationery Co.; 
William Freund. 
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NSA SIXTH DISTRICT AND IBSA JOIN 
IN SUCCESSFUL CHICAGO MEETING 


Registration Totals 180— Outstanding Guest 
Speakers Highlight Program—Stevens and Pass- 
more to Head Groups for Coming Year 


NTRODUCTION of Paul E. Burbank as the new 
general manager of NSA, soon to assume his posi- 
tion of leadership, provided a highlight of the NSA 





District No. 6 meeting, held in conjunction with the 
Illinois Booksellers & Stationers Association conven- 
tion. 

W. M. Weck, governor of the Sixth District, and 
P. G. Picknell, president of the Illinois group, shep- 
herded the two-day sessions, held in the Congress 
Hotel at Chicago with a registration of 180. 

Before adjournment the assemblage elevated G. O. 
“Ollie” Stevens of Stevens, Maloney & Company, Chi- 
cago, to the position of regional governor for 1946-47. 




















THROUGH THE CAMERA LENS AT THE CHICAGO MEETING OF IBSA & NSA NO. 6 


. Rose Cushman, NSA. Washington, DB. C.; Harry Horder. Horder’s, 
Inc., Chicago. 

. Executives, old and new: Dempster Passmore, University of 
Chicago Bookstore, Chicago, IBSA president-elect: P. J. Picknell, 
Haines & Essick Company. Decatur, Ill., president of IBSA; 
W. M. Weck, Haines & Essick Co., governor of Sixth District 
NSA: G. O. Stevens, Stevens, Maloney & Co., governor-elect 
of Sixth District. 

; . M. Babson, Bates Mig. Co., and W. E. Smith, Ace Fastener 

orp 

4 Wilkiam Fox, Stauder Engraving Co.: H. W. Jacobson, Jacobson 
Office Equipment Co., Gary. Ind.; John Malady. Bainbridge, 
Kimpton t _ Inc.; Mrs. Paul Sprinkle: Paul Sprinkle, Office 
Stationers. Fort Wayne. Ind.; Dan Consodine, Richard Best 
Pencil Co. 

. John Henn, Stanley Wessel & Co.; Al Baugher and Karl Kiesel, 
both of Carter's Ink Co.; Stanle Baten. American Pad & Paper 
Co.; Charles Consodine, B Kimpton & Haupt, Inc.; 
Walter Lennartson, OFFICE A PLIRNCES. 

. Organization Officials and NS + eee Seated—Horace Van 
Dorn, Joseph Dixon Crucible Co., vice-president, NSA Manu- 
facturers Division; W. M. Weck. Haines & Essick Co., Decatur, 
Ill., Sixth District governor; Ed Manning, Stein Bros. Mfg. Co. 
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Standing—P. J. Picknell, Haines & Essick Co., IBSA president; 
Less Crowl, Blade Printing & Paper Co., Toledo, Ohio, vice- 
resident, NSA Distributors Division; R. D. Latsch, Latsch Brothers, 
incoln, Nebr., NSA president; George Holt, W. A. Sheaffer Pen 
Co., vice-chairman, NSA Manufacturers Division; Walter Lennart- 
son, OFFICE APPLIANCES. 

- Howard Pfau, The Globe-Wernicke Co.; Gordon Kickels, C. L. 
Barkley & Co.; Arthur Frey, The Globe- Wernicke Co.; Larry 
Goodhand and Bob Reynell, both of Oxford Filing Supply Co.; 
Glenn Chambers, Weis Mig. Co.; C. L. Barkley, C. L. Barkley 
& Co.; Harvey Rockwell, Yawman and Erbe Mig. Co. 

. R. W. Heck and Eli Chalfie, both of Frank Mashek Co.; J. be. 
Mann, Sturgis Posture Chair Co. 

. George Tapner, Industrial Tape Corp.; Stanley Golon, American 
Pad & Paper Co.:; M. E. Quay, The General Fireproofing Co. 

. Roscoe Benge, Codo Mfg. Co.; George Weygant, Engineering 
Sales Co.; Frank Cooper, Codo Mig. Co.; Earl Collins, Rockwell- 
Barnes Co. 

. Bob ee nell and Larry Goodhand, both of Oxford Filing Supply 
Co.; B Ball, Ball & Thrasher, Ann Arbor, Mich. 

. Larry Schubert, Office ay South Bend, Ind.; E. A. Napp, 
Napp Office & School ee, Co., Manitowoc, ‘Wis.; Conrad 
Netzhammer, Northwestern Furniture Co., Milwaukee, Wis. 
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Yes, MASTER-CRAFT merchandise goes to MASTER-CRAFT 
Exclusive Dealers! It’s true we cannot give our dealers as much 
goods as they — and we — would like. But the dealer gets ALL 
that goes into his territory. 
A short time ago we were offered an order for 5,000 loose-leaf 
binders. It was a nice order, but the buyer was not our Exclusive 
Dealer. What's more, if we had filled that order, it would have 
meant 5,000 less binders for our good, loyal dealers. So the 
order was refused. 
MASTER-CRAFT goods are not sold through loose-leaf jobbers, 
national chain stores or mail order concerns. When we establish 
a dealer with exclusive territory, we sell that territory only 
through that dealer. Thus the MASTER-CRAFT Dealer enjoys 
full support today, and full protection for tomorrow. 
sident: MASTER-CRAFT Corporation, Kalamazoo, Michigan 
ce Division of The Shaw-Walker Company 
er Pen 
ennart- 
ag 
ey 
=|  MASTER-CRAFT 
i = believes in the Independent Retail 
agering stationer. MASTER-CRAFT sells directly to the Retail Stationer, under an Exclusive 
Supply Franchise whi@f assures his getting all the merchandise available, because we sell 
Napp. ; 
Conrad to him alone % 
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Chosen to guide the destinies of the Illinois Book- 
sellers & Stationers Association are Dempster S. 
Passmore, University of Chicago Bookstore, president; 
M. T. Weingartner, Egyptian Stationery Company, 
Belleville, Ill., executive vice-president; Tom Géillice, 
Rockwell-Barnes Company, Chicago, vice-president; 
William Warner, Office Equipment Company, Mattoon, 
Ill., vice-president; A. J. Markelz, The Book Shop, Inc., 
Joliet, Ill., secretary-treasurer; and an executive com- 
mittee composed of P. .G Picknell, Haines & Essick 
Company, Decatur, Ill.; Homer Jacquin, Jacquin & 
Company, Peoria, Ill.; Jess Sutton, Woodbury’s Book 
Store, Danville, Ill.; Chalmers Marquis, Woodworth’s 
Book Store, Chicago; and Fred Gordon, Miner’s Book 
Store, Macomb, III. 

“One face of a great character is missing here as 
we move with heavy hearts,” declared Horace B. Van 
Dorn, chairman on Monday, in paying tribute to the 
memory of the late NSA general manager. “The 
influence of Charlie Garvin made us one of the great 
trade associations of America. He came into the NSA 
when it was of low estate.” 


Introduced as the new general manager, to take 
his post this month, Paul Burbank said, “I stand 
before you well realizing the responsibilities of my 
new job. I know that behind us is not only a back- 
ground of tradition, but also the background of the 
work of Charlie Garvin. I recognize well what he has 
done. In accepting the challenge, I am cognizant of 
the respect which this large, growing organization 
enjoys, and I also know that we have tremendous 


tasks to perform. 


Asks Co-operation of All 


Mr. Burbank asked for individual suggestions and 
honest criticism, saying, “It is only by service to one 
another and constructive advice that we can gain.” 

In conclusion, the new NSA executive stated, “If I 
have left but one thought, I hope it is: I am asking 
each one of you to take an individual responsibility 
in making this a better association.” The entire as- 
semblage then stood in such a pledge of co-operation. 

A “carry-on” theme was also expressed in remarks 
by Robert D. Latsch, president of NSA, who asserted, 
“The stationery business is just starting, is just 
in its babyhood. There are lots of opportunities for 
development .. . I can’t think of a better way in 


AT THE IBSA-NSA SIXTH DISTRICT MEETING 


1. George Tapner, Industrial Tape Corp.; James Bradley. Higgins 
Ink Co.; y Linden, Ace Fastener Corp; William Lipner, 
Koh-I-Noor Pencil Co. 

2. Daniel Hanson, Carlson Brothers, Moline. Ill.; Cort Horr, Asso- 
ciated Stationers Supply Co.; Will Harms, Business Equipment 
Co., Peoria. Ill.; William Leineweber, Associated Stationers Supply 
Co., Hugh Reeves, Jacquin & Co., Peoria, Ill.; Dan Consodine, 
Richard Best Pencil Co.; W. I. Mackey. Cooke & Cobb Co. 

3. D. W. Sharpe. Reyburn Mfg. Co.; Eldon Just, Just & Son, 
Chicago; Stuart Winslow, Whiting Paper Co.; A. F. Cote, Reyburn 
Mig. Co.; Duncan Conklin, Boorum Pease Co.; Russell Ragan. 
American Pad & Paper Co.; M. A. Bredesen, Bredesen Brothers. 
Beloit, Wis. 

4. John Krueger, F. S. Webster Co.; Harry Pinch and Dempster 
Passmore, both of University of Chicago bedheolons. Chicago; W. 
J. Becker.. Joseph Dixon Crucible Co.; Earl Mason, manufac- 
turers’ representative. 

5. Great Lakes Travelers Club Officers: Ben Allen. American Lead 
Pencil Co., first vice-president; Tom Gillice, Rockwell-Barnes 
Co.; Gordon Kickels. C. L. Barkley & Co., president; Ben 
Powell, A. W. Faber, Inc., second vice-president; Russell 
Ragan, American Pad & Paper Co., treasurer; Earl Collins, 
Rockwell-Barnes Co., secretary. 

6. Homer Jacquin, Jacquin & Co., Peoria, Ill.; Jess Sutton, Wood- 
bury Book Co., Danville, Ill.; A. C. Van Horn, Eberhard Faber 
Pencil Co.; Jess Peck. Springfield Staty. Co., Springfield, Ill.; Hy 
Linden, Ace Fastener Corp.: William Dalton, W. J. Dalton, 
Advertising. 

7. G. O. Stevens, Stevens, Maloney & Co., Chicago; Paul Cheney, 
Southworth Co.; Harry Balch, Quality Park Envelope Co.; James 
Bradley, Higgins Ink Co. 

8. L. H. Wittgen. Smith & Butterfield, Evansville, Ind.; W. A. 
Mobhrdeick and William Leineweber, both of Associated Stationers 
Supply Co.; George Herrmann, Heyer Corp. 

9. Fred Tracht. former IBSA president and former Sixth District 
governor; A. H. Labahn; Russell Reynolds, National Association 
of College Stores; Walter Wagner, University of Chicago Book- 
store, ag» Mrs. James C. Foster: Harry Chumley, Woodward's 
een ga hicago: James C. Foster, irt’s Bookstore, Mon- 
mouth, ° 
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@ When a customer leaves your 
store after purchasing a quality product you 
may rest assured that he will return when in 
need of other merchandise which you sell. 
Practically every successful business, whether 
manufacturer or retailer, is built on this 
principle. 

When recommending Ace Staplers the 
dealer knows his customer is getting a ma- 
chine that will give lifetime satisfaction ..a 
machine that is built with watch-like pre- 
cision, from the finest materials by seasoned 


workmen. 


To match the fine, enduring qualities of an 
Ace Stapler your customers will want, and 
should have, Ace Staples. In the production 
of these Staples only premium quality wire is 
used, absolutely uniform in size, strength and 
temper. That is why Ace Staples have such 


high, tensile, penetrating strength. 


SOLD THROUGH DEALERS EXCLUSIVELY 





for 5 years. 


ACE SCOUT 


A durable, long-life 
stapler. Staples, pins 
and tacks. Guaranteed 
$1.00* 












ACE PILOT 


Precision built by 
skilled workmen. 
Staples and pins. 
Guaranteed to give 
perfect stapling 
satisfaction. $4.00* 









STAPLES 


Have highest ten- 
sile penetrating 
strength. Made of 
premium quality 
wire. Hand in- 
spected. 
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The New 
ACELINER 
“World's Finest’ 






ACE STANDARD 


Largest sellerinthe 
Ace line. Staples 
& pins. Unexcelled 
stapling perfor- 
mance. Favorite of 
thousands. $6.00* 





ACE CLIPPER 


A real money saver. 
Light weight, easy 
action, built to last 
a lifetime. $4.50* 


* Slightly higher West of Rockies 
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which to crystallize the program of the NSA than 
through meetings like these.” 

Speaking of the post-war challenge, Mr. Latsch 
said, “You can’t interest people with the methods of 
the old days. We can’t stand still.” 


Hear NSA Troupe Speakers 


Members of the traveling troupe of NSA presented 
addresses which have been covered in previous ac- 
counts of regional meetings. J. E. Conlon, manager of 
Rockwell-Barnes Company, Chicago, discussed “Sta- 
tioners Paper Problems in 1946.” Edward Manning, 
general manager of Stein Brothers Manufacturing 
Company, Chicago, talked on “Leather Goods and the 
Stationer.” Walter Lennartson of OFFICE APPLIANCES 
presented his appraisal of “When Do We Get Mer- 
chandise?”, a subject on which he spoke at the Kansas 
City, Mo., meeting. George C. Holt, general sales man- 
ager of the W. A. Sheaffer Pen Company, dwelt on 
“Merchandising and Selling Problems in the Post-War 
Era.” The latter made an appeal for the sale of qual- 
ity goods, declaring, “The quality of the products you 
sell is remembered long after the price is forgotten.” 
He continued, “You don’t have to worry about how to 
stop competition if you treat your sales force right and 
they know how to treat the customers. Your per- 
sionality is the length and breadth of your business 
Over 80 per cent of the customers who stop doing 
business with a store do it for this one reason—that 
the clerks did not pay enough attention to customers.” 


The Monday evening’s dinner dance, attended by 
272 in the Gold Room of the Congress Hotel, had no 
formal program, but there was some informal enter- 
tainment by a strolling accordionist. The conven- 
tion’s House of Friendship, conducted by the Great 
Lakes Travelers Club, was a popular annex. Harold 
Friedlander, representative of Rand McNally, again 
favored those attending with road atlases. This dis- 
tribution has been a popular feature of the Sixth Dis- 
trict and IBSA assemblies for several years. 

The Illinois Booksellers & Stationers Association, 
headed by P. G. Picknell, conducted the second day 
of the convention, presenting as speakers Harry 
Horder, president of Horder’s, Inc., Chicago; Emmet 
Dedmon, editor of the Midwest Book Briefs column of 
the Chicago Sun; W. J. Brons, chief editorial writer 
for the Chicago Journal of Commerce; and Joseph T. 
Meek, executive secretary of the Illinois Federation 
of Retail Associations. 

Mr. Horder provided illuminating remarks on a sub- 
ject which might be stated as “A Look at the Situa- 
tion.” He paid tribute to the manufacturers for the 
job they have done and are doing, and pleaded for the 
keeping up of an inventory to meet heavy demands. 
He stressed the need for a price list which takes hold 
promptly. Speaking of rising costs, he asserted that 
it costs 25 per cent more today to maintain the same 
inventory as before. 


Need Consideration of Employees 


Urging careful consideration of the welfare of em- 
ployees, he urged the stationers to develop “a social 
sense and a social responsibility, inasmuch as the em- 
ployees have contributed to the growth and mainte- 
nance of the business.” 

Literary Columnist Dedmon gave a graphic descrip- 
tion of the tribulations of writing a book while in 
‘a German prisoner of war camp, telling how he used 
chocolate bar wrappers for paper. During his address 
he recognized Don Eldridge of Rand McNally & Com- 
pany in the audience and referred to him as a “prison 
camp buddy” in Germany. 

“We must remove the fundamental causes of cur- 
rency debasement and to do that must balance the 
budget right now,” said Editorial Writer Brons in 
his searching analysis of the nation’s financial plight, 
which he attributed to chronic deficit financing. The 
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speaker referred to President Truman’s debt-reduction 
program thus far as “an optical delusion, pure and 
simple.” 

“Must we continue on the present system?” “Can 
we return to sanity in fiscal matters?” These were 
some of the questions which the speaker presented to 
his audience, pointing to one deficit solution as being 
the paring of Government spending to the bone, the 
continuation of taxes at the present high level and the 
resultant periodic retiring of public debt. “A good 
beginning would be for all responsible groups to stop 
leaning on the Government,” he said. “Unrestrained 
Federal spending and continued deficits go hand in 
hand.” 

Well acquainted with many members of the Sixth 
Region NSA and Illinois booksellers and stationers, Mr. 
Meek gave a forceful address in which he asserted 
that “Practical Christianity is the moral fibre of the 
people and citizenship is a practical expression of that 
fibre.” 


A Nation With an Opportunity 


“We ought to be an especially optimistic people, for 
we have an opportunity to lead a world out of the 
wilderness of despondency. Instead we have seen 
moral fortitude lessened and supplanted by shaki- 
ness bordering on lawlessness.” 

Among the informal talks at the second-day session 
was one by Howard Pfau, sales manager of The Globe- 
Wernicke Co., who thanked stationers for their pa- 
tience and “real mature understanding of our prob- 
lems.” He told of the lack of steel causing production 
problems at present but said, “If things go along as 
they should we may have a definite easement of the 
situation in the last six months of the year.” 

Before adjournment, the conventionites heard a 
report by John Carroll, chairman of the necrology 
committee, and another report by D. S. Passmore, 
chairman of the resolutions committee. The resolu- 
tions thanked the management of the hotel, the 
speakers, the Great Lake Travelers Club for the House 
of Friendship, and referred to the untiring convention 
efforts of Tom Gillice and A. J. Markelz. Dan Hanson 
then brought in the report of the nominating com- 
mittee just before adjournment. 


2 — 
STATIONERS HOLD FIRST GOLF TOURNEY 


Enjoying a day that was made to order in weather 
conditions, some 50 members and guests of the Sta- 
tioners Golf Association of New York teed off at 
the beautiful Leewood Golf Club in Crestwood of 
Westchester County, N. Y., for the first tournamen 
of the season. ; 

When all the cards were posted, it was found that 
W. D. Evans, W. A. Sheaffer Pen Company, had won 
the low net in Class A, and Keith Clark of Keith 
Clark, Inc., had second low net. In Class B, I. M. 
Levy, Art Steel Company, Inc., won low net, and 
Fred W. Callahan, J. C. Blair Company, had second 
low net. 

After the usual jollification at the nineteenth hole, 
the golfers enjoyed a fine dinner, at which the 
prizes for the day were awarded. 

—_——— 
CONNECTICUT VALLEY STATIONERS IN SESSION 


The regular meeting of the Connecticut Valley Sta- 
tioners Association was held on March 27 at the Hotel 
Bond in Hartford, Conn., with Charlie Conklin, the 
new president, at the helm. There was a good attend- 
ance for the talk by H. L. Guite of the Connecticut 
Vocational Rehabilitation Department on job training 
for veterans. 

It was decided to hold the annual outing in June at 
a site to be selected on a later date. The next regular 
meeting will be held in Hartford with Bill Blech pre- 
siding in the absence of President Conklin, who will 
be enjoying the Florida Sunshine. 
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DONT GUESS—DONT GAMBLE/ 


NO NEED FOR GUESSWORK WHEN YOU USE THE M& V “TESTED AND PROVED” 
5-POINT SALES- PROMOTION PLAN FOR MORE PROFITABLE BUSINESS. 


This five-point plan takes the gamble out of your Start using this profitable sales-producing plan right 
sales promotional efforts. One look at this practical, now. Enjoy the results that come with 100% 
easy-to-use promotional plan will convince you that coordination between advertising, sales promotion, 
it's built on facts—not theory. No guesswork here. and personal sales work. Send today for full details 
This plan has produced new customers at low cost on the new M & V 5-Point Sales Plan*. Don't forget, 


wherever it has been put into actual operation. today is the day to prepare for tomorrow! 


*Specialized plans will be prepared to meet local conditions. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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“HIGH-WAY" of FILING: 


IN AMERICA 








HANG-A-FILE \ 
g (The Complete wr ics : 





HANG-A-FILE is packaged filing effi- 
ciency . .. a complete filing system ready 
to go to work. HANG-A-FILE includes the 
caster equipped steel cabinet PLUS 25 
HANG-A-FILE FOLDERS AND INSERTS. 
Enthusiastically acclaimed by dealers and 
. their customers from coast to coast. Rec- 
ommended for: correspondence, shipping 
orders, shop tickets, bills, orders, invoices 
etc. HANG-A-FILE presents the greatest 
sales opportunity offered in years. Act to- 
day .. . get your share of this profitable 
business. Write-Telephone-Wire. Complete 
information on request. 


















NO. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders supported by full 
lengh chrome finish metal hangers which 
rest on two guide rails. 





















All metal file, caster equipped, finished 
in olive green enamel. Width 131% in., ( 
depth 18 in. height 27 in. 
Shipping weight 33 Ibs. Packed 2 to = 
carton. Shipped K.D., easily assembled. VY g =) 
IMMEDIATE DELIVERY seen 
HANG-A-FILE = 
b 3 
* Complete with 25 Hang-a-File 
Folders and Inserts. 








Louis H. Farber 


OFFICE FURNITURE * SCHOOL EQUIPMENT | Tos 
31 EAST CONGRESS STREET « Note New Address « CHICAGO 5, ILLINOIS | 
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. | YOU GET Action and Control 


with Acme Visible Systems 





SALES PLANNING— Osco 
Calls for Usable Record Data and Information / SHELE RECORS sys 
Now is an excellent time to establish a modern up-to- “| I| i 





date sales control system. Facts regarding customers, a Il 
products and territories are becoming progressively | 

more important. Acme Visible Record Equipment | 
places them before you where you can See, Analyze | 


and Act. Prepare now—be ready to base decisions 
t We have prepared a timely informa- 
on facts. tive portfolio complete with samples 
The trained Acme man in your area knows exactly _ of Visible Sales Record Cards. 


how to build the record forms and prepare the oper- Send for your =r tony, it will 
; Meee : © 
ating plan that your own objectives require. control system. 





aid you in pl 9 n sales 











FOR VISUAL 


PHOTOZ/ SALES PRESENTATION 


Your sales messages are made more convincing when accom- 
panied by pictures . . . of products, special features, their 
applications and uses. With PHOTOdex sales presentations 
are kept up-to-date at all times by substituting or adding 
photographs of new models or products. 

Compact and attractive, bound in luggage tan imitation 
leather. The cover turns back to form a secure easel support. 
Its capacity is 50 8x10 prints, 100 5x7 prints or any desired 
combination of both. Each photograph is Visibly Indexed, 
with the indexing protected by the transparent edge of the 
pocket. Acme PHOTOdex brings a new standard of effi- 
ciency to pictorial sales presentations. 


In stock for immediate delivery—ask to see it! 





















<“SLIDEZ/ aA REVOLUTIONARY INNOVATION 


ey 


The figures posted in the average record are not necessarily the usable facts. 
It is only when they are translated to their true meaning that their utmost 
value can be realized. 

Vital and usable facts—not just the figures appearing in the body of the 

card—are graphically and forcefully portrayed on the visible margins of an 
i Acme Record through SLIDEdex. 
‘ WITHOUT LABORIOUS, TIME-CONSUMING CALCULATIONS, 
SLIDEdex translates sales figures to “‘Quota Percentages’’—inventory balances 
to “Days of Supply’—budget balances to “Percent Available’’—instantly, 
unerringly—and automatically signals the visible margin of each card. 


_ ReekaBagerkans 
fF. 29 S39 de Ose we eee & 
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To those dealers who have or would like to set up a Systems Department, Acme presents an unusual opportunity for much profitable business. Write or wire for further details, 


ACME VISIBLE RECORDS, INC. 


Acme Vinible Records, Inc. 122 SOUTH MICHIGAN AVENUE « CHICAGO 3, ILLINOIS 


Reprint of Our Message in National Magazines 
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STATIONERS & PUBLISHERS BOARD OF TRADE 
HOLDS ANNUAL FORUM AND DINNER 


The Stationers and Publishers Board of Trade, Inc., 
held its annual forum and dinner at the Biltmore 
Hotel, New York City, on Friday, April 26. Those pres- 
ent agreed that the forum was rich in information 
and many thought it was one of the:best ever held. 


The forum was opened in the afternoon by Howard 
S. Sanders, executive secretary, who welcomed mem- 
bers and friends. Starting his talk with a brief outline 
of the purpose and activities of the Board of Trade, 
he reviewed its history from an early beginning in 
the year 1875, telling of the invaluable service it has 
rendered to stationers. He advised credit men to be 
ever vigilant and warned them against men starting 
in business with very little capital. “Don’t kill them 
with kindness,” he said, “better to refuse credit in 
the beginning than to suffer regrets later on.” He 
praised field representatives and salesmen, saying 
that they are doing a fine and credit-wise job. 
In closing, he advised credit men to dig deep when an 
account slows up in making payments, and find out 
the underlying cause so it can be corrected. He 
suggested a co-ordination of efforts to help that 
account put its house in order. 

First speaker of the afternoon was Roy A. Foulke, 
vice-president of Dun & Bradstreet, who gave an 
interesting and informative talk on “Behind the 
Scenes of Business.” 

Mr. Foulke divided his talk into three parts: First 
—“Growing similarity between commercial banking 
and investment trusts,” pointing out the changes 
that have taken place over a period of years in the 
banking field. Second—‘Fluctuations between births 
and deaths of commercial business enterprise,” show- 
ing a great current increase in business concerns, 
possibly 200,000 concerns in 1946, an all-time high 
for the country. Third—“Typical important changes 
in financial statements of industrial concerns.” The 
speaker asserted that manufacturers’ net profit in 
the past five years was the greatest in the nation’s 
history. In comparing today’s conditions with those 
following World War I, he said that business firms 
are showing a better financial standing today be- 
cause of having written off costs of additional plants 
and equipment for income tax purposes and now 
owning all these facilities. In closing, he said that the 
following five factors pointed to at least three or 
four good business years ahead: 1. Good demand for 
merchandise; 2. Purchasing power to buy; 3. Adequate 
labor and manufacturing facilities; 4. Adequate raw 
materials; 5. Adequate credit. 

Norman Vincent Peale, pastor of the Marble Col- 
legiate Church, New York City, spoke on “How to 
Be Efficient in the Days Ahead.” This was a stirring 
address in his usual dynamic manner, and it was 
enthusiastically received by his audience. He pointed 
out that in order to deal with people one must be 

(Turn to page 209, please) 





PALM BEACH SCENE OF FIRST POST- 
WAR NSA FOURTH DISTRICT MEET 


OPA and GI Bill of Rights Win Special Attention 
—Retailers and Manufacturers Speak on Program 
—Smith New Governor 


RITICISM WAS LEVELED at the OPA and steps 

A were taken to improve services offered by the 
National Stationers Association in resolutions adopted 
during the closing session of the Fourth District, NSA, 
at its convention held at the Whitehall Hotel in Palm 
Beach, Fla. 

Zac P. Smith, Zac Smith Stationery Company, Bir- 
mingham, Ala., was nominated as Fourth District gov- 
ernor, with the election to be made final at the annual 
NSA convention in October in Chicago. 

Claud P. Hanes, Office Equipment Company, Inc., 
Tampa, Fla., present district governor, who presided 
at the meetings in Palm Beach, will continue in office 
until the October election. 

Passage of the resolutions regarding OPA and im- 
proved NSA services followed an animated morning 
meeting which was featured by four addresses by 
national speakers. A two-hour round-table discussion 
of business problems, devoted chiefly to OPA, costs and 
the GI Bill of Rights, as it affects training, and ways 
the national organization can serve members through- 
out the country, also formed a part of the final busi- 
ness meeting. 

George C. Holt, W. A. Sheaffer Pen Company, in 
charge of the national group which was in attendance 
at the convention, and Paul E. Burbank, newly-elected 
NSA secretary and general manager, handled the 
round-table discussions. 

Stirs Action Against OPA 


Precipitating the action against the OPA was a 
discussion by Harvey Rockwell, Yawman and Erbe 
Manufacturing Company, concerning the costs of steel 
products handled by stationers. 

He told of the fight to have the mounting costs of 
production absorbed at least in part by the dealer, 
resulting finally in a recent decision whereby 10.5 
per cent increase in wholesale costs may be passed on, 
without inclusion of any profit, to the consumer. 
Resolutions terming this unsound and unreasonable, 
penalizing distribution for the benefit of certain 
groups, were offered by Mr. Smith, the incoming gov- 
ernor, and were passed. J. L. Waugh, Halsey & Grif- 
fith, Inc., West Palm Beach, Fla., offered the sugges- 
tion that members take up the matter with their sena- 
tors and congressmen. 

Harry W. Boyce, Atlanta, took up at length the 
need of some training program for young salesmen, 
especially returning war veterans, and for assistance 
to retailers in the matter of revamping their busi- 

(Turn to page 160, please) 
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IN WINDOWS... 


This unique single-pen unit provides a 
dramatic accent for the master display. 
Small, but potent, this individual display 
points up the streamlined beauty and 
distinctive design of the nationally adver- 
tised Stratford Regency. 





STRATFORD PEN CORP. 


ON PEN COUNTERS... 


This new departure in pen displays, takes 
little space. But it acts as a point-of-sale 
tie-up with window displays and national 
advertising. And its brilliant colors call 
full attention to the many sales-worthy 
features of Stratford Regency. 


®* SALZ BUILDING 





NEAR CASH REGISTERS... 


This unit is a powerful impulse to pur- 
chase, and creates many extra sales daily, 
according to leading stationery, drug and 
department stores. It's a perfect spur-of- 
the -moment reminder of the Stratford 
Regency’s magic retail price~$1.00, 


DEPENDABLE PENS and PENCILS 


NEW YORK, 1, N. Y. 


“STRATFORD” AND “REGENCY” REG. U. S. PAT. OFF. » DESIGN PAT. 140026 
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MISCELLANY 





REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 


IN EVERY DIVISION OF THE 


INDUSTRY 





DIEBOLD ELECTS DIRECTORS, OFFICERS 


Diebold, Incorporated, in the eighty-seventh annual 
meeting of the stockholders in Canton, Ohio, on April 
1, elected three new members to the board of directors 
and re-elected six members. 

Of the three new members, two—Daniel Maggin and 
John R. Barry—are from New York City, and one, 
James C. Gruener, is from Cleveland. The others serv- 
ing on the board are George H. Bockius, Canton, Ohio; 
Orville H. Foster, Jr., Detroit, Mich.; William C. Knorr, 
Cleveland, Ohio; Eliot Ness, Cleveland, Ohio; J. Bren- 
ner Root and Loren E. Souers, Canton, Ohio. 

At the meeting of the new board of directors im- 
mediately following the annual session of the stock- 
holders, the following officers were named to lead the 
company in the ensuing year: 

Eliot Ness, chairman of the board of directors; 
George H. Bockius, president; Daniel Maggin, vice- 
president; A. W. Jackson, vice-president in charge of 
sales; Lyman H. Clark, vice-president in charge of 
industrial relations; John P. Paca, vice-president in 
charge of product engineering; John E. Raber, vice- 
president in charge of production; Ramon Wyer, treas- 





G. H. BOCKIUS 


urer; Loren E. Souers, secretary; and John W. Kamper, 
assistant treasurer and assistant secretary. 

Mr. Maggin’s post as vice-president is a new one in 
which he will serve as industrial and financial con- 
sultant. 

Mr. Wyer joined Diebold several months ago as 
assistant treasurer following five years in the Quarter- 
master Corps, which he left with the rank of colonel. 
Prior to his army career he was associated with Allied 
Chemical and Dye Corporation and with Canada Dry 
Ginger Ale, Inc. 

Mr. Souers, who has long served as general counsel, 
assumed the portfolio of secretary. Mr. Kemper con- 
tinues in his position as comptroller, while assuming 
his new duties as assistant treasurer and assistant 
secretary. 

Mr. Bockius reported at the annual meeting that 
the corporation entered 1946 with a backlog of orders 
for regular commercial products equal to the volume 
of special war work produced in 1945. He outlined 
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management’s plans for handling an unprecedented 
volume of business, approximately five times the pre- 
war level. He explained that the plant reconversion 
is now completed and the pre-war Diebold lines, along 
with several exclusive new products, are flowing from 
the new assembly lines. 
—— —____ 
ANNOUNCE CRAMER AND SONS NEW SETUP 
R. A. Cramer, Sr., recently announced that his 
partnership with sons Harold W. Cramer and Roy 
A. Cramer, Jr., has been dissolved, the sons becoming 
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R. A. CRAMER, SR. 


the owners of the Cramer Safe & Office Equipment 
Company, 1417 McGee St., Kansas City, Mo., dealing 


in office equipment and furniture of all types. At | 
became the sole ” 


the same time, Mr. Cramer, Sr., 


owner of Cramer Posture Chair 1205 


Company, 





























HAROLD CRAMER 


R. A. CRAMER, JR. 


Charlotte St., Kansas City, Mo., manufacturers of the | 


Cramer line of posture seating. 


The background of these companies is as follows: ‘ 


In 1886, J. W. Cramer started business as J. W. | 


Cramer Safe Company, retiring in 1907. In 1910, R. A. § 


Cramer, Sr., and J. F. Cramer, his brother, entered | 
the business as partners and the firm was operated | 


as Cramer Brothers Safe Company until 1923, when ' 
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Quality...Production stepped up 


We’re eager to show you the proof 


Come see for yourself when next in Chicago 


— y 


Visit our new streamlined 


And we'll open your eyes with a long line of examples of Stebco 
superiority in handling fine leathers and textiles. If you have time, we’d 


oS like to take you behind the scenes—show you how Stebco “know-how,” 


efficiently-equipped plant workmanship and design combines to bring you this line of lasting de- 
at 4242 West Fillmore St., pendability and beauty. Stebco products are increasingly available—for 
Chicago your profit—your customers’ satisfaction. 


we look forward to your visit 
\ 


} 
STEIN BROS. MFG. CO. * 4242 WEST FILLMORE, CHICAGO 24, ILLINOIS 
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it assumed the name of Cramer Safe & Office Equip- 
ment Company. From 1910 until 1934, they manu- 
factured safe deposit boxes, bank files and special 
bank equipment, both wholesale and retail. 

In 1934, the first Cramer posture chair was designed 
and sold, the start of a flourishing business. In 1939, 
the business was separated and the retail store 
operated as Cramer Safe & Office Equipment Com- 
pany while the manufacturing division became the 
Cramer Posture Chair Company. When, in 1941, J. 
F. Cramer retired, his interest was purchased by R. A. 
Cramer, Sr., the latter taking as partners his sons, 
Harold W. Cramer and R. A. Cramer, Jr. 

During World War II, the manufacturing activities 
of the Cramer Posture Chair Company were con- 
verted to the design and fabrication of posture seat- 
ing for heavy bombers, fighting ships, 
branches of the armed forces. A wood-type posture 
chair was also produced for civilian use. 

ee 

PROVIDENCE, R. I., FIRM REMODELS STORE 

The Maurice C. Smith Company, Inc., Providence, 
R. I., has remodeled its store at 11 Arcade Building in 
Providence in order to adequately handle increasing 
post-war business in the rubber stamp, typewriter, 
and equipment field. The office and factory is located 
at 861 Broad St., in Providence. 

The newly-renovated storeroom is about four times 
as long as the front, providing adequate room for what 
is claimed to be Rhode Island’s largest typewriter store. 

During the war period, between 1941 and 1945, the 
company was handicapped considerably with loss of 
many of the men in the rubber stamp and typewriter 
departments and it was necessary to curtail opera- 








MAURICE C. SMITH’S NEWLY-RENOVATED STORE 


tions. In 1944, however, James Turbitt, a former em- 
ployee, returned to the company and took over the 
management of the store at 11 Arcade Building. Since 
his return the remodeling has been completed and 
both the rubber stamp and typewriter business has 
been increased. The sales in the rubber stamp de- 
partment are under the direction of Charles R. Man- 
chester. It is planned to expand activities in the 
office furniture field as soon as the equipment is once 
more available. 

During the war, the company, wishing to do its 
share in the war effort, added to its other business the 
subcontracting of work on A-6 flying boots for the 
Army Air Forces. At the close of hostilities, having 
both the equipment and trained workers, Maurice C. 
Smith Company, Inc., added novelty footwear to the 
business which was founded in 1888 by Maurice C. 
Smith principally for the manufacture and distribu- 
tion of rubber and metal stamps. 

Tracing the history of the Providence company, it is 
found that in 1917 a department for typewriter sales 
and service, under the management of E. J. Duquette, 
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was added. 


others. At that time a retail store was first opened 


at 76 Weybosset St. in Providence. During the years 


1920 and 1938, some of the largest installations of office 

furniture and equipment in Rhode Island were made 

by this company. The Woodstock typewriter agency 

was then secured. Expanding business made it neces- 

sary to take a new location, that at 11 Arcade Build- 

ing, where the remodeling was recently completed. 
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COMMERCIAL STATIONERY COMPANY NOW HAS 
BANK EQUIPMENT AND SUPPLY DISPLAY ROOM 


April 15 was a happy day in the life of Charles A. 


“Pop” Krieger, manager of the banking department 


of the Commercial Stationery Company, Chicago, be- 


cause on that day his firm opened a special display | 


room showing a wide line of bank equipment and 


supplies, every item of which is carried in stock. “Pop” | 


joined Commercial seven years ago as a Specialist in 
utilities for banks. He was given a free hand to de- 
velop the banking department, which now offers to 
banks and building and loan associations throughout 
the country an extensive variety of items in the fol- 
lowing lines: desk lamps, coin-counting money chang- 


ers, trays for loose and packaged coins, currency 
trays, bookkeeping machine trays, coin wrappers and | 


bill straps, steel vault equipment, sand urns, office 
machine stands, bank twines and check and deposit 
sorters, fountain pen desk sets, interest calculators, 
name desk signs, daters, moisteners, fire extinguishers, 
numbering machines, rubber stamps and stamp pads, 
mail bags, copyholders, and so forth. All of the items 


In 1920 the expansion included an office” 
furniture line, representing such companies as The’ 
Globe-Wernicke Co., Diebold, Incorporated, Johnsen 
Chair Company, Orpin Desk Company, and many 




























are exhibited in the new display room which is on | 
another floor but in the same building as the sta- | 


tionery department of the business. 


A special feature of the banking department is its | 
extensive array of passbooks. With quiet pride Mr. 


Krieger points out that his company is “probably | 


the largest jobber of passbooks in the country.” 


Twice a year catalogs are sent out by Commercial ' 
to 14,000 banks and building and loan organizations | 


in all parts of the United States. Two salesmen cover | 


the Chicago market under the direction of Mr. 
Krieger. The first catalog seven years ago brought in 
about $1000 worth of business. The average is now 
$25,000 to $35,000, with the department totaling $100,- 
000 a year. 


One of the factors in the success of the banking 


department is the policy of acknowledging every 


order, whether for. $1.00 or $1000,000, with a personal | 


letter. These responses are essentially sales letters 
that influence the purchaser to keep on buying from 
Commercial. 

ee Se 


RAYMOND J. KOCH NAMED TO UARCO BOARD 


The election of Raymond J. Koch to the board of 
directors of UARCO, Inc., Chicago, manufacturers of 


TESS BOE ay Pe BETTS 


continuous business forms, was announced recently — 


by W. R. Barker, president of the firm. 
Mr. Koch is present of the Felt & Tarrant Manu- 
facturing Company of Chicago, trustee of the Armour 


Research Foundation and the Illinois Institute of | 
Technology, and vice-president of the Illinois Manu- | 


facturers’ Association. 
a oe 


CHANGE ESTERBROOK CORPORATE NAME 


At the annual meeting of the stockholders of the 
Esterbrook Steel Pen Manufacturing Company held 
recently, a resolution was passed changing the name 
of the corporation to The Esterbrook Pen Company. 
This change was made in order that the corporate 


LUST RSE IE? A, 


title of the company would be more appropriately | 
descriptive of its current position in the writing § 


equipment industry. 
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George ——g, W. Sth Ave- 


pen : 
J. K. Gill Co., 
pager Portland, Oregon 


At a party in Portland a while ago, one of the guests 
mentioned the trouble he was having with his fountain 
pen. “Take it to Gill’s”, the hostess said. “You know,” 
she continued, “I seem to be saying that more and more, 
lately. This whole town has gotten ‘Gill-minded’” 

That, of course, was music to my ears. Making 
Portland “Gill-minded” is the goal we've: all been 
working for these past five or six years, since we took 
over the management of the J. K. Gill Company. 

We've done this by being receptive to any idea—no 
matter how crazy it might sound at first — that will 
help to build store traffic. 

We concentrate most of our merchandising effort 
on popular books, fountain pens, gifts, music and 
ae records, toys, games, pictures and picture 

raming. 

We advertise these items consistently in all the 
Portland papers — using a distinctive cartoon tech- 
nique developed by Hal Johnson, our Advertising 
Manager. 

But this distinctive newspaper advertising, plus 
frequent radio spots, is only the beginning. Of all 
, Bes promotions, probably the most successful in 

rawing crowds is the “autograph party”. Whenever 
we'd hear of a well-known author being in town, we'd 
arrange for him to se at Gill’s to autograph each 
copy of his book purchased at that time. The average 
book sale for such a promotion is four or five hundred 
copies. And if you haven’t tried this, it would surprise 
you how many of these people buy other merchandise 
besides books while they're there. 
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: ao Sophie Tucker gets ready to autograph copies 


of her book ‘Some of These Days’ for 
Hal Johnson and George Halling. Promotions like 
this brought people into Gill's by the hundreds 


Encouraged by public response to these au- 
tograph parties we tried similar parties in our 
phonograph record department with even 
more sensational results. 

A steady day-by-day traffic builder is our 
ticket service. In the back of our large main 
floor — arranged so that everyone has to pass 
tempting displays of pens, books, camera sup- 
oe and other profitable merchandise, we 

ave four ticket windows -- where we sell 
tickets for plays, concerts, operas, lectures, 
hockey games, prize fights, and almost every 
other “legitimate” attraction that comes to 
town. 

Realizing that Portland has very few places 
in which an art exhibit can be sold we set 
aside an art gallery next to our large artist’s 
supplies department in the basement. 

Here we frequently stage exhibitions of the 
work of various talented artists from Portland 
and vicinity. We get a lot of free publicity for 
this in the art section of the papers . . . and draw 
hundreds of enthusiasts into the store. 

Naturally, we advertise such promotions extensively 
. .. in the newspapers, and on the radio. We have at 
least one spot announcement every day on each of the 
four network stations in Portland. 


SALES PROMOTION 
IN OUR FOUNTAIN PEN DEPARTMENT 

As in almost every stationery store, our fountain 
pen department is one of our most profitable. And 
whenever possible we tie in our fountain pen depart- 
ment with our autograph parties. 

When we advertise the arrival of a large shipment 
of Eversharp Presentation and Skyliner sets, we tie in 
with a full window display, as well as counter cards. 
We are fortunate in being located on a busy down- 
town corner, and naturally we make the most of our 
large display windows. We change them at least once 
a week ... keeping them as timely and topical as 

ssible. 

Most of the success we have had with the pen de- 
partment is due to Bill Roberts, the manager One of 
the major points in Roberts’ program is the Pen Repair 
Service, which handles 150-200 repairs a day. We 
keep a full stock of parts for all makes of pens, and 
weer 3 a policy of never refusing a pen repair job. 

As soon as allocations cease, we intend to buy 
several hundred Eversharp Skyliner pens, and stam 
them “Service Pen — Loaned by J. K. Gill Company”. 
We'll lend one of these Eversharps to every person 
who comes in and leaves his pen with us for repairs. 
We feel sure that in addition to making more people 
come to us for pen repair service, this will interest 
many of them in buying a new Eversharp. 

Of course, every stationer has different merchandis- 
ing and selling problems. However, I hope that this 
brief outline of some of our successful promotions and 
merchandising methods will be of some use to other 
stationers in other cities. 
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HOTCHKISS SALES COMPANY 50 YEARS OLD 


This year is the fiftieth anniversary year for the 
Hotchkiss Sales Company, manufacturers of stapling 
devices at Norwalk, Conn. It was just a week before 
the advent of 1896 that a group of men headed by 
E. Hubbell Hotchkiss sat in an office at 6 Hoyt St. 
in Norwalk and agreed to form the E. H. Hotchkiss 








E. H. HOTCHKISS 
Founder of the Company 


L. U. JERMAN 


Executive Vice-President 


Company. In the role of officers, with E. H. Hotchkiss 
as president, were his father, George Hotchkiss, made 
vice-president; William A. Curtis, treasurer; and F. E. 
Wilcox, secretary. 

William C. Jessup was the first general manager 
of the company. Appointed in 1912, he served under 
E. H. Hotchkiss until 1917 when, upon the latter’s 
death, he became president. Others who have guided 
the company were Charles F. Kuch and Mrs. Roman 
H. Heyn, daughter of E. H. Hotchkiss, who holds the 
office today. The first sales outlet was established by 
Alex H. Irwin of Curwensville, Pa. For a time he 
handled the entire distribution for the company, but 
upon his death in 1920 it was decided to form a 
separate unit to handle national and international 
distribution of all Hotchkiss products. This new com- 








JAMES GRECCO 
Assistant Sales Manager 


pany was known as the Hotchkiss Sales Company and 
Roman H. Heyn was elected president, holding this 
office until his death, when Mrs. Heyn was elected 
to succeed him. A separate export department was 
begun in 1928 under Raymond Valle and in that year, 
also, the present modern factory was built. 

Important milestones have been the production of 
Hotchkiss Model No. 1 stapling machines, the Model 
1A machine using wire instead of flat steel staples, 
the “Palmfit” streamlined modern machines, pioneer- 
ing in the manufacture of wire staples, and produc- 
tion of chisel-pointed staples. 

After ten weeks of illness, L. U. Jerman, executive 
vice-president of Hotchkiss Sales Company, is now 
back at his desk. 
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L. C. Stowell, president of Underwood Corporation, 
told the stockholders at the annual meeting on March 
28 that reconversion of Underwood Corporation’s fac- 
ilities to the manufacture of all their commercial 
products is progressing as well as can be expected. 

All contracts for munitions and other war materials 
were cancelled late last August and final settlements 
have been reached with the Government on all of 
them. The company has been relieved of all account-~ 
ability and responsibility for war material inventories, ~ 
and the Government has paid the corporation in full. 

In response to a question by a stockholder, Mr. 
Stowell said that so far as the officials of the company 
could see there should be no refund on the renegotia- 
tion of profits for 1945, based upon the 1944 settlement, 
which has been concluded. 

In speeding production on regular products, the - 
company adopted the policy of stressing the manufac- ~ 
ture of standard office size typewriters first, then port- 
ables, and finally noiseless typewriters. The company, 
he said, is on a schedule of approximately 75 per cent 
of full production on standard typewriters. Portable © 
shipments will commence very shortly, manufacture — 
having already begun, and the noiseless line will come 
along soon. ; 

On accounting and adding machines, reconversion ~ 
has been completed, and more are being manufactured 
than at any time in the company’s history. 

The backlog of orders for all products remains large. 


UNDERWOOD PROGRESSES ON RECONVERSION — 
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CANADIAN SHEAFFER PLANT HIT BY FIRE 


A fire in the plant of the W. A. Sheaffer Pen Com- 
pany of Canada, Ltd., at Toronto on the night of 
April 3 caused severe damage, the amount of which 
has not yet been definitely determined, pending the 
filing of insurance claims. 

The machinery and equipment capable of salvage is © 
being worked over by engineering firms in the Toronto 
area and some of this equipment will soon be ready 
for reinstallation. In the meantime, services to the 
trade are being carried on in so far as possible. There 
can be no shipments untii the plant is again in manu- © 
facture, but repairs on customers’ pens, for the most” 
part, are being handled expeditiously. i 

Plans are under way for the acquisition of a new 
factory building and if a satisfactory location can be 
secured, the old quarters at 169-173 Fleet St., will be 
abandoned. It is the company’s plan to increase its | 
manufacturing facilities in Canada in order that at 





expanded line can be made there. Every effort will 
be made to keep the Canadian line of Sheaffer prod-7 
ucts as comprehensive as the line manufactured by 
the Fort Madison, Iowa, plant, say company officials. 


ek 


SPEED-O-PRINT APPOINTS MAURICE GELLER 


Maurice Geller was recently named advertising 
manager of the Speed-O-Print Corporation, Chicago, 
following his return from the armed forces, where? 
he was attached to the Navy Amphibious Training” 
Command for two years. Before entertaing the service, 
he was associated with The Fair, Chicago, and Ler-} 
man Brothers, chain of 20 department stores, in any 
advertising executive capacity. Mr. Geller brings to 
Speed-O-Print retail advertising and merchandising” 
knowledge that will be directed towards helping the) 
office machine trade. 
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EXACTING SPECIFICATIONS SET FOR FURNITURE 


The New York State Department of Labor is mighty 
fussy about the type of wood used in its office furni 
ture. A proposal for office furniture issued by th 
Department of Purchase specifies ten coat trees of 
genuine walnut with birch bases, three tables and 75 
chairs of quartered oak with genuine walnut exteriors 
—GET. 
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NATIONALLY AD’ 


23 Standard Sizes 


STORAGE BINDERS 


20 Standard Stock Sizes 
Also any size made to order STRING BINDERS 
t/ 


Made to order any size 


BANKERS BOX COMPANY 
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DISCOVER RARE PENCIL SALES OPPORTUNITY 


Charles Wyer and Charles Vieth, sales manager and 
salesman respectively for A. W. Faber, Inc., Newark, 
N. J., recently found a once-in-a-lifetime promotion 
opportunity. After showing their newly-repackaged 
A. W. Faber line to the capital’s stationers, they had 
anticipated a number of trips to the editorial depart- 
ments of newspapers in order to introduce the News- 
Writer, a new pencil with deep black thick lead, 
especially made for the use of copyreaders and editors. 


But in the lobby of the Hotel Statler, just before 





their departure, Mr. Wyer and Mr. Veith made the 
pleasant discovery that the American Society of News- 
paper Editors was holding their twenty-third annual 
meeting. 

Thus it was that each delegate, as he reached his 
place for an afternoon session of the convention, found 
a News-Writer pencil on his chair. The A. W. Faber, 
Inc., men continued on their sales trip. And the fortu- 
nate presentation is reported to have paid dividends 
in the form of inquiries coming in from the editors 
who liked the pencil. 
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NEW SAN DIEGO STORE—These pic- 
tures reveal the modern layout of the 
interior of Nelson-Thomas & Co. new 
store, opened April 1, at 1160 Second 
Ave., San Diego, Calif. Picture at the 
top shows the large office furniture dis- 
play room for the complete office out- 
fitting firm. Lower picture is of one of 
the three model offices, 15 x 17 feet in 
size, opening into the general display 
room (right in top picture). Nelson- 
Thomas & Co. were fortunate in having 
on hand a considerable stock of mer- 
chandise, including steel and wood 
desks, steel files, safes, chairs, and fine 
leather furniture. These products at- 
tracted widespread attention at the 
grand opening. 


&2 






NEW BUCKEYE HOME—The Buckeye 
Ribbon & Carbon Co., Cleveland, Ohio, 
has moved into their new building at 
7209 St. Clair Ave., thus gaining con- 
siderable more space for ocerations. 
The new plant home contains approxi- 
mately 80,000 square feet, as compared 
with 28,000 at the 55th St. address. By 
the end of April, the company expected 
to be well established, with all machin- 
ery moved to the new location. 
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Here they are—from left to right, the “A” 
Grade, the *‘B” Grade and the “C” Grade of 
Berger Steel Filing Cabinets. 


Together they provide an exceptionally wide 
selection of vertical filing cabinets which meets 
the needs of any and all customers. Thus, when 
you handle Berger Cabinets, you’re out in front 
of competition with a better chance for turning 
every inquiry into a sale. 


3s 


All three lines are efficiently designed for ut- 
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STEEL 


4 OFFICE EQUIPMENT 


Steel Filing Cabinets + Steel Storage Cabinets + Steel Book Shelf Units 













| : 
OF PROFITABLE OFFICE EQUIPMENT BUSINESS! 


most utility and appearance, made of top-qual- 
ity furniture steel and fabricated to Berger’s 
high standards of strong, lasting, money-saving 
construction. They differ only in refinements 
and in cost. 


Berger Steel Office. Furniture is built to sell, to 
satisfy and to build profits for you. Why not 
learn more about this well-known, money- 
making line NOW by writing to: Berger Manu- 
facturing Division, Republic Steel Corpora- 
tion, Canton 5, Ohio. 
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fer Cases * Steel Lockers ¢ Steel Shelving + Special Steel Products 
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WOODSTOCK TYPEWRITER COMPANY 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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TWO JOIN STAFF OF WILSON JONES CO. 
Recent additions to the sales staff of Wilson Jones 
Co., Chicago, are Warren L. Carlson and Al R. Turner. 
Mr. Carlson formerly traveled for the American Lead 
Pencil Company, covering the stationery and jobbing 
trade in the Northwest. Prior to that he was, for a 








AL R. TURNER 


WARREN L. CARLSON 


number of years, connected with the retail stationery 
and office supply business. He will make his home in 
Minneapolis and travel through Minnesota, Iowa, North 
Dakota, and South Dakota, territory formerly covered 
by Elgin Burke. 

Mr. Turner formerly was manager of the wholesale 
stationery division of Carpenter Paper Company, Okia- 
homa City, Okla., and Fort Worth, Tex. He is a native 
of Oklahoma City, where he received his education and 
business experience. He will make his home in Shreve- 
port and travel Louisiana, eastern Texas, and Ar- 
kansas. 

9 
SI OVIATT OFF ROAD; LOCATES AT TAMPA 


The call of the road is no more for Si Oviatt, veteran 
traveler of New Orleans, La., for A. B. Dick Company, 
Chicago. After touring the South in the interest of 
Mimeograph products since 1915, Mr. Oviatt has de- 
cided that he wants to light somewhere and has ac- 
cepted a position with the A. B. Dick dealer at Tampa, 
Fla., the Office Equipment Company, Inc. There he 
will be in charge of the Mimeograph department. 

Mr. Oviatt went down to New Orleans in 1915 under 
the A. B. Dick Company’s first sales manager, W. A. 
Waterbury. He learned salesmanship the hard way 
in covering Louisiana, Mississippi and Alabama, the 
only salesman in the South representing the company 
at that time. He early learned that a good line of 





SI OVIATT 


chatter and a novel approach were essential to suc- 


cessful salesmanship. 
For the past ten years, Mr. Oviatt has been doing 


special government-supervisory work involving the 
traveling which he now wishes to become separated 


from. 
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DAYTON FIRM BUYS TWO-STORY BUILDING 


F. L. Hussey and G. B. Blair, who have operated 
the United Business Service at Dayton, Ohio, for 
the past two years, have announced their incorpora- 
tion as of April 25 and the purchase of a two-story 
brick building at 201 Warren St., Dayton. The United 
Business Service, Inc., is now open for office machine 
sales, service and supplies business at the new location. 

The Dayton firm acts as sales agents for Marr 
duplicators and supplies, Wolber duplicators and 
supplies, Great Lakes carbon paper, Woodstock type- 
writers and various other office equipment. 

SR ct ee 

ALL-STEEL-EQUIP NAMES REPRESENTATIVES 


The All-Steel-Equip Company, Aurora, IIl., has re- 
cently announced the appointment of the R. L. Smith 
organization of San Francisco, Calif., as West Coast 
dealer representatives. This organization consists of 
R. L. Smith, 604 Mission St., San Francisco 5, Calif.; 
Jerry W. Turrell, 2234 Montrose Ave., Montrose, Calif.; 
and Clint Martin, 5007 40th St., S.W., Seattle 6, Wash. 

















R. L. SMITH 




















JERRY W. TURRELL 


CLINT MARTIN 


Mr. Smith will cover southern California and Nevada, 
in addition to supervising the entire territory. Mr. 
Turrell will travel southern California and Arizona and 
Mr. Martin will sell the products in Washington, Ore- 
gon, Montana, Idaho, Wyoming and Utah. 


——————2- —__. 
W. A. SMART JOINS FIRM PARTNERSHIP 


W. A. “Jack” Smart has joined Paul P. Mann in op- 
eration of Mann’s Typewriter and Stationery, 37 W. 
First St., Dickinson, N. Dak. The name of the firm, 
handling all types of office equipment and machines, 
besides maintaining a service department, will remain 
the same as when Paul P. Mann started the business 
a year ago. 

Territory served includes southwestern North Da- 
kota, northwestern South Dakota, and southeastern 
Montana. Salesman for the organization is Joe B. 
Cameron, formerly of Gary, Ind. 
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CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, 











When business men buy Cramer Posture Chairs 
for their personnel—they’re doing far more than 
making an investment in office equipment— 
they literally become Heroes to Their Help! 





Yes, there is that much difference in the airflow 
seating comfort of Cramer Posture Chairs.... 
and it reflects itself in increased employee ef- 
ficiency, more accurate work, and more of it. 


This puts Cramer Dealers the nation over in the 
enviable position of selling a product that pays 
for itself—a product that puts new zeal in 
people who use it, and makes them look on the 
boss as a Leader instead of a Simon Legree. 
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205 CHARLOTTE 


SECRETARIAL 


The chair model illustrated is No. 333, 
Junior Executive. Formerly Model No. 
311. Five stenographic models and three 
Hi-chair models are also available. Since 
the quantity is limited, it is urgent that 
you order at once. 


Watch for our announcements 
during 1946— there will be new 
models... the chairs you’ve 
been asking for! 


A few valuable territories are still 
open for alert dealers. 








TREET © KANSAS CITY 6, MO. 


CHAIR COMPANY 


& FACTORY CHAIRS 
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| DON'T BE LATE 
for School Opening | 
ORDER NOW! 

Its Here! | 
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WRITE, PHONE OR WIRE FOR COMPLETE INFORMATION ... TODAY ! 


ALEXANDER MANUFACTURING CO. BLOOMINGTON, ILL. | 


CANADIAN DISTRIBUTORS: McFARLANE, SON & HODGSON, LTD., MONTREAL, CAN. 
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Here's one borrowed from "The Office Economist’, via 
Ralph Ortel, writer of the Business Builders’ page: 

Asked to name and define the two genders, an aspiring 
young pupil wrote: The two genders are known as masculine 
and feminine. The masculine divides into temperate and in- 
temperate, while the feminines are either frigid or torrid.” 

MOTHER GOOSE — 1946 VERSION 
Little Miss Muffet 
Decided to rough it 
In a cabin quite old and medieval; 
A rounder espied her, 
And plied her with cider, 
And now she's the forest's prime evil. 

Jim Ward, Shipman-Ward Mfg. Co., says one of the dealers 
at the recent NOMDA convention of Cincinnati had a whale 
of a job explaining the wire he sent his wife from the meeting. 
Here's what she read: "Having a wonderful time. Wish you 
were her." 

—CC— 
A GOOD EDITOR 

A good editor is one who has never made a mistake; who 
has never offended anyone; who can ride two horses at the 
same time he's straddling a fence with both ears to the 
ground; who always picks the right team as well as the right 
politician to win; who never has to apologize; who has no 
enemies and who has worlds of prestige with all classes, creeds 
and races. There never has been a good editor. 

—From "The War Cry." 
TYPOGREMLINS 
The typographical error is a slippery thing and sly; 

You can hunt until you're crazy, but it somehow will get by. 
Till the forms are off the presses, it is strange how still it keeps; 

It shrinks into a corner, and if never stirs or peeps. 

For that typegraphical error is too small for human eyes, 

Till the ink is on the paper—then it grows to monstrous size! 
The boss he stares with horror, and grabs his head and groans, 

The copy reader drops his head upon his hands and moans. 
The remainder of the issue may be clean as clean can be, 

But that typographical error is the only thing you see. 

TELEPHONE MEMORANDUM 





ATTENTION OF 








Mr. 

WHILE YOU WERE— 
[_] Asleep (_] Mingling 
[_] Playing Golf [_] Helling Around 
[_] In Conference [_] Stiff 

(_] In the Library 

YOUR— 
C) Wife (— Mother-in-low 0 Blond 
(] Platinum  ([) Red Head C) Brunette 
{_] Club Secretary ([) Banker C) Broker 
(C.D Bookie CD Pal 0 Girl’s Father 





CALLED AND LEFT WORD FOR YOU TO— 
(_] Bring home some ———______________ 
[_] Send out that Fur Coat 
[_] Marry that Girl 
[_] Pay Your Dues 
[_] Send Check 
{_] Come by the Apartment 
[_] Get out of town quick 


[_] Renew that Note 
[_] Cover overdraft 


Ee eee ele ere sae eee Sens 





Meee 
IDEAL TYPEWRITER EXCHANGE “452 E. 75t h St, Triangle 92 20 


Try This on Your Memo—Results NOT Guaranteed 


(Courtesy Jim Ward, Shipman-Ward Mfg. Co. 


—ctc— 
Futile Reflections: Judging from Chicago conditions, the 
present coal shortage is nothing to make light of... . The 


nation's already had its three strikes, and it's still not out... . 
Reminds us of old-style kitchen matches—''They Strike Any- 
where.” 
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COLU MBIA 
STEEL EQUIPMENT CO. 
Lincoln-Liberty Ruilding 


PENNSYLVANIA 


PHILADELPHIA 





























POPULAR GRADES 
1. Soft 

2. Medium Soft 
2-4/8 Firm 

3. Hard 

4. Extra Hard 





This is the 
QUALITY 
pencil that 
your trade 


knows and pre- 


& 
fers ...amarvel 
apa MICROFINE 
of writing plea- iol 


sure, efficiency and 
economy! Perfect 
for business, school 
and general all-around 


use everywhere. 





Hexagon ... Green with striped 
edges characteristic of OTHELLO... 


Strong, Uniform Smooth-writing 
--- ready-sharpened 





wan Pencil Co.INc. 
221-225 4th Ave., NewYork City 3 
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OFFICE SUPPLIES FIRM HAS NOVEL DISPLAY 

The services of Miss Bess Meyerson, “Miss America”, 
were utilized by Aviation Office Supplies, Inc., New 
York, N. Y., in providing a novel display at the recent 
National Aviation Show in Grand Central Palace, New 
York City. An attractive Powers model was stand-in 
for Miss America. 

Miss America graciously autographed brochures 
which were specially designed for the occasion and 
more than 9,000 were handed out the first day. 

The company formerly confined efforts to selling 
office supplies and equipment to aviation companies; 
hence the name. Now expanding, however, it is 
planned by Aviation Office Supplies, Inc., to occupy 
their own building at 682 Avenue of the Americas, 
New York City, sometime in the fall. The officers are 
Hamilton Steinhart, president; Mrs. Helen Kopelman, 
secretary and treasurer; John King, general manager; 
and Milton Hirshbaum, manager of the office supply 
division. The latter was for many years with Dickstein 
& Disler, stationers, New York City. 





BEAUTY AND BUSINESS—The Aviation Office Supplies, Inc., 
New York, N. Y. contracted for the services of Miss Bess 
Meyerson, Miss America, in displaying office supplies for 
the aircraft industry at the recent National Aviation Show. 
Bottom picture shows (left to right) John King with Toni 
King, his daughter and the beauty queen’s lady-in-waiting; 
Miss Meyerson; and Hamilton Steinhart. In the top picture 
Milton Hirsbaum demonstrates a new file to Mildred Gross, 
a Powers model, stand-in for Miss America. 
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Jhe Leopold “Executive Conference” 
A DESK DESIGNED TO GET THINGS DONE 





Here’s an executive desk and conference table combined .. . 





eM nee REED 


designed especially for the busy man who has to get things done. 
It brings the conference to the man who called it. A nine inch 
and proportionate over-hang on the three confering sides pro- 
vides working comfort for all at the conference. A receding base 
affords full foot freedom. Unlike most conference “tables” this 
“desk” is completely equipped with drawers including a special 
one for filing, saves a busy executive time and increases effici- 
ency. Built in various sizes to accommodate groups from five 


to nine. 
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WE HELD A CONFERENCE, TOO 


There Has Been A Great Deal of Talk Recently in the Office Furniture 
Industry "About Production Line Methods in Woodwork." Our own 
designers and craftsmen are planning new designs and more efficient 
production methods. But here at Leopold, we will always continue fine 
hand work and craftsmanship wherever it is needed to give our furniture 
more beauty and greater utility. For us quality sets the pace and 


efficiency helps maintain: it. 





THE 
LEOPOLD 
COMPANY Burlington, Iowa ------ 














Dopondable ... 


OFFICE MACHINE DEALERS 


have learned that they can 


always depend on 


AMES 
SERVICE 


OVER 42 YEARS 
OF FAITHFUL SERVICE 
TO THE TRADE 
YEAR IN AND YEAR OUT 
Yesterday 


Today and 


7 
Tomorrow 


We continue to bring you 
the best available in both 


merchandise and service. 


“ALWAYS YOUR FRIEND— 
NEVER YOUR COMPETITOR” 


Are you using 


MASTERITE 
PLATENS 


for masterful copy? 





Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 








New York 7 ee ~ ain San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas 1 Atlanta 3 
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DIEBOLD, INC., APPOINTS L. B. FLAWS 
Diebold, Inc., Canton, Ohio, announces the appoint- 
ment of L. B. Flaws as sales manager of its systems 
products division. A pioneer, and for many years a 
leading manufacturer of safes, chests, vault doors, 
heavy armor plate, and bank vault equipment, Die- 
bold’s line has been extended by the acquisition of a 














L. B. FLAWS 


broad line of products in the field of systems housing 
and recording, including Cardineer, Safe-T-Stak, 
Flex-Site, Tra-Dex, Flofilm and other modern office 
devices. 

Mr. Flaws, who will head this division, formerly 
was assistant to the vice-president of International 
Business Machines Corporation, with whom he was 
associated in various executive capacities for over 
25 years. He attended Armour Institute of Technology, 
is a veteran of World War I and served as principal 
industry advisor on the War Production Board in 
World War II. 

— oe ee 


COMMERCIAL CONTROLS OPENS NEW BRANCH 

To provide for closer administration of the increas- 
ingly-active territory coming under the supervision 
of its San Francisco, Calif., office, Commercial Controls 
Corporation announces the opening of a branch office 
at 3133 Tenth St., Sacramento, Calif., and the appoint- 
ment of Walter Springer as manager in charge of sales 
and customer service for products of all divisions of 
the company. The area to be served by the Sacra- 
mento office covers eight central counties. 

Mr. Springer has been associated with Commercial 
Controls since early in 1943 and was employed in the 
general service department at the plant in Rochester, 
N. Y., until June 1, 1945, when he joined the staff of 
Frank G. Macllroy, territorial manager, at San Fran- 
cisco. His assignment to the newly-formed office at 
Sacramento brings on-the-spot service to the many 
present and prospective users of CC products in that 
vicinity. 

9 

BENNETT W. BUBB IS ELECTED DIRECTOR 

Bennett W. Bubb, vice-president of Thatcher, Inc., 
office supply dealers, was recently elected a director 
of Capitol Federal Savings and Loan Association of 
Topeka, Kans. 

Mr. Bubb recently completed three and one-half 
years of service with the Army, where he rose from 
the rank of private to captain. He served with the 
116th Infantry, Twenty-ninth Division, and with the 
army of occupation in the European theater. 

Mr. Bubb wears the Bronze Star medal, the Purple 
Heart, the Presidential Citation with oak leaf cluster, 


the Combat Infantryman’s medal, and the ETO rib- 


bon with four battle stars. 
Prior to entering the Army, Mr. Bubb was president 
of the Kansas State Junior Chamber of Commerce. 


He attended Topeka High School and Kansas Uni-¥ 


versity —GMH. 
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If a survey were ever made on “What Office Job Do You 
Hate The Most” operating a duplicating machine would rate 
near the top as a “disposition wrecker.” Hardly anyone can 
handle a duplicating job without finishing up covered with 
messy and embarrassing ink stains. 


Turning this fact into a profit for yourself is simply a matter 
of suggesting your customers try Pax Hecto Ink Cleansing 
Cream. The most stubborn Ditto, Hecto and Mimeograph ink 
stains disappear easily and harmlessly — typewriter 
ribbon and carbon paper smudges just vanish — even 
stamp pad ink and Multilith Intensifier are gone in a 
moment. Used once, every office worker will want a 
jar for his or her own desk. 


Besides its remarkable ink stain removing ability, 


G. H. PACKWOOD MFG. CO. 
1545 Tower Grove Ave. 
St. Lovis 10, Mo. 


ATTACH TO COMPANY LETTERHEAD 


Please send, without cost or obligation, a sample 
jar of Pax Hecto Ink Cleansing Cream together 
with complete information and prices. 


Name 


Lw.¥,4 


TRADEMARK REG. U. S PAT. OFF 


1545-55 TOWER GROVE AVE. @ 


HOW 70 TURN 
INK STAINS 
INTO 


PROFITS 
y) 








there are plenty other reasons why your customers will pre- 
fer and keep buying Pax Hecto Ink Cleansing Cream — 


Finger nail polish is left bright and lustrous — abundant 
lanolin keeps hands soft, youthful, lovely; there’s nothing to 
chap or redden the tenderest skin — soap is unnecessary; 
the profuse suds rinses off easily under clear water —no 
unpleasant odor remains — Pax Cleansing Cream won't spot 
clothing even when mixed with the ink it removes — and 
because so little goes so far, it's very economical. 

Convince yourself that delightful and easy-to-use 
Pax Hecto Ink Cleansing Cream can turn hand stains 
into profit—that all your customers will buy and 


Pi) keep buying. Just mail the coupon today for a lib- 


eral sample jar. 


PAX HECTO INK 
CLEANSING CREAM 
Coutains Lanolin 





When you purchase any Pax Product you also purchase the experience and ability of 
Pax Technicians acquired through 20 years of exhaustive research and development. 


G. H. PACKWOOD MFG. CO. 


ST. LOUIS 10, MO. 
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EVERSHARP ANNOUNCES FOUNTAIN PEN THAT 
WORKS ON PRINCIPLE OF CAPILLARY ACTION 
“Everyone present has a detective story in his sys- 

tem that he is eager to write, I assume,” Tom Emer- 

son, vice-president in charge of domestic sales of 

Eversharp, Inc., told a press conference on April 16 

at the Blackstone Hotel, Chicago, “and this new pen 

of ours will enable you to write it without refilling. 

Then, just spend 15 seconds putting in a new cartridge 

and you are all set for your next mystery novel. 
“This unique writing instrument,’ continued Mr. 

Emerson, “is the only cartridge pen in the world; 

that’s why it is a ‘quick-change’ artist not only for a 

refill without delay but also for any color of ink you 

wish to use.” 
The new Eversharp is named the CA Repeater pen 








MARIANNA RYAN OF CHICAGO hands ex- 

pressman Milton Festenstein the first case of 

new Eversharp CA Repeater pens for ship- 

ment to large cities where the pen made 
its public debut on April 29. 


and went on sale for the first time on Monday, April 
29, in Chicago. Because of accumulated orders, sales 
to dealers will be at a quota fer the present, it was 
stated by Mr. Emerson. A new plant is being built to 
handle production of the pen. 

The basic principle of the new pen, it was explained 
at the meeting, is capillary action. Among its features 
is that it writes dry even under water and can’t leak 
at any altitude. Actually, it was stated, the greatest 


asset of the pen is the smoothness of its writing, due | 


to the “magic sphere” point. 

In addition to public use, the new pen is said to 
have a large potential industrial field including laun- 
dries (for marking linens), banks, hotels, textile 
manufacturers, and for factories, barographs and 
business machines, because of the long-lasting ink 
supply, quick-drying and non-leaking features. 


Physicians will now be able to write with ink on wet 


casts. Another important feature is the permanence 
of records and documents, as the ink will last as long 
as the material on which it is written, even if the 
record becomes submerged under water. 

It was stated that the Eversharp CA Repeater pen 
will be backed by the heaviest advertising campaign 
in the history of the industry, with all types of media 
being used. 


eo 


LEATHERCRAFT, INC., CHANGES LOCATION 





Leathercraft, Inc., announced the removal of its | 


Offices and factory on May 1 to new and larger 
quarters at 2320-26 S. Western Ave., Chicago 8, IIl. 
The telephone number is HAYmarket 3001. 
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YOUR OFFICE... 





OES it take too long for your office to get 
D rolling each morning because of slow dis- 
tribution of mail? Does your mailroom get so 
jammed around closing time that important 
letters miss trains and planes? 

When you are troubled with either of these 
conditions, your mailroom needs the services of 
a USPM specialist. Thoroughly trained in 
solving such problems, he can speed up its op- 
eration—and that of your entire office—through 
scientific planning and specialized USPM Mail- 
room Systems and Equipment. 

Many a business has discovered that mail- 
room modernization with USPM Systems and 
Equipment more than pays for itself in time, 
labor and postage saved . . . and in the added 
work-hours it gives your entire organization. 
Step up your mail handling operations to keep 
pace with modern business methods. Call in a 
USPM specialist TODAY! 


SEND FOR NEW FOLDER. Illustrates and 
describes all USPM Mailroom Systems and 
Equipment. Write for your copy to Depart- 
ment OA-56. 





Visit Our Exhibit at the National Office Management 
Association Conference, June 3, 4 and 5, Chicago. 


Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers ... Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 






Sales and Service Offices 
in Principal Cities 





NTROLS 


CORPORATION 


Rochester 2, New York 
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SOME FIRSTS 
THAT MAY INTEREST YOU 


The first typing machine was patented July 
23rd, 1829, by William A. Burt; Pat. No. 259. 
The machine was called a typographer. It 
had no keyboard. The operator arranged 
his own type. 


Probably the first typewriter that would 
write was patented by Charles Thurber of 
Norwich, Conn. This patent is No. 3228 and 
is dated Aug. 26th, 1843. The machine failed 
because it lacked speed. 


The first practical typewriter was invented 
in 1867 by Christopher L. Sholes who also 
coined the word “Typewriter.” E. Rem- 
ington & Sons of Ilion, N. Y. began making 
this machine in 1873. 


The first typewriting school was opened by 
D. L. Scott-Browne at 737 Broadway, N. Y. 
in 1878. 


The first typewriter ribbon was patented 
Sept. 14th, 1886 by George K. Anderson of 
Memphis, Tenn. Pat. No. 349026. 


The first typewritten literary manuscript 
was “Tom Sawyer” written by ‘Mark 
Twain.” The manuscript was typed on a 
Remington typewriter in 1875 but Mark 
Twain did not give the matter publicity as 
he wished to avoid writing testimonials and 
making explanations as to how the machine 
operated. 


In 1892, Shipman-Ward (then known as 
Typewriter Emporium) first began dealing 
in rebuilt typewriters and were the first to 
offer the dealer a complete service. 


Shipman-Ward were the first to offer free, 
to office machine dealers the following deal- 
er helps; “Ship-Ward News’ (commonly 
known as The Dealers Friend). A series of 
seven valuable parts and supplies Catalogs. 
O.P.A. ceiling prices on typewriters. O.P.A. 
ceiling prices on other office machines. Ages 
and trade-in allowances of standard ma- 
chines. 


If the order for typewriter parts, that you 
have in mind, will be the first you have ever 
sent to Shipman-Ward, you will have no 
regrets. You will get real satisfaction. The 
address—Shipman-Ward Mfg. Co., 325 N. 
Wells St., Chicago 10, Ill. The Merchandise 
Mart is opposite to our offices and shop. 


(ADVERTISEMENT) 
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GIBSON-NORWALK HAS NEW REPRESENTATIVES 

Recent additions to the sales staff of C. R. Gibson & 
Company of Norwalk, Conn., are James P. Cole and 
Charles G. Nichols. Mr. Cole, by birth a Texan, for- 
merly traveled Texas, Arkansas, Oklahoma and Kansas 




















JAMES P. COLE 


CHARLES G. NICHOLS 


for drug and cosmetic manufacturers. He will carry 
the Gibson lines in southwestern and midwestern 
states. 

Mr. Nichols, who will cover Illinois, Indiana, Mich- 
igan, Wisconsin and Ohio, was formerly with the 
MacMillan Company, Chicago publishers. He is a 
graduate of Chicago Kent College of Law and a mem- 
ber of Phi Alpha Delta and Tau Delta. Kappa fraterni- 
ties. He makes his home in Maywood, Il. 

Most recent addition to the Gibson sales organ- 
ization is Eugene E. Page, who will cover the territory 
of Kentucky, Tennessee, West Virginia, Virginia, North 
Carolina, South Carolina, Georgia, District of Colum- 
bia, Mississippi, Alabama, Florida, and Louisiana. 

ei al ala a 

PITNEY-BOWES, INC., OPENS NEW BRANCH 

Pitney-Bowes, Inc., Stamford, Conn., recently an- 
nounced the opening of a Fort Worth, Tex., sales 
and service office at 411 W. Seventh St., and the 
appointment of Charles V. Foster, former Dallas sales- 
man, as branch manager. Mr. Foster heads an ex- 
panding operation aimed to extend U. S. metered 
mail postal service to smaller and medium-sized busi- 
ness firms in northeastern Texas. Among the prin- 
cipal cities served by the new branch office are Abi- 
lene, Lubbock, San Angelo, Waco and Wichita Falls. 

Another announcement by Pitney-Bowes, Inc., tells 
of the appointment of Charles S. Hunt, former Dallas 
representative, as manager of its San Antonio, Tex., 
branch sales and service office, succeeding Donovan 
Erard, who joins the company’s New York sales 
staff. Mr. Hunt has rejoined the firm after serving 
for three years in the Army Air Forces. 


——_——o—— 9 
ED EUBANKS OPENS STORE AT COLUMBIA, TENN. 


Ed A. Eubanks has opened an office and school sup- 
ply store at 806 High St., Columbia, Tenn., featuring 
typewriters and adding machines. Mr. Eubanks served 
with the U. S. Naval Reserves in the South Pacific. 
Previously, he was a representative of Underwood, Inc. 
He recently moved to Columbia from Lexington, Tenn. 
—CG. 

a a 
J. L. MAY REPORTS CHRISTMAS LINE INTEREST 


The J. L. May Company, New York, N. Y., reports 
many inquiries and favorable comments on _ the 
MACO 1946 Christmas line of tags, cards, seals, stars, 
gift and money folders. The company urges that 
jobbers who have not placed orders covering their 
1946 season’s requirements do so at once in order 
to insure early delivery. Sample charts and extra 
circulars are available at the company’s offices, 111 
W. 19th St., New York, N. Y. 
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hese folks 
want what 


YOU 
sell! 


(... a Victor 


Portable, of course) 


TAKE THE LOCAL BUTCHER. With 
much less effort than it takes to 
talk him out of a porterhouse, you 
can demonstrate howa Victor Port- 
able protects the pennies that mean 
his profit. Keeps his customers 
happy with a right receipt on every 
cachcee, has more figuring uses 
than he can shake a cleaver at. You 
know what they are. All you need 
do is tell Aim! 


WHAT OF THE GOOD DOCTOR? 
Even in normal times, paperwork 
gave him sharp pain. What agony 
he must be suffering now (or haven't 
you tried making an appointment 
lately?) Here’s your chance to 
heal...and be well-heeled for 
your trouble. Trot over with a 
Victor Portable—that quick shot- 
in-the-arm for the sagging side 
of his practice. 


THE FRUIT AND VEGETABLE MAN, 
TOO! Maybe a Victor Portable 
won’t stop the sticky-fingered stuff 


guesswork addition losses. It will 
prevent accidental, but nonetheless 
ruinous, overcharges to customers. 
It will save time and trouble aplenty 
in dealings with the fruit man’s 
suppliers. 


shown in this Victor ad “a 3 But more serious losses come from guesswork addi- 
nationally now. But it wll en 
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meat merchant, you never would—this way.) But you're sure a pencil 
isn’t the easiest, safest thing to use on your figure work. A lightning- 
fast, featherweight Victor Portable Adding Machine is. More profitable 
than a lean memory, it fattens customer good will, too! 


| SOMETIMES, YOU CAN'T PUT YOUR FINGER ON IT. (If you're a 





“SAY, AH-H-H."’ Or do you hanker. to hiss a few less-printable high 
notes at month’s end, doctor? Statements, collections, charges for calls 
and appointments, invoices, expenses ..! Duck the disconcerting 
details. Pull raveling records together, fast, with an order-from-chaos 
organizer—a Victor Portable! 











THEY'LL DO IT EVERY TIME. Sell fruit? Then 
you're helplessly familiar with larceny by Law. 


tion—are easy toend witha profit-protecting Victor 


Portable. If you depend on figures, a 10-Key or 
Full-Keyboard Victor Portable quickly puts the Vv R 


right ones at your finger tips. Victor Adding Machine 








Co., 3900 N Rockwell St., Chicago 18, Iilincis. ADDING MACHINES 
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SCHOOL 
SUPPLY 
DEALERS: 


MARKWELL 
AUTHORIZED 
DEALERSHIPS 
AVAILABLE 


Please write us for particulars on 

our plan for select distribution 

of Markwell Office Type Stapling 
Machines and Staples. 


MARKWELL MFG.CO, 


Dealer Division 


200 HUDSON ST. NEW YORK 13, N. Y. 





TANGORA GIVES MONTREAL DEMONSTRATION 

Albert Tangora, noted speed typist, gave a dem- 
onstration at Montreal, Canada, recently, hcelding an 
audience of 200 fascinated for a half-hour. The per- 
formance was concluded with a spectacular concentra- 
tion test in which he solved a problem in addition, 
taking less than a minute, while typing independently 
at a speed of 140 words a minute. 

The demonstration took place in the Montreal plant 
of the Royal Typewriter Company, Ltd., 7035 Park 
Ave., where workers who assemble the machine saw 
it operated at a terrific pace. 

Mr. Tangora explained the technique of successful 
speed typing, stressing the need for rhythm, con- 
tinuity, position and co-ordination of sight and touch. 

The typist was introduced by Howard W. Urley, vice- 
president of the Royal Typewriter Company, Ltd., and 
thanked by A. McClintock, a member of the firm’s 
public-speaking group. E. A. Jarand, assistant treas- 
urer of the company, was present, and guests included 
P. P. Paquin, secretary to Hon. Joseph Beaulieu, 
Quebec Minister of Trade; and J. I. McCabe, special 
representative of the Dominion Department of Trade 
and Commerce. 


NEAT AND COMPLETE.—Pictured is the Dennison depart- 

ment of The F. W. Roberts Company, Cleveland, Ohio, which, 

officials of the firm say, is kept in order to assure efficient 
handling of orders. 


———— > —___ 


SEE OFFICE MACHINE SERVICE IN FLORIDA 

Lake Wales, Fla., under the leadership of Major 
Fred E. Kunkel, secretary of the Lake Wales Chamber 
of Commerce, is seeking its own office appliance 
dealer and repair service to provide coverage for Polk 
County and the Ridge section of Florida from Lake 
Placid to Kissimmee. Lake Wales is in the exact 
geographic center of the peninsula of Florida, 200 
miles from Jacksonville or Miami. 


Declares Secretary Kunkel, “Lake Wales needs a | 
central sales and service office, with repair facilities | 
for accounting, adding, addressing, duplicating, book- © 


keeping and other types of office appliances and ma- 
chines. And it offers good direct-by-mail advertising 
facilities for any one operating Multigraph or Mimeo- 
graph, also for local work with these machines where 
printing is not desired. Our nearest typewriter dealer 
and repairer is miles away.” 


——_—-_— 9 


BURROUGHS TAKES LEASE AT TULSA, OKLA. 

The Burroughs Adding Machine Company has signed 
a long-term lease on the first floor of the Kome Build- 
ing, 724 S. Main, Tulsa, Okla., and will expand its pres- 
ent operations into one of the largest branches in the 
Southwest, Frank Auld, manager, has announced. Add- 
ing more than 2,000 square feet to the present floor 
space, the company will modernize and completely re- 
decorate its new location.—EWF. 
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The Smead KWIK-TWST Drill is finding enthusiastic markets in OFFICES, 
HOMES, BANKS and in SCHOOLS. Men, women and children working 
with paper, cardboard, leather, textiles, stencils, etc., are finding dozens 
of uses for this widely adaptable drill. 


THE Snead MANUFACTURING CO., INC. 


Export Representatives: UNITY EXPORT CORPORATION 
295 Madison Ave., New York 17, New York 


CtUZ STEADY 
MARKETS 








it Retails for SUGO s 2 os sas bo 
Is Nationally Advertised 

Home and Office Tested ....... 
Sold by Stationers Everywhere 


- HASTINGS, MINNESOTA 


Canadian Representatives: McFARLANE SON and HODGSON 
Montreal, Canada 

















ULLE TIN 


ISSUED BIWEEKLY BY THE SMEAD MANUFACTURING CO., HASTINGS, MINNESOTA 














Here is a new angle on product application, a sales Slant which has been "OFFICE TESTED" 





with great success, [ 
/ Smead's KWIK-TWST Drill lends itself to "out of 


the pocket selling" through flash demonstration, 
5 

In addition to the drill all you need is a smal] 

scratch pad. Wherever you are pull out Smeadts 


KWIK-TWST Drill and (drill some holes). It 




















Sells itself. 
’ aie J.C. By, 

It drills in positions ordinary punches 
cannot reach - - - capacity 1/4" hole : 

4 17 

2 
drills to 1/2" thickness, from one sheet . O 
to telephone directories, catalogs, *. S | 1 
mimeographed letters, bulletins, swatches, ot py, 

Me 
or even a hole in your belt. Holes are ‘ Sek 
Clean and leave no litter on desks or tr | ol ESR 
_ =, Shs Ngee 


floors. 


When not in use unscrew the bit, invert into 
handle, treat the bit as a good knife. 
Demonstration will prove to you too, that 
every office employee is a prospect. Put a 


Smead KWIK-TWST Drill in your pocket today. 








Drill and demonstrate. It's a dollar sale 


with repeat sales on the bits. 





EZ. Sale 


P.S. Write us for copies of this message for each of your salesmen. It's a money-makel 























OF! 


PD" 





tL of 


tion, 


smal) 


adts 


akels 














QUALITY is synonymous with 
SPEED-O-PRINT 





eee. © tees ee ee ©. eer eee ere - 


You are hcccail of quality if you choose 
Speed-O-Print duplicators and duplicating 

| supplies. And that’s because they conform to 
| the rigid specifications that quality stands for 
.. the faithful and relentless adherence - 

to this threesome: topnotch materials, 

| workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability 

to progressively serve. ; 


SPEED-0-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILL. 
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BUSINESS 


Here’s the stenographer’s chair you’ve wanted—because it’s the one your 


= 





customers want. Just get one of these chairs in an office and you’ve started ma 
the ball rolling towards a standardization program. {| It’s got everything the Fai 
stenographer and the office manager want—style, working comfort that 
means efficiency, durable construction and moderate price. {| You can build 


business with the Gunlocke 682 USB. A 


-H. GUNLOCKE CHAIR COMPANY) x 


WAYLAND, NEW YORK tise 
Te A, pag 


102 OFFICE APPLIANCES, May, 1946 OF 














16 








MERCHANDISING AWARD TO KURTZ BROTHERS 


Kurtz Brothers, Clearfield, Pa., at a recent meeting 
of the National School Service Institute at the Palmer 
House, Chicago, received the annual award of the ad- 
vertising committee for providing the outstanding ex- 
ample of excellence in school supply advertising and 


merchandising during 1945. Each year a specific sub- | 


ject for the award is chosen and the subject for 1945 
was, “The Outstanding Example of Distributor-Manu- 
facturer Co-operation.” 

In 1944, Hoover Brothers, Kansas City, Mo., won the 
award on the subject, “The Outstanding Example of 





MERCHANDISING AWARD—Kurtz Bros., Clearfield, Pa., re- 
cently received the National School Service Institute award 
for excellence in school supply advertising and merchan- 
dising. Participating in the award ceremony at the Palmer 
House, Chicago, are (left to right): Robert M. Kurtz, vice- 
president of Kurtz Bros., Clarence McGuire, president of 
Hoover Bros., Kansas City, Mo., 1944 winners; Fred L. Ward, 
sales manager of Kurtz Bros.; F. Kenneth Laford, Carl A. 
Soderlund and Herman A. Obst, sales representatives. 


School Cataloging.” The subject chosen for 1946 and 
for which the award will be given during the NSSI 


meeting in February, 1947, is “The Catalog Contribut- | 


ing the Most to Better School Supply Merchandising.” 

According to the rules of the contest the trophy 
changes hands annually, the winner receiving an en- 
grossed certificate of. merit which he keeps. If any 
distributor should be fortunate enough to win the 
trophy three times, not necessarily in succession, he 
becomes its permanent possessor. Inauguration of this 
idea in the National School Service Institute has cre- 
ated friendly competition and _ generally-improved 
school merchandising, declare the sponsors. 


————— —___ 
INKOGRAPH JOINS FAIR TRADE COUNCIL 


The Inkograph Company, Inc., New York, N. Y., 
manufacturers of stylus pens, has joined the American 
Fair Trade Council, New York, N. Y., an association of 
manufacturers of trade-marked merchandise who dis- 
tribute some or all of their products under a resale 
price maintenance contract and in accordance with 
Fair Trade laws existing in 45 states. The council, sole 
organization of its kind, is devoted to the promotion 
and better understanding of Fair Trade laws and prac- 
tices. John W. Anderson, Gary, Ind., automotive parts 
manufacturer, is president. 


————~ 
NEW NAME FOR FIRM AT MINNEAPOLIS 


A name change has been effected for the firm 
handling the Wright spirit duplicator at Minneapolis, 
Minn. Formerly Mylan-Wright Company, located at 
2550 Nicolett Ave., in Minneapolis, the company is 
now known as the Dovolis-Rice Company. Notice of 
this change arrived at press time for the April issue, 
and although correct wording was used in the adver- 
tisement it was not possible to correct the story on 
page 193. 
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The new 





AICO 


INDIVIDUAL 
PACKAGES 


to speed up your sales 





AICO PACKAGES OFFER YOU 


. Informative labels, quickly identified. They do 


a self-selling job that saves your salesmen's 
time. They make it easy for clerks to pick out 
the right package immediately. The label clearly 
pictures and describes the contents of the pack- 
age, which saves wear and tear by making it 
unnecessary to open the package. 


. Eye value that means buy value. 


The brilliant orange, blue and white colors plus 
the easily read, informative AlCO label, pictur- 
ing the contents of the package, will make more 
eyes reach for AICO products. 


. A quality look that makes the sale. 


. Convenient packaging. 


Stacks well—displays beautifully. 


. Protective packaging. 


Reduces stock loss—cuts handling and deprecia- 
tion. 


AICO combines tiptop quality with advanced merchandising 
to improve your profit picture. 


Distributed in Eastern States by 
Aigner Index Company, 97 Reade St., New York 13 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


Cquer Company 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Topping 


the Field 


Jed Smith, who left the Susquehanna Valley 
of New York for the West in its early frontier 
days, was a remarkable leader. His reputa- 
tion for intrepid leadership and the knack of 
taking care of himself and his friends in any 
emergency is legend. Even in his last order 
he saved all the members of his party, who 
reached Santa Fe with its shelter from the 
raiding Comanches. 


Today we have many unusual emergencies 
to face. Leadership and the ability to care 
for needs of our friends are just as important 
as in the days of the Old West. Our ability 
to render that service built a solid reputation 
for "Andy units of steel." 


The shortage of material and other prob- 
lems interfere with our effort to meet your 
current requirements. Production has been 
resumed but only on a limited scale. As op- 
portunity is presented we shall enlarge our 
operations so that we may return as quickly 
as possible to a demonstration of the leader- 
ship and ability practiced when production 
was not such a serious problem. 


N pErson-HickEy Go. 
ING. a 















GENEVA 
ILLINOIS 


sandy i 
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VETERANS RETURN TO L. E. WATERMAN 

A mark to shoot at in the placement of returning 
servicemen is advanced by W. A. Hauck, Jr., personnel 
manager of the L. E. Waterman Company. He is proud 
of the fact that out of 73 veterans in service, only six 
of those who have been discharged have not come to 
their old jobs—or better ones—at the Waterman plant 
in New York, N. Y. 

George D. Kochs, who served in the Army Transport 
Service and who has been associated with the fountain 
pen business for more than six years, has been named 
syndicate and chain store representative for the L. E. 
Waterman Company, it was announced by Charles S. 
Kernaghan, sales manager. He is a resident of Living- 
ston, N. J. 

Fred A. Waterman, who campaigned overseas with 
the Ninth Army in England, France, Belgium and Ger- 
many, is back at his old spot as assistant to the pro- 
duction manager at the Waterman plant in New York, 
a... 

Baxter Caterson, Jr., formerly of Huber, Hoge & Sons, 
advertising agency, has been named head of the dealer 
advertising and display department of Waterman. He 
joined the company recently after serving for four 
years in the Army. 


Its Here! 
THE NEW 


bexander 
4 ) 


t 





ALEXANDER COUNTER DISPLAY—This counter display of 
the Alexander automatic pencil, manufactured by Alexander 
Manufacturing Company, Bloomington, Ill., is available for 
dealers’ use. The new light-weight and thin-lead pencil. 
selling for $1.00, is now in considerable demand by the teen- 
age group for classroom use, state the manufacturers, who 
plan a national advertising campaign prior to school open- 
ing next fall. The all-metal pencil is equipped with an ad- 
justable eraser and friction grip, and is available in two- 
tone combinations of silver and dubonnet, black or blue. 


—-—o = eo 


REYBURN OPENS NEW CHICAGO PLANT 

Greatly expanding their production facilities, the 
Reyburn Manufacturing Company, Inc., Philadelphia, 
Pa., manufacturers of tags, labels, paper stationery 
sundries and display materials, announce the opening 
of their new branch plant at 2030 N. Natchez Ave., 
Chicago 35, Il. 

The well-lighted airy plant, which also houses 
Reyburn’s Chicago sales office and warehouse, will 
serve the west and middlewestern states. The eastern 
states will be served, as before, by Reyburn’s home 
factory in Philadelphia. 


rr ek 


GEORGIA FIRM APPOINTS R. H. THOMPSON, JR. 

Robert H. Thompson, Jr., has been made manager 
of the Murray Company, Cordele, Ga., a firm which 
specializes in office supplies, printing, lithographing, 
book binding, designing of color work and higher 
printing.—WES. 
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HARTER 


BRINGS 
YOU 


Koroseal* is the new upholstery material developed 
by B. F. Goodrich. It is available now in three col- 
ors— green, maroon, brown—on all Harter. Steel 
Chairs for the office. 

Completely waterproof, Koroseal can be washed 
as easily and safely as glass! It will not stick or 
crack. Best of all, Koroseal upholstery is highly re- 
sistant to abrasion and possesses permanent flexi- 
bility. It remains perfectly smooth and wrinkle-free 
over the softest foam rubber. 

Koroseal is practically scuffproof, resists ink, per- 


* Trade Mark B. F. Goodrich Co 
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(he Modern Upholstery 


spiration, greases, and weak acids. It does not dis- 
color, has no odor, is not affected by heat or cold. 

Harter brings you Koroseal as an outstanding 
improvement in upholsteries. Ask your dealer to 
show you our Koroseal upholstered models. Write 
us today for a sample of this unusual material. 
Harter Corporation, Sturgis, Michigan. 


HARTER 


ot ° Ree tS MicHtiGaAN 


STEEL OFFICE CHAIRS 
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LOOSE-LEAF and CESCO teamed up 
to help improve Hecord-keeping Methods 


“(Q)HEN the Horse-and-Buggy was still the fastest thing on 
the road . . 
turn of the Century was a happy-go-lucky and leisurely period 


. and nostalgic songs gave the impression that the 


. . . the business world actually was undergoing an era of 


terrifically keen competition. 


Folks of an earlier generation well remember the Panic of 
1907 (with its Black Friday), the birth of great industrial 
giants, and the Wall Street battles for control of the country’s 


massive maze of railroad systems. 


In 1900 the need for better record-keeping methods became 
definitely apparent to the newly born CESCO Organization 
and in the true pioneering spirit of an earlier day took up the 


cudgels for the Loose-Leaf idea. 


The going, of course, proved tough at times . . . as would 


naturally be the case with any “new fangled” gadget .. . 
but CESCO’s faith in the fundamental soundness of this 
better (more economical and time-saving) method of keeping 
records was more than justified by CESCO’s steady growth 


over a long period of 46 years. 


The epochal postwar year of 1946 finds CESCO fast gearing 
up to serve the business world with a broadened, greatly im- 
proved, line of Binders, Forms and Business Systems. Your 
Loose-Leaf Department will find our pocket-size Catalog No. 


46 a handy source of sales suggestions. 


THE C. E. SHEPPARD CO. 


Executive Officesand Factory: 44-07 TWENTY-FIRST STREET, LONG ISLAND CITY 1, N. Y. 
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VISIBLE RECORD EQUIPMENT + PRONG AND POST BINDERS + ADVERTISING COVER . — 
STOCK AND SPECIAL FORMS - PAYROLL EQUIPMENT + TRANSFER SYSTEMS ETC 3 


ss A aE. 2 







OFFICE APPLIANCES, May, 1946 











fm het ee ee 


mm OO OO Ow remo Oo Oo 








s 


uld 


‘his 
ing 
vth 


ing 
im- 
our 


No. 














AID PROMISED ON BRAILLE TYPEWRITERS 


Hurlbut W. Smith, president of L. C. Smith & 
Corona Typewriters, Inc., Syracuse, N. Y., has stated 
that he will co-operate in every way possible with 
the Veterans’ Administration and General Omar 
Bradley in producing Braille-writing typewriters for 
the blind. 

Moves for the production of a supply sufficient for 
every blind veteran will start immediately, without 
the wait of a formal order, Mr. Smith said. 

Mr. Smith’s announcement followed a meeting with 
a delegation of veterans’ representatives, who told 
the company president of the need for the machines. 

Irving J. Davis, national service officer for the 
Military Order of the Purple Heart, while on a visit 
to the capitol, was contacted by General Bradley 
relative to the need for machines. The general asked 
if the veterans’ council would contact Mr. Smith 
directly on his behalf. 

Mr. Smith said he expected to hear from Veterans’ 
Administration in Washington shortly on the number 
of special machines required.—GET. 





HANG-A-FILE GLAMORIZED—Bess Myerson, Miss America, 

inspects Hang-A-File, completing filing unit distributed by 

Louis H. Farber, Chicago, on display recently at the Na- 

tional Aviation Show, Grand Central Palace, New York 

City. Hang-A-File was exhibited by Aviation Office Supplies, 
Inc., 299 Madison Ave., New York, N. Y. 
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CHARLES DOPPELT TO NEW LOCATION 


Charles Doppelt Company, veteran manufacturers 
of Dopp-Craft brief cases and Dopp-Kit utility kits, 
announce the company’s removal from their old 
quarters, 412 N. Orleans St., to a new location, the 
Doppelt Building, 2024-26 S. Wabash Ave., Chicago. 
The Doppelt Building is a seven-story structure with 
68,000 square feet of floor space. This announcement 
of greatly-enlarged quarters and facilities for this 
old-established firm is made simultaneously with news 
of increased activity in the development of new 
products and the enlargement of their line of leather 


products. 
a ee  itceminniones 


NEW STATIONER IN CONCORDIA, KANSAS 


John J. Wilcox and Leslie A. Wilcox, cousins, have 
established Wilcox Business Service in Concordia and 
plan to carry a full line of office supplies. These two 
men have been operating an accounting and bookkeep- 
ing service and were inspired to branch out as sta- 
tioners to solve the problem of supplying clients 
of the accounting service with needed office equipment. 
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Boosting 
KIL-KLATTER 
sales from coast to 
coast... this is one 
of a sertes of 
advertisements 
appearing every 
month in leading . 
office equipment 
magazines 





Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 





RETAILS 
FOR | 


$100 











(Dealers: attachshis coupon to your letterbead} 
AMERICAN HAIR & FELT COMPANY 
Dept. 6B-5, Merchandise Mart, Chicago 54, Ill. 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 


Mo Ee ee PE rey See. ee Ads < 60 cxctcsistodictbonts 
























¢ All Steel Furniture 
Construction 
e Two Drawer—top opens completely. 


Guide Rod, Positive Compressor, attractive 
Metal Handles and Pulls, !!/,” casters. 


e Desk height, 30!/,"; olive green finish. 
e Letter size $36.25 list, F. O. B. Chicago. 
Legal size $41.25 list, F. O. B. Chicago. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-A Skokie, Ill. 
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GREAT LAKES TRAVELERS CLUB NOTES 


Dealers who attended the GLTC luncheon in the 
Sherman Hotel, Chicago, on April 5 were Al Bartens, 
Shallcross Printing & Stationery Company, St. Louis, 
Mo., president of the Stationers Association of Greater 
St. Louis; Saul Hurtig, Wicker Park Stationers, Chi- 
cago, and A. J. “Tony” Markelz, The Book Shop, Inc., 
Joliet, Tl. 

At this meeting a letter was read indicating that 
the Great Lakes Travelers Club has been named in 
the will of the late Charles P. Garvin to receive 
$100.00. 

* * * 

The April 12 meeting of GLTC was honored by the 
presence of Sterley Jerue of the McClain & Hedman 
Company, St. Paul, Minn. Fred Greenwood, “the old 
second-hand book man,” Chicago, was also on hand. 
Other visitors were Frank Palmer, Eaton Paper Cor- 
poration, and the silent, but very welcome, A. J. 
Markelz of Joliet. 

* * * 
The regular monthly business meeting of GLTC was 
held immediately following the luncheon on April 
25. Dealer-guests were Otto Riske, Office Equipment 
Company of Chicago, and Dempster Passmore, U. of 
C. Bookstore, recently elected president of the Illi- 
nois Booksellers & Stationers Association. 

Because Secretary Earl Collins, Rockwell-Barnes 
Company, is scheduled to be out on the road for 
several of the coming Fridays, Brown Hardison, Mod- 
ern Stationer, was appointed by President Gordon 
Kickels, C. L. Barkley & Company, to function as 
assistant secretary. In additon, Brown will supervise 
the work of getting the club’s membership roster in 
shape for printing. 

Vice-president Ben Allen, American Lead Pencil 
Company, was reported as being in the hospital for 
a few days, but well on the road to recovery from his 
illness. 

At the suggestion of Treasurer Rus Ragan, American 
Pad & Paper Company, the following finance com- 
mittee was appointed to organize the procedure for 
keeping the club’s books, to audit the books every 
three months, and to pass on expenditures for which 
no invoice is submitted: Ray Eichenlaub, Service Steel 
Products Corporation, chairman; Ralph Maneval, and 
Ben Powell, both of A. W. Faber, Inc. 

George Tapner, Industrial Tape Corporation, chair- 
man of the committee handling the club’s first golf 
tournament of the season, reported that the event 
would be on June 20 at the Rolling Green Country 
Club, Arlington Heights, lll. Tickets at $6.00 each 
will be available soon. 

Membership of the club was enlarged by acceptance 
of the following men: Leonard Schneider, The Globe- 
Wernicke Co.; H. J. Fraser, Stanley Wessel & Com- 
pany; Lloyd J. Hill, Sanford Ink Company; E. L. 
Thompson, Eagle Pencil Company; Eli Chalfie, Frank 
Mashek Company; Thor M. Gardner and Clarence 
Ivert, both of W. A. Sheaffer Pen Company; Floyd E. 
Zinkhon, American Lead Pencil Company; Ned Rosin, 
Amberg File & Index Company; George A. Litchfield, 
Jasper Chair Company; J. L. Mann, Sturgis Posture 
Chair Company. 

Final action before adjournment was appointment 
of a hotel committee to co-operate with similar com- 
mittees from other travelers clubs in working out a 
plan to assure hotel accommodations for manufac- 
turers’ salesmen. The following were selected: Ralph 
Maneval, A. W. Faber, Inc., chairman; Harry Balch, 
Quality Park Envelope Company; Hy Linden, Ace 
Fastener Corporation, and Wesley Montpas, Victor 
Safe & Equipment Company. 

es 
LEONARD GREGORY JOINS MIAMI FIRM 


The Long Office Supply Company, 115 N. E. First 
Ave., Miami, Fla., announced that Leonard Gregory 
has been taken into the firm as vice-president, effec- 
tive May l. 
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THE MOST OUTSTANDING DEVELOPMENT 
IN CARBON PAPER IN 10 YEARS! 





PLASTI-CARBON, America's distinctive new carbon The minute you pick up a sheet of PLASTI-CARBON, you feel 
paper, has been developed from miracle-working the difference—it's thinner, it's crisper, it doesn't smudge. 
plastics. Because it utilizes an entirely new process that | Yet PLASTI-CARBON has unbelievably long life. Best of all, it 


eliminates wax from the back of the sheet, PLASTI- 


CARBON positively will not slip when rolled into a type- 


writer. It will not curl under any conditions! 


We're proud of Longhorn PLASTI-CARBON—we believe 
it will help you build greater carbon paper sales... 
bring you greater profits. To introduce you to PLASTI- 
CARBON and to show you just how different and superior 
it really is, we would like to send you a sample. Just clip 


the coupon and mail to us. 
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ERICAN CARBON PAPER MANUFACTURING COMP 


GENERAL OFFICES AND FACTORY © ENNIS, TEXAS 


makes sharper, ‘clearer carbon copies—and it makes more 
copies per sheet than any other type of carbon paper. Gives 
perfect service on all standard and noiseless typewriters, 


bookkeeping and billing machines. 


AMERICAN CARBON PAPER CO., Ennis, Texas. 


DEPARTMENT 0-A 









Gentlemen: 
Please send me a sample of Longhorn PLASTI-CAR 


Name . 








> 
Q 
Qa 
oe 
a 
an 





City een State. 


. 
“SCRE OSES EE EESEHAESOSS SS SHAETE SHE THHHHHEEEE CEH EO SHEE ee ESeSeeseeneesees 











109 











King Studer 


Overall size 13% x 10% inches, with three-way. 

















zipper. Opéns to neatly finished two pocket enclosure 
for loose papers and three l-inch rings to \ 
accommodate loose leaf pages. Genuine Buffed =~ 


€ Cowhide in rich brown or black. 





5 3 
BACH s : 


GB-100-R 





THOMAS IL GIBBONS & CO. 


CHICAGO - 7 - ILLINOIS 


A (Ce Cle of AG oi KeathorS poe 


509 S. FRANKLIN STREET 
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GEORGE C. HOUSE RETURNS FROM SERVICE 

George B. Morrison, president of the Indianapolis 
Office Furniture Company, Indianapolis, Ind., has an- 
nounced the return from service of George C. House, 
vice-president of the organization. 

Mr. House, who was recently discharged as a lieu- 
tenant in the Navy, served as gunnery officer aboard 





; d 8 i 
GEORGE C. HOUSE 


the tanker “Montana” until termination of hostilities 
and last September was transferred to the War Crimes 
Division of the Judge Advocate General in Washing- 
ton, D. C., where he remained until his recent dis- 
charge. 

A graduate of the Indiana University law school, 
Mr. House is a member of Sigma Chi and Sigma Delta 
Kappa fraternities. He is past master of Marion Ma- 
sonic Lodge and is also a member of the Scottish Rite, 
Murat Shrine, Indianapolis Bar Association and the 
Junior Chamber of Commerce. His wife, the former 


Lucille Morrison, is secretary of the company. 
——-0 = 0 —__— ‘ 


GRAND RAPIDS FIRM OWNERSHIP SHIFTS 

Taylor’s, Inc., office machine and stationery firm of 
Grand Rapids, Mich., has been purchased by Glenn 
D. DeGroot and Clare B. Krenz from L. R. Taylor and 
M. A. Scott. 

Mr. DeGroot, new president and general manager, 
has been in the office machine field for eight years, 
having been manager and co-owner of the DeGroot 
Typewriter Company of Kalamazoo, Mich. 

Mr. Krenz, new vice-president and treasurer, for the 
past six years has been store manager of Taylor’s, Inc. 
It was under his supervision that Taylor’s added the 
office supply department to its lines. Before that time 
he was secretary and purchasing agent for another 
local office supply firm. 

———_9 —m 9 
CHARLES T. CLARK APPOINTED AGENT 

Charles T. Clark, former colonel in the Army, has 
been named exclusive agent in a seven-county area 
in and around Tulsa, Okla., for the A. B. Dick Com- 
pany, Chicago, and will establish offices, service and 
warehouse facilities at 1122 S. Cheyenne St., Tulsa.— 
EWF. 











WEDDING S 


Robert C. Elliott and Betty Louise Dahl were married 
on April 6 at St. Paul’s Lutheran Church, Evanston, 
Ill. The wedding was followed by a dinner and recep- 
tion at the North Shore Hotel. The bride is the daugh- 
ter of E. A. Dahl, manufacturer of several filing equip- 
ment specialties under the name Business Efficiency 
Aids, located at Skokie, Ill. Mr. Elliott is connected 
with the company in a sales capacity. The ceremony 
was performed by the Reverend George Aigner, whose 
father is the president of G. J. Aigner Company, 
manufacturer of indexes and related products. Prior 
to entering the ministry Mr. Aigner, Jr., had sold to 
Stationers for the Aigner company. A combination of 
circumstances gave the event stationery amosphere. 
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GENERALS 


CARBO-WELD PENCII 






When a dealer sells pencils 
bearing the names GEN- 
ERAL, SEMI-HEX or KIM- 
BERLY he is certain they will 
give complete satisfaction, be- 
cause General pencils have 
“Built-in-Quality” — smooth, 
strong lead, accuracy of degrees 
and fine wood casings permitting 
easier sharpening. Always rec- 
ommend GENERAL’S products 


to your customers, 



































s General Pencil Company 
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GOOD 
TYPISTS 


Duper-freated 
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pope! tho pe for ° The famous paten- 
pr R ted “Carbon Grip- 
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harP oS per” in every box 


a 

longe" cy g KOTE and of Codo Super- 
Treated, Super Kote 

and Keen Rite. 


o- MFG. CoRP. 


529 South Franklin St., 270 Lafayette St., 
Chicago7 New York12 
Factory: Coraopolis, Pa. 
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MAX C. VAUGHT RETURNS TO GUNN COMPANY 

Four years in Uncle Sam’s Air Forces, of which two 
were spent in combat areas, have not been able to 
control the wanderlust of Max C. Vaught. Back in 
his office at the Gunn Furniture Company, Grand 
Rapids, Mich., he still wants to travel—but in a civilian 
suit, with a brief case under his arm. 

Giving his impressiens of the post-war Gunn organ- 





MAX C. VAUGHT 


ization, of which he is merchandising manager, Mr. 
Vaught declared: 

“In my 15 years with Gunn, I’ve never had so much 
reason to be enthusiastic over future prospects. What 
the boys have done to the Gunn plant during my ab- 
sence is amazing. In two days they have shown me 
more and better facilities for desk and office furniture 
production than I’ve seen before in my entire life... 
As a Salesman and sales executive, though, my big 
thrill came when I saw the new, functionally-different 
desk designs that are being tested preparatory to their 
announcement to the trade.” 

eI 
NEW FIRM IS OPENED AT ALBANY, GA. 

Henderson Office Equipment Company was recently 
opened in Albany, Ga., at 102 Pine Ave. Owned by 
L. T. Henderson, the firm will handle Remington 
Rand, Inc., typewriters, adding machines, calculating 
machines and filing equipment. They will also have 
typewriter ribbons and carbon paper. R. L. Payne, 
formerly of Charleston, S. C., is service manager. 


—WES. 
TE aia a 
BRAZ ANNOUNCES ADDRESS, PHONE CHANGE 
The Braz Printing & Stationery Company, formerly 
of 4043 W. 16th St., Chicago, recently announced a 
change in address to 701 S. Wells St., Chicago, and 
new telephones, WABash 6893-7662. 








a ee > © © 5 1 O. 8s 

Charles N. Bush of the sales department of Western 
Lithograph Company, Wichita, Kans., and Mrs. Bush 
are the proud parents of a six-pound daughter, born 
March 25. Mr. Bush was with Western Lithograph be- 
fore going into the Army for 3% years and subse- 
quently touring England, France, Belgium, Holland, 
Luxemburg and Germany in doing his part in the de- 
feat of the Axis. 

Mr. and Mrs. Henry I. Coleman, Savannah, Ga., an- 
nounce the birth of a son, Henry Gerald, on March 
28. The proud father is president of Nathan Coleman 
& Son, Savannah’s oldest office outfitters, and past 
governor of District No. 4, NSA. 


Patricia Joan Malody came into this world to de- 
light the hearts of her parents, Mr. and Mrs. Charles 





| Malody, on April 10. She registered the substantial 


weight of nine pounds. When not engaged in the 
business of being Patricia’s father, Charles Malody is 
sales manager of Associated Stationers Supply Com- 


pany. 
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EWA leadership in ring binders is evident in quality of materials 
and craftmanship—in smooth operating mechanisms and in the 
combination of many distinctive features, among which are: 

@ Rings of oval shaped steel with perfect mesh at joints — inmaking sh : 
avoids tearing of sheets at punchings. & 
@ Easy operating opening and closing triggers. s 
®@ Metal Cam Sheet Lifters. Metal Cam Sheet Li ! 
@ Inlaid steel protector strips in flexible covers. ers lift sheet over the 
© Bound parts of mechanism treated to prevent rust; exposed rings, avoiding tear at 
parts nickel plated on copper plate base. punchings. 
® Spring back correctly tempered for proper long life action. 
@ Joint buttons between the ribs for smoothness of operation. 
@ Mechanism secured to bound-in metal back by steel anchors. 
Choice of stiff or flexible covers, leather, imitation leather, or canvas 
binding in full range of sizes and capacities. 


SEE CATALOG No. 142, PAGES 62 TO 77 


METAL CAM SHEET LIFTERS 
As covers close, the Metal Cam Sheet Lifters keep sheets 
in alignment and LIFT them over the rings, avoiding 2s 
tear at punchings. 


This side of illustration This side, WITHOUT Sheet 
shows action of sheet Lifter, shows tendency of 
lifter in lifting and guid- aN sheets to jam against rings, 
ing sheets over the rings. | a tearing the sheet punchings. 


>>>) Wrtson Jones Co. <<< 


ELIZABETH CHICAGO NEW YORK 
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Ou can sll a at interiors 


lhe this one, too | tose f 


Paneling and wood design contribute al 
vitally to the dignity and beauty of every office. As you look at this picture you may 
think it is too complex for you to handle. But, actually, all you have to do is send 
us the architect’s plans with some idea of the effect desired—we do the rest—design. 


make, ship and install—to the everlasting satisfaction of you and your customers. 


NO STOCK LINES. We have spent years designing and decorating private an 
offices, libraries, schools and public buildings from architects drawings and 


specifications. Projects anywhere in United States accepted. 





512 East 137th Street New York 34, New York 
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RADIO PROGRAM SALUTES TIME RECORDERS 


A special radio salute to the time recorder industry 
was given on the Valley Forge Caravan program over 
KYW on April 20. These one-hour radio shows are 
sponsored by the Adam Scheidt Brewing Company, 
Norristown, Pa. 

Following is the transcript of the radio salute: 

“The year 1888 marked the first real advances in 
the field of time recorders, brought about through 
vast business expansion at the close of the nineteenth 
century. The time recorder is the instrument that 
records, for payroll and production control account- 
ing, the work-hours of an individual. We honor our 
hosts tonight: J. B. Donnelly of International Business 
Machines Corporation; A. E. Jackson of Stromberg 
Time Corporation and C. F. Steinmetz of The Cin- 
cinnati Time Recorder Company. They have assisted 
with material for this broadcast. 

“In the early days of time recording, a crude rubber 
stamp with removable rubber slugs was made to 
serve. This device was supplanted by the circular 
disc which, when spun to the proper hour and de- 
pressed, left the time indelibly impressed upon a 
paper tape. Then came the mechanical recorder, 
which consisted of a series of type wheels driven by 
clock movement, so arranged as to print the time 
on a paper tape, by the aid of an employee’s special 
key. In 1893, the individual card system capable of 
recording a week’s “in and out” hours was developed. 
Then in the second decade of the twentieth century, 
came the electric time recorder. This newest device 
used the principle of the electromagnet, whereby the 
clock was in electrical contact with the recorder. 
The time was automatically stamped beside the signa- 
ture or on the individual’s card. Since then there 
have been innumerable improvements making more 
convenient and accurate the recording of work hours. 
Industry has found it the easiest and cheapest method 
of control. 

“Throughout the past several years, the industry 
that normally produces only time recording devices 
turned its attention to the production of other articles 
to help win the war. It is for this record of progress 
through the years and the record of achievement in 
wartime, that we of the Caravan salute the time 
recording industry tonight!” 

pee Se 
OFFER COURSE IN BUSINESS LETTER WRITING 


The Addison-Wesley Press, Inc., Kendall Sq. Build- 
ing, Cambridge 42, Mass., recently published “Better 
Letters,” a course for business letter writers in a set 
of 13 attractively-bound books selling for $10. Orders 
are to be directed to Better Letters Institute, 156 
Stuart St., Boston 16, Mass. 

Included in the set are pamphlets covering “The 
Business Letter,” “Making the Letter Effective,” 
“Words and Their Ways,” “How to Dictate,” “Writing 
Letters That Sell,” “Keeping the Customer’s Good- 
will,” “The Collection Letter,” “Style Is Personality,” 
“Appearance Is Important,” “Letter Portfolio,” “A 
Constructive Force in Business,’ “Correspondence 
Supervision and Control,” and “Discussion and Solu- 
tion of Problems.” 

The course is produced by Better Letters Institute, 
and written by Hiram N. Raseley, A.B., A.M., executive 
vice-president of Burdett College, Boston, Mass.; and 
Roy Davis, A.M., Litt.D., former head of the English 
department of Boston University’s college of business 
administration. 

em 


NEW SUPPLY FIRM OPENS AT DEARBORN, MICH. 


Osgood & Ott Office Supply Company, a new firm, 
se opened recently at 22168 Michigan Ave., Dearborn, 

ich. 

The firm is composed of Robert E. Ott, formerly 
with Associated Stationers Supply Company, Chicago, 
General Office Supply Company, Detroit, Mich., and 
John B. Osgood, salesman and manufacturers’ repre- 
sentative. 
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Vy Copy-RIGHT 

(front-vision, line-by-line) 
COPYHOLDERS 
Yts, MR. DEALER, American business employs about 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 
Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 
steady demand . . . repeat business. Single 
trial sales frequently lead to 
| What Copy-RIGHT does purchases for entire typing 


for your Customers: | staffs! ‘ 


aad er ey MORE AND MORE 
and up to gsi a DEALERS EVERY MONTH 


time by holding notes 
are stocking and selling 


Copy-RIGHTs as a regular 


















you... 





and copy-work straight 


ahead at shorter reading 


ditence . . » a Oe you haven't started 
proving visibility, posture, 
accuracy, speed. Auto- yet, get at least one sample 


and literature with wholesale 
data. 


matically points out right 
line, holds place. 











Six Models hold papers up to 12", 16", 20", 
25", 30", 36” wide. 


Il2—» <—Il6"—» <—-20-—» + 25" > ‘. ———— 30 6, 
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MAIL COUPON NOW! 
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Copy-RIGHT Mfg. Corporation Dept. D 
53 Park Place, New York 7, N.Y., U.S.A. 


(1) Send literature and prices. 
EJ Ship a Copy-RIGHT (Stock-Sample) on regular terms. 
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“(Attach letter head please) 
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STARTLING NEW WAY T0 
“SOUNDPROOF”’ YOUR 


oo 


im ASK YOUR 
‘ —- TYPEWRITER 
DEALER 













Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 

four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry"’ way. Yet 
your mechanic — without removing a screw —can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machine! 


Write today for full illustrated details.  \@ Me 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. inc 





96 LIBERTY SIREET @ WOrth 2-1823 @ NEW YORK 6 NY 
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FATHER, SONS REPRESENT GENERAL PENCIL 


L. P. Wingert, who has been midwestern represen- 
tative for the General Pencil Company, Jersey City, 
N. J., during the past quarter-century, has received re- 
inforcements in his area and expects to move at an 
increased tempo this year. His two sons, just recently 
relieved from active duty in the armed forces, have 





FAMILY AFFAIR—Representing the General Pencil Co., Jer- 

sey City, N. J., in the Central West are (left to right) Lou 

Wingert, Jr., Lou Wingert, Sr., and Bill Wingert—father and 
two sons. 


joined him in representing the General Pencil Com- 
pany in the Central West. 

Lou, Jr., who served in the Army Air Forces for five 
years as a lieutenant colonel, will travel out of St. 
Louis. Bill, who was a corporal in the Third Marine 
Division, will be located in the Chicago area. Both are 
members of the Great Lakes Travelers Club. 

———<ro-—— 

J. K. GILL COMPANY MAKES IMPROVEMENTS 

The J. K. Gill Company of Portland, Ore., has added 
20,000 square feet of warehouse and storage space in 
the Rudie Wilhelm Building, 1233 N.W. 12th Ave. This 
space will be used as a receiving depot for new mer- 
chandise as well as for storage. 

A new projection room has also been completed on 
the second floor of the Portland store. Built with the 
latest acoustical material, it will be used for a display 
and projection room for the new visual educational 
films and equipment so much in demand in modern 
schools. 

George Halling, general manager, reports that Gill’s 
is looking forward to a general increase in business. 
He feels, however, that advertising and promotion, as 
well as intensive selling, will again be necessary to 
hold on to such increases. 

Gill’s will soon open a Seattle, Wash., branch store 
to carry most of the merchandise items featured in 
the Portland retail department. This will be located 
at Virginia and Third streets in downtown Seattle. 
June 1 is the tentative opening date. 

Se 
BLOOMINGTON VET TO START NEW STORE 


Howard C. Baldwin, who since his return from the 
armed services has been employed at the Paxton Type- 
writer Company in Bloomington, IIl., is opening an of- 
fice equipment store in a portion of the building at 110 
W. Washington St., Pontiac, Ill. He formerly operated 
a branch store of the Paxton company in Pontiac. 

Mr. Baldwin entered the Army in March, 1942, and 
held the grade of technical sergeant before being com- 
missioned as a second lieutenant, Medical Administra- 
tive Corps, on June 20, 1945. He was then stationed at 
the ASF convalescent hospital, Camp Upton, N. Y., and 
at the time of his discharge was an instructor in off- 
set printing classes for convalescent patients.—HLS. 
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The industry will remember the smart styling and ex- 
cellent craftsmanship that went into the making of the 
pre-war Macey Desk. The Macey Desk is coming back 
and with it the same traditional standard of quality 
for which the Macey label is famous. Rest assured that 
Macey Desks will be designed and built to serve the 
expanding needs of modern business. There's a bright 


future in store for Macey dealers. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 














Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 



































“Pioneers for Fifty Five Years’’ 


~ 
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It Adds, Subtracts, Multiplies 
It has fully Automatic Division 

Its 10 keys allow fast touch system 

It clears with touch of single key 

It shows all three problem factors at same time 
It occupies less desk space than a letterhead 


It is small, versatile, dependable 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


The only company which offers the Independent Dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTERS 
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ONE TOUCH OF FRIENDSHIP 





By C. M. Litteljohn 





Vine’s Pen and Card Shop, operated by Eddie Vine, 
long prominent in stationery circles of Seattle, Wash., 
gives a touch of friendship, “that makes the whole 
world kin,” to his sales. 

Specializing in fountain pens and greeting cards, 
Mr. Vine uses a special envelope that carries such per- 
sonal friendship across the threshold and back to the 
office or home where the greeting cards from Vine’s 
racks are addressed and mailed. 

The poem “Friends,” imprinted on the front of the 
envelope, is reminiscent of the fact that in official 
circles the so-called greeting cards are termed 
“Friendship Cards.” As may. be seen, the following 
lines of “Friends” have an Eddie Guest air: 


No one we know is quite so dear, 

As the friend who remembers throughout the year, 
Those important occasions we value so much, 
Anniversaries, birthdays, greetings and such. 


The greeting card with its verse so sweet, 
Conveys the wish, “if we could meet.” 

Let us turn for a moment from trouble and woe, 
To recall the days of long ago. 


The friends we knew, and the happiness too, 
’Ere distance and time obscured the view. 
The joyous meetings that made us glad, 
Farewells and partings, that made us sad. 


We promised to write, oh often it’s true, 

But time slipped by, as it seems to do. 

Let us therefore resolve, and try very hard 

To remember our friends, with a greeting card. 

It’s a friendly thought that lingers and Eddie Vine 
finds it clicks with customers. 


—— ome 


STAMP PAD DISPLAY—The Rivet-O Manufacturing Co., 

Orange Mass., is offering this new stamp pad display, avail- 

able to dealers upon request. A complete line of stamp 

pads is produced by the Orange, Mass., firm, 

sizes and models for varied office and industrial needs. 

Trade literature describing these pads may be obtained 
by addressing the. company. 


a oe 


DOEHLER PURCHASES 16-STORY BUILDING 


The Doehler Metal Furniture Company, Inc., has 
purchased the 16-story office building at 192 Lexington 
Ave., New York, N. Y. The purchase represents a step 
in the expansion program of the organization, which, 
for about 18 years, has occupied two floors of the build- 
ing. The firm plans to occupy other floors in the struc- 
ture, probably including the street floor for display 
purposes. This expansion will also provide for Doehler’s 
executive and sales offices, the designing organization, 
and the promotional setup, thus bringing all activities 
under one roof. 

The building consists of 90,000 square feet and the 
property is assessed at $565,000. 
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| are made so seats and 


offering | 


| form-fitting backs of rub- 





GOOD POSTURE 
CAN BE HAD 
by using 


tS 


POSTURE 
CHA/IRS 


Illustration. shows the correct way an 
office worker should sit for maximum 
comfort, and the way it's done by using Sturgis Posture Chairs. 
Seat is the right distance from floor—the back is form-fitting to 


relieve tenseness. Strain <7 ei ee ce Me 5 


is reduced—the body re- 
laxed without effort—fa- STURGIS MODEL 
876-MY 


tigue is lessened. 
(Available in sev- 
eral combinations 


of back rests and 
seats.) 













Sturgis Posture Chairs s 





backs are easily adjusted 
to fit the worker. All ad- 
justments are MADE 
WITHOUT USE OF 
TOOLS. 


Construction is the best 
—all steel tube, welded 
joints—baked on enamel 


finish by infra-red ray, 
with a selection of five 
FRAME: Steel tubular construction. 
colors. Large seats and JOINTS: All electric welded. SWIVEL 
MECHANISM: Hardened steel. CAST- 


P 16”. BACK: 8” x 13”. 

berized curled hair cov- Baked-on enamel (infra-red process) 

. : five color meme a steatton at cae 

ered with attractive leath- Leatherette — a selection of colors. 
i . PADDING: Rubberized curled hair. 

erette — combinations to 














harmonize with any office 
Hardened 


steel swivel mechanism 


color scheme. 


THIS NAME 
IS GROWING! 


and noiseless casters. 





The STURGIS POSTURE CHAIR CO. 


411 Magnolia Street 


STURGIS MICHIGAN 
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Van Dyke DESK LAMPS 
FLUORESCENT AT ITS BEST 





NO. 1028 


2-LAMP ALL METAL EXECUTIVE MODEL 


Model 1028 for the two 18'' Watt Tubes. 
An ideal lamp for executive desks . . hand- 
somely designed. Cast iron base with solid 
bronze appointments. ADJUSTABLE 
SHADE 20" x 6". Finished in Morocco 
brown. Weight || lbs. 





BTL SEL saeenags OUP 
Te ln OIE conus 


— _- 
NO. 300 





THE STUDENT MODEL 


The new No. 300 Van Dyke—an all metal 
fluorescent desk lamp for ''The Student." 
This unit brings quality fluorescent within 
reach of millions. One |8'' Watt Tube. Cast 
iron base. Finished in Morocco brown. 


Weight 10 Ibs. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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lation, MPR 564, are fountain pens and mechanical 
pencils. 

MPR 188 still remains in force for luggage, including, 
but not limited to, briefcases, and the following busi- 
ness and store machines: Accounting machines, add- 
ing machines, addressing machines, bookkeeping ma- 
chines, calculating machines, cash registers and de- 
vices in which a cash register or its basic mechanism 
is a component part, dictating machines, duplicating 
machines, fare registering machines, recording ma- 
chines, stenographic machines, typewriters, and scales. 

Likewise, MPR 188 still regulates prices for fountain 
pens and mechanical pencils and sets, and ink, as 
well as commercial furniture and equipment of metal 
or wood for office, store or institution of the following 
types: desks, cabinets, files, lockers, shelving, tables, 
chairs (except barber chairs), store display equip- 
ment, but not including mannekins, safes, cash and 
bond boxes. 

i) 


ANNOUNCE SURPLUS PEN, PENCIL CEILINGS 

The Office of Price Administration by Order No. 112 
under Supplementary Order No. 94, effective April 17, 
has established ceilings for new fountain pens and 
mechanical pencils declared surplus by the Army and 
offered for sale in regular civilian channels. 

The retail ceilings for five brands of fountain pens 
range from $1.95 to $5; and for four brands of me- 
chanical pencils range from 20 to 90 cents. 

On Government sales to wholesalers, the fountain 
pen ceilings are from 30 cents to $1.50; and for the 
pencils from six to 28 cents. 

War Assets Administration advises that approxi- 
mately 248,000 of these items are now located in 
Boston, Mass., Philadelphia, Pa., and San Francisco, 
Calif. They are available for sale by the regional 
offices of WAA in those cities. 

The maximum prices for sales to retailers and at the 
retail levels reflect the customary mark-ups in the 
trade. On all sales at retail, each item must be tagged 
with the retail ceiling price. 


o 

CANADA LIFTS PRICE CEILINGS ON SUPPLIES 

Canada’s Wartime Prices and Trade Board has an- 
nounced, effective April 15, suspension of price ceil- 
ings on 12 categories of goods, including office sup- 
plies. The articles on which price ceilings are re- 
moved include: 

Arch and clipboard files and arches for same; cups 
and trays for clips, sponges or pins; typewriter and 
pencil carbon paper, but not including continuous 
form or fanfold; copyholders and list-finders; paper 
clips, including florists’ type; paper fasteners; moist- 
eners; stenographers’ notebook holders; desk pads; ink 
pads; hand paper cutters; desk-size paper punches; 
paper weights; inked typewriter and business machine 
ribbons; hand-type envelope sealers; manual pencil 
sharpeners; erasing shields; staple removers; hand- 
type rubber or steel stamps; telephone indices; thumb 
tacks, drawing and drafting boards and drafting in- 
struments.—RC 
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she can work better, faster 
and in greater comfort 
than ever, because 


Caagtac | 


Posture Chairs are Available 
















Easyrest is today’s outstanding value in 

posture chairs. Office workers are finding it tops in 
comfort . . . cutting fatigue and increasing efficiency. 
Easyrest’s simple, foolproof adjustment allows 

any girl to fit the chair to herself in a jiffy. 

There are no projections to snag her 
hose. Attractive pearl-grey finish. For 
style, comfort and quality, Easyrest 

is today’s outstanding posture chair. 








THE STEELCASE POSTURE CHALE 


Manufactured solely by 


METAL OFFICE FURNITURE CO., Grand Rapids 7, Michigan 
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Now available for immediate delivery from stock! 





NO. 7991A MULTI-DUTY 6” POCKET SLIDE RULE 
(Student Mannheim Type) 
Pocket size rule with scales A-B- 


pe | C-CI-D and K on face and S-L 


and T scales on reverse of slide. 
Face of rule and both faces of 
slide covered with white celluloid. Has metal strip to pro- 
vide a deluxe smooth movement for the slide. Complete 
in sheath with instructions. 

PRICE $1.75 each 





© ahatabal, ei Avera, j 





NO. 7992A MULTI-DUTY 10” SLIDE RULE 
(Student Mannheim Type) 

Clear sharply defined calibra- 
=| tions on white celluloid facings 
make this rule of superior value 
in the student Mannheim type. The scales A-B-C-CI-D and 
K are 10” long with slide reversible. Transparent back in- 
dicator with finely etched hair line in register with the S-L 
and T scale is provided to read these scales without revers- 
ing the slide. Metal strip reinforces body of rule and pro- 
vides a deluxe smooth movement for slide. Complete in 


sheath with instructions. 
PRICE $2.00 EACH 











NO. 7994A DELUXE 10” MAHOGANY SLIDE RULE 
(Engineer's Mannheim Type) 
—-, A deluxe slide rule of finest con- 
Gc 3 ———} struction made of Mahogany or 
® Cherry with white celluloid sur- 
faces on face, beveled edge, straight edge, both sides of 
slide and back of rule. Single bevel has a 10” scale divided 
into 1/”-4ths-8ths-16ths. Opposite side has millimeter scale. 
A-B-C-CI-D and K scales on face with S-L and T scales on 
reverse of slide. Complete in sheath with instructions. 


PRICE $6.50 each 














Write for Free Catalog 
and ask to be put on our list to receive 
our wholesale monthly bulletins. 








A Complete Line of 
Finest Quality 


ART BROWN 
SLIDE RULES 


NO. 7995A MULTI-DUTY DUAL 10/5 SLIDE RULE 

A new development in pocket 
size slide rules. 5” folded scales 
give same results as standard 10” 
rule. K-A-B-S-T-C-D and DI 
scale on one side, L-C2-CI-DI-D2 
and D on opposite side. White celluloid facing with double 
sided cursor. Complete in sheath with instructions. 


PRICE $4.50 each 

















NO. 7996A MULTI-DUTY MANNHEIM-TRIG 





SLIDE RULE 
A Duplex type Slide Rule with 
{= = =i asaceners| white celluloid facings that per- 
Se EE Bee mits making involved computa- 








— 


t tions with a minimum number of 
settings. This is a two sided rule with T-DF-CF-CIF-CI-C- 
D-S and ST scales on one side and B-K-L-C scales on re- 
verse side. Table of equivalents and trigonometrical tables 
printed on top and bottom of reverse side. Double hairline 
cursor rides free when rule is placed on table. Complete in 
sheath with instructions. 


PRICE $6.50 each 








DEALERS! 
Write today for 
Wholesale Discounts 
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BETTER PACKAGES, INC., SALESMEN CONVENE 


The Packaging Exposition at the Brighton Hotel, 
Atlantic City, N. J., recently provided an opportunity 
for numerous sales discussions and informal get- 
togethers of Better Packages, Inc., representatives at 
the company’s booth. 

Mills W. Waggoner, general manager, was host to 
many of the company’s sales representatives, including 
O. K. Hill, manager of the Chicago branch office; A. 
D. Smith, Philadelphia, Pa.; T. M. Albert, Detroit, 
Mich.; E. C. Spahr and J. J. Murphy, Connecticut; Ira 





BETTER PACKAGES, INC., BOOTH 





Deblayker, Newark, N. J.; John Parsons, Washington, | 


D. C.; C. Simmons, New York, N. Y.; R. L. Drysdale, 
St. Louis, Mo.; C. S. Price and H. L. Putnam, Indianap- 
olis, Ind.; H. B. Smith, Rochester and Buffalo, N. Y., 
and L. M. Salomon, Pittsburgh, Pa. Better Pack- 
ages, Inc., Ltd., of Canada was represented by G. Pur- 
kiss, Manager. 


T. H. Krueger, president of the company, attended 
the convention and met with the sales representatives 


at the Brighton Hotel. 

Visitors at the Better Packages, Inc., booth from 
Canada included W. J. Hood, president, and W. J. Mc- 
Intyre, sales manager, of the Gummed Papers, Ltd., 
Canada. 

The new pressure-sensitive dispensers shown at 


Better Packages, Inc., booth created favorable com- | 


ment from the many thousands who stopped to view | 


late developments in packaging and container sealing 
machines. 


= 
NEW STORE FOR LAS VEGAS, N. MEX. 


Herman Feld and John H. Meyer have organized the 
Las Vegas Office Equipment Company, Las Vegas, 
N. Mex. The new company will handle a full line of 
stationery products, filing supplies, office furniture and 


office machines. It was expected that the store would | 


open for business about May 1. 

Mr. Feld has had 22 years experience in office 
equipment and supplies. He started as a boy with 
Denver Stationery Company, was with Santa Fe Book 
& Stationery Company 18 years, and for about two 
years sold for Kendrick-Bellamy Stationery Company 
in Denver. An article written for Orrice APPLIANCES 


by Mr. Feld entitled “Specialize in Lines Not Greatly | 


Affected by Reconversion” appeared in the January, 
1946, issue of this journal. 

Mr. Meyer’s experience has. been in the field of 
banking. 

Among the lines to be sold will be Wilson Jones loose 
leaf and Remington Rand typewriters, adding ma- 
chines, and printing calculators. Negotiations for others 
were being conducted as this item was written. 
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V.P.D. Leatherette Bound Envelope 
of Heavy Gauge Transparent Plastic 


Has been used for years for protec- 
tive durability and visibility in price 
books. Excellent quality leatherette 
binding. Heavy gauge clear trans- 
parent cellulose acetate. Available 
in many sizes. Write for details. 





V.P.D. Transparent Plastic 
Factory Sheet Holder 


It keeps blueprints, instruction 
sheets, job tickets safe from grease 
and mutilation. Either two sides 
transparent or fabricoid-backed 





V.P.D. Spiral Bound and 
Swing-O-Ring Presentation Book 


For sales, advertising and service 
presentations. Simulated leather 
cover, attractively embossed. Spiral 
is smooth metal. 8 or 12 transpar- 
ent leaves with 16 or 24 windows. 
Additional leaves can be furnished 
on Swing-O-Ring type. 


STOCK V.P.D. 
AND YOU WILL SEE 
ORDERS COMING I-2-3 













V.P.D. All Plastic Transperent Envel- 
ope For Price and Memo Ring Books 


Thermo-welded along three narrow 
edges, top, bottom and one side to 
eliminate all stitching, binding and 
sticky tape. Open edge punched for 
ring books. Visible protects and dis- 
plays contents without bulking up 
the ring book. Available in many 
sizes. Write for details. 


*V.P.D. MEANS 
VISIBLE 

PROTECTIVE 
DISPLAY 


@ Business firms and individuals 
have bought millions of dollars of 
our beautiful crystal clear NON- 
COMBUSTIBLE cellulose acetate 
products. 

e They’ve found our Thermo- 
Welded and sewn constructions 
unexcelled for durability...and 
our line of stock and special order 
items the largest in the industry. 

e That's why we urge you to 
“Stock V.P.D. and you will see 
orders coming 1-2-3.” 

e Illustrated are a few of our 
items, to remind you to consult our 
catalog and re-order from it. If 
you’ve misplaced yours, write us 
for catalog .45-DO. 











V.P.D. All Plastic Transparent Fold- 
ers For Price Books in 5 Sizes 


This all plastic V.P.D. falder is tear- 
resistant. Sheets are easily inserted 
Comes in .005 gauge. Also avail 
able in thinner gauge at a lower 
price, size 11 x 8% only 


JOSHUA MEIER COMPANY 


36 EAST 10th STREET, NEW YORK 3, N.Y. 
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MANCHESTER, CONN., FIRM IN FAST GROWTH 
A mother with 21 years of training in the rubber 


manufacturing business and a son, who spent his early 

- T we te Hy N v4 years in the family plant in Ohio, have teamed up to 

_ operate a fast-growing industry at Manchester, Conn., 

| | the Spencer Rubber Products Company, makers of 
INSTANT ACTION rubber bands for the general trade. 


Now a year old, the company has made rapid growth. 
Vp): a S. It was on March 22, 1945, that the first shipment was 
niting elt made, a 100-pound order of bands to a Connecticut 
client. 

The mother and son combination, unusual for busi- 
ness, is one made up of Mrs. Ruth Spencer and her 
son, W. Robert Spencer. On his return from the Navy 
where he served for 20 months as an instructor in 
T o EY sg re LL aviation engineering, Robert Spencer headed the new 

company and gave full vent to his inventive ability in 

furthering post-war business. He is the president and 

treasurer of the company at 23 years of age. The 
TH EY PLEASE Spencers were long established in the rubber products 
business in Alliance, Ohio, and both mother and son 
grew up in the industry. 

The company now has on its books orders for delivery 


TH EY RE PEAT to many foreign countries, from Switzerland to the 


Philippines. 





—— 0 
H. J. METHOD APPOINTED BY UNDERWOOD 
H. J. Method has been appointed regional manager 


. for the Underwood Corporation at 25 E. Maryland St., 
Fount-O-Ink is a full | Indianapolis, Ind., it was recently announced by W. F. 








line. They are suited to 
every writing need and 


every human prefer- 





ence. They open doors 
to new business and 


build volume through 








customer satisfaction. 








H. J. METHOD 


Arnold, vice-president and general sales manager in 
New York, N. Y. Mr. Method first joined Underwood 
in 1923 in Harrisburg, Pa., and prior to his new 
appointment served for several years as assistant 
manager of the company’s St. Louis office. 
ms odin 
NOMA AND NACA TO HOLD FORUMS 

At a meeting of the Office Executives Association of 
New York, Inc., chapter of National Office Manage- 
ment Association, held recently at the Belmont Plaza 
Hotel, New York City, it was announced jointly by 
A. J. Amberg, president of OEA and by Fred Burns, 
director of special activities, New York Chapter of 
National Association of Cost Accountants, that their 
respective organizations would present a six-day series 
of conferences and forums on office management 
problems and the office worker’s place in the national 
pattern of industrial and commercial enterprise. 

These conferences, to be held in the third floor 
auditorium of Grand Central Palace, will run con- 
currently with the New York National Business Show, 
September 30 through October 5. 

a 
GREGORY FOUNT 0 INK C0 MEMPHIS PEN SHOP TO NEW LOCATION 
“7 . The Tennessee Pen Company, Inc., operating The 

Pen Shop, has taken space for June occupancy in the 
3501-11 EAGLE ROCK BOULEVARD structure now being remodeled at N. Front and Madi- 
LOS ANGELES 41, CALIFORNIA son avenues, Memphis, Tenn. The new address will 
be 60 Madison Ave., the Austin Building —CG. 
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PIONEER planning 
PIONEER Origination 


PIONEER production skills 


for the convenience, comfort, 


and working efficiency of the American Business Man 


Before long, Gunn will unveil the first of its postwar plans and appointments for 
the postwar business office. 


In full co-operation with its loyal dealer outlets, this announcement will mark the 

beginning of a pioneer OFFICE PLANNING SERVICE .. . to provide America’s 
thinkers, creators, and doers with offices laid out and equipped for attractiveness, 
working efficiency, and traffic flow. 


Also to be announced will be pioneer developments in office furniture . . ‘co 
concepts, pioneer conveniences, pioneer materials and structural methods . . . dedicated 
to the comfort, serenity, and functional effectiveness of the user. 


Behind all this stands the postwar Gunn organization with its unrivalled production 
“know-how,” its pioneer approach to woodworking techniques, its big, completely 
reconverted and revitalized factories. 


The forthcoming Gunn announcement will mean quality, new comfort, new beauty, 
and new convenience at a new economy standard in the field of better office furniture. 


—6tin— 


PIONEERS IN FINE OFFICE 
APPOINTMENTS FOR OVER 
HALF A CENTURY 


GRAND RAPIDS 
Mic#HIGAN 











GIVES YOU EXCLUSIVE SALES ADVANTAGES 
AND NEW PROFIT POSSIBILITIES 


Once more the experience of three-quarters of a cen- 


PROVED 
fer Wear 


As upholstery material in a 
tank, Vinyl-Tex was subjected 
to the grueling punishment of 
both heat and abrasion... 
and it emerged with flying 
colors. 


fer Beauty 


Modern Airliners use Vinyl- 
Tex for their upholstery cov- 
ering because it combines 
beauty with utility. To clean 
and maintain lasting beauty, 
simply wipe with a damp cloth. 


tury manifests itself in the form of leadership . . . Feldco 
is first to offer you its popular line of zipper ring binders 
covered with the most amazing cover material ever 
developed ... Vinyl-Tex. 

Now Feldco dealers can offer a quality line beyond 
the reach of competition because of the advantages 
which this new material offers the consumer. Now, with 
Vinyl-Tex, the dealer eliminates competitive merchandis- 


Vinyl-Tex is used for luggage ing and places himself in a position for greater profits. 


covering as well as the up- 
holstery of some of the na- 
tion's finest surface transpor- 
tation. 


Look over the features listed to the left. You will 











instantly appreciate what Vinyl-Tex covered zipper 


fer Resistance 


Laboratory tests have proved 
that this new plastic materia! 
possesses high resistance to 
acids, alkalies, salt, flexing 
and abrasion. 


ring binders will mean to you. They come in a wide 
variety of beautiful luggage shades, individually boxed. 


Contact your supplier immediately. 


FELDCO Loose Leaf CORP. sitsssos sass 





NEW YORK « 25 CENTRAL PARK WEST + PHONE CO-5-0282 « PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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WATERMAN AGAIN SPONSORS “GANG BUSTERS” 


“Gang Busters,” regular Saturday-night feature on 
the American Broadcasting Company’s coast-to-coast 
hookup, will continue on the air for a second year 
under the sponsorship of the L. E. Waterman Company, 
it has just been announced by Frank D. Waterman, Jr., 
president of the firm. 

The decision to renew the contract for another year, 
beginning Sept. 15, 1946, followed: on the heels of a 
cross-sectional survey of Waterman’s dealers on the 
question as to whether or not the program should be 
continued, Mr. Waterman said. An overwhelming ma- 
jority voted in favor of keeping the show on the air. 

“‘Gang Busters’ has done-a splendid job in helping 
to increase the demand for Waterman’s pens and ink 
since it went on the air last fall,”. Mr. Waterman said. 

“Another factor which we took into consideration in 
renewing the contract for another year is the nature 
of the program,” he continued. “We feel that ‘Gang 
Busters’ is performing a real public service in helping 
police to combat crime. In addition to emphasizing 
again and again the fact that ‘crime does not pay,’ 
the program has assisted in the apprehension of almost 
300 criminals as a result of clues broadcast weekly dur- 
ing the ten years it has been on the air.” 


—————2.<— 2 


MORSE RETURNS TO ROYAL AS PORTABLE AGENT 

Wesley H. Beckwith, portable sales manager, Royal 
Typewriter Company, has announced that Edison S. 
Morse has returned to Royal as portable representa- 
tive for the Ohio territory, with headquarters at 


Cleveland. 
Recently returned from the Pacific, Morse held the 





EDISON S. MORSE 


rank of major upon his discharge from the Army. 
Prior to entering the service, he established an excel- 
lent record as portable representative for the Buffalo 
territory. 

-_——7—= > o——____—_ 


VETERANS FORM CAPITOL OFFICE SUPPLY CO. 


C. J. Collins, J. A. Smart, and C. R. Christiansen, 
who were attached to the Army Air Forces and who 
each served approximately three and one-half years 


in the service, have established the Capitol Office | 


Supply Company, 809 Eye St., N. W., Washington 1, 
D. C. At present the firm is handling specialty items, 
selling mostly to the Government. Before entering 
the service, Mr. Collins and Mr. Smart were territory 
Salesmen for Atlas Stencil Files, Inc., of Cleveland, 
Ohio. Mr. Christiansen was an accountant and auditor 
for the state of Nebraska. 
~<a 

PAUL SPRINKLE IN BUSINESS. FOR HIMSELF 

After nine years of experience with the Oxley Type- 
writer Supply Company, Paul Sprinkle has established 
his own business at 3225 Parnell Avenue, Fort Wayne, 
Ind. He will specialize in office machines and supplies 
and will operate under the name of Office Stationers. 
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Reduce Your Pen Inventory 
Yet Meet Every Writing Need 


Carry less barrels in stock — yet match 
every customer's writing needs ex- 
actly! You can do it with an Ester- 
brook, because Esterbrook is the only 
fountain pen offering as many as 33 
different points — points that are 
renewable by the user! Feature 
and promote Esterbrook, the 
economical pen with the right 
point for the way you write. 












THE 
ESTERBROOK PEN COMPANY 


Cooper Street, Camden, N. J. 
or The Brown Brothers, Ltd., 
Toronto, Canada 








sate NUMBERED 
POINTS 


Esterbrook 


RENEW-POINT FOUNTAIN PEN 
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. . . A SALES PLAN 
GEARED TO YOUR FUTURE 


THERE'S more to Wabash service 
than just developing and furnishing 
supreme quality Supplies and better Sys- 
tems ... much more. For Wabash Helps 
You Sell... with a sales plan that as- 
sures growing volume and profit through 
many years ahead. New Wabash items 
and ideas constantly being introduced, 
are designed and packaged for easier 
sales. Get the story now! 


B9l4 
steer Et 
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ALVIN A. BRATTON 
Alvin A. Bratton, 65, founder and chairman of the 
board of the Bratton Corporation, 74 S. Third St., 
Columbus, Ohio, died at his home on April 7 of a 
heart ailment. 
Mr. Bratton was founder of the corporation in 1905 
and was a distributor of Ediphone dictating machines 




















THE LATE A. A. BRATTON 


for 35 years. The firm has been an independent man- 
ufacturer and distributor of business machines since 
1940. 

The decedent came to Columbus in 1900. For a short 
time he operated the North American Supply Com- 
pany, distributing office equipment, before starting 
the Bratton Corporation 41 years ago. 

Well known throughout the nation for his knowledge 
of business machines, Mr. Bratton served for some 
time as a member of the office machines industry 
advisory committee of the Office of Price Administra- 
tion in Washington, D. C. He also was a member of 
a committee on Government surplus property disposal. 

Surviving are the widow, Mrs. Eva F. Bratton; two 
sons, Robert A. and Harry C.; a daughter, Mrs. Stanley 
T. Rose; a brother, Dr. H. O. Bratton; and three 
grandchildren. All are of Columbus. 


+ - + 
CLARENCE SENGBUSCH 

Death came to Clarence Sengbusch, assistant secre- 
tary of Sengbusch Self-Closing Inkstand Company of 
Milwaukee, Wis., on April 7 at the age of 39. Mr. 
Sengbusch, who was born August 1, 1906, had attended 
Washington High School of Milwaukee and Culver 
Military Academy before being active in business for 
20 years. 

Surviving are the parents, Mr. and Mrs. Gustav J. 
Sengbusch; a son, Stephen R.; a sister, Mrs. Walter 
L. Keuhn; and a brother, Frederick G. Sengbusch. 


+ - - 
SIDNEY J. BURGOYNE 

Sidney J. Burgoyne, 71, founder and owner of Sidney 
J. Burgoyne and Sons, greeting card manufacturers of 
Philadelphia, Pa., died April 5 at his home in that city. 

A native of London, England, he came to Phila- 
delphia and established his firm in 1907. He was con- 
sidered a pioneer in large-scale production of Christ- 
mas cards in the United States. 

Survivors include ten children. 


+ - - 
GEORGE A. NITSCHKE 

George Adam Nitschke of 42 Sawyer Ave., East 
Orange, N. J., died at Newark, N. J. on April 13, in the 
Hospital of St. Barnabas for Women and Children. His 
age was 68. 

Mr. Nitschke, who was New York manager for the 
Automatic Pencil Sharpener Company of Chicago, had 
served that company for 26 years, the past 15 years 
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OPERATORS WHO KNOW PREFER MONROE 


i 209-11-092 
| Monroe Adding-Listing Machine 
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209-685-191 
Monroe Accounting Machine 


1946 


The engineering skill behind Monroe’s thirty-year 
leadership is responsible for the unique advantages 
of the Monroe Calculating Machine shown in use 
below. AUTOMATIC SHORT-CUT MULTIPLICA- 
TION is an exclusive and startling feature of this ma- 
chine; and to the operator the unrivaled feather 
touch of all functioning keys means “easy to operate”. 


There is no “decimal fatigue” with Monroe .. . 
the all-important decimal is automatic and correctly 
placed . .. no spacing of the multiplier by pushing 
zero keys to achieve correct decimalization. Monroe 
removes decimal doubts: 


Among its many other advantages are easy and 
silent action, flexibility, simplicity, locked-figure 
keyboard, automatic division—and the famous Mon- 
roe “3-series” dials, about which you can get full 
information from the nearest Monroe representative. 
Learn, too, about the “Velvet Touch” operating 
advantages of Monroe Accounting and Listing Ma- 
chines—how they streamline modern mechanical 
accounting. Sales and service available through our 
own offices in all principal cities. 


Ask for our new book of time-saving Payroll Methods. 
Monroe Calculating Machine Co., Inc., Orange, N. J. 


Monroe Fully Automatic Calculator 
Model AA-1 
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Double Your Money’s Worth 


ti 


with Un ipeco! 






BOTH FOUNTAIN PEN 


NCIL 
CHANICAL PE 
AND MECN ONE 


Unipeco’s brand new sales 
topper, the “DOUBLE 
DECKER” WRITING SET, 
is ringing up sales on the 
double quick throughout the 
country! Its smooth-writing 
Genuine Guaranteed Fountain 
Pen is topped by a streamlined 
Mechanical Lead Pencil, plus a smart Memo Pad. A perfect follow up to Unipeco’s 
2-for-1 value, the amazing “Twin Pen & Pencil Writing Set (illustrated below)! 
Each set is double assured against imperfections by the ACCOMPANYING Guar- 
antee Certificate plus Unipeco’s long-standing reputation as makers 


of fine merchandise! 


7 ” Memo 





as x 
$3.95 each, list. 





: Se 
ai P oncil Desk 
ars (No. 465) 





4 chanic 
- Pen — Me 
— nd assorted colors. 


x le Decker’ 
oe x 6” refills. In walnut 4 
ta 





nip Fco 


¢ GUARANTEE 
ae 






ORDER TODAY .. . and get DOUBLE for your money with 
UNIPECO—the name your customers KNOW! 


wseTINS S 





“Twin” Fountain Pen & Pencil 
Writing Set. Simulated Marble 
or Terra Cotta or Green Ceramic. 
Felted Base (No. 350). $3.95 


each, list. 


Write for Complete New Catalog 
and Price List é 


iilgss UNION PENCIL CO... Ine. 








389-307 Broadway, New York 13, N. Y. 


— 


130 OFFICE APPLIANCES, May, 1946 











een ee oe ee ee ee eee 


ales 


ET, 
the 
the 

iting 

itain 
ined 
co's 
yw)! 
juar- 
kers 


with 











in New York, after being formerly located in Chicago. 
The Chicago offices of the company advises that no 
replacement will be made for the position at present. 

The decedent was a former president. of the Station- 
ers Square Club of New York, a member of Penn-Mar- 
Va Travelers Club, Stationers Association of Western 
Pennsylvania, and the New York Stationers Asso- 
ciation. 

Surviving are the widow, the former Kathryn War- 
necke; two sons, Gordon of Montclair, N. J., and Robert 
of Bloomfield, N. J., and three grandchildren. 

+ - -& 
WARREN A. ROGERS 

Warren A. Rogers of Marion, Mass., associated with 
the Wallace Pencil Company of St. Louis, Mo., and 
in charge of New England and northern New York 
state, died on April 29 of a heart ailment: He was 
ill but two weeks. 

















THE LATE W. A. ROGERS 


The decedent was 59 years of age at the time of 
death. He had spent 30 years in the stationery and 
office equipment field, chiefly with such organiza- 
tions as The General Fireproofing Company, Shaw- 
Walker Company, Lucas Brothers, Inc., The Victor 
Safe and Equipment Company, Smead Manufactur- 
ing Company, and the Wallace Pencil Company. A 
specialist in the developing and selling of filing sys- 
tems, he spent the first six months of 1941 covering 
Army camps, where he introduced a visible system 
for control of clothing and equipage for the U. S. 
Army Quartermaster Department. 


+ + 
THEODORE BARTHEL 

Theodore Barthel, 64, known in the industry as 
“Ted,” died at his home in St. Louis, Mo. on Thursday, 
April 11, after a short illness. 

Associated with Boorum & Pease Company for more 
than 40 years, Mr. Barthel was branch manager for 
the company at St. Louis. A wide circle of friends 
mourn his passing. 

Surviving are the widow and two daughters. 

J. W. Starck has been named acting manager at 
St. Louis since the death of Mr. Barthel. 


~- - bk 
JOHN C. OSTENDORF 

John C. Ostendorf, 64, owner of the Akron Typewriter 
& Cash Register Company, Akron, Ohio, died in an 
Akron hospital recently after a brief illness. 

Mr. Ostendorf had been a resident of Akron for 24 
years and was a member of the Elks, Eagles, Usef- 
Khan Grotto, and the Masonic lodge. 

Surviving is the widow, Mary L. 


*- + 

GEORGE A. KIRKPATRICK 
George A. Kirkyratrick, 52, a salesman for the 
Standard Register Company, suffered a heart attack 
and died April 25 while making a business call in 
the downtown district of Kansas City, Mo. He is 
Survived by his wife, Mrs. Ellen Kirkpatrick, at home; 
a son, John R. Kirkpatrick, U. S. Navy, Treasure 

Island, Calif., and three brothers.—GMH. 
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Now As Always Quality Remains Our First Consideration 


War-time restrictions necessitated some substitutions 
for metals, which in some instances required slight 
changes in design. As these metals have again become 
available, we have replaced the war-time substitutions 
so that today our lamps are truly pre-war in both 


materials and design. 


As an illustration, our model 1006-A pictured be- 
low, is our pre-war design, which we are again ship 


ping on current orders. 





Current design model 1006-A 


This fully adjustable, double-arm clamp-on model is 
the most attractive and efficient lighting unit among 
all.lamps of similar types. 


You are invited to write for full particulars and 
prices on the complete line of MIDCO the Per fect- 
lite portable desk lamps. 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
eee has the call that makes 1719 st Ave., South Pasadena 


the line profitable The Underwood Corporation has completed altera- 

tions as well as the redecoration of its offices and 
salesroom, at 733 S. Spring St., Los Angeles. The 
salesroom now occupies the entire ground floor while 


the service department has been moved to new and 
much larger quarters on the second floor. New private 


BERNARD 


TRADE MARK RECISTERED 





Over the years BERNARD stationery tools have earned 
the reputation of quality and dependability. Dealers sell 


BERNARD merchandise with confidence...and with profit. Sites have been. atrenned tx |. ek BOO 
It’s good business to sell good customers the punches Siameenn ani W. © gotten Aitaten managers 
and staple removers that always do a good job. respectively of the the typewriter, accounting, and 


adding machine divisions. A new demonstration room 
has been provided for the accounting machine divi- 


, sion, and a new sales meeting room has been pro- 
: loose leaf Vacuum Punch No. 2600 vided on the rear mezzanine. 
Standard Dies—1 8 4 16 14 = * a 


| = scoring dapanEIlial sops.bickel Blake Lockard, secretary of the Stationers Associa- 
z plated and polished, reach 1 1/16 tion of Southern California, with headquarters at 

215 W. 7th St., Los Angeles, reports that a dinner 
meeting of the association was held at the Los Angeles 
Athletic Club in April. R. A. Thomas, president, acted 
as master of ceremonies. Sam C. Bullock, Los Angeles 
Stamp and Stationery Company, gave a talk on the 
problems of the buyer in the post-war period. George 
Taylor, King’s Office and Equipment Comovany, Long 
Staple Remover No. 150 | Beach, discussed window displays and lighting effects 
o Sonia KS, in windows. Mr. Lockard reports that the association 
os aoa aah al NA . has enjoyed a good growth in membership during 
Spring action, nickel ‘ : the last year. 


plated and polished 


” * * 


Douglas Holman of the Los Angeles Desk Company, 
944 S. Spring St., Los Angeles, returned April 24 from 
| a trip east where he visited factories. Mr. Holman 
| flew both ways, as well as using the plane also for 
shorter trips while in the East. Mr. Holman reports 
that immediate prospects for an adequate supply of 
a ll furniture to sell are not bright. Scarcity, he says, is 
ip ow caine due to the fact that lumber that will be used later is 
still-“too wet from the saw,” and this fact is delaying 

both manufacture and shipment. 


« * a 


Twin spring action. Parallel 


aws. Compound leverage 


Adjustable gauge. Opens 
and strips quickly. Nicke 


Sintee eee pened | E. D. Glossman, who for the past three years has 
been manager of the Hollywood Tool and Die Com- 
pany, Los Angeles, expects to be back at his own 
| place of business within the next six months. Mrs. 





Order now from your distributor. If he cannot immedi- : ; 

a Glossman has been in charge of Mr. Glossman’s own 

ately supply you, please know we are making every effort firm, The Typewriteria, 5216 Wilshire Blvd., ever since 

to meet the enormous demand. her husband went into this war-work job in the 
These are only three of the many famous BERNARD Hollywood plant. 

stationery tools. Send for complete catalogue which gives Plans for the complete renovation of the offices of 

all numbers, all details. Use coupon below. The Typewriteria have been made. New fixtures and 


showcases have been ordered and the work will be 
begun as soon as conditions permit. 
Wm. SCHOLLHORN COMPANY Mrs. Glossman states that she is a careful reader 
ss : : " of OFFICE APPLIANCES, that she looks forward to its 
Quality Tools Since 1870 coming and gets a great deal of good from the maga- 
| zine. Frequently, she says, new products of which 
Zz © SR Se ae < ce css 2 "7 she might not have heard are featured in the publi- 
Wm. Schollhorn Company, cation to the benefit of the business she manages. 


! 3505 Chapel St., New Haven 9, Conn. I Mae tee 

I Sirs: Please send me your catalogue of stationery tools. I Paul R. Reed of the Henley Typewriter Company, 

i I | 6771 Hollywood Blvd., Los Angeles, says the company’s 

eh Ei iin wins HURAES KB Ole 04K SEK Sade CECE A | repair and service department is as busy as ever. 

, \ He adds that the rental stock is still out at all times 
SRE TR ge. Ae eee and more machines could be rented if they were 

i ee : obtainable. 

l See Gh cad dunk s te sp hsbaead cee ee Re Gh es obi S cw i = : cng : 

, (Zone No.) ' Sam Rothman, proprietor of the Commercial Type- 
Bie Sr malesslc Humic’ Bii6 ink cusses cceececvions writer Company, 752 S. Spring St., Los Angeles, re- 

DEN a wel ports that his son, Robert, now discharged from the 
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And how they shape up—so precise—so accurate 
—so flexible to changing bookkeeping conditions. 
All Boorum & Pease forms are printed on good 
quality paper—some better than others, but all good. 
Rulings are clear and accurate, making posting extra 
easy. Sizes are varied to fit every need with 
extra columns to take care of any unexpected 
taxes or deductions that pop up. 
So order your supply of B & P forms today, and 
shape up lots and lots of handsome profits 


and repeat business for yourself! 


Manufacturers of Visible Equipment 


Loose-Leaf Covers and Forms Bound Books 


Standard 

















FOR EVERY RECORD—A WAY TO KEEP IT 

GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 

BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WE 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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CASH, BOND 


AND 


OFFICE BOXES 
€ 


Stedmatle Putunra* 


boxes are made of a better 
grade of furniture steel, are 
electrically welded through- 
out, making the unit strong 
and durable and are equipped 
with lock and key 
























Your allocation order card of  Stematler Futura* 


Cash $< Bond ee 2-and Office BP 
a0 \ : 


Boxes has been forwarded. 











OF 





entertained i ig allocation is completed. i 
lelkmakter Line - 

* Futura SILVER GRAY SERIES The Si mar % 
Ant Steel Sales Corporation 300 EAST 145th STREET, NEW YORK 51, N. Y. ' 2 

woe 
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No. F 92 
CASH BOX 





No. F 4 
BOND BOX 


No. F 10 


OFFICE BOX 


1920-1946 | 





SILVER-GRAY SERIES 


CASH, BOND AND OFFICE BOXES 








Stedmailer 
Sledmailer 
Sicdmadier 
Sleemadler 
Sid mailer 
Stedmailer 
Sikedmatler 
Steedmatier 
Sikedmadler 
Sleedmadler 
Sted matler 
Sledmailer 
Sled mailer 
Sted mailer 
Steedlmadier 
Stedmaiier 
Stedmadier 
Steelmadtler 
Sieelmadler 











On allocation 








No. F 30 
OFFICE BOX 


No. F 3 
BOND BOX 





No, F 14 
OFFICE BOX 





‘Futura CASH, BOND and OFFICE BOXES 


Futwra CASH, BOND and OFFICE BOXES 





No. WIDTH H. D 





F 92 Cash Box 


10% 4% 7 


Shippios 
2% Ibs. 


WIDTH 


. Seat 





F 30 Office Box 


10% 


4% 


7% 3% Ibs. 





F 4 Bond Box 


10 3 4% 


1% Ibs. 


F 3 Bond Box 


11% 


3% 


5%, 1% Ibs. 
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F 10 Office Box 














10% 2% 7 Vs 
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2%, Ibs. 





F 14 Office Box 


10 
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Sam. 


ONLY the enormous Shaw-Walker dealer franchise embodies a// 
essential profit-producing elements. 


==> tat 4 






1—Twelve complete lines from this single source of supply. 
Results:—Simplified inventories, less office work, more 
quantity discounts by grouping orders. 

2—The best-known trade-mark in the industry. 

3—The OFFICE GUIDE, a 436-page catalog that helps 


the salesman on every call. 


J OL|O eS eK eh 


4—A complete line of Fire-File equipment and other fast- 
selling repeat items available only from the S-W dealer. 


J The Shaw-Walker 8,000 item franchise is the trade’s most 


J valuable. It’s worth asking for. 
Sos — RIGHT NOW there are a few cities where we are willing to 


make a change. Yours may be one of them. rT 


{ ul 


2 FP ys PD 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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service, has joined his father as partner in the firm. 
Robert served in both the Pacific and the Atlantic 
theaters of war as a sound technician on a sub- 
marine chaser. He was in the service three and a 
half years. 


* * * 





Ed Navarette, manager of the United Desk Com- 
pany, 1200 S. Olive St., Los Angeles, reports that his 
company has been able to take care of the demand 
for office furniture with metal mechanism and leather 
upholstering despite shortages and inconveniences. 
This firm manufactures furniture of this kind and 
fortunately has been able to retain throughout the 
war the pre-war crew almost intact. Due to this 
fortunate circumstance pre-war quality has been per- 
sistently maintained, Mr. Navarette states. 
* * * 

Earle P. Hambly and Cameron D. McClenathen, who 
a few months ago purchased the firm of Denison’s 
Office Supplies in Santa Monica, on May 1 changed 
the firm name to Earle P. Hambly and Associates, 
Specialists in Office Supplies. 

Mr. Hambly reports that business has been very 
good since the first of the year and that he has had to 
quadruple the original inventory of the store. Bryant 
Fahrney, who joined the organization on January 2 
as an outside representative, is planning an early 
summer trip to eastern markets. E. P. Woodward, 
formerly of Providence, R. I., is in charge of floor 
sales. Gertrude Broker handles the accounting depart- 
ment. James Edmunds and Joseph Watts are in 
charge of the shipping and delivery departments, 
while Miss Norma Williams, who joined the organiza- 
tion in February, is in charge of office machine main- 
tenance. 

* * oe 

G. G. Ralls, manager of the Royal Typewriter Com- 
pany branch at 1034 S. Broadway, Los Angeles, reports 
that Joe Staller, who was assistant cashier for this 
branch before going into the service, will return from 
the Philippine Islands the first of June and will 
again join the firm. 

* * aa 

Mrs. Elmer Young whose husband is owner of 
Young’s Office Equipment Company, 170 N. La Salle 
Street, Chicago, and who has been spending the 
winter in Tucson, Ariz., with her son, Elmer, who 
has been taking instructions in aviation, will return 
to Chicago in May. 

* ae * 

H. W. Scott, owner of Beverly Hills Typewriter Shop, 
433 N. Canon Dr., Los Angeles, states that he wants 
the metal office furniture people to know that he 
tthinks they are doing a splendid job, both in the 
matter of manufacture and deliveries. He states that 
he finds these manufacturer willing not only to turn 
out goods in the factories, but to get them out to the 
dealers rather than impounding them in warehouses 
waiting for higher prices. 

+ ae a 

Eric N. Bailey, owner of Bailey’s, 7959 Santa Monica 
Blvd., after three years in the service has returned 
and established a stationery supply store at the above 
address. Associated with Mr. Bailey is Dana Newmyer, 
who also was in the army for three years in the 
Pacific theater of war. As soon as supplies are avail- 
able, stationery lines will be expanded. Office equip- 
ment and machines will likewise be added as soon 
as obtainable in quantity. 


* * * 


T. F. Peirce, president of the Pacific Desk Company, 
1031 S. Hill St., Los Angeles, at this writing is sched- 
uled to return home about May. 15, after visiting fac- 
tories in Chicago, Grand Rapids, Detroit and New 
7 Mr. Peirce left Los Angeles on this trip March 

* * oe 


Don Weir is now with the Hollywood Office Furni- 
ture Company after three years with the Air Sea 
Rescue Service and four months with the Coast Guard 
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We’ve taken an old American phrase out 
of moth balls and we’re polishing it for 
everyday use. “AT YOUR SERVICE” hasn't 
been heard too often during the past few 
years but we're happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower and material 
shortage which may continue to interfere 
with all-out service. In spite of this fact, we 
shall make every effort to render maximum 
service. To us at Vail, it constitutes a genu- 
ine satisfaction to return to a state of busi- 
ness where “AT YOUR SERVICE” means 
what it says. 







VAIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinoi: 
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Eff SPRINGS 
FROM THE INSIDE’ 








SO PUT DURABILITY FILING SUPPLIES ON THE | 


‘INSIDE’? FOR UTMOST FILING EFFICIENCY ! 





Patent No. 
2248355 and D 128118 


Anyone who has groped in the 
dark knows the value of illumina- 
tion. That beam of light shed by 


ing efficiency. No matter how ar- 
resting the outer case may be, its 
ability to function depends on 
"the insides" . . . the batteries 
that give it power. Likewise... 
the installation of the right filing 
supplies endows the filing cabinet 
with functional value. Durability 
Filing Supplies can be counted 
upon to give every file cabinet the 
maximum usefulness. So... when 
you're outfitting such cabinets, be 
sure to put Durability Filing Sup- 
plies on the "inside" for utmost 
filing efficiency. 














DURATEX VERTICAL 
FILE FOLDERS 

















VERTICAL 


FILE GUIDES 





(. L. BARKLEY & CU. 


Manufacturers of Filing Supplies 


JEFFERSON STREET CHICAGO 7. ilk 
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a flashlight is concentrated light- | 


| on the Pacific coast of the United States mainland. 
* * * 

The Hygrade Office Machine Company, 1634 N. 

Cuhuenga Blvd., Los Angeles, has recently installed 
| a new Magnus Aja-dip cleaning machine for office 
| equipment. 
| . + * 

The Moser Stamp and Stationery Company, 1634 

N. Cuhuenga Blvd., has installed a new hydraulic press 
| for making rubber stamp dies. The company will now 
| be in position to make rubber stamp dies for printers. 
This business is growing rapidly, according to Samuel 
| W. Moser, proprietor. 
| * * ~ 
| David A. Hendler, proprietor of the Wilshire Office 
| Equipment Company, 206 S. Western Ave., Los Angeles, 
| has recently added typewriters and adding machines, 

as well as commercial stationery, to his lines of busi- 

ness. 
a * * 

The Western Typewriter Company, formerly at 6615 
| Pacific Blvd., Huntington Park, is now established in 
| in new quarters at 2516 Gage Ave., same city. The 
building has been newly decorated and modernized, 
and offers more space than in the former location, 
according to C. F. Sanders, proprietor. Two new men 
have been added to the force. Harold Sanders, a son 
of Mr. Sanders, has returned from service and is 
now bookkeeper, while Jack Dole, also recently re- 
turned from service, is employed in the shop. 

co * * 

Leo Miller of the Miller Desk and Safe Company, 
219 W. Second St., Los Angeles, is now back from over- 
seas and is again active in the store. Mr. Miller 
served in Leyte and in the Philippines. 

Herman Klein, manager, has recently returned from 
|.Chicago where he went intending to spend six weeks, 
but he had been in that city only two weeks when 
he was called back to Los Angeles because of the 
death of his father, Sam Klein. Mr. Klein, Sr., had 
retired, but he had been in active business in Los 
Angeles for 30 years. 





” * * 


Norris P. Hambly, S.K.D. 2/c, USN, who has spent 
the last two years in service in the South Pacific, was 
flown home recently to the States because of an emer- 
gency operation performed on his mother. While home 
Norris received notice of his scheduled discharge on 
May 15. He immediately announced that he will start 
civilian life on May 16 by entering the employ of his 
| father, Earl P. Hambly, the founder and co-owner of 
Earl P. Hambly and Associates, Santa Monica. 


————_—_e— 


NEW SAN LEANDRO FIRM TO NEW LOCATION 


After the opening of temporary offices in fan 
Leandro, Calif., last November, Blaisdell’s Typewriter 
| and Office Equipment is now located in larger space 
at 421 E. 14th St., San Leandro, handling a line of 
stationery specialties, Roytype carbon paper and rib- 
bons, and all makes of portable typewriters. The firm 
also acts as sales representatives for the Royal stand- 
ard typewriter in San Leandro and south Alameda 
County. 

Proprietors of the new firm are R. K. (Blais) 
Blaisdell, and his brother, John G. Blaisdell. The 
former has been in the adding machine and typewriter 
business for the past 26 years, starting with Sunstrand 
Adding Machine Company in 1920. He has been asso- 
ciated with the Monroe Calculating Machine Company, 
Marchant Calculating Machine Company, Victor Safe 
and Equipment Company, Inc., Allen Wales Adding 
Machine Company, and for the past six years with 
the Royal Typewriter Company. 

John G. Blaisdell has been in the plumbing and 
heating wholesale field for four years, but previously 
had a varied experience in office equipment and sta- 
tionery industry. He was discharged on October 2, 
1945, after spending four and one-half years in the 
Army as a Staff sergeant. 
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Many happy returns 


/ sez fo the Boss 


I hear the Boss of this store is havin’ a 
birthday, so I drop in and wait to see 
him. But when I congratulate him, he 
pins my ears back! 
PRESENT . YOU mean many un-happy returns!” 
he bellows. ““Too many customers bring- 
| ing merchandise back. Can’t make 
money that way!” 
=== “You oughta stock an item that stays 
~_ gold,”’ I counsel.““Like SPEED’s Swing- 
| line Stapling Team! That No. 4 Stapler 
is really trouble-free—there’s nothing 
to get out of order. And it features its ex- 
clusive wide-open loading channel 
that makes reloading simple, easy 
and fast for your customers. Those 
No. 4 Staples are precision-made, 
100% uniform, and purposely 
iad —to eliminate excess glue and 
prevent jamming. SPEED’s stapling- 
team’s a good-will builder! Profitable, 
too— generous mark up. And don’t for- 
get—all SPEED products are sold 
through dealers only!’ 
“Perfect!” grins the Boss. “I’m buying 
SPEED today because plenty of SPEED 
is what I need!” 
SPEED PRODUCTS CcCoO.; INC. 
Long Island City 1, N. Y. 


ALL SPEED PRODUCTS 
SOLD THROUGH DEALERS ONLY 


———— 























@SPEED Swingline Staples 
fit any standard stapling 
machine 


NO.4 STAPLER AND STAPLES 





WORLD'S SPEEDIEST STAPLING TEAM 
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Fast 
Selling 


DARNELL 
CASTERS § 


Precision-made Darnell 
Casters with the DOUBLE 
BALL-BEARING SWIVEL 
assure a long life of effi- 
cient, economical service 


DARNELL CORP LTD 
LONG BEACH 4. CALIFORNIA 
60 WALKER ST. NEW YORK 13 NY 
36 N CLINTON, CHICAGO 6 ILL 
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VIRGINIA AND NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





Expanding for larger Virginia business in calcula- 
tors, the Marchant Calculating Machine Company, 
Oakland, Calif.. has placed Emmett Avery, Sr., in 
charge of every district in the state. Emmett Avery, 
Jr., who has returned from overseas service, will handle 
the northern and western sections. The tidewater 
area will be under Clyde H. Vick at Norfolk, Va. 

* co * 

Retiring from the stationery and office furniture 
business, the Baughman Company is installing nearly 
$100,000 worth of machinery for printing and litho- 
graphing at the new plant, 1418 W. Marshall St., 
Richmond, Va. The new plans of the company, 
known up until a few years ago as the Baughman 
Stationery Company, and in business since 1861, have 
made some personnel changes. Most of the staff will, 
however, still be located in Richmond. 

Fred Bates, for 44 years with the Baughman Sta- 
tionery Company and for a few years vice-president, 
is looking for a location at which he will represent 
one of the larger companies manufacturing steel 
shelving and other products. 

* * * 

J. E. Childress, doing offset and job printing at 3400 
North Ave., Richmond, has just opened his new place 
of business. 

+ * * 

Remington Rand, Inc., at its branch office in Rich- 
mond, operating there for more than 50 years, has 
rung its March quota bell with a loud peal through 
the leadership of B. W. Ward, manager of the type- 
writer division. The top salesmen were Southern Of- 
fice Supply Company under Bernard Jarrett at Blue- 
field, Va., and Young and Wooley at Pulaski, Va. Paul 
Burgess, manager and salesman at Norfolk, Va., who 
carries the largest quota in the branch, wound up in 
fourth position. 

+ * * 

H. L. Gibb, for the past 20 years with Remington 
Rand, Inc., in the maintenance division, is taking over 
the agency at Petersburg, Va. 

* * ca 

Controlling interest in the Richmond Stationery 
Company has just been purchased by R. C. Wight, Jr., 
of Richmond and Alex M. Smith of Alexandria, Va. 


* * * 


Stanley Woodruff of Weis Manufacturing Company 
and Bill Vogel of the Sengbusch Self-Closing Inkstand 
Company were visitors at Richmond during April. 
They were nicely entertained by Aubrey Ellett, one of 
the partners in Stationers, Inc. 

* * * 

Sam Iseman, who was formerly with his father in 
the Virginia Stationery Company at Richmond, has 
just issued a warning through the daily newspapers | 
regarding the radio repair racket. Sam is making good 
in his new business, the Domestic Appliances Company 
at Richmond. 

* * * 

Readers of this column who travel by auto will be 
interested to know that the National Highway in Vir- 
ginia between Washington and Richmond, Known as 
Route No. 1, has been shortened nearly five miles, in- 
cluding a bypass around Frederickburg, Va. 

* * * 

J. Maurice Langhorne, manager of the supplies divi- 
sion of Remington Rand, Inc., in Richmond, recently 
lost his father, J. M. Langhorne, Sr. The elder Lang- 
horne was accidentally asphyxiated by carbon mon- 
oxide gas in his garage. 

* * * 

F. B. Green of Kee Lox Manufacturing Company, in 
Richmond for 27 years, reports a steady and sub- 
stantial increase in his ribbons and carbons business 


OFFICE APPLIANCES, May, 1946 











ES 


ery 
oY. 
Va. 


any 
and 
ril. 
> of 


- in 
has 


ers | 


ood 
any 


be 
fir- 
as 
in- 


ivi- 
itly 
ng- 
on - 


in 
ub- 
eSS 


946 











FACT NO. 1 FOR GREATER FILING EFFICIENCY 


NEW, IMPROVED Browne-Morse 


EXTENSION SLIDE 


Below: An end view of 
the new extension slide 
showing the rib forma- 
tion which further rein- 
forces the slide and re- 
duces friction to the 
very minimum. 


——— 


Greater filing efficiency —- always a feature of Browne- 
Morse Steel Files — is never more evident than in the 
new and improved files which today offer greater 
values than any other file on the market. 


ae 
eerie 


Free, easy drawer action is a major reason why Browne-Morse 
Files lighten the filing job. Drawers slide smoothly on newly 
designed extension slides equipped with eight heavy duty 
rollers and two floating rollers per drawer. This ingenious 
combination of rollers insures smooth drawer action, free from 
binding. The solid one-piece construction slide supports the 
heaviest load with ease. 


These are just a few of the many features which make Browne- 
Morse Files the “Buy” for any business office. Back of their 
construction lies over 38 years of experience in manufacturing 
better steel filing equipment, desks and filing supplies. Write 
now for full facts. 


Architects of Efficiency 


. ’ - ag r 
for America’s Office Browne-Morse 








FILE FACTS 
Get the quick facts on 
Browne-Morse Steel Files — 
ro Ww n e on O 's e write for Bulletin 5000. Lists features 
and specifications plus a complete table 
of sizes. 
MUSKEGON MICHIGAN 
er — — —— — 3 " 
FOR OVER 37 YEARS, MANUFACTURERS OF HIGH QUALITY FILES, DESKS, ; 


le “i 





CHAIRS, FILING SUPPLIES, SAFES, SPECIAL COUNTERS, CABINETS AND OFFICE FORMS 


ll 
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| HIGH POINT 


Chair buyers who know specify 
“Chairs by HIGH POINT.” 
They know from experience 
they can always depend on 
HIGH POINT Chairs to give 
vears of comfortable sitting. 
They have learned that HIGH 
POINT Chairs have the struc- 
tural strength and stamina to 
withstand long, hard usage. 





Illustrated here are two num- 
bers of a popular style which 
exemplifies pleasing design as 
well as structural strength. 
Into this line are all the touches 
of the experienced chair builder 
—the result of the accumulated 
experience of more than forty 
vears of chair making. 


You, too, can depend on HIGH 
POINT Chairs. They make 
satisfied customers at a good 
profit to you. 


& 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY NORTH CAROLINA 
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and feels that the general business outlook is good 
in Virginia, despite the losses of Government war sales. 
* * * 

A welcome visitor to Richmond recently was R. 
Lewis Watkins of the Victor Safe and Equipment Com- 
pany, North Tonawanda, N.Y. Mr. Watkins was form- 
erly with the systems division of Remington Rand, 
Inc. in Richmond. He is now lacated temporarily in 
Washington, D. C. 

* * * 

T. E. Bray of Ditto, Inc., has had to move into the 
residential section of Richmond in order to find suit- 
able office quarters. 


* « * 

A most interesting letter has come to me from my 
old friend, Holly Hester, of Raleigh, N. C. For years 
he has been one of the best salesmen for quality 
calendars. 


a ia 


The Richmond Office Supply Company has just been 


made Yawman and Erbe dealers, Baughman Company | 


giving up this feature of their business. 
* * * 

L. W. Lipford, Jr., recently released from the Army 
Air Forces after three years of service, has joined his 
father in operating the Lipford Typewriter Service in 
Richmond. 

* * * 

Lt. Herbert S. Marks, son of Morton Marks, has 

reurned home from two years of-.service in Germany. 


He will re-enter the Medical College of Virginia to | 


complete his education. 


ok * * 


As the National Cash Register Company has been 


actively represented in Richmond by a branch store | 


for more than half a century, the 1945 annual report 
of the company is of real interest. News of the com- 
pany’s retirement annuity plan and the welcome home 
of nearly 2,000 former employees are features. There 
are more than 100 gold stars on the company’s honor 
roll. 
ee 
WINSOR NAMED RELIANCE REPRESENTATIVE 


Gordon D. Winsor was recently named district sales 
representative for the Reliance Pencil Corporation of 
Mount Vernon, N. Y., and will cover the New England 


states. 
Mr. Winsor, a graduate of Harvard in the class of 





GORDON D. WINSOR 


1934, was recently discharged from the U. S. Navy 
with rank of lieutenant. He served in the South Pa- 
cific for 19 months as commanding officer of a com- 
missioned naval vessel and later commanded a flotilla. 

Headquarters will be made by Mr. Winsor at his 


home in Arlington, Mass. 
—_———_— > —_—_— 


GARLAND T. DAVIS GIVEN APPOINTMENT 


Garland T. Davis has been appointed manager of the 
Fort Wayne, Ind., office of International Business Ma- 
chines Corporation at 1120 S. Harrison St., that city. 
He was discharged from the Army early in 1946 with 
the rank of major, after serving with the ordnance 
Section of the Sixth Army in the Pacific Theater. 

He is a graduate of Washington and Lee University, 
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and lates the i LM way! 


e This compact portable 
model was especially de- 
signed for educational insti- 
tutions and small offices. Also 
convenient for transporting 
stencils or plates from dupli- 
cator department to file 
room. 











Equipped with 25 to 
75 hangers, each 
hanger accommodat- 
ing either two stencils 
or one duplicator 
plate. In ordering, 
specify whether for 
stencils or plates. 


(At left) Model No. 50, 
retail price, $15.00, f.0.b. 
Cleveland, Ohio. 


Comsenueds 
. Space . . . manpower! 





Paper. . 


ABOVE: Atlas hanger. with index tab 
attached. 


@ Stencils HANG vertically (two on 
each hanger) FREE from damage 
by folding, creasing, wrinkling, or 
sticking. Paper separators not 
required. 


@ Duplicator plates, or masters 
(one on each hanger) are assured 
of PROTECTION against scratch- 
ing or careless handling. 


@ Stencils or plates are quickly 
located. ATLAS two-inch open win- 
dow type index“ tabs provide a 
VISIBLE INDEX. 


MODELS WITH CAPACITY TO 
MEET ANY REQUIREMENT. METAL 
HANGERS AND CABINETS. 


IMPORTANT NOTICE—We are the 
sole licensee of U. S. Patent 
No. 2,248,027. 


ATLAS STENCIL FILES COMPANY 
13237 Superior Ave . . Cleveland 12, Ohio. 
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NATIUNAL 
UJEoho 





NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


It is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK CUMPANY 














144 


class of 1927, and joined the firm that year as a stu- 
dent sales representative. He served in various sales 
and executive capacities in Atlanta, Richmond, Seat- 
tle, Milwaukee, St. Louis, and Peoria before his ap- 
pointment as electric accounting machines manager 
at Moline, Ill., which position he held until joining 
the Army in 1942. The Fort Wayne office was recently 
designated as a direct-reporting sales office, in line 
with the company’s expansion policy.—AK. 
sitinanecsligillllipty 
SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





A survey conducted by your correspondent indicates 
that San Antonio, Tex., stationers and business equip- 
ment houses are at the take-off of what will probably 
be the greatest period of prosperity in their history. 
Every person interviewed reported sales good, the only 
drawback being the inability to get more merchandise. 

Many new firms are opening, or will open, within 
the year, while old-established firms have large expan- 
sion and improvement programs in the making. These 
programs include new office equipment, new type- 
writers and adding machines, and other supplies de- 
signed to give local firms many good orders. 

Sales for the first quarter of this year have shown 
a good improvement over 1945, being held back only 
by the inability to get merchandise. With a steady 
improvement in production, a similiar improvement 
is assured in sales, increasing month by month so 
that by the end of the year some real sales figures 
may be produced. 

* * ok 

Frank C. Hall, branch manager for Underwood Cor- 
poration, has been elected president of the Rotary 
Club of San Antonio. Active in many civic develop- 
ments and popular with those with whom he asso- 
ciates, Mr. Hall will make this club a good president, 
and his selection for this important post is a fitting 
indication of how well he is liked by the membership. 

S. A. Paloma, a veteran of more than three years 
in the service and one of the first to land on Guadal- 
canal, has joined the service department of this 
branch as an apprentice. 

ok ok * 

Miss Mary McCoy, secretary to E. P. Haye, branch 
manager for the L. C. Smith & Corona Typewriters, 
Inc., has been forced to take an indefinite leave of 
absence because of illness. Her place has been taken 
by Miss Mary E. Walsh. 

Horace K. Shank has joined this branch as super- 
intendent of service, while Everett McClain has been 
employed as a service mechanic. 

E. J. Ryan, who has been active in the service 
department, has been transferred to city sales. 

a * * 


Phil Alexander has joined the staff of Maverick- 
Clarke Company as advertising manager, following 
his discharge from the service where he served four 
years and three months in the Army Air Forces. 
He was associated with the advertising department of 
Falstaff Brewing Company before entering the service. 


* * * 


Paul Anderson, Jr., who saw service in the Army 
Air Forces, was married on April 14 to Miss Dorothy 
Jean Elldridge. He will continue his education before 
joining his father in the business of Paul Anderson 
Company. Congratulations! 

“« oe + 

The April 22 issue of the San Antonio Express, this 
city’s morning paper, carried an illustrated feature 
article showing William C. Clegg of The Clegg Com- 
pany holding one of the invitations to the Fiesta, a 
celebration this city holds each year at this time 
commemorating the Battle of the Alamo. One thou- 
sand of these invitations were printed and sent to 
governors, government officials and other prominent 
persons. Mr. Clegg, who will be remembered as a 
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OAKVILLE COMPANY 
DIVISION 


e At pet, 
Na. 
he ie 


7URING Co 


REG.U.S.PAT.OFF 


NORMAL SUPPLIES BACK 


Oakville is once more in a position to supply 
its loyal dealers with normal amounts of 


most of its paper fastening devices to meet 





market demands. 


The Home of The Famous Yellow Box Line 


As quickly as materials become available, 
you'll find products of the famous Yellow oO A KVI LL E 
Box Line — Pins, Clips, Fasteners, Thumb 
rigs ne COMPANY 
Tacks and related items—back at Oakville’s 
prewar high manufacturing standards of — Wuncbany Oh Casauaaea Te 


construction and finish. 


NEW YORK . CHICAGO ° BOSTON . SAN FRANCISCO ° In Canada: BROWN BROS., LTD., TORONTO 2 
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Genuine- 


Original 






MAK-UR-OWN 


TRADE MARK REG. U.S. A. 
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INDEX TABS 


“Snip the ahrig” and 
cut to any size you wish. 
7 colors, 3 widths...inserts 
easily removed or re- 
placed. Attaches perm- 
anently to any sheet, card, 
folder or other reference. 


ave® 
gne*® 
























Cc 
A handy visible record in book form cots? y rere (10 te 
... bound in pyroxylin coated lug- y° \ i 
gage cloth and available with easy- 
shift pockets in 6 convenient sizes. 
Sales, production, stock, ledger or 
personnel records easily posted and 


signalled... aed all Anttantly 
scbde. 









THE VICTOR SAFE & EQUIPMENT CO., INC. VICTOD 
NORTH TONAWANDA, NEW YORK —_— 
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past president of the NSA, has also served as a 
president (1941) of the Fiesta Association. 

Mrs. Catherine Schluther has joined the staff of 
this firm, working in the office. 


oa * * 


The Typewriter Parts Company, has moved from 
its location on Losoya St., to larger quarters at 407 
E. Travis St. The firm deals in typewriter supplies, 
parts, machines and accessories, and is the only 
wholesaler of such products in southern Texas. Arthur 
M. Roberts is owner. 

x * - 

W. P. Southern of Southern Sales & Service has 
returned from a four-weeks’ trip to the factory of 
Woodstock Typewriter Company, Sound-On-Wire re- 
cording machine factory, and the R. C. Allen adding 


machine factory. At the latter plant he took the three- | 
weeks’ course in service. This firm has now been | 
named exclusive distributor for this territory of the 


R. C. Allen business machines. 


J. A. Herring has joined the sales staff of this | 
organization and has been assigned to city sales. | 


———_e— 
NEWS NOTES FROM NSA DISTRICT NO. 8 





D. A. MacDougall, Acting Correspondent 





First in importance is the recent convention at 
Kansas City, the details of which were reported by 
Walter Lennartson for OrriceE APPLIANCES. Ted War- 
kentin had one of the finest conventions in history 
of the 8th District, NSA, climaxed by attendance of 
over 350 at the banquet. 

Roy Moreland, vice-president of Schooley Printing 
and Stationery Company, was elevated to the gover- 
nor’s chair with Ed Shelpman of Elkin-Swyers, Spring- 
field, Mo., named his lieutenant governor. The Mid- 
west Travelers Club under the chairmanship of Austin 
Waterbury, The Carter’s Ink Company, did an out- 
standing job. The entertainment and dance following 
the banquet will long be remembered as a highlight of 
the convention program. 

*~ * * 


Austin Waterbury was elevated to the president’s | 


chair at the Midwest Travelers Club annual meeting, 
replacing Gene Mitchell. Bill Bohart of Eberhard 


Faber Pencil Company was elected first vice-president, | 
Pete Masterson of Acco Products became second vice- | 


president, and R. C. Moore of Columbia Ribbon and | 


Carbon Company was again unanimously chosen sec- 
retary-treasurer. Izzy Voda of Wallace Pencil Com- 
pany was re-elected St. Louis secretary. 

The expressions of both travelers and dealers was 
evidence enough that the one most missed at this 
meeting was your regular reporter for this column, 


E. J. “Gene” Mitchell. Gene has acted as president of | 


the Midwest Travelers Club for four full years and has 
continually worked with the respective governors of 
the district to aid in their conventions. I am sure I 
speak for these governors when I say, “Thanks, Gene.” 
Although you missed our meeting, it is felt that your 
visit to your respective factories will bear fruits by 
the shipment of an abundance of merchandise, and 


will thus compenstate for your necessary absence. | 





Also, we all join in hoping you had a grand visit | 


with your daughter, Betty, at the eastern school. 
a * * 

Bob Latsch reports that the new Latsch Brothers 
Store will be ready in about 60 days. Lincoln, Nebr., 
will be proud of this new firm. 

a” * * 


J. L. Wren, Jr., of the House of Wren, Oklahoma | 


City, Okla., says work is progressing nicely on his | 
Plans are to have it ready for opening | 


new store. 


sometime in May. 
cI . 


Major Jack Manning, the new president of Joplin | 


Printing Company, Joplin, Mo., combined the recent 
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Good Business Thinking 


Gtarts_ 
at the Office Desk! 





The contribution of women to business would occupy 
an important chapter in the history of 20th century com- 
merce. Needless to say, management realizes that 
efficiency is the sum total of the right person for the 
job plus the right tools with which to work. JASPER 
DESKS have always been popular with the ladies as well 
as men. We've always believed that well adjusted desk 
workers contribute toward greater office efficiency. So 
long as business women receive a psychological lift from 
working at JASPER DESKS, we'll con- 


tinue bending every effort towards liv- 


ing up to their expectations. 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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{ NEW INDIANA CHAIR 









SERVING 
BUSINESS 





American industry's splendid accomplishment thru the 
years and the war was the result of co-operation in service. | 
Likewise, our own record was built by co-operation with | 
dealers, salesmen, craftsmen, lumbermen, foresters—who | 
thought and worked for progress and improvement. | 
While there are still restraining conditions, their hold can- 
not long continue—the demand must be supplied. New | 
Indiana Chair Co. office chairs in ample supply for your | 
Watch for | 


selling, well built and good value, will be here. 
our announcements. 


No. 451 


TNew Indiana Chair Co. 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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convention with a shopping tour of the Kansas City 
stores. He was accompanied by his charming wife, 
Betty. eB 
Roy Castleberry of Palace Office Supply Company, 
Tulsa, Okla., continued on from the convention to 
Chicago, Milwaukee, and other cities, seeking mer- 
chandise. ae ee 
Harold Hoffman of the Smead Manufacturing Com- 
pany demonstrated in voice the latest tricks in quiet- 
ing Sharon Lee, his six-weeks-old daughter. He and 
Ted Warkentin appeared to have considerable in com- 
mon and my guess is that Ted also told Harold about 
Judy, his recent arrival. 
* * cs 
Many of the boys who were in Uncle Sam’s service 
were back for the convention. To all of them, we 
say, “Welcome home.” The list included Fred Deutsch, 
Folger Fellowes, Verle Lee, Pete Masterson, Emil Swan- 
son, G. B. McCaleb, and several others. 
o* /*~ ok 
Dave Beyans, a former Midwest traveler, now of 
Cliff Talty’s Gallup Map and Stationery force is the 
proud father of a bouncing boy, Dave, Jr. The buttons 
on Dave, Sr.’s, vest have been popping. 
* as x 


Pete Masterson is reported to be taking golf lessons. 
Be on the watch, dealers. 
* o*” *x 
Austin Waterbury and his better half, Olive, spent 
the week end of April 6 visiting in Oklahoma. 
* a * 


Cliff and Carol Talty returned home from a four- 
weeks’ vacation in the Deep South to learn that their 
son, Robert, who has been in Europe for better than 
two years, had landed in New York. On April 5, he 
arrived in Kansas City as a civilian again. So, much 


' rejoicing was in order. Another son, Russell, is still in 


the Pacific. cn a oe 
Mr. and Mrs. George E. Baird of George E. Baird & 
Son, Kansas City, celebrated their fiftieth wedding an- 
niversary on April 29. Congratulations from all the 
Midwest Travelers to a very fine couple. 
a ey een 


CALIGRAPH TYPEWRITER STILL IN USE 


OFFICE APPLIANCES in 1927 credited a Caligraph 
typewriter, owned by Mrs. Edith Hoops and Myrtle 
Rapp of Kinsley, Kans., with being the oldest one 
in actual daily use at that time. Now, nearly 20 
years later, it still is in use at the Rapp home. 

The machine was purchased by their father, A. J. 
Rapp, in 1891 when he was clerk of the district 
court. At the time he bought it, the only other type- 
writer in the courthouse was also a Caligraph, used 
by the district court stenographer. The only other 
machine of the kind in Kinsley was a Smith-Premier, 
owned by Fred Dumont Smith, later a Hutchinson 
attorney, then a lawyer in Kinsley. 

“The new machine attracted much attention when 
it was installed,’ recalled Myrtle Rapp, who was 
assistant to her father in the district court office at 
the time.—GMH. 

a 


SPECIAL DISPLAY CLEANS OUT ODDS AND ENDS 


The Cash & Carry Printing & Stationery Company 
of San Antonio, Tex., has an effective plan for dis- 
posing of odds and ends which, ordinarily, would be 
charged off as a loss. 

Immediately adjacent to the store entrance is a 
small table on which such items are displayed. This 
display is supported by a large price card listing the 
special and original prices. 

Regular customers of the store, as well as passersby, 
have come to look for these “specials” and as a result, 
the firm is not only able to keep its stocks clean and 
fresh, but many persons who, heretofore, had not 
traded with the firm, are brought into the store and 
become regular patrons.—BCR. 
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City 
vife, 
any, 
| to 
ner- 
om- 
\iet - 
and 
om- 
out ... WHO COMPRISES THE 
vice 
we 
sch, @ 
=. WOOD OFFICE FURNITURE INSTITUTE? 
y of 
the 
tons 
ry | Twenty forward-looking makers of wood desks and chairs now 
comprise the membership of the Wood Office Furniture Institute. 
ent 
. Looking toward tomorrow, when curbs are lifted and materials 
our- are again free, these progressive and practical-minded makers have 
heir ‘ peas : of: 
ae pooled their skills and facilities for greater industry stability and 
, h bs ‘ 
tie growth in the competitive days of the post-control period. 
11 in 
Thru the Institute, these industry-minded manufacturers are 
sits currently engaged in laying the groundwork for an ever-expanding 
_ program of scientific research, sales planning, merchandising, and publicity 
which augur well for wood office equipment dealers, who, by experience and 
‘ by preference, know well the profits and pleasures from concentrating 
rap 
yrtle on the sale of wood desks, chairs, and accessories. 
one 
ee These are the companies of vision and courage which are today 
ati planting the sales seed for tomorrow's bigger and better turnover in wood desks 
pave and chairs. (Soon... in your possession . .. anew News Bulletin, 
us 
os | newspaper ads, sales-making literature, displays, etc.) 
: a 
nson | 
when 
was 
re at 
WOOD OFFICE FURNITURE INSTITUTE, AMERICAN SECURITY BLDG., WASHINGTON 5, D. C. 
NDS 
pany 
dis- 
d be 
ALMA DESK CO. HIGH POINT BENDING & CHAIR CO. JASPER OFFICE FURNITURE CO. 
ents CENTRAL DESK MFG. CO. HOOSIER DESK CO. JASPER SEATING CO. 
; the CLEMCO DESK MFG. CO. IMPERIAL DESK CO. LEOPOLD CO. 
rsby, _ COMMERCIAL FURNITURE CO. INDIANA DESK CO. MURPHY CHAIR CO 
en DOTEN-DUNTON DESK CO. JASPER CHAIR CO. MYRTLE DESK CO. 
an 
not GUNN FURNITURE CO. JASPER DESK CO. NEW INDIANA CHAIR CO. 
qnd . 0. €. S. OLSEN CO. WELLS FURNITURE MFG. CO. 
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JACKSON 
DESKS 


PLAY A LEADING ROLE 
ON THE AMERICAN 
BUSINESS SCENE ! 


Millions of men and women throughout the 
United States are desk workers. In big industrial 
cities ... in rural hamlets . . . in skyscraper office 
buildings . . . in factories, schools and hospitals 

. in businesses throughout the breadth of the 
land, individuals earn their livelihood occupied at 


desk tasks. Is it any wonder therefore that we 


take such pride in the functions that JACKSON 





AC 








DESKS perform. JACKSON DESKS possess that 
quality of versatility which makes them indis- 
pensable to the most humble clerical worker as 
well as the silent partner to the highest company 
executive. JACKSON DESKS play a noteworthy 
role in the realm of business . . . they will continue 
to deserve the spotlight in business offices every- 


where. 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 
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DARTNELL CORP. AIDS IN LETTER WRITING 

To help business firms eliminate ‘“goozling’—tan- 
gling letters with meaningless words and phrases— 
and to train executives and secretaries in the stream- 
lining of correspondence, the Dartnell Corporation, 
4660 Ravenswood Ave., Chicago, is releasing a series 
of six sound slidefilms. 

Titled ‘“Frailey’s Letter Clinic,” the films feature L. 
E. Frailey, nationally known as an expert on business 


letters. For more than 20 years, Mr. Frailey has cam- | 


paigned for better letters in business. He wrote a book 
called “Smooth Sailing,’ dealing with the same sub- 


ject, and was retained by some of the nation’s largest | 


corporations as a special consultant on their corres- 
pondence problems. 

More than 200 business organizations have already 
made arrangements to show the Frailey letter films to 


their employees. Each film runs for 15 minutes and, | 


after each showing, carbon copies of letters written the 
previous day will be selected and criticized. 


<a 


GODWIN FIRM SOLD TO WARD TAYLOR 
The Godwin Stationery Company, Birmingham, Ala., 
operated by May Godwin Lewis, has been sold to 
Ward Taylor of Birmingham, who has incorporated 











WARD TAYLOR 


the business under the name of Godwin Stationery 
Company, Inc. 

Under the terms of sale, the purchaser has assumed 
all obligations of the business accruing from and 


after April 1. 
——--9—9 


LEWIS F. SCHROEDER JOINS MARR 


The Marr Duplicator Company Inc., Chicago, re- 
cently announced the appointment of Lewis F. Schroe- 
der as manager in charge of Chicago city sales. 

Mr. Schroeder plans to create a regular city sales 
force to sell the new Marr stencil printing press, 
Model E, as well as other Marr duplicator machines 
and Marr duplicator supplies. 

Mr. Schroeder has had 24 years of duplicator ex- 
perience. He was originally branch manager for the 
Indianapolis and Detroit offices of Ditto, Inc. He left 
that post to become sales manager of Autocopy, Inc. 
In 1940, Mr. Schroeder accepted the position of vice- 
president in charge of sales for Copy Papers, Inc. 

Oe 


TWO RETURN TO BUSINESS EFFICIENCY AIDS 


E. A. Dahl, who organized and operates Business 
Efficiency Aids, Skokie, Ill., reports that two young men 





have returned from service in the United States Army | 
to assume activities in the sale of the company’s prod- | 


ucts to the trade. One is Robert Elliott, son-in-law of 


Mr. Dahl, who had exciting experiences in Italy and | 


elsewhere, and the other is E. A. Dahl, Jr., who recently 
gave up his captaincy. These young men will relieve 
Mr. Dahl, Sr., of some of his sales activities and give 
him more time for development and promotional work. 
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—our suppliers are starting to give us 


more materials—our shipping schedules 
are improving daily—so before long 
your orders for MEILINK Security 
Chest and Safes will be delivered. 










Do You Know? 
Over 50% of the 


Safes in use today 
have outlived their 


usefulness. 
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MEILINK STEE SAve CO 
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a | HARRY TEHAN, JR. JOINS H. 0. ATWOOD 
: Harry Tehan, Jr., long connected with the Joseph 


THEY ARE DEMAN DING “9 Dixon Crucible Company, has joined the H. O. Atwood 


Associates, New York, N. Y. Mr. Tehan will travel 








A iA the territory of New England and most of New York 











HARRY TEHAN, JR. 


state for the H. O. Atwood Associates, who are 
representatives for Finch & McCullouch, G. J. Aigner 
Company, Bert M. Morris Company, Chicago Saddlery 
Company, Service Products, Inc., Polycraft, Inc., and 


Pickett & Eckel. 
——_ 2 —__——_- 
MONROE TAKES NEW WILKES-BARRE OFFICES 


The Wilkes-Barre, Pa., branch office of the Monroe 
Calculating Machine Company, Inc., was moved re- 
cently to new and larger quarters at 45 W. Market St. 

This change was made in the interest of users of 
Monree equipment, the expanded facilities making 
possible improved service. The new offices are con- 
veniently located on the ground floor next to the Hotel 
Sterling and have a showroom with a display of add- 
ing, calculating, accounting, and check writing ma- 
chines. Otto Weyand is the branch manager. 

When materials are available, a new store front will 
be installed. 
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® Mapapo BRASIL | a 








® Send for details on ALL Numbers « 
- - - WHERE WASTE ACCUMULATES .-.- - 


SELL FIBRCAN 








Batink , G PLAN EXPANSION OF METERED MAIL IN BRAZIL—Senhor 

€ Cc LCAUn | Bento De Oliveira Porto (right), representing Casa Pratt of 

| Rio de Janiero, Brazil's largest distributors of business ma- 

" cs | chines and office equipment, confers on marketing plans 

THE BASKET KNOWN TO A CONTINENT with W. R. Greenwood, sales vice-president of Pitney-Bowes, 

DISTRIBUTED BY \Inc., manufacturers of mailing machines. Senhor Porto 

| recently arrived at Stamford, Conn., oe + — 

6 ment of Casa Pratt as exclusive Brazilian dealers for Pitney- 

BAINBRI DGE KIMPTON & HAUPT, Inc. Bowes postage meters, tax-stamping meters and allied 

218 GREENWICH ST. NEW YORK 8, N. Y. | equipment. He is spending four months in the United States 

to study the sales, service and postal technique by which 

the Stamford company developed the metered mail system 
in the United States. 
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OFFICE CHAIRS BY 
JASPER CHAIR CU. 


Especial opportunities for merchants and manufac- 
turers with faith in the future often occur in times 
of stress and uncertainty. That faith well grounded 
is a golden key to success and our dealers have 
good ground for it in their excellent past record of 
building Jasper Chair Co. sales over a long period. 

Every chair we now produce (whether all wood 
or upholstered) is right up to the regular Jasper Chair 
Co. standard in every respect; the number produced 
is of course limited by conditions common to most 
industry. How long those conditions can prevail is 
not easily estimated, but just a brief backward look 
makes the future appear most encouraging. And so 
we repeat: Think ahead for success—be first with 
Jasper Chair Co. expert craftsmanship. 





REPRESENTATIVES: 
Geo. A. Litchfield, Sales 





Fred Deutsch (Southwest) 
3525 Southwestern Blvd. 
Dallas 5, Texas 


James S. Fowls, (Southern) 
327 Sunset Drive, Nort 
St. Petersburg, Florida 


W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 26 
(Phone ROGers Park 3644) 








Jasper Chair bo. 


JASPER, INDIANA 


S. H. MacDonald, (West) 
405 Orpheum Bldg. 
Seattle, Wash. 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York, N. Y. 
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IBM PROMOTES JAMES W. BIRKENSTOCK 


International Business Machines Corporation has 
just announced the promotion of James W. Birken- 
stock to the position of general sales manager of the 
company, with headquarters in New York, N. Y. He 








J. A. BIRKENSTOCK 


was previously a special sales executive at the world 
headquarters in New York. 

A graduate of the University of Iowa, Mr. Birken- 
stock has been connected with IBM since 1935. He 
served in sales and executive capacities in St. Louis 
and Kansas City, Mo., before his appointment as a 
special sales executive in 1945. 

— 
LIST PATENTS FOR LICENSING OR SALE 

Using the official gazette of the United States Patent 
Office, Department of Commerce, the OFFICE APPLI- 
ANCEs notes the following patents or designs of interest 
to the industry, available for licensing or sale: 

Listed April 2, Volume 585, No. 1, are: 


Pat. 2,298,961. FLUORESCENT LAMP. Patented Oct. 13, 1942. Circular | 


fluorescent tube has operating transformer and screw plug. Mounted 


in opposite sides of body are terminals arranged concentrically with | 


plug and body. Made of metal or non-metallic material. (Owner) 
Earl F. Miller, 436 Maplewood St., Creve Coeur, Hl. Groups 34—81; 
386—51—92: Reg. No. 2,503. 


Des. 136,073. DESIGN FOR A COMBINED ENVELOPE MOISTENER AND 


SEALER. Patented July 27, 1943. Small T-shaped device has two rollers, 
one of absorbent material for moistening, the other of plastic or like 
material for sealing. (Owner) Douglas :H. Freese, Portage Des Sioux, 
Mo. Groups 35—79; 40. Reg. No. 2,505. 

Pat. 1,824,275. FouUNTAIN PEN. Patented Sept. 22, 1931. A _ stylo- 
graphic pen having a solid tapered stem. Adjustable, vented nozzle con- 
trols the flow of fluid. Screwing nozzle in one direction cuts off flow, 
reversing action increases flow as desired. (Owner) H. Dudley Kellogg, 
Jr., 326 Merion Ave., Narberth, Pa. Groups 39—51; 40. Reg. No. 2,515. 

Listed April 9, Volume 585, No. 2, are: 

Pat. 2,197,355. PLANFILE CUPBOARD. Patented Apr. 16, 1940. Filing 
eabinet, particularly adapted for field offices, provides a convenient 
means for filing various sets of plans and specifications in classified 
groups so that any group is immediately available and can be readily 
removed and replaced when. desired. Groups are filed in a foldable 
framework, and when cabinet is closed they are held substantially flat 
in compact form. When cabinet is opened, framework is pulled out- 
wardly to predetermined point and unfolds to present the groups in 
vertical stepped arrangement. Group 25—22—41. Reg. No. 2,556. 

Pat. 2,219,091. Bookrest. Patented Oct. 22, 1940. Foldable and ad- 
justable bookrest for displaying an open book or the like in various 


positions. Device is hinged, the lower portion forming a longitudinal 
flat base, the upper portion being supported in inclined position on the 
base by a rachet and pivoted strut. (Owner) Myron M. Henderson, 


Room 13-14, Odd Fellows Bldg., Coffeyville, Kans. Groups 25—41; 
34—99. Reg. No. -2,546. 

Listed April 16, Volume 585, No. 3, are: 

Pat. 2,279,559. BLACKBOARD ERASER. Patended Apr. 14, 1942. Has 
two parts, a base and an upper portion. A pad is fitted over the sheet 
metal base and its edges held within the shell by the rollers and 
springed arms of the upper portion. Top has notched flanged sides 
which further grip and hold cloth in place. Inventor states treated 
cloth will give two years’ service, and can. be easily removed and cleaned 
whenever necessary. (Owner) Earl N. Darling, Yellowstone Highway, 
Pocatello, Idaho. Groups 22—31; 33—73. Reg. No. 2,575. 

Pat. 2,356,544. EXTENSIBLE RULE. Patented Aug. 22, 1944. Durable 
extension rule, preferably of metal, comprises a series of channel-shaped 
sections telescoped in nested relationship with spring-tensioned locking 
means for automatically locking in succession each of the sections in 
fully extended position and releasing them as they are telescoped within 
each other. Turning a knob on a separate locking means holds any 
section in partly extended position. (Owner) Carl G. Swanson. Ad- 
dress correspondence to Eric Y. Munson, 274 Madison Ave., New York, 
N. Y. Group 33—52. Reg. No. 2,588. 
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FIRST AID KITS 
Make NEWS for 
Office Supply Dealers! 














COLUMBIA HEAVY DUTY FIRST 
AID KIT IN HEAVY STEEL CASE 


Opportunity knocks for office supply dealers! Every office 


needs a First-Aid Kit yet so few firms have ever 
been offered such a kit that the field is virtually new, 
with huge opportunities! Get set NOW with kits 
meeting specifications of leading first aid authorities. 
COLUMBIA First Aid Kits retail at 69c, $1.25, $2.00, 
$3.75, $4.50. Minimum shipment 12 kits. 

HEAVY DUTY CABINET ILLUS. 

TRATED. Minimum Shipment—6 $1Q°° 
LIST 


CONTENTS 


@ 100 %"' Waterproof Ad- @ | Medium Bandage Com- 
hesive Compress Bandages press 3''x3'' with bandage 
@ 6—4, oz. Tubes Burn-A-Lay 3''x72"' 
(Burn Ointment) @ | Small Bandage Compress 
@ 10—.05 CC Ammonia in- 2''x2'' with bandage 2''x36" 
halant Alcohol—22%, @ | Army Type Tousntnest 
@ 6—3''x3"' Absorbent Gauze with Buckle 
Pads @ | Roll Adhesive Plaster 
@ 10 yds. 2'' Gauze Bandage I''x2\,""" yards 
Roll @ | Roll Adhesive Plaster 
@ 10 yds. I'' Gauze Bandage Yo""x2/. yards 
Roll @ 4 Bottles Tincture Merthio- 
@ | yd. 36" Surgical Gauze late, Lilly. 
@ | Box Absorbent Cotton @ | Pkg. 100 Cotton Tipped 
('4 02.) 3" Applicators 
@ | Triangular Bandage with @ | Curity First Aid Hand- 
40"' Tail book with 33 Illustrations 


ORDER NOW DON’T DELAY 


COLUMBIA FIRST AIDERS DIVISION 
COLUMBIA INDUSTRIES, INC. 


330 S. WELLS ST. CHICAGO 6, ILL. 
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FOR 


SMOOTHER, 
EASIER 
MOTION! 


This revolving, tilting chair control, 
with “EQUI-BALANCED” action, actu- 
ally gives smoother chair motion... 
greater comfort. 

The modern design and all-steel con- 
struction of this patented chair control 


assure lasting comfort and satisfaction. 


Ch 


| 
| 
| 
| 
l 
] 
| 
l 
| 
| 
| 
! 
| ee 


COLLIER-KEYWORTH CO. 
: GARDNER, MASSACHUSETTS 

| 

i 
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J. K. VAUGHN APPOINTED BY R. P. LEWIS 

James K. Vaughn on April 15 became merchandise 
manager for the R. P. Lewis Company, Flint, Mich., 
filling the vacancy in the organization left by the re- 
tirement of Neal Leonard on January 1. 

Mr. Vaughn joins the R. P. Lewis Company from 
Eaton Office Supply Company, Inc., Buffalo, N. Y., 
where he has been since January of 1941, except dur- 





| 











JAMES K. VAUGHN 


ing his period of Navy service. The new merchandise 
manager started in the industry in 1924 with the 
Brooks Company in Cleveland, Ohio, and after 12 years 
went with Marshall-Smith, Inc., also in Cleveland. 
Then, after a couple of years on the road with the 
American Lead Pencil Company and B. K. Elliott Com- 
pany, he went to the Eaton Office Supply Company. 


a 


HONOR HALLMARK DESIGNER AT WHITE HOUSE 
Robert Foster, prominent artist and designer who 
has been commissioned by the Wood Office Furniture 
Institute to design a hallmark for use on products 
of Institute members, was an honored guest of Presi- 
dent Harry Truman at a luncheon meeting in the 
White House recently. On this occasion, medals were 
presented by the President to the senator and the con- 
gressmen selected as having performed the most dis- 
tinguished service last year. Mr. Foster designed the 
medals for Collier’s magazine, sponsor of the awards. 
The new hallmark, which will be used to identify 
products of members of the Wood Furniture Institute, 
will soon be completed by Mr. Foster and introduced to 


the trade, according to John J. Reinecke, executive 
secretary of the institute. 





CHINESE POSTAL OFFICIALS STUDY U. S. METHODS—Li 
Hsiung, chief of inland postoffice control of the Ministry of 
Communications in China, gives Pitney-Bowes, Inc., export 
manager, John F. Robertson, a lesson in Chinese writing 
as his colleagues look on in amusement. The seven top-flight 
technicians of China’s postal service appearing here are 
spending seven weeks’ study and training at Pitney-Bowes, 
Inc., Stamford, Conn., as part of their plan to modernize 
their country’s industry and government services with the 
latest American mechanical equipment and “know-how.” 
The Chinese postal experts are trained in the use of postage 
meters, postoffice mail-canceling and postmarking machines. 
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_ + SLAB, LATE 
~ FOAM RUBBE 


CHAIR 
CUSHIONS 


s 







Fairfoam 


a contribution of science to 
luxurious comfort 


@ Prevents fatigue 


® Prevents wear (and shine) 
on clothing 


®@ |t breathes; it cools 

© Dust-proof; lint-proof 

@ Moth-proof; vermin-proof 
® Sag-proof § Bs?) 
® Lasts a lifetime 








1” CUSHIONS 1%” CUSHIONS 2” CUSHIONS ‘ 
Fairfoam line Faitfoam Line Faitfoam line ae 
(slab, latex foam rubber) (slab, latex foam rubber) (slab, latex foam rubber) ie 
No. 10 S, Steno size, ; No. 20 S, Steno size, De 
Mat COCR is iis nace $4.50 per po rely $5.50 list each ......... Bras \teee 09) 3 GO Os 2k 
No. 10 E, Executive size, Paar hae fhe te Nees a No. 20 E, Executive size, oe 
EO, SEES sc RM gee 5.00 po IS E, esi size, ace list each ..... pt es ae 7.00° 5 
: SE MICR cs vn tcic 2 Neksiis iss (one 8s . a 
De luxe line | De luxe line 
(50% flaked, latex foam rubber All cushions are covered with (50% flaked, latex foam rubber 
and 50% cotton felt) : and 50% cotton felt} 
No. 62, Steno size, fore itegs fon one side) and No. 45, Steno size, ee 
thbbdeh oe aka $2.70 gabardine {onthe otherlandare jj.) cach Jatt 0 
No. 64, Executive size, available in brown, green ‘and No. 46, Executive size, Oh “ 
WW etek... Se .. 3.20 maroon. Tigve we st teh cious: eae ila ‘5. iC 





Above list prices subject to liberal trade discounts. 


FAl/ FURNITURE COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic. 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 


PRONTO 
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COMMERCIAL CONTROLS OPENS DALLAS OFFICE 


To serve the territory more adequately, Commercial 
Controls Corporation, Rochester, N. Y., has opened a 
new district office at 3404 Main St., Dallas 1, Tex. 
George T. Sterne has been appointed manager in 
charge of sales and customer service in the area 
covering Texas and Oklahoma, with territorial offices 
at Houston, Tex., Austin, Tex., and Tulsa, Okla., com- 
ing under his supervision. 

Mr. Sterne, who has been associated with Commer- 





——_ 











GEORGE T. STERNE 


cial Controls Corporation since 1940, was formerly on 
the sales and service staff of the company office at 
Chicago. 

Charles A. Andrus has been named manager of the 
field office at Houston. Tom Gannaway heads the 
office at Tulsa, while Miller Blue Print Company serves 
in a like capacity at Austin. Each of these offices is in 
position to give on-the-spot service in its respective 
territory. 

29 
RESUME MANUFACTURE OF BERGER LINE 

The Berger Manufacturing Division of Republic 
Steel Corporation has resumed manufacture of its 
standard line of office equipment at Canton, Ohio, 
after having engaged in extensive war production dur- 
ing the past five years. 

During the war, Berger turned to manufacture 
of such heretofore unconsidered items as sub-assem- 
blies for the B-24 Liberator bombers. Other war goods 
manufactured included ready-service ammunition 
boxes for the Navy and Maritime Commission, ship 
furniture and lockers for the Navy, electrical control 
cabinets, parts for steel Army barracks, handling 
equipment for airplane motor factories, and special 
storage cabinets for machine tools. 

Office equipment sales are under the direction of 
S. P. Flenniken, who is assisted by George H. Thomas. 


a 


INVENTS FOUNTAIN PERFUME PEN 


John T. Morris of Huntington Park, Calif., has been 
awarded a letters patent by the United States Govern- 
ment giving him the right to manufacture and sell 
an applicaor for applying a liquid, such as perfume, 
by the employment of a ball to roll or glide over any 
given surface. 

The ball is to be mounted in the point of the pen 
and will be built like a stubby little pencil. Bright 
colors will be used for sales appeal. 

Plans are now being made for manufacture, and Mr. 
Morris hopes to have his device on sale soon. A large 
distributor in Budapest, Vienna, Paris, Rome and Lon- 
don has asked for the product’s agency but the inven- 
tor declares he wants American women supplied first. 

Mr. Morris is a former typewriter and adding ma- 
chine man who spent many years in the capacity of 
district sales manager for the Sundstrand Adding Ma- 
chine Company and the Victor Adding Machine Com- 


pany. 
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KING 


of MARKING DEVICES 
CROW, Line 





Daters & Numberers 


other Marking Devices 


Known Throughout the World 


* DEFIANCE 
“SUPERIOR 
* MODEL 
TRIUMPH 
“STAR 


for both Domestic and Export Trade 





Send for Catalog Illustrating and Describing Complete Line 
of Marking Devices. 


R.A. STEWART & CO., Ine. 


80 Duane Street New York 7, N. Y. 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS avo FANCIES 


By McGillicudy 


The other night, after the little girl had gone 
to bed, the Mrs. and | were talking things over. 
“You've been grousing a long time now,” she 
commented, “about the paper situation, price 
ceilings, and so on. We get mail every day 
so there must be some paper for envelopes.” 


“There is,” | replied, “but we can’t get 
enough to make enough envelopes to give 
dealers enough so they'll be satisfied 
enough.” 


“Well,” she said calmly, “you'll just have to 
spread out what you do make so all dealers 
have a fair share.” | said, “We're doing that— 
we did it all through the war. But you can’t 
spread out very far something you haven't 
much of—like Kraft.” “Is (Kraft harder to 
make?” she asked, “is that why there isn’t any 
to speak of?” 


“No,” | answered, “it isn’t harder to make. 
But the price ceiling is low. The mills make 
a better profit by making bleached paper 
instead of Kraft. So there isn’t much 
Kraft.” “Well,” she said, “Why not use 
the paper the mills do make. Sounds 
simple to me.” 


“That's what we are forced to do in many 
cases,” | replied, “but it means our dealers 
have to pay slightly more per thousand for the 
envelopes through no fault of theirs.” 


“But,” she said, “it isn’t your fault either.” 
“No.” I replied, “it isn’t our fault!” 


Quality Park envelopes are sold 
through dealers only. 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 


564 W. Monroe Street 
Chicago 6, Ilinois 


Quality Park 
St. Paul 4, Minnesota 
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NSA FOURTH DISTRICT MEETING 
(Continued from page 74) 


nesses with a view to retrieving some of the business 
that has gone to such outlets as drug and ten-cent 
stores. After considerable discussion, he offered reso- 
lutions that were passed for the appointment of a 
committee by the governor to set forth services the 
NSA can perform for its members, notably that of 
drafting a co-ordinated sales training program and 
making up suggestions for properly designing a retail 


| establishment. 


Mr. Burbank said he would welcome such a task 
regardless of the work entailed, and it was indicated 
that definite programs were desired, regardless of 


| expense. 


One delegate said that while he enjoyed the speeches 
at the meeting, he felt that by next year there should 
be more concrete suggestions and programs for pres- 
entation to the convention. 

Discusses Bill of Rights 


Mr. Hanes devoted some time on troublesome phases 
of the G.I. Bill of Rights as applied to re-employing 
former employes and training newly-returned service 
men. It was brought out from the floor that there 
appeared to be a disparity in the training programs 
allowed, ranging from one to four years, and that 
clarification is needed. 

No resolutions were passed regarding the GI Bill, 


| the consensus appearing to be that the matter would 


be gone into at the national meeting in October. 

In bringing the session to an end, Mr. Smith dis- 
cussed objectives for the coming year and emphasized 
the need for building up the district, as well as the 
national group. 

Paul Burbank opened the morning session with an 


| inspirational address, summarized in his remarks: 
| “We are at the opening verse of the opening passage 


of the opening chapter of the Book of Endless Pos- 
sibilities.” 
He paid tribute to Miss Rose Cushman, who has 


_served as manager since the death of Charles P. 





Garvin, expressed appreciation to District 4 for the 
exceptional convention and outlined ways in which 
all could work for progress through working for 
their own business. 

Ivan Allen, Jr., Ivan Allen-Marshall Company, At- 
lanta, Ga., scored the black marketing of merchandise 
in times like these and urged all to adhere to basic 
business principles in his discussion of “Sales Service.” 

Louis H. Brown, Eberhard Faber Pencil Company, 
touched on scarcity of labor and materials, increased 
costs, plentiful competition, and warned against think- 
ing of peace-time in terms of wartime orders. E. R. 
Manning Stein Bros. Manufacturing Company, dis- 
cussed the uncertainty of the future of OPA and the 
20 per cent luxury tax as concerns his specialty, the 
leather business. Technicalities involved with the ad- 


| vent of plastics and import problems also were un- 


folded. Attorney General Tom Watson of Florida wel- 
comed the convention delegates to Florida and Palm 
Beach on the opening day, during which he outlined 
his fight for an “open shop” in the state. In advocat- 
ing the open shop, he said he was working on behalf 
of equal opportunities for all business regardless of 
labor affiliations. 
Told to Watch War Surplus 

Delegates were warned to watch carefully the 

matter of disposition of war surplus materials by 


| George C. Holt, sales manager of the W. A. Sheaffer 
| Pen Co., Fort Madison, Iowa. He also discussed ‘Mer- 


chandising in the Post-war Period,’ in which he 
stressed the mounting competition which he expects 


| to go forward for at least five years. 


The elimination of cutthroat competition was urged 
by Horace Van Dorn, manager of the pencil sales 
department of Joseph Dixon Crucible Company, Jersey 
City, N. J. 

“Why not be wholehearted, follow the basic rules 
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Say, Toots, WHOS DIS AE ? 


Five to one, the RIGHT ANSWER is given quickly! For 
A-S-E is known to thousands—it’s the trade-mark of 


All-Steel-Equip’s line of quality, durable, smart-looking files. 


A-S-E Aurora Files are easy to sell—add to profits— 
satisfy customers. And it’s easy to see why, with 
features like smooth-action drawers, improved locking 
mechanism, rugged heavyweight construction, trouble- 
free follower and extra filing capacity, actually 


26% inches of clear filing space. 


Get acquainted with this durable line of quality 
files today. Write now for the complete story on 


A-S-E Aurora Files. 


We also manufocture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 











ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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and not try short cuts? There is enough business for 
everyone. We do not need to begrudge anyone,” he 
told the convention. 

Seriousness of the paper shortage as it affects 
stationers was the topic of J. E. Conlon, vice-presi- 
dent of Rockwell-Barnes Company, Chicago. Urging 
patience, he reminded that there was a great paper 
excess some years ago and that time might return. 
He told of the purchases of paper mills by larger 
publishers and the resultant decrease in commercial 
sales, and suggested ways of educating the public 
in the use of substitutes. 

Warren Mosman, vice-president, Herring-Hall-Mar- 
vin Safe Company, Hamilton, Ohio, technically dis- 
cussed the protective side of the industry. 

R. D. Latsch, Latsch Brothers, Lincoln, Neb., NSA 
president, in opening the convention’s business ses- 
sions urged stationers not to try to return to the old- 
time normalcy but to profit by mistakes in the past, 
and tackle the future with benefit of wartime experi- 
ences. He told his hearers that they should start 
working on advertising campaigns now while perfect- 
ing selling campaigns, that they should not wait until 
a competitive era gets under way to try to expand 
their business. 

Mr. Latsch said he advocated such steps now 
despite the fact that there is little hope of getting 
adequate stocks for some time. 

John L. Griffith of Halsey & Griffith, Inc., West 
Palm Beach stationers, was general convention chair- 
man. 

The annual banquet was held in spacious Jardin 
Royal at Whitehall and brought to a close a round 
of golf tournaments, swimming and vacationing the 


delegates enjoyed while in Palm Beach. 
———<—-o—_—_— 


SIXTY ATTEND STATIONERS 12:30 CLUB MEETING 

The Stationers 12:30 Club assembled for their April 
session with a good attendance of over 60, meeting at 
the Advertising Club, New York City. 

President James T. Hurley, Oxford Filing Supply 
Company, called the meeting to order as a good 
dinner was nearing its close, and cigars were lit. The 
first topic of discussion concerned the annual outing, 
which is generally held about the middle of June. 
Jerry Savage of Carter’s Ink Company was appointed 
chairman of a committee to make arrangements for 
this year’s outing, the date and place to be announced 
at the next meeting. 

Treasurer Dwight N. Briggs, manufacturers’ repre- 
sentative, was enthusiastically welcomed after an ab- 
sence of some time. He thanked the members for their 
many kindnesses and interest they had shown during 
his wife’s illness and death. 

Mr. Briggs, in commenting on the growth of the 
club, and the number of new members who had joined 
recently, took occasion to compliment Gerard D. 
White, Acco Products, Inc., for the fine job he is doing 
as editor of the bulletin. In his opinion, Editor White 
is in a large measure responsible for the large increase 
in membership. He announced that the club now has 
a membership of 157, the largest in its history. 


New Members are Greeted 


The following new members were announced and 
made welcome: Herbert Lerman, Lerman Bros., New 
York City; Samuel Seidman, Otto Schmidt & Son, 
New York City; Harry Sills, John Gale and Samuel 
Austrian, all with Commercial Stationery Company, 
New York City; Herbert Grayson, Ace Fastener Cor- 
poration; Peter McDermott and Harry Adams, Carter’s 
Ink Company; Jerry Kremsdorf, Guide System & Sup- 
ply Company; Robert M. Cross and Ralph Hull, Min- 
nesota Mining & Manufacturing Company; Arthur J. 
Hirsh, Sandman Corporation, New York City; Samuel 
Hoffman, L. Hoffman, New York City; Edward J. 
Healy, Wilson Jones Co.; Arthur J. Lawless, Agency 
Paper Company; Joseph P. Murphy and Mel Wheeler, 
Bainbridge, Kimpton & Haupt, Inc., New York City; 
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OFFICE CHALK CUSHIONS 





IN STOCK FOR 
IMMEDIATE DELIVERY 





OUR LATEST CATALOG 
SENT ON REQUEST. 





With LATEX FOAM RUBBER 
UNIT in executive and steno sizes. 
With genuine upholstered SPRING 
UNIT in executive and secretary 


sizes. 


With white cotton in executive, 


secretary and steno sizes. 





In brown leatherette with fibre 
plaid back. 


In green jungle cloth with fibre 
plaid back. 





FISHER MFG. CO., INC. 
CUSHIONS 


92 Montgomery St. Jersey City 2, N. J. 
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A name that represents the highest stan- 
dards of skilled engineering, quality, and 
service in modern, dependable — 


OFFICE CHAIR CONTROLS 


Now manufactured and distributed by The 
Seng Company, of Chicago, for improved 
service and satisfaction to all who demand 
and expect the best in Office Chair Controls. 





THE COMPANY 


1450 N. DAYTON STREET, CHICAGO 22, ILLINOIS 


Owners and Manufacturers of Bolens Office Chair Controls 
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David Pearle and Al Trauring, Eagle Supply Company; 
New York City; Bertram Reisler, Julius Bandes & 
Company; Joseph F. Somol, The Globe-Wernicke Co.; 
William E. Schmall, Swan Pencil Company; Robert 
Wallach and Murray Falk, Peerless Imperial Com- 
pany, Inc.; Bob Polon and Robert Benet, Robel Press, 
New York City; Al E. Rosenthal, Aero Stationery Com- 
pany, New York City; Irving Reighter, Wansco Paper 
Products Co., Inc.; Al Collins, Jaques & Co., New York 
City; and Milton Stone, manufacturers’ representa- 
tive. 


Urges Interest in Bulletin 


Editor Jerry White greeted the new members pres- 
ent, extending a hearty welcome and urged them to 
send in items of news for the club’s bulletin. He 
stressed the importance of each member contributing 
some news of happenings throughout the trade, all of 
which makes it possible to get out an interesting, 
newsy bulletin each month. 

Howard S. Sanders, secretary of Stationers & Pub- 
lishers Board of Trade, Inc., announced the annual 
forum and dinner for April 26 at the Hotel Biltmore, 
New York City. 

Treasurer Dwight N. Briggs moved that the sum of 
$25.00 be donated to the American Red Cross drive. 
He also moved that Charles W. Schatzlein, American 
News Company, and E. H. Rogers, Koh-I-Noor Pencil 
Company, be made life members of the club. Both 
motions were unanimously passed. 

In closing, President Hurley urged all members who 
were planning to attend future meetings to fill out 
the return card promptly and send it in so that ad- 
vance reservations could be made for all. 





VICTOR HOLDS SCHOOL—Shown in attendance at the 
Victor Visible sales school at Hotel Lenox, Buffalo, N. Y., 
March 11-15, are (left to right): Front row—Scott Summerville 
and Mrs. Norma Summerville, Ohio Office Equipment Co., 
Akron, Ohio; George De Feis, Koller & Smith Co., New York, 
N. Y.; John B. Shane, A. Pomerantz & Co., Philadelphia, Pa. 
Second row—Edward Eggleston, Ryan & Williams, Inc., Buf- 
falo, N. Y.; James R. Jamieson, Ben Kinnear, Warren, Pa.; 


| Robert Pastor, Horder’s, Inc., Chicago; Fred A. Meier, Fred 


W. Meier Sons, Monroe, Mich. Third row—John R. Hosking, 
Lawrence, Mass., Carlton A. Osgood, Archie Sherer Co., 


| Dayton, Ohio; Thurlow S. Slater, Blade Printing & Paper Co., 


Toledo, Ohio; R. Lewis Watkins, Victor district sales manager. 

Fourth Row—H. W. Bares, Victor Safe & Equipment Co., 

New York, N. Y.; Jerome Reilly, Lipman’s, Inc., New York, 

N. Y.; David Williams, Mansfield Typewriter & Office Supply 

Co., Mansfield, Ohio; Roy A. Webster, Southern Office Supply 
Co., Bluefield, W. Va. 


accel i iain 
BAINBRIDGE, KIMPTON & HAUPT 101 YEARS OLD 

Bainbridge, Kimpton & Haupt, Inc., celebrated its 
10lst anniversary with a record attendance at the 
annual dinner, held March 23 at the Downtown 
Athletic Club in New York, N. Y. 

The keynote of the affair was a welcome to the 
returned veterans of World War II. This, coupled with 
references to the United Nations and the cause of 
world peace, gave unity to the program. 

An address by the president, Mortimer H. Chute, Jr., 
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— Styled Executive 


E”/ FINISHED IN HARMONIOUS 
Neutra-Tone Gray 


Restfully Reserved yet Modernly Distinctive 


An Executive Desk in Steel for the forward thinking Exec- 
utive who considers Color Harmony, quality and design 
when featuring the dignity and comfort of his private office. 
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SIXTY-FIVE YEARS NEW YORK 








The Franchise that means more than merchandise 
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AAssociatep STATIONERS SUPPLY CO. 
Serves SELECTED 


STATIONERS 

Onty, BY 

CAREFULLY AND 
ENTELLIGENTLY 
Mppiyinc 
THoroucuty 
Economical 
Distripution PRACTICES 





Nearly a HALF CENTURY of merchandising, 
management, sales, warehouse and 


distribution experience. 














Retail Stationers and Trade Manufacturers Are Cordially 


Invited to Make Inquiry Regarding Our Services 


ASSOCIATED STATIONERS SUPPLY CO. 


229 SOUTH JEFFERSON STREET 
CHICAGO 6, ILLINOIS 
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on the topic, “Veterans, the Peace, and the Company,” 
was a high point of the speaking program. 

A toast to the company was given in English, fol- 
lowed in rapid succession by translations of the same 
toast, presented by members of the staff in Spanish, 
French, German, Italian, Swedish, Gaelic and Chinese. 

George Duffy of the staff starred in a rendition of 
“The Aftermath of Struggle,” appearing as a non- 
English speaking representative of the Near East coun- 
tries preparing for attendance at United Nations 
conferences. 

William H. Greenleaf was toastmaster and Edward 
F. Rapp, vice-president, was chairman of the dinner 


committee. 
———_- © — ©. 
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NEW YORK OFFICE MACHINE DEALERS MEET 


Attended by 85 members and guests, the regular 
monthly meeting of the Office Machine Dealers Asso- 
ciation of New York, Inc.; was. held on Tuesday eve- 
ning, April 9, at the Hotel New Yorker, New York City, 
with President Irving I. Ritchie, Addressing Machine 
& Equipment Company, presiding. 

Paul Gross, Mailers Service & Equipment Company, 
chairman of the membership committee, reported the 
addition of seven new members. They are: Ace Office 
Machine & Supply Company, New York City; Singer 
Typewriter Company, New York City; National Busi- 
ness Machine Company, Teaneck, N. J.; Golden Type- 
writer & Stationery Corporation, New York City; Miller 
& Walsh Typewriter Company, Newark, N. J.; Para- 
mount Typewriter Company, New York City; and 
Kammerer Typewriter Service, New York City. This 
makes a total of 195 members, just five short of the 
goal of 200, which the organization expects to reach 
by the next meeting in May. 

Arthur R. Taylor, Globe Typewriter & Adding Ma- 
chine Company, Inc., New York City, chairman of the 
employment committee, announced that he now has 
available two repairmen and six veterans for those in 
need of help. 


Submit Proposal on Surplus Machines 


Nicholas Fucci, Business Machines Service Company, 
New York City, chairman of the committee appointed 
to draw up a resolution on the disposal of Government 
surplus office machines, submitted the proposal after 
reading it to the group. 

Edward J. Toussaint, Central Duplicator & Type- 
writer Company, Camden, N. J., past president of the 
Penn-Jersey-Delaware. Office Machine Dealers As- 
sociation, informed the group that the NOMDA has 
been working on the Government surplus problem for 
some time. He outlined the progress that has been 
made to date. In his opinion the New York Office Ma- 
chine Dealers’ resolution, when submitted to NOMDA, 
will help them in formulating their final plan of dis- 
tribution. In conclusion, he answered a number of 
questions from the floor. 

Mr. Toussaint took the opportunity to extend a 
cordial invitation to members of the New York group 
to attend the Annual Spring Frolic of the Penn-Jersey- 
Delaware Office Machine Dealers Association, to be 
held on May 24 at Weber’s Hof Brau, Central Air 
Port Circle, Camden, N. J. 


Somebody Always Sets the Price 


The guest speaker of the evening was Dr. Gary A. 
Leslie, executive vice-president of the American Fair 
Trade Council, whose talk was entitled “Somebody 
Always Sets the Price.” 

Predicting the early return of keenly competitive 
merchandising, Dr. Leslie urged mutual support and 
Observance of Fair Trade contracts by -dealers and 
manufacturers. 

Citing the Fair Trade statutes now in force in 45 
States as the surest and simplest method of stabilizing 
post-war merchandising and production, he said, “Fair 


Trade prices create consumer confidence both in the | 
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“HANO CONTINUOUS 
CARBON FORMS” 


REPEAT PROFIT For. You 


Your customer saves time and stops 
errors - - - you profit, not once, but 
on the repeat orders as well. 

Hano Lithographed Forms are printed, 
billed and shipped in your name. If 
you are located outside of New York 
City or New England, write today for 
complete details of our 
dealer offer. 

Free Design and Quota- 
~| tion Service is yours for 
the asking. 









PHILIP HANO COMPANY 


INCORPORATED 
HOLVOKE ,MASS. 


167 

















IMMEDIATE ~ 
D ELIVERY, 


REX-0-graph ~\ 


Fluid Type Duplicators 


Your new REX-O-graph Duplicator can be de- 
livered IMMEDIATELY—to help you save time 
and labor in office systems work! For new models 
are rolling off the REX-O-graph precision pro- 
duction lines in increasing quantities. 

See your REX-O-graph deaier TODAY. He'll be 
glad to demonstrate the many exclusive REX- 
O-graph features: 100% Roller Moistener, 
Quick-Change Master Guide, Automatic Feed, 
INSTANT printing, "Lightning" Paper Centering 
—and many others that make this the premium 
duplicator in any comparison. And he can 
promise FAST DELIVERY! 

REX-O-graph 
Model FM with 
* Quick-Change 
| Master Guide. 
_ Other models to 
suit the needs of 
every office — 
from simpler du- 
plicating to the 
most compli- 
cated systems 
work. 


REX-O-graph 
Duplicator Sup- 
plies . . . special- 
ly developed to 
assure longer 
runs, more bril- 
liantly clear 
copies — at low- 
"1 est cost. 


REX-0-graph, INC. 


3729 North Palmer Street 
MILWAUKEE 12 WISCONSIN 


MANUFACTURERS OF SUPERIOR FLUID DUPLICATORS 
AND SUPPLIES 
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manufacturer’s trade-marked product and in the re- 
tailer who observes the established price of the prod- 
uct. 

“Fair Trade assures the dealer a fair profit and thus 
allows him to push the line and service it properly. 
Fair Trade means no mark-downs, no gamble on what 
profit will be’”’. 

Showing the operation of price-cutting, Dr. Leslie 
said: “Suppose the local retailer elects to meet the 
price of his price-cutting competitor, what happens? 
The ‘bargain’ store usually cuts again. At the end of 
a series of such cycles the price is so low that neither 
the price-cutter nor any other dealer will continue to 
promote the article and the owner of the national 
brand loses the sales potential, which he has spent 
time and money in building, in the price pirate’s mar- 
ket area. The price-cutter then selects another nation- 
ally-advertised product for the same ‘loss leader’ treat- 
ment and starts the ‘cut-price spiral’ all over again. 

“Finally”, said Dr. Leslie, “the consumer is caught 
in the ‘quality squeeze’ for when the manufacturer is 
forced to meet the price pirates’ lower price he must 
cut the quality of his product. No manufacturer can 
continue to supply merchandise of the same quality, 
at the same price against a continuing downward price 
spiral.” 

In closing, Dr. Leslie gave a number of actual inci- 
dents as examples in pointing out the advantages of 
Fair Trade practices. Considerable interest was shown 
and many of those present asked for information 
which was readily supplied. 


a 


PHILADELPHIA STATIONERS HOLD SESSION 


About 70 members and guests turned out to attend 
the regular monthly meeting of the Philadelphia Sta- 
tioners Associaion, held on Thursday evening, April 18, 
at the Benjamin Franklin Hotel in Philadelphia, Pa. 

After a hearty dinner and a number of good old 
songs, sung under the leadership of John A. Harte, 
Yeo & Lukens Company, Philadelphia, all present 
were in the proper spirit for a good meeting. 

President Charles Lukens, Yeo & Lukens Company, 








GREET SPEAKER—Reginald M. Tussing of York, Pa., was 
greeted on April 18 by members of the Philadelphia Sta- 
tioners Association as he appeared to address the group at 
the Benjamin Franklin Hotel, Philadelphia, Pa. Left to 
right: President Charles Lukens, Yeo & Lukens Co.; Secretary 
Joseph Snitzer, Automatic Printing Corp.; Mr. Tussing; 
William Reinhardt, A. Pomerantz & Co.; and Edward Eisen- 
stein. Shanahan & Co. All are Philadelphia firms. 


Philadelphia, introduced the following guests: Dick 
Pomerantz, A. Pomerantz & Company, Philadelphia; 
A. Weber, Moore Push-Pin Company; Bob Whitesel, 
The Brooks ‘Company; H. W. Cloop, Trenton, N. J.; 
C. F. Decker, C. F. Decker, Inc., Philadelphia; E. Russell 
Ashley, Ashley-McCormick Company, Bridgeton, N. J.; 
E. A. Peterson, Oxford Filing Supply Company; John 
F. Kelly, Graphic Arts Review, Philadelphia; H. K. 
Darby, Geyer’s; George Parker Dixon, Sunbeam Pub- 
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Back again 
ready to battle wear... are 
National Metal-Holed Sheets! 


Their copper reenforcements bonded 
fast to the paper keep the sheets from 
wearing out at the holes . . . do away 
with all possibility of loss for valuable 


data and important information. 


You can use National Metal-Holed 
Sheets just like other sheets . . . no un- 
pleasant bulking . . . no matching in 
special sets. All reenforcing is at the 
holes where it belongs. Sheets lie per- 
fectly flat and are not affected by atmos- 


pheric changes. 


Available in both “Eye-Ease” and white paper 
in a variety of sizes and rulings to meet every 


requirement. 


A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, 
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There is a big 
iob to be done 





OR the past several years many con- 
cerns have had to revert to their for- 


mer practice of tying inactive and semi- 
active records into bundles and dumping 
them into a storage room or vault. Housing 
has been so scarce that no other method 
of preserving records was to be had. But, 
when fibre board and TRANSFILE FILES 
are once again available in large and con- 
stant quantities, these records will have 
to be dug out and transferred into ade- 
quate housing. This is a big job to be 


done. 





For economical, safe, clean and orderly 


storing and filing of inactive and semi- 
active records TRANSFILE FILES just 
can't be beat. They keep all records right 


at your finger tips. 
Now is the time to get started on this 


job right among your own customers. It | 


will pay off handsomely. 
GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 13, N. Y. 


a 
' 
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lishing Company, Salem, N. J.; A. W. Gill, A. W. Gill 
Co., Trenton, N. J.; and John L. Gallup, OFFIcE APPLI- 
ANCES. 

G. C. Nickel, William F. Murphy’s Sons Company, 
Philadelphia, chairman of the donations committee, 
reported that they had gone over the top in both 
the Red Cross and Salavation Army drives. 

President Lukens, on behalf of the Association, ex- 
tended his thanks and congratulations to members 
of the committee for the fine job they had done. 

Mr. Lukens announced that the meeting was the 
first of a series of educational meetings to be held. 
He asked for a large dealer attendance, saying, “The 
meetings will pay dividends to those who are there 


| to collect.” He urged that the Penn-Mar-Va Travelers 


talk about the meetings to dealers during the course 
of their travels, and urge as many dealers as possible 
to attend. 

The guest speaker of the evening was R. M. Tussing, 
sales engineer and business consultant, and formerly 
president of the Victor Safe & Equipment Company. 


| His topic was, “How to Make a Profit.” Beginning with 


a comparison of present conditions versus those of 
normal times, he went on to remind his listeners that 
in the not-too-distant future we will again have a 
buyer’s market. “The dealer will then have to seriously 
consider ways and means of how he can make a 
profit,” he said, pointing out there are two ways it 
can be accomplished. One is by additional sales, and 
the other by elimination of waste, or the conversion 
of waste into sales. He believes that in many cases 
the elimination of waste is more important than addi- 
tional sales. Because of his enthusiasm over his topic, 
Mr. Tussing went into the subject deeper than he 
intended, covering such related subjects as time and 
motion study; public relations, field study, lost order 
reports, analysis, management, price-cutting, man- 
power, sales and salesmen, quality and service, and 
attitude toward customers. 

The annual outing of the Penn-Mar-Va Travelers 
will probably be held early in June. Time and place 
of this event will be announced in the May issue of 
“The Traveler.” 

a 


BOSTON STATIONERS HEAR GIDDY, SAMUEL 
The regular meeting of the Boston Stationers Asso- 
ciation was held at the Hotel Vendome in Boston on 
April 15. More than 50 sat down to a delicious dinner 
of prime ribs of beef and all the trimmings. 
President Courtney F. Bird, M. T. Bird & Company, 
Boston, Mass., welcomed the group and turned the 
gavel over to Secretary Charles P. Anderson. The sec- 
retary presented changes in by-laws which, after ade- 
quate discussion, were approved with minor changes. 
The president then introduced O. F. C. Giddy, Eber- 
hard Faber Pencil Company, who spoke briefly on the 
“Relationship between the Manufacturers’ Salesmen 


| and the Dealers.” As an introduction to his remarks, 


Mr. Giddy asked, “What are we all aiming for?” His 
answer to this was “Profits.” Accordingly, he explained 
the salesman’s task as threefold—to be profitable to 
the dealer, to his house and to himself. “A salesman, 
above all, must at all times carefully reflect his house. 


| Inasmuch aS many manufacturers have placed their 


destinies in the hands of dealers, the manufacturers’ 
salesman must help the dealer sell more.” He observed 
that in too many cases the salesmen and the dealers 
do not work together as two businessmen trying to 
attain a common goal. Mr. Giddy stressed the com- 
munity of interest between dealers and manufacturers’ 
salesmen, closing with the assertion that it will be 
more profitable for both if dealers and manufacturers’ 
salesmen work together as a team. 


Discusses Typewriter Merchandising 


George L. Samuel, L. C. Smith & Corona Typewriters, 
Inc., spoke on “Merchandising of Portable Type- 
writers.” Pointing to the time when typewriters will 
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/ “Let’s look at my record: 
7 ‘First, my locked-in-plastic tip sets me apart! My eraser is always 
y in place—held firmly and securely by my modern plastic ferrule with 
double yellow bands. 
‘People prefer to write with me! They like my smooth leads that 
move so easily, so firmly. 
“Yes, I get around! Every week millions see me in one of the four 
national weeklies—Life, Liberty, Saturday Evening Post and Time. 
Every day millions hear me over the radio. 


“And you know that quality plus promotion create the demand 


that makes a best-seller!” 


DIXON 


TICONDEROGA 


A fine nerican pencil with a fine American name 


PENCIL SALES DEPARTMENT, JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 
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again be abundant on the shelves he said, “If you in- | 


vest in ten portable typewriters, that will take approxi- 
mately $350. You should turn these ten machines four 
times a year for a gross profit of around $880. Now 
this gross profit should have no delivery charge, no 
spoilage, no guarantee expense. I leave it to you 
whether portable typewriters are a good investment 
when you compare them with some of the other 
articles you merchandise. Some dealers say your turn- 


over of portable typewriters should be six times a | 


year.” 
The speaker told of the vast potential field of pros- 
pects for portables and declared that the surface has 


only been scratched . “Every home is a prospect for one | 


or more machines,” he asserted. “You remember that 
when the automobile people talked of two cars to a 


family, we all raised one eyebrow. But not now—the | 
bigger the family, the more cars. Why not portable | 


typewriters?” 


Tells of Trip Experiences 


John B. Dwyer, manufacturers’ agent, told a few of 
his experiences on his trip to the Pacific Coast. 

The president announced the resignation of Charles 
P. Anderson as secretary-treasurer of the association 
due to the press of business. Mr. Anderson was ac- 
corded a rousing vote of appreciation for his long and 
faithful service. Hartley Lewis. of Ward’s, Boston, 
Mass., will succeed him. 

The next meeting of the Boston Stationers Associa- 
tion will be on May 20 and the speaker will be Lt. Gov. 
Bradford of the state of Massachusetts. 

ee 


HOLD NEW YORK FURNITURE GROUP SESSION 


The regular monthly meeting of the Office Equip- 
ment Dinner Club was held on April 8 at the Adver- 
tising Club, New York, N. Y., with an attendance of 
45, despite the rainy weather. 

President Seymour Nathan, Charles S. Nathan, Inc., 
spoke of the fine spirit of co-operation and social feel- 
ing that now prevails among office equipment dealers. 
Remarking that the ethics of the trade has shown a 
decided improvement over those of the past, he at- 
tributed the higher standard attained by the trade to 
the Office Equipment Dinner Club and their monthly 
meetings. These sessions, he declared, provide an op- 
portunity to seek a solution to their mutual problems. 
As he sees it, there are three important questions: 1. 
What can the manufacturer do to help the industry? 
2. What can the dealer do to help the industry? 3. 
What can the Office Equipment Dinner Club do to help 
the industry? All three are vitally concerned with the 
welfare of the industry, and.in helping each other 
they, too, benefit. 


Tells of Splendid Co-operation 


In speaking of co-operation, Mr. Nathan cited a 
number of actual cases of dealers, unable to supply 
needed merchandise to their customers, who had re- 
ferred those customers to another supplier, going so far 
as to recommend the other one very highly. In clos- 
ing, he expressed the hope that this fine attitude and 
Spirit of co-operation might continue throughout the 
years to come. 

Announcement was made of the sudden death of 
Moe Jacobs, Atlas Purchasing & Sales Company, New 
York City. Secretary Ben Itkin, Itkin Bros., New York 
City, announced that acknowledgements had been re- 
ceived for letters of condolences and flowers that had 
been sent because of the deaths of Lillian Gilbert, wife 
of E. E. Gilbert, Metwood Office Equipment Corpora- 
tion, New York City; George Swendeman, Security 
Steel Equipment Corporation; Abraham Tochensky, A. 
Tochensky & Son, New York City: and John S. Buske, 
Steelcase Sales Company, New York City. 

President Nathan introduced guests George F. 
Stewart and A. J. Welshofer, both of Bergen Steel 
Equipment Company; J. V. Davis, Desks, Inc.; J. Kraut, 
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Samuel Lakow & Sons; Abraham Gaslow and Samuel 
Arons, both of Empire Office Equipment Company, New 
York City; Theodore Patton and Jack Strong, both of 
the Patton Typewriter Company, Mineola, N. Y.; Miss 
Ledger, Manhattan Desk Company, New York City, 
and Mrs. B. H. Nemlich, wife of Bernard H. Nemlich, 
Regan Office Furniture Corporation, New York City. 

Guy Rentsler, Remington Rand, Inc., chairman of 
the membership committee, announced as new mem- 
bers: Spak & Natovich, Chicago; Steelcase Sales Com- 
pany, New York City; W. B: Wood Company, Newark, 
N. J.; Empire Office Equipment Company, New York 
City; Patton Typewriter Company, Mineola, N. Y.; 
and Bergen Steel Equipment Company. In appealing 
to all members to make every effort to get new mem- 
bers to join, he informed the group that they had at- 
tained a total of 90 members, just ten short of their 
goal of 100 members. 





ieroeveneee: 








Proposes Two-Day Convention 


Moe Turman, Metwood Office Equipment Corpora- 
tion, New York City, proposed that a two-day conven- 
tion be held in the city in the month of October. The 
purpose of this convention is to draw together manu- 
facturers and dealers throughout the East to iron out 
problems of the trade. The proposal, after some dis- 
cussion, was put in the form of a motion and passed 
unanimously. The following committee was appointed 
to make all arrangements: Moe Turman, chairman; 
Roland F. Freeman, manufacturers’ representative; 
George B. Wray, manufacturers’ representative; Jack 
Schwander, Desks, Inc. 

Bernard H. Nemlich, Regan Office Furniture Cor- 
poration, New York City, chairman of the golf outing 
committee, announced that the first golf ournament 
would be held on June 18 at the Colonia Country Club, 
Colonia, N. J. 

The balance of the meeting was devoted to open dis- 
cussion on problems confronting the industry. 

ie tena 


or OMDA DISCUSSES SURPLUS 











( : Bevelled | A lively discussion of surplus office ma- 

r French | 4 m chines featured the April 9 meeting of 

=>—-= Curves Pstivien. ne Chicago Office Machine Dealers Asso- 

Th a ciation at the Hotel Maryland. This was 

H in response to a letter from Bob Ran- 

e A 2 c of the quality dazzo, president of NOMDA, requesting the ideas of the 
conscious merchant... Chicago dealers regarding the surplus. 


Jim Ward, Shipman-Ward Mfg. Company, was intro- 
duced to talk on Government surplus property. He 


| Stated that the main reason why dealers in Chicago 

did not get the Government surplus was because vet- 

| erans, who claimed they were entering the office ma- 

chine business, were getting them. He gave examples 
of some veterans, who were not entitled to them, being 

| sold the machines and then reselling them to author- 

| ized dealers. Mr. Ward asked that any dealers ap- 

| proached on such a proposition notify him, in order 


that proper investigation can be made. 
-thr The speaker asserted that the Association does not 
wish to interfere with legitimate dealings of veterans 


in surplus property but does insist that the regulations 
be followed. 


for a complete line of fast selling, profitable 
It was pointed out by Mr. Ward that the New York 


soma 3 oon pegged matantn be Office Machine Dealers Association, in a recent meeting 
oni regarding surplus property, took steps to make an ap- 
gm created consistent consumer demand .. . peal to Washington for more machines. The leaders in 
Take advantage of C-Thru’s unexcelled New York claim that they are not receiving their share 
delivery schedule. in proportion to the 320,000 machines which they sold 





to the Government during the war. The New York 
dealers claim that it would take two years to catch up 
with the present demand. ideas! 
. Some discussion was had regarding the feasibility 
RULERS - TRIANGLES - NAVIGATIONAL INSTRUMENTS - STENCILS + PROTRACTORS - OTHER DEVICES of giving Mr. Ward authority of the COMDA to go to 
Washington to see what could be done to enable the 


Pe 
4 
Liilel linyiriy — secure more of the Government surplus 


fe oe oe ee Cc O_N A plan for eraser shields bearing the Association 


Write for Free C-Thru Catalog 
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Model “E’’ 
STENCIL PRINTING PRESS 
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a modern printshop in Ye office 





— WRITE FOR PARTICULARS 








MARR DUPLICATOR CO., Inc. 
03 Park Place, New York City, 7 
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DESIGNED FOR AMERICA’S BUSINESS LEADERS 


"The mass production of houses", 
it is said, "is perhaps the greatest 
single commercial opportunity of 
the age." By the same token, one 
of the greatest post-war problems 
America faces is the building 
shortage. Building 2,700,000 new 
homes and buildings by New 
Year's Day, 1948 is a formidable 
challenge to the ingenuity of 
architects and builders throughout 
the nation. However, with the 
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EVANSVILLE 7, 


om pa 


spirit of accomplishment that per- 
vades America, we are confident 
of success. When we appraise the 
potential effort that will be di- 
rected into the channel of housing 
America, we cannot help but think 
of the magnitude of desk work re- 
quired. Good working tools are 
indispensable . . . that's why busi- 
ness leaders everywhere enjoy the 
measure of efficient cooperation 


IMPERIAL DESKS provide. 


























INDIANA 


member WOOD office furniture institute 
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emblem and dealers’ names was discussed and a repre- 
sentative of P. J. Cole and Company was authorized 
to contact the dealers individually for their orders. 

Plans were discussed for an Underwood night on 
May 14, at which the wives of the members are to be 
invited. It was announced that the June 11 business 
meeting will start at noon and will be broken up in 
time for members to start the R. C. Allen night at 
6:30 P.M. 


STATIONERS 12:30 CLUB IN APRIL MEETING 


The Stationers 12:30 Club met on April 29 at the 
Advertising Club, New York City, with a good attend- 
ance of 56 members. 

President James T. Hurley, Oxford Filing Supply 
Company, announced the recent death of George A. 
Nitschke, Automatic Pencil Sharpener Company. The 
group stood with bowed heads for a moment in 
respect to the memory of a departed member and 
friend. 

He then introduced Fred Reese, recently released 
from the U. S. Army; and now with Wilson Jones 
Co., and Andy Messina, recently released from the 
U. S. Marines and now with Professional Printing 
Company. 

Secretary Mortimer Libien, Libien Press, read letters 
from Charles W. Schatzlein, American News Com- 
pany, and E. B. Rogers, Koh-I-Noor Pencil Company, 
expressing their thanks and appreciation to the club 
for making them honorary life members. The club 
now has three honorary members, including William 
G. Whittemore, formerly with the American News 
Company, but who is now retired. 

He also read a letter of thanks from Louis E. Farm, 
American Manufacturing Concern, for the get-well 
letter and basket of fruit sent him. Mr. Farm, who 
had broken his ankle early in March, is now well 
on the way to being on his feet again. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
announced that Gerald Magnetti, Harold D. Seelig 
and Sig. Engelberg, all of Eagle Pencil Company, 
had joined the club of 163 members. 

Jerry Savage, Carter’s Ink Company, chairman of 
the outing committee, announced that this year’s 
outing would be held at the Engineers Club at Roslyn, 
L. I., on Thursday, June 13. 





ROYTYPE SALES SESSION—A recent sales meeting was 
conducted by James Vreeland, sales manager of the Roytype 
division of Royal Typewriter Co. at Omaha, Nebr. In attend- 
ance with Mr. Vreeland were L. C. Hult, assistant sales 
manager, western division; M. E. Bailey, manager, Kansas 
City, Mo.; W. G. Wagner manager, Sioux City, Iowa; R. A. 
Locke, Roytype supervisor; L. G. Lunardi, manager, Daven- 
port, Iowa; T. W. Kayser, manager, St. Louis, Mo.; O. A. 
Kelly, Roytype sales; F. W. Diers, manager, Cedar Rapids, 
Iowa; M. C. Devitt, manager, Des Moines, Iowa; O. O. Butler, 
salesman; W. Wiese, salesman, Sioux City, Iowa; R. D. 
Portwood, salesman, Davenport: Paul Barth, manager, 
Omaha; and his salesmen, H. Millegan and R. M. Swanson. 
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Justrite Air Line Ticket Envelopes, beautifully 
reproduced in two colors, are used by many of 
the leading national and international air lines. 
Convenient size to fit the pocket, they make a 
secure ticket container. Deep wallet flap and 
inside panels allow for complete details as to 
flight schedules, airport locations, cab fares 
and other relative data. 


Justrite Ticket envelopes are a passenger 
convenience—a useful goodwill advertis- 
ing media for air lines companies. 


Write today for samples. Prices gladly 
quoted where printing details are outlined. 


Nose TATES 
Company 





Envelope 


The ustrit 


GaN KAN CLO) 


$Y. PAUL 


177 








CONVERTO-BINDER 
$ No it must 


ZIPPER PORTFOLIOS...ZIPPER RING BINDER 


THE ONLY ZIPPER CASE IN THE WORLD 





WITH THE /adented REMOVABLE RING METAL 
Actually TWO Portfolios in ONE! 





Shows 


CONVERTO-BINDER 


with ring metal IN 
place. It is now a Zip- 
per Loose Leaf Note 
Book. 


Shows how easy it is 
to REMOVE ring metal. 


Shows 
CONVERTO-BIN DER 
with ring metal OUT. 
It is now a Portfolio. 





CONVERTO-BINDERS enjoy Nationa! 


preference because of _ their 


UTILITY » BEAUTY « DURABILITY 


_ Write for Descriptive Circular and Prices 


REUBEN CO. 


JACKSON BLVD., CHICAGO 6, ILL. 
Manufacturers Since 1920 
OF QUALITY LEATHER-ZIPPER-RING BINDERS & PORTFOLIOS 
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IN OTHER LANDS 
(Continued from page 50) 


be borne in mind that a “concentrated” hat 
Luton seeking to reopen is deterred by the tax 
which, in its case, is wholly on efficiency. The E.P.T.-paying 
firm is either encouraged to be “slap-happy” in regard to 
expense, or else deterred similarly. 

t. ILLOGICAL TAX: It is illogical to exempt from tax 
the tools of the factory, and to tax the tools of the office. 
Offices are prime essentials to manufacture, distribution, 
transportation, and finance. 

5 COMPLICATED COLLECTION: The Customs and Ex- 
cise are aware that the tax is complicated. The simple 
wholesaler-retailer transaction upon which the tax is based 
is the exception rather than the rule. The tax rates must 
therefore be computed on a notional wholesale value based 
on the catalogue prices less an agreed discount. It is not 
merely a question of taking invoice values in conventional 
wholesale transactions, but involves checking’ invoiced 
amounts against catalogue list prices. In brief, the tax is 
not necessarily based on the amount appearing in the in- 
voice, 

6. ANOMALIES: There are many. One is quoted in the 
preliminary statement. Functional seats for industrial 
workers are untaxed; for office workers, taxed. Scales regis- 
tering weights are untaxed; cash registers are taxed. Time 
clocks recording workers’ times are untaxed; stencil ma- 
chines imprinting workers’ names on the same cards are 
taxed. A photographic reproducing machine is untaxed; a 
duplicator—another form of reproducing machine—is taxed. 
A storage bin for holding parts is untaxed; a system for 
keeping account of the parts is taxed. 

In the light of all these factors it is submitted that 
a clear-cut case is made for the very early remission 
of the tax on office appliances and business forms and 
stationery, together with the related accessories—sten- 
cils, carbons, ribbons and so forth. 

eg 
DISABLED FIND WORK IN OFFICE EQUIPMENT 


An increasing number of disabled ex-service and 
civilian workers in Great Britain are finding employ- 
ment either in the building and maintenance of office 
equipment or its operation. Under the Ministry of 
Labour plan for the placing of such workers in indus- 
try, an increasing flow of recruits, trained either in 
private firms or in government centers, is now moving 
into effective employment and usefulness. 

At a “Back to Work” exhibition held in Glasgow, 
Scotland, and opened by the Minister of Pensions, evi- 
dence of this trend was shown in demonstrating the 


firm in 


| type of work done, the degrees of disability involved, 
| and the effective training now being given to fit such 





workers for their new jobs. 

In the typewriter field, mechanics now actively at 
work or due to graduate include a telephone mechanic, 
a cloth finisher, a fitter and a barman. Their disa- 
bilities also demonstrate the width of range involved 
in this scheme of replacement, the men suffering from 
an amputated leg, duodenal ulcer, multiple shrapnel 
wounds, and, in the case of the barman, toxic rheu- 
matism. Trained at the government training cen- 
ter at Springburn, Glasgow, these men are now ready 
for employment in the industry where already a con- 
siderable number of assistants have been placed. They 
are taught light fitting practice, the making of special 
tools, and the dismantling, assembly and fitting of 


| typewriters. 


Girls Also Trained by the Plan 
Girls released from the ATS, or otherwise qualified 


| for training under this scheme, are now learning to 


operate office machines. Some are being trained pri- 
vately, but the majority have graduated through the 
Burroughs Adding Machine Company, Ltd., and are 
now qualified to work or are already employed as office 
equipment operators working calculators, ledger post- 
ing machines and similar machines. Their defects in- 
clude leg amputation, hospital or home disability, or 


| such defects as infantile paralysis. In each case, they 


| demonstrated themselves competent operators. 


Girls 


| have been particularly selected for this work, since it 


offers them greater scope than it would to male em- 
ployees. 

Rehabilitation begins in a hospital under the direc- 
tion of the doctors. Modern methods of treatment 


| there often enable a disabled person to regain fully 
| the use of limbs and bodily functions. In cases where 


| amputation is necessary, artificial limbs enable the 
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disabled person to carry on many of his normal activi- 
ties. In the limb-fitting centers under the control of 
the Ministry of Pensions, disabled men and women 
receive specialized training in the use of artificial 
limbs and appliances. They are taught to walk, run 
and play, and when they have learned to do this nat- 
urally and without strain, they are ready to go on to 
other activities and to be guided back to a place in 
the industrial life of the community. 

Special officers of the Ministry of Labour and Na- 
tional Service (known as disablement rehabilitation 
officers) visit all of the principal hospitals and inter- 
view those patients who are likely, owing to disability, 
to have difficulty in finding employment. The disable- 
ment rehabilitation officer has a medical report which 
indicates the limitations imposed by the injury or ill- 
ness, and, where an artificial limb has been supplied, 
he has a report from the limb-fitting surgeon. With 
this information he is able to discuss with the disabled 
person the prospects of future employment in the light 
of experience or desires. The information obtained at 
the hospital interview is passed to the employment 
exchange nearest the person’s home. This exchange 
will invite a call following discharge from the hospital 
and will help to carry out suggestions made concern- 
ing the disabled person’s future. 


Special Training Is Provided 


In some instances, training may be necessary to 
enable a disabled person to take up a suitable occupa- 
tion. This training is provided free of charge by the 
Ministry of Labour and National Service either in gov- 
ernment training centers, special centers for the 
more-severely disabled, technical colleges, or in the 
employer’s plant. Maintenance allowances are paid 
during the training, which usually lasts six to 12 
months, and medical supervision is also provided. 

For suitably-qualified men and women there are 
opportunities of training for professional, technical 
and executive work and for the continuance of educa- 
tion (where this has been interrupted by war service) 
beyond the secondary school standard. For the blind, 
facilities are provided in institutions which specialize 
in this work. 

The ultimate aim of the entire program is to enable 
the disabled to become useful and _ self-supporting 
members of the community—SATNA. 


<P e—_ 


NEWS NOTES ON THE INDUSTRY IN ITALY 





Virginio Svidercoschi, Correspondent 

In a preceding article, brief mention was made of 
Italian typewriters, and adding and calculating ma- 
chines, as well as the office equipment industry. With 
the exception of the manufacturing plants existing be- 
fore the war (the Olivetti typewriter was well known 
then) all of the others were established iater, and 
about them it can be stated—to say the least—that 
the manufacturers do not possess the experience re- 
quired for making a first-class product such as an 
office machine. The Italian clientele, as well as most of 
the other European customers, generally speaking, did 
not have much choice and were therefore compelled 
to purchase domestic manufactured machines or to be 
content with American second-hand or rebulit ma- 
chines. 

Italian production, because of the demand from 
other European countries, expanded considerably and 
while it progressed appreciably in connection with the 
number of units manufactured, it did not make satis- 
factory progress in quality. 





Competition Needed For Improvement 


I believe it is also in the interest of Italian industry 
to see American machines once more sold in this 
market, so that under the push of competition Italian 
manufacturers may have an opporunity to improve. 
Italian industrialists, technicians and workers should 
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The Mayfair Lamp Company is proud to 
announce its new metal office lamp for 
company executives and professional 
men’s outer offices—height 27”. 

It is equipped with a 16” high grade 
heavy parchment like shade with genuine 
leather banding on top and bottom — 
hand laced. 


AN OUTSTANDING VALUE 


$7 R50 


Minimum shipment six units. 
Immediate delivery. 


MAYFAIR LAMP CO. 


Manufacturers of 


ae fade clamps 


496 East 96th Street Brooklyn, N. Y. 


CAN RETAIL UNDER 
LIBERAL TRADE DISCOUNTS 
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not believe that other customs barriers can protect 
them for a long time to come and allow them to rest 
on what has been achieved. Only free competition can 
save some Italian manufacturers. Those who cannot or 
do not know how to resist shall have to disappear or 
undergo transformations. 

I would like once more to make an appeal to Ameri- 
can industry and commerce that they unite their 
efforts with those of the traders and industrialists 
throughout the world for the purpose of cbtaining 
actual freedom in business, without controls or gov- 
ernmental interference. At present in Italy—and un- 
fortunately this is true elsewhere as well as here— 
every initiative is handicapped or practically annulled 
by a lot of red tape which was established through a 
policy criticized by everyone, but which appears to be 
followed more steadily than before! 

If, as an Italian and a European, I can well realize 
the necessity of giving absolute priority to imports of 
raw materials and foodstuffs, I cannot, on the other 
hand, justify the obstacles which the authorities in 
charge place on imports of samples. 

Bearing in mind the long period during which fron- 
tiers were closed and there was an absolute absence 
of imports of any kind, Italian traders need above 
all to examine the new American production, study 
it, commence publicity campaigns, train technical per- 
sonnel, and so forth. Thus is realized the necessity of 
importing a restricted number of articles, which may 
well be defined as “ samples.” It so happens that many 
times manufacturers themselves offer samples free of 
charge or, at least, do not require immediate payment 
for them. There is therefore no valid justification for 
the government to prohibit these imports which would 
allow the preparation for resumption of international 
trade. 


Both Imports, Exports Needed 


If it is necessary for Italy to import in order to 
re-enter free international business competition, I be- 
lieve it is also necessary for America to export. Let 
us unite our mutual efforts in order that both indus- 
trialists and traders may take the responsibility of the 
various initiatives and not allow a state official to 
establish, by himself alone, what should or should not 
be imported or exported. 

* * ca 

Gr. Uff Cesare Verona died on December 10, 1945, 
in Turin, Italy. He had been a pioneer in the type- 
writer industry and introduced the Remington in 
Italy. 

* aE ok 

Your correspondent, Virginio Svidercoschi, has been 
appointed director of the Italian Chamber of Com- 
merce for Americas, Milan section, and has been 
charged for the time being with the reorganization of 
offices beside the duties of secretary general. 

a * * 

Correspondence from the United States to Italy is 

suffering delays which did not occur even at the be- 


‘ginning of the resumption of mail service. A letter 


which left Chicago on November 12, 1945, and another 
from Orange, N. J., of the same date, arrived in Milan, 
Italy, on February 18, 1946. The arrival of business 
magazines is also very irregular. 

A regular sailing service has been established be- 
tween Genoa and New York, N. Y. Let us hope that 
these sailings will be helpful in promoting a better 
postal service, including parcel post, and will allow, 
in the near future, the interchange of visits by Italian 
and American businessmen. 


I { 
MAJOR ALLERTON REJOINS UNDERWOOD 


After 42 months in service, Maj. R. K. Allertcn, Jr., 
has rejoined the advertising and public relations divi- 
sion of Underwood Corporation, 1 Park Ave., New 
York, N. Y. 
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EVERY TYPIST NEEDS A 


1YPE-E RAS 


» NEWEST TYPEWRITER NECESSITY 


This device contains a spring reel with 
Nylon cord. It automatically returns 
the eraser to a recess in the Type- 
Eraser knob when the eraser is not in 
use. Easy to install. Just replace the 
conventional typewriter platen knob 
with a 


TYPE-ERASER 


Eraser In Use Patent No. 2,107,001 
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Eraser Released 


TREMENDOUS SALES POSSIBILITIES 


Offices — Rebuilts — Inspections — Individuals 


MANUFACTURED FOR 


UNDERWOOD — L. C. SMITH — WOODSTOCK — ROYAL 
ELECTROMATIC — REMINGTON 17 AND NOISELESS 


Retails $2.50—Liberal Dealer Discount. 
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Order Sample TYPE-ERASER Today GUARANTEE 


TYPE-ERASERS are made of the finest mate- 
rials to give years of satisfactory service. 


Should one fail due to normal use, return 
CHARLES G. HURRLE A — It = be a or oe into 
irst class condition subject to a charge of 

MANUFACTURER 35¢ to cover handling and postage. 


- P . ‘ It is unconditionall aranteed against a 
35 Stillman St. San Francisco 7, California U.S. A. imperfection in material or workmanship. 
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No. 6 EBONY CADET SMOKEF 


Shutter handles operate from either side 

Cigar rests cause stubs to fall on shutter 
instead of floor 

Clear top easily cleaned 

Wide base and low gravity 

Extra large ash compartment 614” x 
4” x 34” 

Base 8” x 7”. Height 2214” 

Packed 6 to carton—shipp. wet. 26 
Ibs. carton 


$ A 20 EA. 
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No. 3815 


$450 EA. 
LIST 

Height 14”—Seait Diameter 
101,” 

Welded steel—Sturdily con- 
structed 

Green finish 

Packed 2 to carton. Set up 

Shipp. wet. 11 lbs. per carton 





OAK TELEPHONE TABLE 
17” x 11°—5%”—27” high 
Top 17” x 11%,”—%” rift oak 

5 ply 
Rail all around 244” 

Wide plain oak and rift mixed 
plain oak only 

Packed 4 to carton—K.D. 

Shipp. Wet. 32 lbs. per carton 

Only 5000 units available 
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725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL HAR. 1100 
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EXPANSION FOR THE OFFICE MACHINE DEALER 
(Continued from page 52) 


trants in the typewriter field. Many large city dealers 
in used machines are anxious to exploit such a devel- 
opment and in some instances could offer good sales 
organizations ready to market the product. Whether 
such an opportunity will come is problematical. The 
mortality rate among typewriter manufacturers has 
been greater than among the independent automobile 
manufacturers. Just how much risk capital, if any, 
can be obtained for such development at this time is 
uncertain. 


Opportunities in Adding Machines 


One or more new adding machine manufacturers 
are definitely going to have something to offer dealers 
within a year or two. Two of the present manufac- 
turers are making plans to enter both the check- 
protector and bookkeeping machine fields. R. C. Allen 
is just entering the bookkeeping machine field cau- 
tiously and with good prospect of successful develop- 
ment. Victor is well along in the development of 
such a. machine, according to reliable sources of 
information. 

The adding machine market offers development 
prospects corresponding roughly to that of the type- 
writer. Thousands of small businesses must have add- 
ing machines, and the portable adding machine is 
just beginning to invade the farm and home market. 
The average profit margin on adding machine sales 
is higher than on corresponding typewriter volume, 
but the average unit cost on adding machines has 
declined greatly in the past couple of decades, while 
the unit cost of typewriters has actually increased. 
The adding machine price decline has been tempo- 
rarily reversed by the increases recently authorized 
by the OPA, but when the market settles down to 
normal the average unit price is likely to be reduced 
by the increasing sale of portable models. 

One of the important calculator manufacturers is 
preparing to enter the adding machine field, and an 
aggressive Los Angeles manufacturer intends to go 
into this and a related industry. Independent dealers 
who don’t have adding machine lines should soon be 
in better position to make connections. The National 
Office Machine Dealers Association keeps its members 
informed of such developments and offers free in- 
formation service on sources of machines and mar- 
keting problems. 


Cash Register Lines Available 


One of the most inviting markets open to inde- 
pendent dealers right now is that of the cash register. 
Ohmer is rapidly expanding its national distribution 
and production in its post-war line is gettng under 
way. Cash registers were almost the only kind of 
business machine that went entirely out of production 
when we got into the war. Other machines were pro- 
duced in limited quantities or eliminated for short 
periods, but cash registers faced the longest complete 
shut-down in production. Thus the market at this 
time is undoubtedly large. For dealers depending on 
a country and small-town market there are definite 
limitations in the calculator and dictating machine 
field, but the cash register market in the suburban 
area is proportionately much larger. 

A small-town business built around typewriters, add- 
ing machines, and cash registers should have every 
prospect of success. In entering the cash register 
business the new machine dealer will do well to con- 
Sider the Indiana cash register also. This is an auto- 
graphic device that many dealers have found ex- 
tremely profitable in meeting the demands of small 
business. Autographic registers marketed by Moore 
Business Forms, Hamilton, Uarco; and other sales 
books manufacturers are handled successfully by 
many dealers, although the smaller profit margin 
on most of these devices induces dealers to neglect 
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ANNOUNCING 
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them. Ohmer and Indiana both offer good profit 
margins and excellent dealer co-operation. 

In the stencil duplicating machine field we can 
expect new models from the manufacturers now 
making the more elaborate machines. The manu- 
facturers of lower-priced models are preparing to 
enter the large-machine field within the next year. 
While it is more difficult to sell and install duplica- 
tors than it is to sell and install adding machines, 
the potential in supplies is very much greater. Almost 
any dealer who wants them can get new stencil 
duplicators to sell at this time. Scopes, cabinets, and 
numerous accessories should be sold in connection 
with this line. 

The spirit duplicator field hasn’t yet come into its 
own, but the possibilities of expansion are extremely 
attractive. Machine discounts are good, the price 
element isn’t troublesome, and service is relatively 
easy. Standard, Ditto, Rex-O-Graph, Wolber, Keen, 
and a number of other manufacturers are producing 
these machines, and agency connections aren’t dif- 
ficult to obtain. 


Used Machines Are Scarce 


For a while, at least, used machines will be scarcer 
than new ones, but the long-time future in used ma- 
chines, particularly in the urban markets, is attractive. 
Posting machines and complex bookeeping machines 
are successfully marketed by independent dealers in 
some cities. All that is needed is capital, plus a sales 
and service organization to back up the lines selected. 

The dealer who expands his office machine lines 
needs to give very careful consideration to his service 
obligations. He will do well to send a man to the 
factory for special instructions in many instances. 
This is particularly true of adding machines, cal- 
culators, and cash registers. 

Actual physical expansion of shop and display facili- 
ties should be considered as new lines are added. 
Additional shop personnel may be needed and cer- 
tainly additional sales personnel should be consid- 
ered. Bookeeping, advertising, collection and other 
help often have to be brought into the picture. 

The problem of more capital cannot be overlooked. 
Careful consideration of this subject is highly impor- 
tant. Most manufacturers want to know about one’s 
financial condition—and rightly so. Borrowing should 
be done carefully and on the best possible terms. If 
you sell more merchandise you will have more ac- 
counts receivable, more accounts payable, more free 
service, and more selling and operating expenses. 
Every expansion increases your obligation to your 
creditors, your customers, your employees, your family, 
and to yourself. But remember the old axiom— 
to make money you must spend money. Think, plan, 
act—then have the courage of your convictions! 

One of the difficulties facing dealers in the larger 
metropolitan areas is the fact that there just aren’t 


| enough new machine franchises to go around. This 


is particularly true in the typewriter field, but it is 
often equally true in getting an adding machine or 
calculator agency. Sometimes it is possible to arrange 
a sales connection with one of the larger branch 
offices of a manufacturer. Sometimes a sub-dealer 
connection is possible. However, it is always possible 
to find one or more new lines of some office machine 
and build up new machine sales, while at the same 
time expanding the market for used equipment in 
other fields. 

The independent dealer without adequate new ma- 
chine lines will be increasingly tempted to deal in 
European-made typewriters, calculators, duplicating 
machines, and adding machines. Manufacturers in 
Sweden, England, Switzerland, and Denmark are al- 
ready offering such machines to American dealers 
in limited volume. Some of these machines are no 
doubt good, but success here also depends upon easy 
access to parts and a service department familiar 
with peculiarities of foreign machines. It should be 
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Have you ever stopped to realize the impor- 
tance of desks in a man's life? From the age of 
6 when a boy enters school until his working days 
are over, a significant part of his waking hours 
are spent behind a desk. Truly, the desk is a 
"working companion" throughout life. Under 
normal economic conditions, INDIANA DESK 
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INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 


CO. produces both school and office desks. We 
like to imagine that many an executive now 
working at one of our desks, started his "desk 
life’ at an INDIANA SCHOOL DESK. We hope 
the time is not far distant when we can fill all your 


requirements for both types of INDIANA DESKS. 
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HERRING-HALL-MARVIN SAFE CO, "<Si2S¢3< 


In New York, Chicago, Boston, Washington, 
Manufacturers of Bank Vault Equipment - Bonk Counters - Tellers’ Buses and St. Louis, Atlanta, Houston, Philadelphia, 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes Los Angeles, Detroit, Pittsburgh 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD 
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pointed out, however, that returning veterans’ me- | 


chanical experience with European typewriters hasn’t 
been too enthusiastically reported, so that there is a 
good chance that your customer will be obliged to pay 
more for a foreign machine than it is worth in com- 
parison with an American product. As some of the 
foreign machines aren’t made to fit smoothly into 
American office requirements, assurance cannot be 
given regarding how well they will meet the cus- 
tomer’s long term needs. Dealers are not in agree- 
ment as to the relative value of foreign products, 
put the general rule is that an agency for the poorest 
domestic machine is better than one for the best 
European model. We’ve seen 20-year old German and 
English duplicators that are still running fairly well, 
put it is extremely unlikely that many of these ma- 
chines will be found in use among your prospects 
in the next few years. 


rs eee 
AMERICAN PAD TRANSFERS STANLEY E. GOLON 

The American Pad & Paper Company, Holyoke, Mass., 
has transferred Stanley E. Golon, former Royal Can- 
dian Air Force pilot, to Chicago as new midwestern 
representative, working with Rus Ragan, manager of 
the Chicago office of the company. 

Mr. Golon was in the factory office at Holyoke ob- 
taining his sales training prior to enlisting in the 





RUS RAGAN (LEFT) AND S. E. GOLON 


Canadian services. He was with the RCAF for 19 
months, during seven of which he was stationed in 
England attached to the Royal Air Force. In May of 
1943, he transferred to the United States Army Air 
Forces as a ferry pilot flying every type of combat and 
non-combat aircraft in the European theater. During 
his last four months of service he served as a Staff 
pilot for headquarters. He received his discharge on 
December 18, 1945. 

While stationed in England, Mr. Golon met a charm- 
ing young lady, a native of West Virginia, serving with 
the American Army Nurse Corps, and was married 
there. Mrs. Golon has also returned to civilian life and 
they will make their future home in the Chicago area. 
ee 

UARCO, INC., APPOINTS W. J. THOMPSON 

The appointment of William J. Thompson as vice- 
president in charge of sales for UARCO, Inc., Chicago, 
manufacturer of continuous business forms, was an- 
nounced recently by W. R. Barker, president of the 
firm. 

Mr. Thompson became associated with the company 
in 1926 as a salesman, and served successively as dis- 
trict manager, division manager, and finally general 
sales manager previous to his present appointment. 
He resides at 1114 E. 50th St., Chicago. 


————_— 

ESTERBROOK ACQUIRES SITE FOR EXPANSION 

The Esterbrook Pen Company has started construc- 
tion of a brick and concrete two-story structure on a 
new site covering a full city block in the shadow of 
the Delaware River Bridge at Camden, N. J. The 
ony floor area of the building will be 20,000 square 
eet. 
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... when I put Eureka products on my coun- 
ter. Those colorful Eureka Book-Pak covers 
attract the eye. Customers can easily make 
their selections because they can see at a 
glance what each Book-Pak contains. They 
get more for their money, too. Many of the 
Eureka Label Book-Paks contain extra labels 
to be used in conjunction with the others in 
the book. And there’s less waste—for me and 
for my customers—because Eureka labels 
keep neat, clean and uncurled between their 
Book-Pak covers. Here are some of my most 
popular Eureka sellers — 


No. 1200 Household Label Book. Over 1000 attractively 
printed, assorted gummed labels for every use in the 
home. It’s surprising how many are bought for 
gifts! Retails 25c. 


No. 800 Mounting Stickers. One of our fastest selling 
numbers. 800 %”x1” stickers, gummed on both sides. 
For mounting photos, clippings, recipes, etc. in 
albums and scrapbooks. Packed 4 doz. in counter dis- 
play box. Retails 10c. 


No. 71 Office Label Book. 25 different types of labels 
used in the average office—708 labels in all. Packed 
in counter display box, 3 doz. to box. Retails 20c. 


No. 69 Duplistickers. For duplicate mailings and letter 
file indexing. Gummed, perforated letter size sheets, 
33 plain labels to a sheet, 25 sheets to a package. 
Total 825 labels. Available in 5 colors. Retails 50c. 


Utility and General Purpose Labels. Eureka offers these 
handy Book-Pak labels in 8 sizes for all purposes. 
Supplied in perforated or die cut gummed sheets to 
make filling in quicker and easier. Retails 10c,15c. 
Leading jobbers carry Eureka products. Ask your 
jobber’s salesman for these and other Eureka items. 
Order Eureka Book-Pak Gummed Labels today. 


EUREKA SPECIALTY PRINTING CO. 
STATIONERY DIV., DEPT. OA 
j 11 West 42nd St., New York 18, N. Y. 
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APPOINT PITNEY-BOWES RESEARCH MANAGER 

Lt. Robert C. Pitney, USNR, who left the research de- 
partment of Pitney-Bowes, Inc., Stamford, Conn., to 
join the Navy in 1942, has rejoined the company as 
manager of research. He spent two years in the Pa- 
cific as navigating officer aboard a destroyer-minelayer, 

















LT. ROBERT C. PITNEY 


taking part in the Iwo and Okinawa invasions and in 
minesweeping operations off the Japanese coast and in 
the Yellow Sea. In his new post with Pitney-Bowes, he 
will directly manage all market and product research 
under John A. Strother, recently named director of 
development and research. 

et 9 


H. B. VAN AUKEN TAKES BUSINESS PARTNER 


Returning to the typewriter and office equipment 
business after serving 39 months with the Naval In- 
telligence of the Fifth Naval District as a specialist, 
H. B. van Auken has joined in a business partnership 
with Arthur R. Miller, formerly of the Eastern Shore 
Public Service Company of Salisbury, Md. The part- 
nership will be known as Miller & van Auken, located 
at 211 N. Division St., Salisbury, Md. 

An exclusive agency ‘is possessed by the partners for 
the sales and service of L. C. Smith & Corona Type- 
writers, Inc., office machines, and the Guild line. Steel 
files and office furniture will also be carried. 

Prior to his enlistment in the U. S. Navy, Mr. van 
Auken covered the territory known as the eastern 


| shore of Maryland, Delaware, and Virginia for A. 


Pomerantz & Company of Philadelphia, Pa. 
—— = - 

SILVER ANNIVERSARIES FOR ROYAL MEN 

The passing of 25 years with the Royal Typewriter 
Company, Inc., was recently observed for two em- 
ployees. 

Robert E. Jacoby, assistant sales manager in the 
foreign division, was presented with a gold watch in 
honor of the occasion, the presentation being made 
by Allan A. Ryan in a ceremony attended by members 
of the home office. 

Twenty-five years to the day after he joined Royal, 
William Graepel of the patent and experimental 
department was presented with a gold watch by 
M. V. Miller, vice-president, on behalf of E. C. Faust- 
mann, president. Co-workers honored him with a 
gold watch chain. 

POLED ore eee 
TYPEWRITER HOUSE OPENED AT SEDALIA 


The Typewriter House, an agency for the Underwood 
typewriters and Sundstrand adding machines, has 
been opened at 624 E. 24th St., Sedalia, Mo. A modern 
repair shop is being operated in connection with the 
establishment. 

Proprietor of the firm is Harry Haddock, who has 
been with the Underwood Corporation for the past 26 
years. He recently returned from installing repair 
units in various Army camps and also acting as an 
instructor. 
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THINGS AMERICA TAKES FOR GRANTED -——— 


SiH, 
iH 





THINK OF BUSINESS AND 
YOU THINK OF DESKS 


How casually the world accepts the tele- 
phone as an outstanding symbol of com- 
munication yet it is truly a miracle of 
human inventiveness. Today, the tele- 
phone is an integral part of our life... it 
is the link that forges contact quickly be- 
tween people irrespective of distances. 


Just as surely as the telephone signifies 


the realm of communication, so the office 


MYRTLE DESH 


member WOOD office 


HIGH POINT 
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“THINK. OF COMM UNICATION AND 













YOU THINK OF TELEPHONES 








desk symbolizes business. Imagine, if you 
will, how inadequate the office would be 
if the desks were missing ... how impotent 
the workers would be without this essen- 
tial work equipment. As a consequence, 
we like to think of MYRTLE DESKS as rep- 
resenting more than wood moulded 
skilfully into the pattern of office desks... 
MYRTLE DESKS supply a link in the busi- 
ness world for which there is no substitute. 


COMPANY 


furniture institute 


NORTH CAROLINA 
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PATENT PENDING 


THE COUCH WITH THE 
ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design... 
skillfully constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 


The “Leisurest’” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest’’. Write Today! 


12 East 18th Street Dept. O. 
New York 3, N. Y. 
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NORTHWEST TRAVELERS CLUB NOTES 





Merrill Hasty, Correspondent 





A splurge of activity in the industry marked by 
opening of new stores and remodeling of present 
locations is noticeable in the Northwest. 

Midwest Press, Sioux Falls, S. Dak., hoped to be 
open about May 16. This is a new store and will have 
a grand opening. Another Sioux Falls firm, the Sioux 
Falls Book and Stationery Company, planned to open 
a sporting goods store shortly after May 1. 

Remodeling plans are being studied by Brown, 
Saenger Company, Inc., but shortages of materials 
may delay the accomplishment. 

Norder’s Office Equipment and Supply Company, 
now at 617 18th St., Denver, Colo., planned to move 
to 1008 15th St. shortly after May 1. 


* * * 
Frank Miller of Wallace Pencil Company, at this 
writing, is reported to be seriously ill. He was taken to 
the hospital March 15 at Abilene, Kans. We wish him 


a speedy recovery. 
* * co 


Mr. and Mrs. R. R. Kemske and daughter, Carol, | 


have enjoyed their annual winter vacation of two 
months, spending considerable time in Ontario, Calif. 
Their traveling was by auto, which naturally allowed 
them many side trips. 

ok * * 

Keep your eyes on the Free Press at Mankato, Minn. 
The owners have post-war plans for a new building, 
to be located just around the corner from the present 
one on Second Ave. The building will be used by 
the newspaper and will provide for a retail store with 
the most modern improvements. 

* * * 

The pre-convention committee of the 7th District, 
NSA, met in St. Paul on March 28 to draw final plans. 
Floyd Kongsvick of Curtis 1000, Inc., the Twin City 
chairman, presided. Others present were Al Norstrom, 
president of the Northwest Travelers Club; Art Gray- 
ston, Sterley Jerue, Jack Berry, Ed Hansen, Bob Val- 
leaux, O. J. Bertelson, John Boemer, Herb Fall, Charley 
Regan, and Merrill Hasty. 

* * % 

John Lathrop of F. S. Webster Company is back 
enjoying himself, calling on the trade in the North- 
west. He has been away with the Army Air Forces 
since May 1, 1941. 

* x * 

Herb Morgan is enroute back to his old stamping 
grounds and planned to stop off at Bismarck, N. Dak., 
for an Easter visit with his mother and other home 
folks. Then he intended to go on to Chicago for a 
sales meeting before clicking his heels once more at 
St. Paul. 

* x * 

Matt Dillon is making a flying trip in the Midwest 
and Rocky Mountain area, stopping off long enough 
to attend the Rocky Mounain convention, and then 
returning to Chicago to pick up his auto and cover 
Wisconsin and Minnesota. Fishing will probably be 
good about that time in the two states, so he should 
enjoy his spring trip. 

* * * 

Everett Marsh of the Brown & Saenger Company, 
Sioux Falls, S. Dad., is back in full swing again calling 
on his trade, after spending two years in the Navy. He 
is an old-timer with the company, this making his 
seventeenth year. 

* * co 

Joe Perryman of the Brown & Saenger Company 
is also back from the service. He spent 40 months in 
the Army Air Forces, 26 months of which was at 
Dakar, Africa. Another employee back from the wars 
is Don Johnson, who spent 44 months in the Navy, 
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New Style CHROME 


SMOKING STANDS 
also Copper Plated 


STAIN PROOF 


With large 8" amber glass ash tray. 
Reinforced metal lined base. Packed 
one to a carton. Shipped F.O.B. New 
York. 


No. 20 LIST $12.40 
Usual Dealer Discounts 






CHROME 
COCKTAIL STYLE 
SMOKER 

also Copper Plated 


With large 8'' amber glass ash tray set in 
a handsome wide rimmed top. Packed one 
to a carton. Shipped F.O.B. New York. 


No. 3C LIST $13.20 


Usual dealer discounts 


ADVANCE TRADING CO. 


219 SECOND AVENUE 
NEW YORK 3, N. Y. 


No. 3C 














19 years “Pnow-heu"” 
in build Is 
nodtwre chairs 


Fritz-Cross was a pioneer in posture chair 
design and manufacture in the days when 
“posture” had to be sold. Resistance dis- 
solved quickly on demonstration and 
Fritz-Cross correct design posture chairs 
became popular with the trade from 
coast to coast. 

We are doing our best to keep up with 
the current demand and those who are 
acquainted with FRITZ-CROSS pos- 


ture chairs know they are worth wait- 


ing for. 





THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL 1, MINN. 
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Seperate oasis —_e === _ most of the time in the South Pacific. It is reported rm 
that Brown & Saenger Company now has 100 per cent 
: of their male employees represented in the American 
eee oe Crottemenchip | Legion, either from World War I or World War II. 
| Sioux Falls’ Legion post membership is 2,660. 

| * * * 

Elgin Burke, now the proprietor of the Willmar 
Office Supply at Willmar, Minn., made a flying trip 
to Minneapolis, all of 80 miles away. Jack Guntrum 
reports that Elgin, an amateur on the road, was com- 
pletely exhausted. But Jack’s hospitality soon put him 
back on his feet. 








A Masterpiece in Style 





* * * 


Sioux Falls Book and Stationery Company is taking 
the sporting goods line out of the stationery store 
and opening a new firm at 232 S. Main Ave., selling 
sporting goods only. The new establishment will be 
known as Sports, Inc., and will be managed by Bob 
Rayl, a former salesman and coach. The store is 22 


_ ¥ _} | | x 150 feet in size and is located directly behind the 
A SAMPLE | | Carpenter Hotel. 


rr es 
from the NEW ENGLAND TRAVELERS CLUB NOTES 


[ AL LINE Maurice Seiderman of the University Stationery 
| | Company, Cambridge, Mass., is again active in busi- 

Loose Leaf, Spot Gummed, Plain Sheets, in Dh fe see after four years in the service. 
| ag: pristine | Paul Crowley, with the Merchant Marine for four 
THE IDEAL LINE years, and Frank Crowley, with the U. S. Navy for 


| 7 | . 
OF ALBUMS AND SCRAP BOOKS three years, are opening up a stationery, greeting card 
| Is Comprehensive in Style and Embodies the and gift shop at 303 Center St., Newton Corner, New- 
| 











Patented 








opps P = ton, Mass. 
“Know How” of 40 Years Experience ! * * * 
L. W. Beckwith, 93 Federal St., Boston, Mass., re- 

cently observed the thirtieth anniversary of his firm. 
| Mr. Beckwith came from Maine in 1893 to work in the 
= : H Hl. stationery store of an uncle, T. J. Southwell. In 1901, 
| 552-54 W. Adams St., Chicago 6, ___*_|| | he went with Adams, Cushing & Foster, Inc., remain- 
2, i era | ing until 1916. On March 13, 1916, he started for 
himself. 


Send for List and Prices 


| THE J. L. HANSON CO. 








* * x 
Lf lo Sell / Moe Shulkin of Arnold Stationery Company, Lynn, 
asy e Mass., recently returned home from seven weeks’ vaca- 
tion at Miami Beach, Fla. 
because it’s EASY-to-USE 


* * * 
A-B-C hom testi SYSTEM bons, Mal Donaldson has gone into the lumber busi- 
FINDING ness. 


a | 


After many years of selling Carter’s carbons and rib- 
* * * 


Announcement has been made of the establishment 
of the New Colonial Paper Company, distributors of 
fine printing papers, with office and warehouse located 
at 201-207 Purchase St., Boston 10, Mass. Officers of 
(mere the new company are: William F. Butler, president; 
) Guide Sidney G. Ashley and Bertram B. Benge, vice-presi- 
/ : dents; Wallace B. Callam, assistant treasurer; Clar- 
] ence H. Conroy, treasurer; and Sumner W. Newcomb, 
secretary. All of the officers were formerly connected 
with Cook Vivian Company, a Boston, Mass., paper 
house. 








n tt — ree He 





Main Index  gamumm 





* * * 


New members of the New England Travelers Club 
/ / include Robert S. Semple, Jr., Walter Crowell, New 
_ | eet i =. a York, N. Y.; David F. Howarth, Industrial Tape Corpo- 
: A ; | ration, New Brunswick, N. J.; Warren A. Rogers, Wal- 
i | ; lace Pencil Company, St. Louis, Mo.; Raymond E. 
Welts, Harriman-Welts, Inc., Haverhill, Mass.; James 
/ A. Eisenberg, Joan Daniels, Boston, Mass.; N. P. Blish, 


‘ i/ | 


Fea a enna Sree _seene Felder Reyburn Manufacturing Company, Boston, Mass.; 
ABC Systems are easily assembled from stock | Reginald P. Packard, Smith Metal Arts, Inc., Buffalo, 
Guides and Folders. Write for free circulars N. Y., and Grafmueller-Hamilton, Inc., New York, 
and sample kits. N. Y.; Joseph F. Fitzgerald, Jr., Eberhard Faber Pencil 
Veetabs Celluloid Indexing Company, Brooklyn, N. Y.; Charles J. Dwyer, John B. 
Plastic Viztab Folders Dwyer Company, Boston, Mass.; and Lewis Foster, 
Lanee teof Multibinding Speed Products Company, Long Island City, N. Y. 
Cellotab Catalog Indexes ; se ee 
Transparent Celvelopes These items are taken from the April issue of the 

New England Travelers Club News. 
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stapler.” 











Model No. 1 





The march of Hotchkiss progress up to World Wa II cul- 
minated in the line of Hotchkiss Palmfit models, typified by 
Model 101A, shown at the right. This stapler, featuring the 
Hotchkiss fast front loading, the quadriclinch anvil and the 


palmfitting silhouette, has been well called “the world’s finest 


Aotchhtss 


Hotchkiss Starts 
lts Second Half -Century 


Half a century ago Hotchkiss perfected a machine which would fasten 
papers. together with staples formed from a continuous steel strip. This 
first machine, known as Model 1 is shown at the left. Many of these early 


models are still in use by those who require a permanent fastening for papers. 


Hotchkiss also pioneered in producing 
a wire stapling machine. The Hotchkiss 
Model 1A, shown at the left, was fitted 
with a positive feed for the steel wire 
staples and opened the way for suc- 
cessful mechanical stapling of papers 


with wire staples. 


Since the production of Model 1A, 
Hotchkiss has produced many models 
e each incorporating changes which 


heeded No. 1A have kept Hotchkiss in the forefront 





of every major improvement in stapling. 





Model No. 101A 


During World War II much of Hotchkiss production was diverted to the armed 
forces. However, work never ceased in the Hotchkiss engineering labora- 
tories. New ideas, new designs and new principles were tested and developed. 
Hotchkiss dealers can rely on Hotchkiss to continue, as in the past, to produce 


the finest in stapling machines and staples. 





NORWALK, CONNECTICUT 


“PIONEERS IN ALL THAT'S BEST IN STAPLING” 
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A LINE TO BUILD ON 


Still 4 Superb File - 


As these 4 drawer legal and letter size files come off the production lines, it is evident 
that the quality of the famous Security “7700” Heavy Duty Line is still there. New tools 


and improved methods are proving their worth and soon we hope to have an ample supply. 


SECURITY STEEL EQUIPMENT CORPORATION - AVENEL, N. J. 
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OFFICE APPLIANCE SCRAPS 





By Vernon Varney 





PEAKING of “Good Buys,” it was a clever appliance 
»J man who ran a Series of small ads built around 
“Good-bys.” 

A teaser statement introduced each advertisement. 
One read: “The French say ‘Au Revoir’.. .”; another, 
“The Germans say ‘Auf Wiedersehn ...”; a third, “The 
Italians say, ‘A Rivederci’ 
anese say, ‘Sayonara’ 
nationalities on which the 
language facts were covered. 

Then followed the tie-in: “. .. but for a real Ameri- 
can GOOD BUY, we recommend...” 
item was pushed; again, a series of items. 

Each advertisement was run three days, making two 
a week. For small space ads, they created a heap of | 
interest. 


”. And so on, until all the 
advertiser 


2: 


We're still sufficiently close to the war so that salutes 


are in order! 

A midwestern office appliance dealer, 
please various groups in his community, ran a series 
of advertisements (series, by the way, frequently 


maintain interest better than any other form of 
advertising) each headed, “A Salute to...” 
One week it was “Our Boys in Navy Blue;” another, 


“Our Boys Who Wear the Wings;” a third, “Our Lads 
in Army Tan.” There was even a salute to “Our Gal- 


”: a fourth, “The Jap- | 


could get 


Sometimes one | 


wishing to 


lant Girls in Uniform,” with special information to | 


them to get acquainted with the store “that is especi- 
ally courteous to the fairer sex.” 

Teachers, bankers, lawyers, local manufacturers and 
groups of other businessmen were saluted, as were 
members of Rotary, Lions, Kiwanis, and the Chamber 
of Commerce. Always there was a paragraph devoted 
to high, but honest, praise to the group saluted, fol- 
lowed by a sales message addressed specifically to 
them, with listing of items that group was known 
specially to favor. 

If your store is small, put in a mirrored wall. If the 
store is shallow, a mirrowed wall at the end will deepen 
it; if it is narrow, opposed mirrored walls will make 


the store the greater width so desired. Mirrors will | 


brighten a store, too, and make a better housekeeper 
out of the proprietor, for one seems to notice more in 
reflection than in the actual display. Too, there is a 
tendency to put more time and thought into attractive 
interior displays if they are to be reflected. One likes 
to repeat beauty; one dislikes to double ugliness. 


a. 


Even a small store can often have the reputation of 
“being the first” to do or have a certain thing. There 
are hundreds of communities whose residents have 
never seen the magic of a door opening because of an 
electric eye. It would be a real flower in your button- 
hole to be the first store in town to have an elec- 
tronically-operated door! Hundreds of people would 
visit your store to see it open as if by their wish, and 
if you gave proper consideration to displays, using 
items with come-hither appeal, you would make con- 
tact with many, many new customers. 

Such an electrical device cannot be secured by a 
“Ship me immediately .. .” order, but orders are being 
taken, and in time any merchant who wants a magic- 
door opener can get one. But NOW is the time to get 
that order in! 

* * * 

If you are planning a new store or the remodeling 
of your present one, remember that the “cute store” 
of today will in all probability be the “crazy store” of 
tomorrow. 

* * * 

“Home Again‘ announced a midwestern office appli- 

ance dealer, as he made a big display of rubber bands, 
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GELATINE 
ROLLS 


for 


DOMESTIC 
and 
EXPORT 
Trade 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK 13, N. Y. 


composition 


GRAPHIC 





























A PERMANENT PEDESTAL 


Many who bought BOSTON Pencil Sharpeners before the 
War have seen them serve throughout this time when Pencil 
Sharpeners are unavailable. To them, BOSTONS have won 
a permanent place in their office, a pedestal of merit for 
dependable service. 


The BOSTON Pencil Sharpener production is at present 
being distributed as fairly as possible. 


LOM EO}\! 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 


CAMDEN, N. J. 


SPEEDBALL PENS, HUNT PENS AND ARTIST PENS 
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A product is only as good as the friends it has! From 
their beginning, three decades ago, Cook's Stainless 
Steel File Signals have steadily grown in popularity. 
Today they are the preferred signal in clerical depart- 
ments throughout the U.S.A. and in most foreign lands. 


Card of Samples on Request 
The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 




















WARSHAW €fotoers 
FOLDERS 
are sturdy, reliable folders, made 
ROLL LABELS | Of sound paper stock on fully auto- 
GUIDES matic machinery. They are uniform 
sd da and durable and serve well 
through constant handling. 
FOLDERS 
PROTEX Dealers can recommend 
STICKONS WARSHAW filing folders with 
MENDING TAPE | confidence. 
GUMMED 
INDEX TABS An Outstanding Value 
of proven worth! 











THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN I, N. Y. 
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paper clips, fountain pens, and other small items. An- 
other window-card read: “The Boys are Coming Back 
—and So Are Your Needs in Small Office Supplies.” 

Advertising tied in with “Every Week is Old-Home 
Week Now—with our boys coming back from the war 
and consumer goods marching home again.” 


*x * * 


“You may think that’s a little thing, but it’s one of 
the biggest customer-makers in this store,” an office 
appliance dealer told us recently, indicating a pencil- 
sharpener conveniently placed on a counter. “Men and 
women come in here regularly to sharpen their pencils, 
and while here buy their office needs. I put the 
sharpener there for my own use originally, but soon 
discovered that store visitors thought it was a cus- 
tomer service. I now reckon it a mighty profitable 
accessory.” 

There are other “little things” that make a store 
popular—a mirror conviently placed so a woman can 
powder her nose, a man straighten his tie; a writing 


| desk with pen, and a plentiful supply of pen points, for 





writing checks, a copy of the local city directory; the 
day’s radio programs clipped from the newspaper and 
pasted on cards where they can quickly be scanned; 
sports schedules, and:so forth. 

* * + 


An old customer is like an old friend—no matter 
how many new friends you may make, there is always 
a warm spot in the heart for the old friend, and a 
touch of wistfulness when a long time passes without 
seeing him. You wonder, “Have I offended? Is any- 
thing wrong?” 

An office appliance dealer who conducts an out- 


| standingly friendly store decided to do something 


about old friends who stopped coming around. He 
had a hundred postcards printed with this message, 
“We’ve missed you. Although we have lots of custo- 
mers, we want you to know we’re interested in YOU. 
Hope to see you soon!” 

Then, as he began to miss some old customer, he’d 
drop him a card. If he knew him well enough to call 
him by his first name, he used it; otherwise, he began 
“Dear Friend.” Each card was personally signed. 

Sometimes the card brought an old customer with a 
complaint—which invariably was straightened out. 
More often, one of these old customers dropped in or 
phoned that he had moved to a more distant location, 
gun to patronize a more conveniently-located shop. 
Such conversations were always concluded with the 
cheery invitation, “Well, come in whenever you can. 
You don’t have to buy. Just drop in because we like 


to see you.” 
The cards were an excellent good will gesture, and, 


incidentally, in the course of a year, they brought back 
much business that might otherwise have been lost. 


* * * 


We sat at lunch with a merchant recently who told 
us of a time when his wife, following his penciled nota- 
tion, placed an order for 12 dozen, instead of 12 units, 
of an expensive item such as his store had never sold 
more than three or four in a year’s time. When the 
shipment was delivered, he guessed what had occurred 
—but he didn’t want to make his wife feel badly. After 
all, he should have made it plain that 12, not 12 dozen 
of the item were wanted. 

He puzzled over the situation a bit, then decided on 
the course to take. He called his sales force around 
him and said he was going to make his town quality- 


| minded. He explained the quantity of the item on 


hand and asked their co-operation in pushing the 


merchandise. 
“And believe it or not,” he concluded, “until the war 


| cut off our supplies we were placing a 12-dozen order 


| of the item every two months. We found that we had a 
| quality trade we never knew existed in the town.” 


Have you investigated the quality possibilities in 
your customers? 
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New Profit Opportunities in the 
Beautyful Hew Kutopoint” Pencils 


@ Yes, the NEW “AUTOPOINT” PENCILS have become the big news 
of the pencil world... the “pencil beauty’ news that is making cash 
registers hum for dealers everywhere. 

These time-proved pencils always have written flawlessly ... always 
have performed beautifully, thanks to the famous “Autopoint” Grip-Tite 
Tip that won't let leads wobble, turn or fall out. 

Now, with their NEW STYLING, with cap, clip and tip in gleaming 
gold finish, they are truly regal, royal beauties of writing ease. 

A brand new “ROCKER” Clip crowns the new “Autopoint” Pencils 
with distinction... blends in with the pencil. It clips quick, easy, holds 
fast and stays put... fits the pencil low in the pocket where it belongs. 

Stock these well-known favorites with the NEW selling punch... with 
the greater profit opportunities. Consumer advertising now appearing 
in leading magazines. Send for catalog and prices. 


TRADE MARK 


BETTER PENCILS 


AUTOPOINT COMPANY, 1801 FOSTER AVE., 
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Model 70 
Standard Leads 
Model 170 
Real Thin Leads 
Retail $3.75 
(Plus Tax) 


CHICAGO 40, ILLINOIS 
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| Cram’ “NAMAPCO" SERIES | : 
; | a 
| LARGE SCALE STATE MAPS | ; 
| Every business—large or small—can use one or more of these 
| large scale, beautifully printed, completely indexed state maps. 1 
| Average size, 50 x 48 inches. Printed in soft, contrasting colors. . 
Show counties, cities, towns, villages, railroads and waterways. Latest * 
census population figures and key to locations. O 
Paper wall maps (Style ZAA-40)—$5.00, Cloth wall maps (Style u 
ZA-40)—$7.50, Dissected cloth map (Style ZC-40)—$8.50, Cloth. 
| backed map on spring roller, portable backboard (Style Zé- -25)— | 
| $12.00, Board-mounted map with taped edges (Style ZT-25)—$1 3.00, 
| Board-mounted map-—framed—{Style ZFT-25}—$20.00, Extra for 0 
washable finish—$2.00. 
st 
l, P 
natn, t 
tl 
BUSINESS MAN’S ATLAS ae c 
OF THE UNITED STATES Coamie’ ¢ 
BUSINESS ny MAN: $ § 
C2. 4, The first and only Atlas to give ALL the ATLAS 
NGHMA Pocket Folder Map details relating to each state in a section " 
by itself—and arranged in just the manner 
of the U.S that business men have wanted. An in- of 
valuable book in every business office. 
240 page, page size 12" x 15", bound in 
loose leaf binder—eye-ease treated. Price th 
(Style Z-40)—$10.00. er 
fl to 
The MULTI-UNIT MAP SYSTEM For i 
Efficient Sales 34 
Planning a 
Cram's large scale, washable sur- er 
face state maps, mounted on r 
convenient space-saving display 
fixture, give sales executives a , 
constant check on sales quotas, 
=a sales totals and other fie!d con- 
Sheet size 32 x 22 inches (folded 4!/, x 8!/, inches) ditions. Each wing accommo: tre 
states in attractive contrasting colors. Index and key dates two maps—one on either er 
to location of principal cities. Population figures— side. Maps can be marked on dr 
latest census. A splendid, inexpensive, fast-selling map with marking crayons, and the ste 
—only 35c each. markings changed as often as necessary. Additional information can be shown fo’ 
Other map subjects in this series—all countries—35 by the use of colored map tacks. Available for any size territory—from one or WE 
cents each. Send for descriptice circular. Disp!ay box two states to the entire 48. Write for prices and complete information. 
free with order for six dozen. 
, 
— Cram 20th CENTURY MAP | 
amr =F Sg =a = a 
| ee. * clkN Dy univer orates ' OF THE U.S.A. br: 
bat : A detailed, beautifully colored map, showing towns of 500 popu- $2: 
lation and over, counties, principal cities, railroads, etc. Size, 68" x 
48"'—scale 46 miles to | inch. Index to cities of 6,500 population 
and over. alt 
Paper map with taped edges, rods top and bottom (ZAA-40)— its 
$5.00, Map in cloth backed wall form with split sticks top and bot- To 
tom (ZA-40)—$9.00, Cloth wall form with spring roller, backboard 
and dustproof strip (ZE-25)—$17.00, Mounted on tack board— 
taped edges (ZT-25)—$17.00, Mounted on tack board—framed d 
(ZTF-25)—$25.00, (Any cloth or board mounted map can have Co 
washable, markable surface applied (ZMW-25} @ $4.00. of 
Sel 
ae Also—Crum’s 20th Century Map of the World 
| (Same Size—Same Prices) 
Welk The George F. Cram Company, Inc. vs 
730 E. Washington St. Indianapolis 7, Ind. | 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Importance of accident control as management re- 
sponsibility was stressed by W. N. Corbett of the 
Abitibi Power and Paper Company, in his presidential 
address to the annual meeting of the Ontario Pulp 
and Papermakers Society held recently in Toronto, 
Ont. 


* * * 


The W. A. Sheaffer Pen Company and the Victoria 
Twine & Paper Company, 169 Fleet St. W., Toronto, 
suffered $200,000 loss recently when a cellulose nitrate 
explosion occurred on the top floor of the building 
occupied by the pen company. Eight firemen were 
overcome or injured and flames leaped 150 feet in 
the air from the shattered upper floor windows. 


* a * 


Plans are reported to be well under way for the 
organization of a Stationers Guild Club. The organ- 
ization work is in charge of a committee of members 
of the Montreal Stationers Association. 

At a recent meeting of the Montreal Stationers As- 
sociation, Walter Harmer of the Acme Carbon Com- 
pany, Toronto, urged the Montreal association to 
support the club movement. Committee members of 
the Montreal club are George Basil, The Carter’s Ink 
Company; Charles Plante, Granger Freres; Don Camp- 
bell, Dennison Manufacturing Company; and Jack 
Carter, Brown Brothers. 

a * * 

The Stationers Guild Club of Toronto now has a 
membership of 130 and an average meeting attendance 
of 100. 


* 2% * 


J. Robert Kirouac, Quebec City, recently purchased 
the firm of J. A. Kirouac, Ltd., of which he was form- 
erly a director. The firm’s activities are being enlarged 
to include a new department for commercial stationery 
which Armand Toupin, secretary of the firm, will 
manage. Mr. Kirouac has purchased the building at 
34 Fabrique St., where the firm was located until 
a fire 11 years ago. On the site will be erected a 
modern building. Mr. Toupin was formerly connected 
with the Thomas V. Bell Co., Montreal, for 23 years, 
and more recently was manager of Eugene Doucet, 
Montreal. 


* * * 


Carter’s Ink of Canada, Ltd., 4501 Drolet St., Mon- 
treal, Que., recently awarded the contract for the 
erection of an addition to its plant at the same ad- 
dress. Esimated cost is $100,000. Plans call for a two- 
story structure, 85 x 75 feet, of reinforced concrete 
foundation, frame and slab construction with brick 
walls. 


* * * 


Business Systems, Ltd., 52 Spadina Ave., is having 
two additional stories constructed on top of its existing 
factory at the same address. The structure is to be of 
brick and steel construction. Cost is estimated at 
$25,000. 


* * * 


The W. J. Bell Paper Company is having general 
alterations to the ground floor of the office portion of 
its office and warehouse building at 1 Phoebe St., 
Toronto, Ont. Cost of the work will run around $5,000. 


* * * 


Archibald Amell, for nearly 25 years with Canadian 
Cottons, Cornwall, Ont.,-recently left the employment 
of that firm to open an office equipment sales and 


service store in that city. 
* * co 


William Henry Bone, one of the oldest stationers in 
British Columbia, died recently at his home at Victoria, 
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inali metal... 


Dealers and stationers will find this item 
a ready seller in all metal construc- $1 575 
tion, including 10" eye guide, at 


(tax extra) 


: ; FE ON RR esti | 
The Rite-Line Copy ise : 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 
eye guide, at right. 





Rite-Line Sales Co., Inc. 


WRITE FOR FULL 
PARTICULARS. p+ ha Bia Bl Snlongs’ 3" ut. 


: RITE-LINE 


Reg. U. S. Pat. OR. 


COPYHOLDER 














THE ORIGINAL 


NORTA | 


PLASTIC 
TYPE CLEANER 


SELLS f 
FAST. 


Yes, MR. DEALER, this attractive display container 
on your counter means ready sales and many of them. 
NORTA is wanted by discriminating typists because it 
is clean, efficient and speedy; just press, roll gently back 





and forth and the job is done. 

No dirty, inky hands; no soiled clothing; no scrubbing 
or rubbing. 

Its remarkable qualities make it the ideal cleaner for | 


typewriter type, stamps, etc. 


Order a supply today. Re-order tomorrow. 


NORTA 
_ DISTRIBUTING 
Co. 


119. WEST 40th ST., 
NEW YORK 18, N. Y. 
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KEEPING STENOGRAPHERS HAPPY 
FOR 26 YEARS 


Sell Clarotype for clean, 
sharp and impressive 
looking correspondence. 


Write for 
Your FREE 
Selling 







It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 


The Clarotype Company, Inc. 261-F Broadway, New York 7 
































INVESTIGATE THE MERITS OF 




















ROBERTS MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Machine. 





% Capacity for ten wheels. 


*% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO, 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 
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B. C., at the age of 91. Mr. Bone moved to Victoria 76 
years ago from Ontario and when a mere lad entered 
the employment of the late T. M. Hibben, pioneer 
stationer of Victoria. 

Beginning as an office junior, Mr. Bone continued 
with the firm until his death. The Hibben business was 
many years ago amalgamated with the Diggon organi- 
zation in Victoria under the name of Diggon-Hibben. 


* * * 


The Reynolds International Pen Company (Canada), 
Oshawa, Ont., recently opened its new plant in that 
city in colorful fashion with Premier George A. 
Drew, the leader of the Ontario government, as its 
honored guest. The first pen off the Reynolds Cana- 
dian production line was presented to Premier Drew. 
Another went to Winston Churchill. Ceremonies were 
held under the auspices of Oshawa Chamber of Com- 
merce. 


* * * 


George D. Clerk, president, and Kenneth Johnson, 
general manager of the new plant, are both former 
members of the Canadian armed forces. Mr. Clark 
was formerly a wing commander while Mr. Johnson 
was lieutenant commander on HMCS “Fennell,” a 
corvette in the Canadian Navy. 


* * * 


Leonard Wheatley of Wheatley & Wilson, commer- 
cial stationers, Montreal, was recently elected presi- 
dent of the Stationers Association of Montreal for the 
present year. Publicity chairman is J. E. McArdle, of 
W. J. Gage & Company. A committee headed by Jack 
Carter, of Brown Brothers, has been formed to formu- 
late plans for a Montreal Guild Club. 


* * * 


Members of the Hamilton Stationers Association, 
Hamilton, Ont., recently heard a talk, “Credit Sell- 
ing”, given by Thomas Robertson, secretary of G. W. 
Robinson Company. Mr. Robertson gave a history of 
credit in Canada from the early trading days to the 
present. 


* * * 


J. S. Luckett, of the Luckett Loose Leaf Company, 
Toronto, who recently returned from a visit to New 
York, stated that there is a shortage of many staple 


| stationery articles in the United States. He stated that 


there was no immediate prospect for relief, therefore 
the trade should continue to exercise patience. 


* * * 


The paper industry of Canada paid $41,200,000 dur- 
ing the year 1945 to its employes—an all-time record. 
This is an increase of 17 per cent above 1944. The pay- 
roll increase in woods operations was 24.1 per cent. 

Man-hours worked in paper mills in 1945 rose 12.2 
per cent above 1944, and the volume of employment in 
woods operations increased 17.7 per cent to the high- 
est point ever recorded, reports D. B. Chant, sec- 
retary-engineer of the Ontario Pulp and Paper Makers 
Safety Association. There were only two fatal acci- 
dents in Ontario pulp and paper mills and 13 in 
woods operations, and workmen’s compensation pay- 
ments during 1945 were $425,229, including pensions. 


* * * 


One of the largest fires in the history of Canada 
occurred recently at the big E. B. Eddy Company paper 
mill in Hull, Que., across the Ottawa River from the 
city of Ottawa, when a $2,000,000 fire burned itself out 
in mountain-high piles of pulpwood. The fire tem- 
porarily rendered hundreds of. employees minus jobs 
and ate up millions of cords of valuable pulpwood. Fire 
departments from Hull and Ottawa worked in unison 
to quell the big fire which at times threatened to set 
fire to many of the wooden buildings in the former 
city, as well as endangering some large gasoline tanks 
near the mill. 
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both steady sellers and related sales builders! Most station- 





ers agree that some Higgins Inks in the window all the 


time, plus an occasional timely display, will assure their 
customers that their store is an art supply center and a 
student supply headquarters. 
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COMPLETE 
LABORATORY 
CONTROL 











for Clear, Crisp, Copy... 


Dealers all over the country are enjoying good sales and profits on POLYCHROME's 
laboratory-controlled products. The best of 


STENCILS : DUPLICATING INKS ° 
LETTERING GUIDES ° STYLI . 


CORRECTION FLUID 
STENCIL RIBBONS 


POLYCHROME YELLOW STENCILS 


Easy on the eye; produce clean, legible 
copy, with "proof-reading" Polytint cush- 
ions. Display this top-notch business as- 


set, your trade will thank you! 


POLYFILM STENCIL RIBBONS 


Our NEW carefree stencil ribbon, (of 
genuine Pliofilm), designed to perfect the 
cutting, in minimum time. On spools; for 


all popular makes of typewriters. 


DEALERS:—Write for booklet: "Shop Extension Plan.” 
We are manufacturers to the trade, and are ready to quote on stencils 


and other items under your label. Complete packages to your specifi- 


cations, or unmounted units, as you require... . 


POLYCHROME CORPORATION 





2 Ashburton Avenue 


Polychrome Slonctls 


UY te SHOULD 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Norman B. Chapman, who has a wide background 
of experience in the West Coast stationery field, was 
recently named as a manager of the commercial sta- 
tionery department of the Pacific Stationery & Print- 
ing Company of Portland, Ore. Starting out with 
the Kilham Stationery Company at Portland more 
than 42 years ago, he represented that firm in Cali- 
fornia, as well as the Pacific Northwest, for more than 
30 years before being associated with his brother 
in the E. J. Chapman Company. 

7” * * 


Proposed by Fred E. Stelton for membership in the 
Seattle Chamber of Commerce, Wallace W. Waters, 
a partner in the Allen-Waters Company, 314 Stewart 
St., Seattle, a firm handling office supplies, stationery 
and gift lines, has been recently elected to member- 
ship in that body. 

* * * 

Plans and specifications were advanced recently 
for the new home of Harbord Rogers Company, Port- 
land, Ore., which will permit of large expansion of 


this stationery organization. The move will be made | 


from present quarters at 949 S.W. Stark St., Portland, 
Ore., it was revealed by Harry E. Rogers, general man- 


ager. The new location will be at 1025 S.W. Washington | 


St., Portland, as soon as these quarters can be readied 
for the expansion. Invitations for bids are shortly 
to be sent out for remodeling the entire three-story 
and basement building, covering a ground fioor area 
of 50 x 100 feet. 


* * * 


Mrs. A. R. Stelton of the Pacific Supply Company, | 
1008 Western Ave., Seattle, Wash., is a new member of | 


the Seattle Chamber of Commerce. 
“ * * 

For all manner of pastes and adhesives, Swift & 
Company, at Portland, Ore., has set up a new unit. As 
recently announced by N. B. Swift, manager of the 
Portland plant, it will turn out as by-products dex- 
trine, adhesives, pastes, flexible glues, and many of 
the newer resin and rubber adhesives. 

* * * 

The Mail-Well Envelope Company, S.E. 7th & Grant 
streets, Portland, Ore., in a big expansion move has 
acquired the Western Paper Converting Company’s 
special paper bag division at Salem, Ore. This divi- 
sion, machinery and equipment will be moved to 
Portland. The large new operation of the envelope 
company will require added floor space of about 
10,000 square feet. 

* * a 

The Peninsula Stationers at 322 Pacific Ave., Brem- 
erton, Wash., has stepped up its repair of all types 
of office equipment to a “24-Hour Service”, whether 
they be typewriters, adding machines, or any other 
mechanical unit of the modern office needing post-war 
adjustment. 

* © * 

Thomas Pelly, head of Lowman & Hanford Com- 
pany, Seattle, and Mrs. Pelly, together with their 
two youngsters, Minor and Marion, enjoyed some of 
the finest spring skiing up in the mountains recently, 
as guests of Timberline Lodge. 


* * * 


It’s Hitler’s own desk, no less, which a Seattle war 
hero is now using in Munich. Lt. Col. Joseph H. Harri- 
son of Seattle, however, shortly expects to leave the 
desk and be home on leave from his Munich head- 
quarters, Hitler’s former headquarters. 

The Seattle colonel, in writing recently from 
Munich, stated he was occupying Hitler’s former 
apartment, “and it rather drips of history. Adolf’s 
bomb shelter in the basement is a veritable fort. Then 
there is his room and even the room of his old friend, 
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. Sharpness of outline 
. Superior stamina 
i . Color permanence 


DOMESTIC EXPORT - Non-smearing ink 
TRADE 5. Erasability 


There, Mr. Dealer, are the outstanding reasons why thousands of 
typists are using ‘'U. S."' ribbons . . . and why they will continue to 
do so... for satisfied customers stay sold. 

Invest a minute in writing for details on the ''U. S."' line of ribbons 
and carbons .. . it's a money-maker! 


U. S. Typewriter ‘ile Ribbon Mfg. Co. 
Filbert at Tenth St. 4 SUS Philadelphia, Pa 


Established 1895 
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TOUGH LEAD 


MOON 


Standard in large corporations— 
where they know how to buy. 


! COPYING PENCILS 


THEY RESIST HEAT 


WILL NOT BECOME @ 


SOFT AND SOIL HANDS 


J. S. STAEDTLER, INC. 
53-55 Worth St., New York City 
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CEMUINE LEATHER 








SRE DREL NS 


FOR SCHOOL 


Genuine Leather ZIPPER Pencil Pouch 


No. 75—9 x 4” large zipper pouch in genuine leathers: Ten 
articles :—3 super-smooth OTHELLO rubber-tipped pencils, 2 
rubber-tipped TIGER pencils, 2 colored pencils, 1 penholder, 
1 ruler, 1 eraser, 6 to a box ... GENUINE LEATHER stamped 
on pouch. 

No. 56—8 x 314”, in assorted colors. 8 articles: penholder, pen 
point, eraser, ruler and 4 pencils. One dozen to box. GENUINE 


LEATHER stamped on pouch. 


(Illustrated above) Leatherette Pouch 


in assorted colors. Contains 10 articles. 


No. 270—Available 
One dozen to a box 


WRITE FOR PRICES 
SWAN PENCIL CO., Inc., 221-225 Fourth Avenue, New York City 3 


NEV-R-KURL 
Keeps Customers 
for Keeps! 


CARBON PAPER 
o A CLEAR PRINT PRODUCT 
| _— Get a stenographer or typist to use 
CURLS-ITS ALWAYS FLAT KT ] 
one trial sheet of Nev-R-Kurl Carbon 
Paper and she will be converted for 











guePose CARBON PAPER 
» 


’ 
ST Neo R- Kur 





life: Yes, Nev-R-Kurl keeps customers for keeps. 
That's because it never curls, slides into and out 
of copy sheets easier and faster, doesn’t smudge 
the hands or work, makes clean-cut copies. 
Bosses like the economy of getting up to 50% 
more copies per sheet. Every factor is in your 
favor when you concentrate on demonstrating 
and selling Nev-R-Kurl. Better put it to work 
making money for you. 





NEV-R-KURL 


it's plastic backed! 


Will not curl, tree, wrinkle or smudge. 
Its plastic back prevents off-setting on 
rolls or platens. No slipping or sliding 
in typewriter. Gives up to 50% more 
copies per sheet. Same sheet works 
equally well in billing or bookkeeping 
machines. 
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PROCESS CO., INC 
192 MILL ST., ROCHESTER 4, N.Y 
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CARBON PAPER WOOD STAMP sewn! 
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Eva Braun (quite nice, too) and my desk, which is a 
big, beautiful affair, and is the one at which Adolf 
and Chamberlain sat facing each other when they 
worked out the Munich pact”. 


* * * 


Fighting valiantly from a cellar position, Sta- 
tioners, Inc., of Tacoma, Wash., are winding up a 
winter and spring of bowling. They have won 14 
games, against 19 lost, in the Class B major league 
of which the Stationers, Inc., team is a member. 

* a * 


Henry A. Post, city salesman of Remington Rand, 
Inc., at Seattle, Wash., has taken on regular duties 
Sundays and holy days at St. Mark’s Cathedral, Seat- 
tle, where he assists at communions and during Sab- 
bath services. As Rev. Post, he is a duly ordained 
priest of the Episcopal church, and was engaged in 
preaching and church work for many years. 


* * * 


When the combination is forgotten or the owner 
cannot otherwise open an Office, store or other type 
of safe, it’s usually a job for John A. May of 2329 43rd 
Ave., Seattle, in the Pacific Northwest. Recently, he 
was called all the way to Ketchikan, Alaska, where a 
tough safe was proving adamant to the efforts of 
experienced safe experts in Alaskan parts. 

+ ~ * 


Extracurricular civic duties of Thomas M. Pelley, 
president of Lowman & Hanford Company at Seattle, 
include the presidency of the Service Club, maintained 
for the GI’s in the service while they’re in Seattle. 
Mr. Pelly made a special feature of his eight-millionth 
service guest. 

* * co” 

J. W. Pettinger, owner of the Pettinger Company, 
typewriter sales and repair organization at 105 Cherry 
St., Seattle, has broadened horizons and lifted his 
sights for civic and commercial duties in the months 
ahead, having been newly elected a member of Seat- 
tle’s Chamber of Commerce. 

— ao 


NEW EDITOR FOR METERED IMPRESSIONS 


Miss Dorothy M. Howe is the new editor of “Metered 
Impressions,” house organ of the Commercial Controls 
Corporation, Rochester 2, N. Y., succeeding to duties 
which had been assumed by the advertising depart- 
ment under J. D. Hendryx. In recent years much of 
the news gathering and copy preparation have been 
done by John L. Wellington, lately retired, and Eleanor 
F. Playford. 

Miss Howe, who became a member of the Commer- 
cial Controls organization on April 1, has had several 
years’ experience in editorial work in the employee 
magazine field, most recently as editor of “Electromatic 
News,” publication of the electric writing machine divi- 
sion of International Business Machines Corporation. 
Responsibilities of the magazine and all related em- 
ployee relations functions will now be under the di- 
rection of William E. Betts, personnel director. 

———~1— > 2 
ISSUE FIESTA DE SAN JACINTO BOOKLET 


Designed and produced by The Clegg Company, 
San Antonio, Tex., with engravings by Southwestern 
Engraving Company, a beautiful brochure carrying an 
invitation to attend the Fiesta de San Jacinto has 
reached OFFICE APPLIANCES. This event, highlighted by 
the annual pilgrimage to the Alamo on the occasion 
of the laying of flowers at the shrine of Texas liberty, 
was held during the week of April 21 at San Antonio. 
Loyal Texans at this time commemorated the battle of 
San Jacinto, when Santa Anna’s army was destroyed 
by Sam Houston and his Texans in 1836. The observ- 
ance, progressively increased in length and attractive- 
ness, was initiated in 1891. 

Clarity of type and illustration, and. attractiveness 
of typography features the Fiesta booklet, proof of 
the creative work done by The Clegg Company. 
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The most important development in filing 


since the invention of file folders 


made only by : 


OXFORD FILING SUPPLY CO., INC. 
Brooklyn St. Louis 
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You are familiar with MAGNUSOL and the thorough cleaning 
job it does on typewriters and all kinds of business machines. A 
dismantled machine, soaked in the Magnusol cleaning solution 
from 15 to 30 minutes, then pressure rinsed with water, comes out 
mighty clean. But considerable hand work is required and some 
dirt remains in the hard-to-reach areas inside the machine. 


The New Magnus Aja-Dip ‘‘TW” Cleaning Machine 


(Patented) 


adds cleaning speed, greatly improved results and labor saving to the familiar 
Magnusol typewriter cleaning operation. It handles two machines at a time. 
Cleaning time is reduced to 10-15 minutes . . . and, because of the vigorous, 
many-times-repeated “shearing” contact of the Magnusol solution with every 
part of the unit, the cleaning job is complete. You do not even have to blow off 
loose dirt, erasings, etc., from the units before putting them into. the Aja-Dip 
Machine. With this unique machine which boosts cleaning action by moving 
the work up and down IN the Magnusol solution, you can clean up to twelve 
typewriters or similar units per hour. It will pay you to look into its possibilities. 





*~ FWENTY-FIVE YEARS OF SERVICE TO INDUSTRY 
MAGNUS CHEMICAL CO., 88 SOUTH AVE., GARWOOD, N. J. 


Cleaners and Machines 
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STATIONERS HOLD ANNUAL FORUM 
(Continued from page 74) 


able to deal with himself, saying: “Don’t let yourself 
get agitated by anybody or anything.” 

Rev. Peale advised every one to learn how to relax. 
“The average man does not know how to relax,” 
he declared: “They push and strive, are always in a 
hurry, and consequently do not do their best, for they 
are too anxious.” His concluding advice was, “Know 
what you can do, do what you have to do and don’t 
let anything disturb you.” 

M. Joslin, managing editor of the “National News- 
agent,” a trade publication of London, England, ex- 
pressed his pleasure at having the privilege of address- 
ing the group. He extended hearty greetings from 
across the water and expressed the hope that the two 
countries would have greater contacts with each other 
in the years to come. 


Banker Talks on Foreign Credit 


The last speaker of the afternoon was A. N. Gentes, 
vice-president, Guaranty Trust Company, of New 
York City, whose subject, was “Our Foreign Credit 
Problems.” 

Following Mr. Gentes’ address, there were a number 
of questions asked from the floor, all of which were 
promptly and satisfactorily answered. 

After the closing of the forum, the arrival of the 
fair sex was the signal to indulge in pleasant conver- 
sation during the cocktail hour. Dinner was thoroughly 
enjoyed by about 200 members of the Stationers and 
Publishers Board of Trade, their wives and friends. 

At the close of dinner, the following guests were 
introduced: Edward Dinkel, Eagle Pencil Company; 
Fred N. Large, Esterbrook Pen Company; Wm. H. 
Patterson, Johnstown Office Supply Company, Johns- 
town, Pa.; Third Regional Governor, NSA; Al Williams, 
Stationers Guild of America, Philadelphia, Pa.; 
H. J. Feeley, Book Publishers Bureau, New York 
City; H. C. Whittemore, general manager, Whole- 
sale Stationers Association; Louis 
Fulton Specialty Co.; Larry Unser, General Pencil 
Company; T. B. Edwards, Boorum & Pease Com- 
pany; Scott Foster, Dennison Mfg. Company; M. 
Joslin, National Newsagent, London, England; Ben 
Josephson, The Cooke & Cobb Company; William 
Rossway, Eberhard Faber Pencil Company: C. B. 
Farr, Baker & Taylor Company, publishers, New 
York City; and H. W. Armstrong, treasurer of Joseph 
Dixon Crucible Company and president of Stationers 
& Publishers Board of Trade. 

Balance of the evening was spent in dancing to 
excellent music, interspersed with songs by talented 
entertainers. 

— rae ee eee 


JUSTOWRITER CORPORATION FORMED BY IBM 


The Justowriter Corporation, Rochester, N. Y., has 
been formed to take over certain development projects 
from International Business Machines Corporation, 
together with the physical assets connected with these 
projects, namely the Rochester plant, machinery and 
inventory. 

T. C. Campbell, former general manager of the 
electric writing machine division of International 
Business Machines Corporation, has been elected 
chairman of the board, and Charles R. Ogsbury, presi- 
dent of Commercial Controls Corporation, has been 
elected president. 

The newly-formed corporation will continue to man- 
ufacture component parts for International Business 
Machines Corporation and the existing personnel and 
organization of the plant here will remain unchanged, 
officials announced. 

Justowriter Corporation will continue the develop- 
ment of the projects, they added, and shortly will 
commence the manufacture and distribution of these 
devices.—GET. 
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y etter 
| your business 
with Berkshire 


Berkshire Typewriter 


Eaton's 
Paper line includes a fine paper 
for every ofhce use! Carry a 
| complete selection, take care of 
every demand, watch customers 


come back for more! 


| ; 
EATON G | 
. 
TYPEWRITER 
* papers * 


s") ¥ 
*Rxswi* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


Fine papers for business and social use 





























RES 
ly Foremost. 
Here it is! The Rubber 


Band the trade has 


been waiting for with 


40% NATURAL RUBBER added 
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Write on Company Stationery 
for liberal samples. 





PENCER RUBBER PRODUCTS COMPANY 


MANCHESTER, cONnnN., 
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ADJUSTABLE STEEL DRAWER TRAYS 


No. 25 
Adjustable steel desk drawer tray extends to 30°... 





closes to minimum 15!/." length . . . width 4". Packed 24 


to carton. Olive green and brown finish. 


$2.40 ca. List 
Special consideration to quantity buyers 
STEEL WASTE BASKET 
No. 9 

Large roomy steel 
basket. 12'' sq. at 
top, 144" high. 
Gleaming enamel is 
baked on. Rolled 
edges .. . "battle- 
ship" construction... 
heavy gauge steei 
thruout . . . rubber 
feet. Ideal for office 
and home. COLORS: 
Walnut, green, white 
and red. 


$2.40 Ea. List 


Special consideration 
to quantity buyers 


DELIVERY 
PRODUCTS CO. 


Filing Stools 
Card File Boxes 


Chicago 47, Ill. 





IMMEDIATE 
FRANKLIN -GOODFREND METAL 


Typewriter Stands 
Letter Trays Sorting Tubs 


3210 W. North Ave. 
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BRIGHT 





The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you af all times. 


SS = =LS>=|_—_— S—s—OVPE S| LSS=_ SaP_OH|} 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


l 127-133 BLEECKER ST. NEW YORK, N. Y. 
ic seienenetnpmamieammmnedl 






| 
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| 
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RECONVERSION COMPLETED BY DIEBOLD 

From a production schedule devoted 98 per cent 
to the manufacture of armor plate for plane and 
car protection, Diebold, Inc., Canton 2, Ohio, an- 
nounces that reconversion to the products of peace 
has been completed. 

War-delayed deliveries are now being made as a 
result of new production line methods of manufacture 
and vastly-improved facilities for turning out the 
line of fire and burglar-resistive equipment. 

New designs and new products required extensive 
changes and the installation of production lines 
wherever practical. Most prominent feature of Die- 
bold protection line of safes, chests and vault doors 
is the new-designed, streamlined models of the Vaul- 
tette and Guardian safes with one-hour fire-resistive 
construction. 

For beauty of design and workmanship these safes 
establish a trend in keeping with the general modern 
style of office and business equipment. Safe lines 
cover ten four-hour models, ten two-hour models 


| and eight one-hour models, the latter of which has 
| been streamlined in appearance. Interior equipment 


has been redesigned and standardized for all models. 
Underwriters Laboratories, Inc., and Safe Manufac- 
turers National Association labels are standard on 


' most models. 


The chest line covers 18 models, the majority of 
which are round door lug type. Chest acessories 
consist of key lock dials, key changing key locks, 
and time locks on larger models. 

Three types of fire-resistive vault doors are avail- 
able for two-, four-, and six-hour specifications as 
well as a choice of four types for conditions calling 
for from one-hour to less than half-hour protection. 

New catalogs are available on request. 

Ree ene 

SAN ANTONIO FIRM CAPITALIZES ON JUNE 

Taking into consideration the fact that June is a 
month for brides, the Paul Anderson Company, of 
San Antonio, Tex., has arranged an attractive window 
presenting everything essential in stationery and 
printing for the happy marriage. 

At the back of the window, marriage certificates, 
rolled and stood on end and arranged in a semi- 
circle, form an effective background for the wedding 
invitations, announcements, calling cards, personal 
stationery for the bride, and other display items. 

Books for the bride complete the arrangement. 
These include “Our Wedding,” ‘Bridal Memories,” 
“My Shower,” and “My Bridal Days.” 

The window has also brought in some good business 
on invitations, announcements, cards, and so forth— 


BCR. 
ne 
MERCURY APPOINTS ROBERT K. STONE 
Robert K. Stone, formerly systems analyst with the 
management control office of Air Matériel Command, 




















ROBERT K. STONE 

Dayton, Ohio, has been retained by the Mercury 
Printing Company, 200 Hudson St., New York City, 
as business forms consultant. 
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e Whether you're perfecting a trapeze act or building sound business it takes 


practice to win confidence. 


The confidence of your customers in you and your merchandise—your con- 
fidence in your sources of supply and their products—build the reputation that 
spells success. 

Our understanding of this is a dominant reason why ACCO has made it 
regular practice to concentrate on quality in all ACCO Products. The ACCO 
name on paper fasteners, for instance, is known to mark the best product 


obtainable. 


You know it, your customers know it. Reason enough for good stationers 
everywhere to concentrate on ACCO Fasteners exclusively! 
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PRODUCTS, Ine. 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 








PROMPT DELIVERY? 


Y Dt | - a > 
ON STENC) 













tea'rds, ripping tags, bees. ete 








; jue, ded ot trace on the stencils S,_, 


ib oy, Muttistamyp Quick,automalic touch no iaker Punt on pe 





fut 


THE COMPLETE ALL-PURPOSE PRINTING OUTFIT...NO TYPE TO SET! 


PRINTS ON WOODEN BOXES, CARTONS, 
SHIPPING TAGS AND LABELS, CLOTH 


-» AS WELL AS ON CARDS, PAPER, ON OR INSIDE BOOKS OR FILES, ETC. 


Post Card Size 
for Larger Tags, 
Labels, Notices, etc. 


Rubber Stamp Size 
for Shipping Tags, 
Labels, Cards, etc. 



























How TO USE THE 2 
How to use 






THe 
NY ULTISTAM The No. 1 MULTISTAMP is a TMEKY S47} Hs The No. 3 MULTISTAMP is 
be a flexible rubberless hand oe soar : the “Rocker Type” Duplicator 
“ 4 ee stamp that takes the place that prints on practically any- 












- of rubber stamps. Prints up to 
5 lines of type, 3 in. long. 
Bn Eliminates retyping and slow 
hand-addressing — it has a 
thousand uses around any 
office or shipping department. 


Complete with supplies in 
gee compact case. Weight: 
s 


7.50 Non-Mechanical Outfit. 


thing. Size 5% in. long by 3% 
in. wide. A single stencil can 
contain up to 32 lines of type. 
No experience required to op- 
erate MULTISTAMP. 
Complete with supplies in 


handy, sturdy case. Weight: 
4 lbs. 


15 00 Non-Mechanical Outfit. 
° F.O.B. Factory 


F.O.B. Factory 












, Established 1921 





Reg. U. S. Pat Off. 








*Every MULTISTAMP Outfit is Guaranteed for 5 Years! Write for Illustrated Folder Showing Other Complete Outfits for $25 to $82.50,* 


MULTISTAM, 


DEALERS: 
Write for our 
new, liberal 


Dealer Plan 








STENCIL DUPLICATOR , 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 
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TYPEWRITER DEPARTMENT CAN BE PROFITABLE 
(Continued from page 19) 


the sale of a new typewriter—that is, with relation 
to the comparative value of the machines involved in 
the exchange—because the stationer’s price on the 
rebuilt machine represents his anticipated profit, free 
and clear, above the cost of the machine to him and 
the cost of rebuilding it. 


Repairman Should Make Appraisals 


Suppose that the reasonable market value of a ma- 
chine offered for exchange is $40, as is. The stationer’s 
repairman decides, upon thorough examination and 
test, that the machine is basically sound and can 
be reconditioned to sell for $60. The offer to allow 
$35 for the machine ‘usually meets with acceptance, 
and it provides a safe margin in the appraisal. 

In this hypothetical situation, if the machine the 
customer wants to acquire is listed at $50, the cus- 
tomer must, of course, pay the difference, $15, and the 
stationer will have sold the machine for $50 in value, 
realizing his full anticipated profit. If the machine 
that the stationer has accepted in such an exchange 
deal is as good as it should be to warrant the ex- 
change, the reconditioning cost, as a general rule, will 
not exceed five to seven dollars. When the stationer 
resells that machine, therefore, he makes an addi- 
tional profit of $18 to $20, according to his shop cost 
on the machine—sufficient proof that exchange deals 
made with an eye to profit can be definitely profitable 
Even if he must spend ten dollars on thé machine, 
he still makes a net gain of $15. 

The typewriter which the customer proposes to 
exchange may have been used only two months. There 
is nothing wrong with it, the urge to make a change 
being nothing more than a matter of whimsey or 
temperament, yet the customer in this situation is 
willing to pay ten or 15 dollars besides exchanging ma- 
chines which are of practically equal value. 

In those instances when any machine more than 
three years old requires a complete “take-down” job 
of overhauling, the resourceful typewriter service rep- 
resentative has a strategic argument for the sale of 
a new machine or, perhaps, some slightly-used ma- 
chine that would be a good buy for the customer. 

The unsolicited renewal of a rental is likewise a 
tactical occasion for the advocacy of the purchase of 
a new typewriter. The conclusion seems warrantable 
that the customer has continuing use for a machine, 
and he or she might, therefore, be properly reminded 
of the greater satisfaction and economy of owning a 
machine instead of renting. 


Renters Frequently Become Purchasers 


I have been informed that about 30 per cent of 
rentals result in spontaneous renewals for another 
three months. More than 50 per cent of these renewal 
orders can be converted into outright purchase of 
the rental machines, provided the machine has per- 
formed so well that the customer has developed a 
liking for it. This fact, incidentally, emphasizes the 
importance of having good rental machines and keep- 
ing them in good operating condition because, with 
the exception of the renter who is a transient in the 
community, any person who becomes accustomed to 
using a typewriter will sooner or later buy either a 
good used machine or a brand new one, and will prob- 
ably buy it from the local stationer. 

By alert and timely action, service men are fre- 
quently instrumental in turning new machine orders 
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No matter whose hand pilots 
a Navigator Pencil you'll 
find it giving yeoman service 


right down to the very end 


Uniform degree of texture 
grading — quality — plus the 
results of years of experience 
in pencil manufacture, make 
the Navigator the “handy 


pencil for men and women 





Send for Leaflet No. 18 


KOH-I-NOOR PENCIL CO., INC. 


BLOOMSBURY, NEW JERSEY 





OF DIES coo es 
15/"- 1347 =e —_ 
DIAMETERS 


THREE SIZES get 


“OFFICIAL” 
POCKET fa 


“The” OF FICIAL” 
Ole 4 = ae) Ne 
THE SEAL THAT GETS THE BUSINESS 


STANDARD WITH LAWYERS, NOTARIES 
& CORPORATIONS ALL OVER THE WORLD 


Here is the seal that gets you the seal business, 
and. no mistake. The only seal of its kind on 
the market, it is patented to give you an exclu- 
sive product, free from competition. This seal 
has rendered the old-fashioned, cumbersome 
lever seal press entirely obsolete, Sell it to the 
customers we bring to your store through 
national advertising. 
WRITE FOR DEALERS PROPOSITION 


Meyer ¢ Wenthe 
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» e in the stationer’s direction. This is equally true of 

Mimeograph Users Like It! ~~ 9 many other office appliances. Stationers operating in 

i = very small localized markets and employing no out- 

The New SLIP-O MAT SLIP SHEETER side salesmen recognize the right of their serviceman 
never misses, never messes .. . attaches to the standard commission of the regular typewriter get 
in a jiffy ... speeds up Mimeographing salesman in all such transactions. The truth is that, pr 
. in most small cities, service representatives do, in fact, ol 

- ++ prevents smudging play the dual role of service-and-sales representatives. 

Just hook the MASECO SLIP-O-MAT on A good rebuilding and repair department in a town 


| or small city can eventually make the stationer’s store 

| something of a local “typewriter headquarters”. It is 
a good reputation-builder as well as a feeder of a 
considerable amount of supply business in the nature 
of associated-item sales, such as ribbons, carbon paper, 
typewriting paper, envelopes, typewriter oil and other 
incidental needs. 

In any place where repair orders are steady and 
evenly distributed throughout the year, it is not un- 
common for two-men repair shops in cities of fair 
size to turn over eight to nine thousand dollars worth 
of repair jobs in a year. Even if half of the gross 
intake is expended for wages, such a shop is still a 
good economic proposition, because in the ordinary 
stationery store it does not require such large space 
as to add to the rent overhead. Moreover, most 
of the delivery service consequent upon typewriter 
rentals and repairs can be handled with the regular 
merchandise deliveries of the business. 

Repair service, unlike contract maintenance service, 
is usually an emergency requirement. For this reason 
the stationer should make some mention of his repair 


and rental departments in practically every advertise- 
MAILERS’ SERVICE & EQUIPMENT CO. ment and should constantly publish his telephone The 


the 77, 78 or 96 Mimeograph in a matter 
of seconds . . . load it with slip-sheets . 
it's ready to go to work! By automatically 
dropping an interleaf over each printed 
copy as it falls into receiving tray, smudg- 
ing and offsetting in Mimeographing is 
ended forever! Excellent, profitable dealer 
proposition with re- 
MOE peat slip-sheet busi- 
sien cama ness. Write for infor- 
mation today. 














Dept. A, 38 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y. number. _ 
———= > —_—__ 

CALENDAR IDEA AIDS GREETING CARD SALES Dos 

Taking into consideration the fact that many people Yor 


would mail out more greeting cards if they knew of 
it at the time, a leading Texas stationer has arranged 
calendar at a prominent spot in his greeting card 
department, listing special events, days or occasions 


A D DI N G which call for greeting cards. 
Each month a new card is put up, listing the special 
days for that month. Then, to round out the arrange- 


MAC Hi ! N ES ment, below the listing are printed the words, “Birth- 


days .. . Anniversaries” as a reminder for friends 

or relatives who wish to send out greetings for such 

* | occasions. 

| This little feature has proven a helpful reminder 

CA LC U LATI N G to many who desire to send greetings but overlook it 
until it is too late. People visiting the store on other 

errands stop to check the list for special events, with 


MAC bey j N ES a resultant’ goodly increase in sales—BCR. 


9 
AIR FREIGHT RUSHES FILM TO MILO HARDING 
* The Milo Harding Company, Los Angeles, Calif., 
manufacturing Tempo film stencils, recently used the 
National Skyways Freight Corporation to rush a large 


B '@) (@) K K © be pP i N Cc quantity of film from Chicago to Los Angeles. The 


shipment was delivered in time to enable the accel- 
MAC by } N F & erated production schedules at the factory to be main- 

tained without interruption. National Skyways is 
known as the “Flying Tiger Line,” its management 


oe and operating personnel consisting of ex-members 
of the colorful squadron which fought in the China- Dea 
Burma theater during the past war. ' 
Select Rough : Popeegpecr geen os 
STATIONERS GUILD HOLDS NEW YORK MEETING disp 
and Rebuilt The New York members of the Stationers Guild of new 
America met for dinner and a business session at 
the Advertising Club on Park Ave., New York City, on —_— 


April 24. Twenty-eight members attended the meet- 
ing, found to be so beneficial that those present were 
Orange, New Jersey desirous of holding similar meetings more frequently. 

Al Williams, general manager, presided at the busi- 
| ness session. 


Calculator Equipment Corp. 
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SWEEPING the 
Country like 
WILDFIRE! 


The RUBERLYKE PLASTIC FONEHOLDER, introduced in January, is 
sweeping the country like Wildfire because it fills a long felt need. 


Does not mark clothing or bruise the skin. Fits all types of telephones. 
Your jobber has it or CAN GET IT FOR YOU. 











FEATURES. 


LIGHTWEIGHT a little over two 


ounces, 
a 


NON-SKID, note the ridges to pre- 


ventslipping offshoulder. 


* 
NON- MARKING, \niie the old, 


rubber article. This will not mad de’ 
ing. 
e 


EASILY 
needed. Can ATTACHED, a 
Convenience, ividual’s 


HANDS ; 
ARTISTic.”’ DIGNIFIED, 


ECONOMICAL, fms and indi 


Ord to equip every vi uals can af. 


be adjusted to ind 





Showin how FONEHOLDER Soft Resilient, Light-weight. 
is hel on shoulder. Three- 

point suspension: ear, chir 

and shoulder. 


If your jobber has not yet stocked this article, write us. 
We do not sell at retail. Packed 2 dozen to a carton 
—we do not break cartons. 


Dealers: We are now catching up on orders and if your jobber is unable 
to supply you, write us direct for full particulars, discounts, etc. Easel 
display cards for windows and counters, envelope stuffers, also cuts for 





Phone "han 


" loosely for long 


As used 
Conversations. 


ioned 


Céiver 


PLASTIC PRODUCTS, COMPANY 


# EYA 1525 EAST 53rd STREET, CHICAGO 15, ILL. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 
and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 
Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 


SIZES AND PRICES 


No. 854—LETTER SIZE No. 858—LEGAL SIZE 
Wide High Deep Wide High Deep 

Upper Compartment 13” 10%,” 24” 16” 10%,” 24” 
File Drawer 124%,” 103,% 243%," 154%," 1034” 243,” 
Utility Dawer 12144” 354” 2434” 154,” 354° 243%,” 
Overall Height 3014” Overall Height 301,” 


These prices do not include indexes. 


STEEL CARD CABINETS 





LETTER SIZE 


These cabinets are designed for card record system and for use 
on desks or tables. Ideal for offices and libraries. Constructed of 
best grade extra heavy cold rolled furniture steel, electrically 
welded throughout. Rubber legs are provided but can easily be 
removed when the units are stacked. 





ONE DRAWER UNITS 





No. Card Size Capacity Depth Price 
C335 3x5 1500 cards = 16” $3.25 : : ; : : 
eae 4x 1300 16" 400 pei: are equipped with bail suspension, to prevent accidental 
x on ”“ n . . . eo, ” 
a: eee a o a re withdrawal from cabinet. Also, newly improved positive lock com 


TWO DRAWER UNITS 


No. Card Size Capacity Depth Price Finished in Cole Gray and Olive Green. 
C3352 3x5  3000cards 16” $6.00 
C3462 4x6 3000 * 16" 6.75 
C3582 5x8 3000 “ 16” 9.50 
C3692 6x9 3000 “ 16” 12.75 


HEAVY STEEL 


For the safe keeping of bonds, 
policies, books and other valua- 


bles for home or office. 


No. C1505 Made of finest grade of extra 

16” x 12% x 734" 
$13.50 COLE GRAY CRINKLE FINISH 
Equipped with combination lock. ly welded throughout. 





heavy furniture steel. Electrical- 


pressor to keep cards in place. 


LOCKS—Cabinets equipped with lock and 
key add $1.75 per drawer to prices below. 


SECURITY BOXES 


1314" x 104g” x 52” 
GREEN CRINKLE FINISH 
Equipped with disc tumbler lock. 





$11.00 


COLE STEEL EQUIPMENT CO., INC., 349 BROADWAY, NEW YORK 13, N. Y. 
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ROYTYPE HOLDS CARBON PAPER SALES CONTEST 


Winners of four games in the nation-wide Roytype 
carbon paper sales contest, built around a bowling 
theme, have been announced by James F. Vreeland, 
Roytype sales manager: 

First game, V. Baumhefner, San Francisco, Calif.; 
runner-up, R. H. Hodges, Kansas City, Mo. 

Second game, J. Bergen, New York City; runner-up, 
B. Kurfirst, New York City. 

Third game, Forbes Allen, Rochester, N. Y.; runner- 
up, Marcel Charmatz, New York City. 

Fourth game, Fred Latham, New York City, runner- 
up, Russell Jones, New York City. 

Every Roytype salesman in the country is competing 
individually, therefore there are no teams. The con- 
test has been broken down into six games which run 
on a two-week basis. At the end of each two-week 
period, the winner and runner-up make a choice of 
one of the.handsome prizes being offered. For game 
winners there is a choice of twin waffle iron, electric 
razor, fitted traveling case, electric toaster or electric 
sandwich toaster. Runners-up choose from cigarette 
lighter, mechanical pencil, billfold, and door chimes. 

At the close of the six-game period the salesmen 
who are in first, second, and third positions for the 
entire six games will each be awarded a grand prize 
of wrist watch, radio, and brief case, in that order. 


—_———_ =o 


WILSON JONES CO. ANNOUNCES CHANGES 


Harold F. Graves, eastern sales manager of Wilson 
Jones Co. at Chicago, has recently announced a num- 
ber of personnel changes involving J. Clarke Evans, 
George C. Drane, and Lawrence F. Fitzpatrick. 

J. Clarke Evans, after being connected with the 
Wilson Jones Co., for the past 14 years as south- 
eastern representative, has announced his decision to 
devote all of his time to the Office Equipment Com- 
pany of Tampa, Fla., in which he is associated with 
C. Hanes. 

George Drane has been appointed representative to 
serve the company’s trade in the states of South Caro- 
lina, Georgia and Florida, territory formerly covered 
by Mr. Evans. Mr. Drane, who is a native of the 
South, is returning to that section after 15 years of 
varied experience with Wilson Jones Co. as clerk, 
sales correspondent, and salesman. 

Assigned to the central and western New York state 
territory formerly covered by Mr. Drane is Lawrence 
F. Fitzpatrick, who since his release from the Navy 
last year has served Wilson Jones Co. as sales corre- 
spondent and instructor. Mr. Fitzpatrick and his fam- 
ily plan to make their home in either Buffalo or 
Rochester, N. Y. 

~ a ae 
SCROGGINS OBSERVES 19TH ANNIVERSARY 


Fred R. Scroggins, representative for Underwood 
typewriters and Sundstrand adding machines at Har- 
lingen, Tex., recently observed the nineteenth anni- 
versary of his agency. 

In a large advertisement appearing in the Valley 
Morning Star at Harlingen, Mr. Scroggins declared, 
“It has been my pleasure to have served the Valley 


for 19 consecutive years as their Underwood type- | 
writer and Sunstrand adding machine representative. | 


These have been 19 happy years for me in which 
I have at all times done my best, despite many handi- 
caps, to serve my friends and customers... .” 


———_= oo 
CANADIAN STATIONERS HOLD ANNUAL SESSION 


The thirteenth annual meeting of the Stationers’ 
Guild of Canada was held in the General Brock Hotel, 
Niagara Falls, Ont., on April 29 and 30. Over 200 
delegates from all parts of Canada were in attendance. 
Also present were several manufacturers’ representa- 
tives from the United States. A detailed report of 
the meeting, together with pictures, will be published 
next month. 
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—IT’S really easy to sell the 
Famous RUSH-FybRglass-ERASER 
when it’s properly displayed in 
your windows and on your count- 
ers, 


RUSH-ERASERS are attractively 


packaged and easily displayed. 


RUSH-ERASERS bring you Real 
Profits and start a never ending 
demand for FYBRGLASS RE- 
FILLS — for More Profit. 


DEALERS TELL US: “Fastest Selling Little 
Item on the market today.” 


USERS SAY: “We wouldn’t be without 
RUSH-ERASERS.” 


WE SAY: Every RUSH-ERASER is guaran- 
teed to satisfy or we will refund the 
purchase price. 


LIST PRICES 


RUSH—FybReglass—ERASERS $6.00 dozen postpaid 
REFILLS (pkg. of 2)........... .. 3.00 dozen postpaid 
Liberal Discounts to the Trade. 


Immediate shipments can be made either by your 
wholesaler or direct from us. 


THE ERASER COMPANY, INC. 
231 West Water St., Syracuse 2, N. Y. 











“FAVORITE” 
EXPANDING FILE 





76 years of know-how goes into all our 
products. A high standard of quality, workman- 
ship and service that has been kept up to par 
through the years. Outstanding stationers know 
this to be true and stock Cooke & Cobb mer- 
chandise year after year. Quick turnover and 
good profits are the result. 


THE COOKE & COBB COMPANY 





Originators of Expa nding Spec taltres 


57 NINTH AVE. NEW YORK 11, N. Y. 
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AUTOMOBILES — 
AND OFFICE EQUIPMENT 


Just as you will attend the first peace-time Automobile 
Show to inspect the latest models, so you will want to 
avail yourself of the opportunity—the first in years—to 
see the newest in office appliances and systems. There- 
fore, mark on your calendar the dates of the 


OFFICE EQUIPMENT DISPLAY 


Held in conjunction with the 


26th Annual Conference of the 


NATIONAL OFFICE MANAGEMENT ASSOCIATION 
a 


THE HOTEL STEVENS EXHIBITION HALL 
JUNE 3, 4, 5, 1946 
NOON TO 10 P. M. 


Sponsored by 
NATIONAL OFFICE MANAGEMENT ASSOCIATION 
AND 


CHICAGO CHAPTER 


Exhibitors: For space write—T. J. Manzke 


The Pure Oil Company, 35 E. Wacker Drive, Chicago 1! 








q 


s 
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GENERATE PRIDE ON THE JOB 





STAINS REMOVED IN 
30 SECONDS! 


Stains acquired through hours of duplicat- 
ng work are completely—but gently—re- 
noved in 30 seconds with AUTOCOPY Cleans- 
















nq Cream. 
LONG SERVICE LIFE 
AUTOCOPY Gelatin Rolls are carefully 


ompounded to insure longest efficient use 
under varying climatic conditions and are 
available for ALL makes of duplicators. Try 
them and learn the difference AUTOCOPY 
Rolls can make in the quality of your dup- 
licating work! 





CARBON PAPER 
MASTER SETS 
RIBBONS 


WRITE FOR 

LITERATURE 

AND PRICES 

462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 











PRESTO—The World’s 
Fastest selling 


, ; 


rm! 


% 


.%%. 49% 








Complete with 
500 Staples 


Streamlined — smartly styled —color finished — PRESTO 
Stapler is ideal for personal use everywhere. Sells on sight! 
One customer sells another. Feature PRESTO and join the 
PRESTO profit parade. Write for prices and be sure to ask 
about the New PRESTO Stapler Remover —the Personal 
Paper Punch —and precision-made PRESTO staples — the 
three magic companions of the PRESTO Stapler. 


Metal Specialties Mfg. Co. 


3202 Carroll Ave. Chicago 14, Ill. 
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300 NEW ITEMS 


| IN A SINGLE YEAR 


i | 

| 

| 
| Ina single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


| 
| | Usually this information is given before the items appear 


on the market and always in advance of most sources of 


such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
| say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
| office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
600 W. Jackson Bivd. Chicago 6, U.S.A. | 
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DOPP-CRAT =| 


QUALITY 


Brief Bags & Business Cases 


icat CHARLES DOPPELT & CO. “SY ~ | CARBON PAPERS 
eans NEW ADDRESS 


2024 S. Wabash Ave. Chicago 16, Ill. | TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 















Also 
makers of 


DOPP-KIT 


nationally advertised utility kit. 























ASK ADIRONDACK ! Newly Designed 


FOLDING GLASS 
CHAIRS DESK PADS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 








Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, efc. 






Made in Green, 
Brown or Maroon 


Made of LYNO Board with a %" frame of LYNO Board 
IMMEDIATE SHIPMENT all around. Smoothly rounded corners and edges. Con- 
FROM N. Y. STOCK OR FACTORY venient lifting arrangement that allows glass to be raised 


A D i ik 0 N DAC K and papers changed. Back covered with felt. 
Overall size 1934" x 2434" (Glass size 18” x 24”) 
CHAIR COMPANY with Ye” glass $4.00 list. 
Dept. No. 15-1 Packed Six to a Carton. 


1140 BROADWAY 
NEW YORK 1, N. Y. Geo. E. Fox & Company 
Corner 26th Street Office Specialty Manufacturers Since 1911 
Telephone: Ashland 4-1385 412-420 ORLEANS ST., CHICAGO 10, ILL. 
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Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further-Try 





Sinclair and Valentine Co. 





and be convinced! 





Sinclair and“Valentine Co. 
611 W. 129th Street TINKS) New York 27, N. Y. 


New Orleans Detroit 
Cleveland Nashville 
Dallas Kansas City 


Dayton 
Charlotte 
Birmingham 


Philadelphia 
Chicago 
Boston 


Albany 
Baltimore 
New Haven 


















SV ats0e/7 
CHINA MARKER 


The largest selling, completely eff- 


_MA is 
Naas 





CHI! 


ee ell 





ff 


cient marking pencil for pricing 
all types of products and containers. 


Makes marks that stay—and stay 


eA: 










a 


fifat 





nee 





legible. The special process by which 
these pencils are encased in paper, 


seals in the ingredients, preventing 


ony oxidation—keeps them always 

= . fresh and ready. Made in 13 colors. 

rs hee 

*ak = SPatsdel/ 
Tring -*° ALSO. 


PAPER PENCILS 


SVatsOe7 Pencil Company, Est. 1893, Philadelphia 44, Pa. 


CARBON PAPERS 


relate! 
TYPEWRITER RIBBONS 














IS ALWAYS RIGHT— 
especially when he asks for WRITE! 


e EXTRA, CLEANER COPIES 
e SHARPER, MORE LEGIBLE ORIGINALS 


Guaranteed quality that means more repeat 
business, more profits for you. 


Send Today for Samples 
and Discounts. 
IMMEDIATE DELIVERIES — NO DELAY! 


exington Avenue 


O.L 
42 7,N. Y. 





WRITE 


RATED 
INCORPO FACTORY: Bridgeport, Conn. 











METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 104%” 

wide, 6” deep, 4” high; approx. shipping wt. 65 lbs. per 

doz. $8.00 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 


ALSO 
Std. No. 2 metal wastebaskets, green and brown; harp and 
stick files; metal bookends (green); metal letter racks; all 
kinds of ticket punches, Sav-A-Stamp Postal Scales. 
In Stock for Immediate Delivery. 
All Prices F.O.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 
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These two words—Canode 
and Satisfaction — have 
been trade "buy words” 
for forty-five years. 


Shrewd buyers know that 
if anybody can make good 
duplicating inks it is 
Canode. 
Canode's is always the 
best buy. 


For the finest duplicating 
ink made—try CAN- 
ODE'S PREMIUM INK. “ED 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES 60., a 


DUPLICATING 


BLACK 





519 N. HALSTED ST., CHICAGO 22, 








Carry Your Own State 
and Surrounding States 
in Stock..... 


COLORPRINT 


FOLDED POCKET MAPS 
SHOWING 
ROADS—RAILROADS—WATERWAYS 





Wi) ead 





THIS HANDY DISPLAY RACK SUPPLIED 
FREE WITH ORDER FOR SIX DOZEN MAPS 
MAPS 


OF EVERY DESCRIPTION AND 
FOR EVERY PURPOSE 


Write For Catalogue and Dealers Discounts 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y¥. *© MU 2-7581 
STM AE 
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GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 























Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are won-inflammable, Non- 
made to the same high quality GS Poisonous, Harmless to 
GRIPPIT. skin and clothing. 





WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 





“feo products are in- 
creasingly important to 
dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget. A reminder to check 
your stock. 


GEORGE B. GRAFF 


COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 
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EVERYONE NEEDS IT! 
EVERYONE WANTSIT! 


Correspondence, tax and 
budget record, phone num- 


bers, etc. in 

one compact $1.9 5 

file. Sells for 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 
ence, data, miscellany everyone needs to save. Its 
self-selling features: 


e@ Aiphabetical and monthly @ Durable, attractive file in 
folders, business letterhead blue, French gray, brown, 
size. ivory, green. 

@ Extra blank folders. @ It’s a complete filing sys- 





@ Extra blank and printed tem, suited to individual 
labels. needs! 
UNIQUE—Each folder a record system. Forms for addresses, tele- 


phone numbers, budget, tax, expense records, miscellaneous infor- 
mation. The selling is done when people see the AMFILE Volunteer. 
All you do is suggest an extra one as a gift for a friend. 


PROMPT SHIPMENT— Order today. Write for descriptive folder. 


—~ 
AMBERG FILE & INDEX COMPANY 















Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 














Revolutionary NEW 
Dictating Machine 


> 





@ No records or needles to buy 
@ Wire may be re-used indefinitely 
@ 1 unit plays back, records, erases 


@ Transcriptions last indefinitely 


DESCRIPTIVE BROCHURE 


STANDARD BUSINESS MACHINES CO. 


542 S. DEARBORN STREET « CHICAGO 5, ILLINOIS 
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Are Recognized | 





Standard for i oee 
|* AIR MAIL PAPER 
over 30 years | = 
'* MANILAS 


|* MANUSCRIPT COVERS — 


Consistently high quality 
“= ONIONSKINS 


Re 


. f 
...Up-to-the-minute packag- | 
ing...a profit-and-prestige 


_# MIMEOGRAPH PAPERS 


we 


line you'll sell with pride. 
Inquire about our Franchise -« ENVELOPES 
Sales Plan—the short cut : 


to bigger and better sales. 





SR RE RR 





PAPER PRODUCTS CO., INC. 4 


409-411-413 PEARL*ST., NEW YORK 7 




















THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken 

The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 


(Slightly 
nigner west 
Rockies) 


TECHNYGRAPH CO. recuny, me. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 
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@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock PRICE 
No. Size Ea. Dos. Gross 
200 644”"x11” $0.50 $5.75 $67.50 
203 — ne -50 5.75 67.50 
204 9” x12%” 55 6.35 72.00 
205 9” x15%” .60 7.20 78.00 
206 o° Sr" 65 7.80 84.00 
200-203-204 packed 2 Dozen to a carton. 
205-206 packed 1 Dozen to a carton. 
Write for descriptive circular. 
SERVICE PRODUCTS, Inc. 


2035 So. Calumet Ave. ° 


etOCo 


TRADE MARK 


ahi Cue 
—FIBE ROK 


Sturdy, sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 


Chicago 16, Ill. 
















a real merchandising opportunity! 


Send for Literature 





addnase 407 FEY 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street * Long Island City 1, N. Y. 
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. Attention Dealers 


SATIN FINISH 
EXECUTIVE | rivtons 


Meet the maximum expectations of users of silk ribbons. 


SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced ten years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 


SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un- 
known heretofore with cotton ribbons. 


SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 


SATIN FINISH EXECUTIVE is YOUR OPPORTUNITY to 
meet all the demands heretofore supplied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribons and Carbon Paper” 


of, . ITTLE. 


MANUFACTURERS Ce 


1888 Factory, Rochester, N. Y. 1946 




















The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 






















Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 


free color brochure 


DEALERS 
INQUIRIES 
INVITED 


‘puruicaTing 
MACHINES 








‘purticator conr. 
|W. 18th St., New York ae 
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NO. 399 TRI-PLY 


CENTER PLY 
Soft gray ink eraser to 
erase single letters; y 


RC OC rat 
OUTER PLIES 


Red rubber for erasing 





The leading typists eraser. 


TRI-PLY Combines RED & GRAY RUBBER 





| LOPES B20 0) 
TRI-PLY 
“Whisk” 


With new 
style brush. 


Part of the complete 


quality line of 


® A WAN NAN ~ 
Ptah’ YC SSS 
WAAR 


> 


~ 


SSAA 














\! 








on originals and carbon RoSenth 
copula Woldon Snabwd 
Z 
Z a ff tte Ce ut ae 6 a os SERN S 
GLZIIT ITTF SAA SAAR ASE A os 
OANA ES NO 
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WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 











BU 
Victory 
BUN Ho 








For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 


| 600 West Jackson Blvd. Chicago 6, U.S.A. 
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_.....for perfect record keeping control 


FAULTLESS 
VISIBLE RECORD 


PRONG TYPE 


FLAT WRITING SURFACE 
PERFECT VISIBILITY 
STRONGLY BOUND 
LIGHT IN WEIGHT 


* 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 























Rubber Manufacturers 








> BICKETT 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, 

A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 


The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 
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CELLULOID PRODUCTS 









Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company. Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 








Acme No. 1 Saddle back h 
STAPLES FLAT 416 00 


SSS 


-, 





OR SADDLE WORE 





ACME 


STAPLE 
COMPANY 





4, 5/16, % and '/.” leg length staples 
without mechanical change and has 12” 


reach. Saddle back and flat interchange- 
able tables are standard equipment. Com- 
pare the Acme Silverstreak Line of standard 

1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, N. J. in the Silverstreak Folder. 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 
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Changeable Letter 
Bulletin and 
Menu Board Signs 


for all purposes 


SPECIAL 
Blue * pLATe 
TO DAY 


Send for illustrated 
literature showing 
large variety of uses. 


ACME 


Bulletin Board Corp. 
37 East 12th St., 
New York 3, N. Y. 


NEATYPE 


TYPE & PLATEN 
CLEANER 


Highest Quality 

Large Bottle 

Fast Easy Seller 

Wonderful Repeats 

Large Profit 

AND—Mr Dealer— 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARRE. PATER & SUPPLY CO. 


3800 AGNES AVE, ° KANSAS CITY 3, MO. 


FRESH ROAST HAM 
RED CABBAGE 


SWEET POTATOE 
APPLE SAUCE 
BREAD ° ROLLS & BUTTER, 
DESSERT 
COFFEE TEA OR MILK 


35¢ 























Masonite 
CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet government specifications 

. CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a large 
variety of First Quality MIMEO. 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 





Pengad Bldg. 


PENGAD 


Bayonne, N. J. 




















Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 


$5 
RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


Chicago 5, Ill. 


508 So. Dearborn St. 
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“12 WAYS BETTER” The Label Which Meets Unusually Difficult Labeling Problems 
STAMP PADS Requires no moistening—merely pressure to apply. Can 
be quickly affixed and removed without marring surfaces, 
Outlasts 5 ordinary pads. Gives Adaptable for hand marking, typewriting or marking 
sharper impressions with full machine. 
inking. Can be re-inked indefi- For use on surfaces made of:— 
nitely. Silent, dust-proof, PLASTICS SMOOTH LEATHER 
ONLY PAD MADE | sag-proof. Available in a wide CELLOPHANE SILVERWARE 
OF SPONGE RUBBER } range of models and sizes for GLASSWARE ENAMELWARE 
Surface “self- ' every stamp pad purpose, in POTTERY JEWELRY 
seals” against H office, fact tc. Write f CHINA TIN, METAL, ETC. 
5 ' ee ee ALL CLEAN, DRY, SMOOTH SURFACES 
evaporation. A; new catalog and prices. 
“life time” pad. ! 
Available Plain or Printed to order—in rolls, perforated 





RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. strips, straight or die cut—in various shapes and sizes. | 








= 2 eee "| Stocked in white, with printed blu borders, 








DE LUXE ] 1M labels to roll, individually packed in 
SMOKING STAND | a glassine bag and cardboard box. 
Available Now! | | No. SIZE LIST PRICES 


| 
Made of Polished Spun Steel Ge 2: | IL 5% in. x % in. _@ $1.88 | 
With Heavy Glass Tray 2L 5% in. x Vp in....@ 1.96 PerM | 
Beautiful - Useful - Durable | 3L 9% in. x % in......@ 2.02 | 
For Homes - Offices - Hotels | 4L Yin.x fin .@ 2.24 | 

| 


LIST $6.00 Subject to usual discount. 


SAMPLES SENT UPON REQUEST 








Usual Trade Discount 


| Prompt Shipment If We Get —— : ven 
| Your Order Now THE J. L. MAY COMPANY 


TAGS ® LABELS * TICKETS 


; ELRAY COMPANY 
= 111 W. 19th STREET e WAtkins 9-0357 e NEW YOR x 
Weight 8 lbs. 176 W. Adams St. Chicago 3, Ill. | = tone Y. 


bus Vlame -~Dhus Vacheage 


eR 


































ROLLING STORE LADDERS 


“A” Type Ladders > Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





vend for Folder 
and prices. 








RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. erm a Deon tS, 
SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY ts D. COTTERMAN saad price . 




















IT'S GOOD | 
Thousands proclaim 
the superiority of 


Magic Flow Ink 


It’s a repeat order prod- 
uct. Free sample if you 
Send post card or letter for free sales ° 
v-?— catalog and trade price list-over 150 illustra- want it. Include an 
r— tions of genuine solid bronze signs, name plates, plaques, oe order for 
\~ honor rolls, memorials, etc. You can sell standard designs right Su oe jit! a a 
‘ : , rt a 

trom catalog; for custom designs we will prepare actual-size or scale "ee es Magic Stencils 
sketches free. Office equipment dealers like to do business with us -we + tame oat" Priced right. Prompt 
are reliable and cooperate fully. Ask for Catalog A. é 

o8 shipment. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 








INTERNATIONAL 36 EAST 22nd ST. 


BRONZE TABLET CO., INC. NEW YORK 10, N.Y. 
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FREE to 1000 Established Office Supply Dealers—A 
Beautiful Translucent Plastic Desk Name Plate. Up- 
right letters approx. 114” high, “4” thick, in Blue, 
Red, Green, Yellow. Crystal White Base. Dealers take 
orders from FREE sample we send. Just 1000 for FREE 
distribution. Order one on your stationery. No 
Money. No Billing. Free if you act now. 


BRADLEY INDUSTRIES 
32 N. State St. Chicago 2, Ill. 


We make plastic items of every kind to your order. 








Now Accepting Orders 


in Limited Quantities 





ISPOST CA DS 


FREE! DEALERS: Send for free illustrated book of money making ideas 
and complete unique advertising plans. Learn how thousands of these 
Cardmasters have been sold. Write today. 


CARDMASTER COMPAN 


4544 Ravenswood Ave. 
CHICAGO 40, ILL. 


DESIGNED TO SELL! 


Appealing lace-patterns 

in non-inflammable plastic. 
New bound edge will not cut or 
bind. Large size for 












Retails profitably = added sleeve 
for 29¢ pair Hoe protection. 
3 dz. to box. Pe ~. Easy to 
Prompt delivery. SED adjust. 





PLASTEXT CO. 


‘ “Things Plastic” \ 
525-535 EAST 137th ST., BRONX 54, N.Y 
MElrose 5-9786 \ 
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DAYTON STENCIL 











WORKS CO. "cris" 





G+ BANDS Eom 


PRACTICAL and DURABLE Rae 


To Rubber 
Holds papers, deeds, mort- Bands 

gages, insurance policies, can- 

celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”, Used 
by manufacturers, retailers, 
commercial institutions, banks, 
ete. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 

















COMPLETE 





* DEALER LINE x 
OF 
FILING SUPPLIES 







Filing Filing 
Systems Folders 
° * 


Printed and Ruled 


Guides and Indexes Stach Carin 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 





FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
717 W. Olympic Blvd. Los Angeles 15, Calif. 
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ALMA DESKS 
ARE GOOD DESKS 


ALMA DESK COMPANY 


HIGH POINT, N. C. 


MAIL BAGS 


e Line of Canvas 


let 
—_ Mail Bags- 


and Leather 


Send for Descriptive Circular 


Canvas Products Corporation 
Canvas and Leather Specialties 
P. O. Box No. QNE 
FOND DU LAC, WISCONSIN 





Visible Record 


Any Record Easy 


Sales Quick 500 $ 45 
Credit Portable § Cards 


Listing Convenient 6x4 in. 
Cost Saves Time 


Complete 


Use Handifax Cards only. Join together. File 
sheets of Cards on edge in correspondence fold- 
ers. Visible Facts Inspire Profitable Acts. 


500 Cards one side Blank, one side Ruled 


6x4 in., $3.45; 8x4 in., $4.40; 10x4 in., $5.30. Order now. 


Use half-inch Visible Margin for Indexing—Color 
Signaling—Visible Tabulation of vital information. 
Ten years national use. Order now. Send no 
money. Satisfaction Guaranteed. 


Write for Catalog 


Ross-Gould Co. ST. LOUIS 


313 N.Tenth St.(1) 


Sheets of Cards 


Handifax 

















MASTER 
SPEED KEYS 


THE 
FINGER FITTING 
PLASTIC TOPPED 


YOU CAN SELL THEM SPRING CUSHIONED 
PROFITABLY & REPEATEDLY TYPEWRITER KEY 


WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
337 COLUMBUS PLACE BROOKLYN 33, N. Y. 

























HANDY MEMO RACKS 


for OFFICE, STORE OR HOME 
Wall or Desk Style with 
Convenient Pencil Sock- 
ets Holds 500 Sheets of 
Paper. 









3 x 5 size—Complete with paper 








r $1.10 .Holder enly $1.00 
Walnut 4 x 6 size—Complete with paper 
Mahogany $1.40..........Holder only $1.25 
Lacquer Sell refills for years—at BIG PROFITS 

Write for Folder and Dealer’s Price List 
THE 
GIFT DEPARTMENTS 
P| F RC F A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale, 
COMPANY 














911-913 Marquette Ave., Minneapolis 2, Minn. 











Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
‘3 MODEL 


Also made in 3 & 5 Tube 
Models. Easy to operate. 


DEALERS: Write for prices and 
illustrated folder “’F’’ 
Quick Selling, Profitable Item 


J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 




























MAPTACKS 


You've got the right answer with 


MOORE 
METLHED MAPTACKS 


because 
@ They're sturdy—stand up under steady handling 
@ They're the ONLY complete line available 
@ Map companies sell them EXCLUSIVELY 


You can't beat the Moore line of Marking Tacks, either. 





Made by the manufacturers of famous Moore Push-Pins 
and Push-Less Hangers. 














Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card roy 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 








Meilicke. Systems, Inc, Si North Glar st 
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THE POST “LAB” CONTROLS 
BLACLINE PRINT QUALITY 














The clean white background; the live, sharp, jet 
black detail; the consistent long keeping—are all the 
result of careful, competent testing of paper stock, 
chemicals, formula and a final test on the finished 
coated product—available in medium and fast print- th: 
ing speeds; also transparent—Test Blacline today 
for better prints every day. for 
ers 
THE FREDERICK POST COMPANY spé 
3650 N. AVONDALE AVENUE, CHICAGO 18, ILL. sm 
0 
DETROIT e HOUSTON © CHICAGO e LOS ANGELES e MILWAUKEE 


——— ge 











Yar’ f t wh’ 


.< DLYMOUTH RUBBER COMPANY, INC. 


FOUNDED 1896 The Largest Rubberizers of Cloth in the World cANTON, Mass. 
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No “reservations” 
needed with 


Rocka file 


CARD FILE 





Rock-a-File, the modern card file 
that rocks open, needs no added space 


for operation ... there are no draw- 
ers to pull out! It saves valuable 
space wherever used—on a desk, 
small table, window ledge— because 


Rock-a-File Card Files are but 15 











inches long closed and only the width 
increases slightly when open. This re- 
markable space-saving feature, due 
to its unique principle of rocking com- 
Rock-a-File the 
handiest, most compact card file ever 


partments, makes 
developed—a flick of the finger and 
the entire contents are in full view, 
perfectly aligned and instantly ac- 
cessible. 


Rock-a-File Card Files are avail- 










# REG. U. S. PAT. OFF. PATS. APPLIED FOR 


able in single (1200-card capacity) 
and twin (2400-eard capacity) mod- 
els in Standard Green or Genuine 
Walnut for 3 x 5, 4.x 6, or 5 x 8 stand- 


ard cards. 


Order today or write for 
complete details 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1 903 


35 East Wacker Drive Chicago 1, Ill 








Patent Pending 











THREE 
ATTRACTIVE 
COLORS 


File green . . . mahog- 
any brown... mist gray. 
All steel baked enamel 
finish. Self-locking felt 
guards on base protect 
desk. Retail price only 
$1. Write at once for 
special dealer discounts. 


place. . 


At Long Last... 


“Book Ends” that actually 
HOLD Books and Magazines 


The TEEMAC 


PORTABLE BOOK FILE 


Successfully fills a long-felt need in 
Offices, Homes, Schools, and Libraries. 


A great market exists for the new *Teemac 
Portable Book File. 
simple, efficient book file which is easily 


Here is a strong, 


and quickly adjustable to any number of 
books within its capacity. It is attractive, 
self-locking, durable. No levers or com- 
plicated mechanism. Ends stay firmly in 


. positively will not slide. 


TEETERS-MACKEY COMPARY 


CEDAR RAPIDS, IOWA 
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PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASSeeeok STS., PHILADELPHIA, PA. 


for the steeless 


KLERAD ESK by Sengbusch 


... adding new sales-appeal to this 
already fast-moving item 


. . providing an opportunity for sub- 
stantial replacement sales 


‘exibility that permits any number of plainly indexed 

»mpartments — that’s the kind of sales-making story 

ou can tell your customers about the steeless Kleradesk 

with Extendible Steel Bar and plastic knobs. That's the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, ——- addi- 
to the 











Aiece: See Gan, or mate, ay, Sbere Loren cle, ter matels 6V. IN, OM: tional expandibility of models now owned. Adde 
AV, or 5V. With or without knobs. ' " > om utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 


Right: Intermediate bar for : ; - 
additional extendibility of build volume sales and win satisfied customers. Stock 


either size above. up now. Write for circular. 


—————— oo 
Sengbusch Self-Closing Inkstand Co. 


Above: One intermediate bar extends any Kleradesk one i 
to five compartments more than original capacity. Sev 356 Sengbusch Bldg. Milwaukee 3, Wisconsin 


eral intermediate bars may be added, if desired. a se 
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| BILLFORM “PROCESSED” 











4 
Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
i resistant. Each sheet is therefore easier to handle. 
/ Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 
! The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
Americen, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, Special 
Rolls. 


INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, ete. 














iat rim 


ANOTHER INSTANT SUCCESS 
IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN TO ERASE 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE ° BROOKLYN 16, N. Y. 
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me | _— ADVANCE SALESBOOK CO. 


MANUFACTURERS OF GUIDES:AND FILING SUPPLIES 
148 WEST 24th STREET * NEW YORK 11,N.Y. Telephone CHelsea 3-1276 
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ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 


Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 
HEIGHT 2614,” 


(oledo Cutld Producto Gre. 


515 MADISON AVENUE * TOLEDO, OHIO + U.S.A. 





SORRY .. 
No Typewriters yet! 


BUT . 


We still have better ribbons and -car- 
bons—at better prices. 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 

V Xoo bbele mms \L Co Colebbel- Mas atte) oles ot -) 
Tote) 4 <-1-) ob bole ms \/ (oCodebbel-Me atte) oles et 


HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


NOW . 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 


The manufacture of a limited produc- 
tion of new typewriters has been re- 
10 beet —to BM Bde (o(—mbel-M-Jelelbt (eM el- Mea rest lose) (=) 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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TuBULAR Corn WRAPPERS 
Stationers! It’s your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 












THE C. L. DOWNEY CO. HANNIBAL, MO. 











When You're Asked 
for FACTS 












oe 





CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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-No_ ELIMINATES 
AFTERNOON LET-DOWNS! 


Fatigue wears typists down. Errors result 
from mid-afternoon let-downs ... cost 
money ... make office help dissatisfied. 
Error-No line-by-line copyholders eliminate 
fatigue, save time, temper, dissatisfaction. 
That’s because they always hold the copy 
at eye level — no nerve-wracking side-read- 
ing, no poor posture fatigue. Applicable to 
all typewriters. Highest quality, all steel 


balanced construction. Equip your office. 


Many inquiries have been re- 
ceived about SPEEDRITE, the 
check writer so often seen in 


THE 





leading banks, insurance and 
business offices. Some territories DIVISION OF 


are open in which sales fran- H a i i * Welte r° Co. 


ROCHESTER 7, N.Y. 


chises will be granted to dealers. 














IT PAYS TO HANDLE TEMPO 


—the COMPLETE line of 
Duplicating Supplies! 


e@ STENCILS (the most complete line with and 
without film) 

e INKS 

e MACHINES 

@ SUPPLIES (Complete Accessories) 


Highest quality standards assure customer satis- 
faction. Generous profit margin to dealers. Free 
literature for distribution to customers. All 
products we make are sold only under our own 
brand names. We sell’ only through dealers. 


Write for catalog and price list 


MILO HARDING COMPANY 


432 West Pico Boulevard, Los Angeles 15 
317 Third Avenue, Pittsburgh 22 


TEMPO 


—4ag Pat. off. 
Z STENCILS 


Dealers: Your best bet is the TEMPO FILM STENCIL 
U.S. Pat. No. 1,989,922—2,203,280 
A 
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we've turned things 


/ UP SIDE DOWN 


to show you a CHAIR SEAT that’s NEW! 


Take a good look at this good-looking chair. Sit 
in it! Tip it up! Turn it over! Check it from any 
angle and we think you'll agree—there’s never 
been a chair seat like this! 








We've given it sty/e—notice the trim cabinet- 
like metal closure; we’ve given it strength ...a 
durable leatherette-covered upholstered spring 
seat over an a//-meta/ interior structure. It’s pre- 
cision constructed all the way, banishing com- 
pletely upkeep expense and resulting in a product 
truly worthy of the name, Royalchrome. Better 
see it soon! The Royal Metal Mfg. Co., 

175 North Michigan Avenue, Chicago 1, Illinois. 


Exploded view of seat construction shows 
metal bottom pan, leatherette-covered metal 
apron as well as leatherette upholstery cov- 
ering springs and metal foundation. A truly 
important advancement in all-metal design. 


LINE OF TOMORROW 


Metal Furniture Since ’97 


E 4 ~fy> \ \ It / 7 ‘ 
Royal Steel Folding Chairs « = hale eZ ¢ Stee/ Furniture 


DISTINCTIVE FURNITURE 
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The extra-fine composition coated on 
Heyer Rolls and Films is noted for its 
brilliant copying qualities and the long 
runs it makes possible. That is why so 
many satisfied customers have been 
using them exclusively for years— 
"They're best in the long run". 


For Heyer, Ditto, Vivid, Standard 


and other Roll and Film Duplicators 


Specify the Best—“Heyer Rolls and Films” 


Heyer Gelatin Rolls and Films have certain built-in qualities that make them better. They have a thicker, 
more uniform coating of superior composition, carefully compounded and carefully inspected to assure 
freedom from defects. Specially treated, exceedingly tough backing materials are used which quickly 
absorb used ink and insure against stretching or tearing. In ordering rolls or films be sure to specify dupli- 
cator to be used so that proper fittings will be attached. And for satisfied customers, specify "Heyer" 
—the best Gelatin Rolls and Films for any duplicator. 


A COMPLETE LINE OF SUPPLIES FOR ALL 
GELATIN AND SPIRIT DUPLICATORS 


Heyer Hektograph materials are famous for their brilliant copying 
qualities since 1903. These time-tested inks, ribbons, carbons, pencils, 
etc. assure maximum number of copies on any gelatin duplicator. 
Heyer Spirit Process Duplicator Supplies produce superior results, make 
any spirit process duplicator perform better. 








Underwood first scooped the field 
fifty years ago... by revolution- 
izing typewriter construction with 
the first front-stroke visible riting 


machine. 


This epoch-making achievement 
was so far ahead of any typewriter 
on the market, that other manuface- 
turers simply had to scrap their 
designs . . . and follow Underwood's 


lead. 


Since then...its milestones studded 
with many brilliant mechanical 
frets... Underwood has consist- 
ently remained “Typewriter Leader 


of the W orld.” 




















Fifteen Famous Firsts 


in the Development of the Front 
Stroke Visible Typewriter. ..The 





Underwood: 


THE FIRST TYPEWRITER with all the writing 
in sight all the time. 


THE FIRST FRONT MARGIN STOPS 
Easiest te reach and easiest to set—of all 
margin stops. 


THE FIRST COUNTERBALANCED SHIFT with 
right and left shift keys. 


THE FIRST LEFT HAND CARRIAGE RETURN 
Leaves left hand in typing position. 


THE FIRST 2-COLOR RIBBON feature permitting 
a choice of two colors by the switch of a lever. 


THE FIRST FRONT STROKE ACCELERATED 
TYPE-BAR ACTION 
Gives ease of touch and quality of imprint. 


THE FIRST INDIVIDUAL KEY LEVER TENSION 
Permits touch adjustment of each key. 


THE FIRST SHIFT KEY LOCK WHICH SHIFTS 
AND LOCKS IN ONE OPERATION 
Eliminates additional locking operation. 


THE FIRST FRONT MARGIN RELEASE KEY 
Permits writing in left margin without disturbing 
the marginal stop. 


THE FIRST UNIVERSAL BAR ACTUATED 
DIRECTLY BY THE TYPE BAR 
Spaces carriage with minimum of effort. 


THE FIRST STAR WHEEL ESCAPEMENT WITH 
BEVEL-TOOTH FIXED DOG 
Specially designed to speed movement of carriage. 


THE FIRST CENTERING SCALE 

Permits quick and easy centering of headings 
on paper. 

THE FIRST INBUILT TABULATOR {SINGLE KEY) 
The tabulator as part of the machine not an 
attachment to it. 


THE FIRST TYPE-BAR GUIDE 
To control the printing point. 


THE FIRST TYPEWRITER READILY ADAPTABLE 
TO STENCIL CUTTING 


1 
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Mere touch of lever renders the ribbon inoperative. 


Copyright 1946, 





Under Wood Typewriter Leader of the World 


UNDERWOOD ¢ ORPORATION, One Park Avenue, New York 16. New York 


Underwood Corporation 





